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Best Sellers 


a selling supremacy that is 
the natural result of service 
supremacy— 


VACUUM CUP 
Red Olof fread 
BICYCLE TYRES 
Unquestionably the best proposition from both the con- 
sumer’s and dealer’s standpoint in the bicycle tire world. 









Our Direct-to-Dealer plan of marketing them, saving the “in between’’ profit, gives precedence over all 
other factory brands to 


PENNSYLVANIA reais. "Thice'iberal prices, an Tiwee Sinctive 
*TH REE *« STAR * Our exclusive territorial arrangements provide utmost 
BICYCLE TIRES __ pctsction and profi. “Write TODAY to Department N 


Pennsylvania Rubber Company, Jeannette, Pa. 


Direct factory branches and service agencies throughout the United States and Canada 





Sturoy Stuo Tupletroad SUCCESS 


Table of Contents, Page 129 Index to Advertisers, Page 199 
Situation and Help Wanted and Business Opportunities, Pages 216-217 
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Is Making a 
Big Hit With the 
Trade Everywhere 


~ We knew it would. Small wonder, too, when you consider that this 
washer gives the housewife without electricity in her home all the advan- 
tages that the woman with the Maytag Electric Washer enjoys. 


The Maytag Multi-Motor Washer is equipped with a light, powerful, 
compact little engine that operates on gas, gasoline, kerosene or alcohol— 
about 5 cents’ worth for a washing. It is guaranteed for three years’ 
continuous service. Every woman who sees it wants one. 
















We Offer You the Biggest, Broadest, Best and Most 
Liberal Proposition Ever Made by a Manufacturer 
to a Dealer. Ask Us About It. 


It makes absolutely no difference what line of washing machines you now handle 
or how long you have been handling them. We can prove to you completely that you 
can make more sales and more money by handling the Maytag Multi-Motor Washer 
than with any other washing machine on earth. 

Right now we are advertising this new washer in such publications as the Saturday 
Evening Post, Country Gentleman, Farmer’s Wife, Successful Farming and Woman’s 
World—reaching nearly six million readers—among whom are a large percentage of 
the families in your own town. 

Every line we print, every picture we show—is for your benefit. All inquiries we 
receive from this advertising are turned over to our nearest dealers. Co-operate with 
us now and get your full share of this good business. Don’t 
wait. Write for our Special Dealer’s Proposition today. 
\'se the coupon. 
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Send me descriptive literature about ‘¢: je 
the Maytag Multi-Motor Washer, also ia HER. 
your special proposition to Dealers. ve I A I ION A NEW TON IOWA he 
It is understood that I obligate my- : * ee ate 
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self in : ening ranches: Kansas City, Mo.; Minneapolis; Indianapolis; Fargo, N. D.: 
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Warehouses: Philadelphia, Detroit, Peoria, Ill.; Sioux Falls, S. D. sd Sd 
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pressures. 


No jobber or dealer need handle a foot of any 
other make to meet every demand. 

It makes ne. difference what any dealer's trade 
may call for, he can’ stock Thermoid Garden Hose 
And supplying a customer's want 
holds that customer to your store. 

We have been making Garden Hose for a quar- 
ter of acentury. Our knowledge of hose construc- 
tion has made us one of the largest manufacturers 


and meet it. 





For Lawn or Garden— 
Flexible, Durable 


SAXONOID. A five-ply hose 
of light weight, special duck of 
great strength and durability. 
Excellent friction, tube and cover. 
Very flexible and durable. For 
lawn or garden use, and especi- 
ally recommended for florists, 
gardeners and contractors. High 
pressure. Guaranteed. 








A Popular Seller—Light 
and Strong 


TRUMPOID. A five-ply hose 
of special quality, high-grade 
sheeting. Excellent quality of 
friction, cover and tube. Com- 
bines lightness with strength and 
durability. A popular brand, 
very serviceable. Recommended 
for greenhouses, lawns and gar- 
dens. Medium pressure. Guar- 
anteed. 








Cotton Rubber-Lined Garden Hose 


SIGNALOID. The best medium-grade. cotton hose manufac- 
tured. Serviceable. Recommended for medium and lw 
pressure. A hose constructed of strongest long-staple cotton 
and a tube of the very highest quality. Will not kink, dry out 
or crack. Will withstand any street pressure and retain its life 
for a very long period. Guaranteed. 
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Garden Hose EN 


Thermoid Garden Hose is made in the high, the 
medium, and the cheaper grades, also for all water 





of a most com- 
plete line, be 
cause the hose-buying public 
want our kind of a hose, and 
make ours the big business it is. 
All grades made with our elas- 


tic non-drying tubes, which will 


not peel. 
Stock Thermoid Garden Hose for 1916 


and go ‘long with us for more, better and 
permanent business. 

Write and tell us your needs, the water 
pressure of your territory, and the approxi- 
mate amount of your garden hose business. 
We can help you build business along lasting 
lines. 

Are you ready to make more net profit 
from the Garden Hose branch of your busi- 
ness ? 

Then the time to write us is now for 
samples and Booklet. 


Just Address 





Makers of Thermoid Brake Lining and 
Nassau Tires 


TRENTON, NEW JERSEY 


Nine Branches: Boston—New York—Philadelphia— 
Pittsburgh—Detroit—Indianapolis—Chicago—St. Louis 
—San Francisco 
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The Choice of Mechanics With 
Experience and Sound Judgment 


A pretty sound test of the value of an article is found in the class of 
people who buy it. Discriminating buyers can rarely be induced to 
accept an inferior article—they demand good quality and insist upon 
getting it. Consequently when mechanics whose long experience makes 
them good judges of quality in machinists’ tools ask you for Brown & 
Sharpe Micrometers or other tools in the line it is strong evidence that 


Brown & Sharpe Precision Tools 


are the choice of the men who have had the opportunity to test their 
merits from every standpoint. Through years of service they have tried 
their accuracy and always found it up to a high standard. The durability 
of these tools—their long service—has convinced these men of the satis- 
2, faction and economy of B. & S. Tools. That is why they unfailingly 
insist on ‘‘ Brown & Sharpe’ when buying new tools. When a line meets 
with the approval of critical buyers it is worth your while to carry it. 


The B. & S. Tubular Inside Micrometer is but one of the tools in our 
extensive line covering over 1000 varieties of high-grade tools. Its sell- 
ing points are described on pages 54-55 of our No. 26 Catalogue and a 
wide range of sizes are listed. 





Brown & Sharpe Manufacturing Co. 
PROVIDENCE, R.L, U.S. A. 
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If He Wants Facts 
You Have [hem 


There are reasons aplenty why the Coes 
Steel Handle Wrench sells and satisfies—you 
need not make evasive claims for it. 


The Coes is an all-steel wrench of only six simple, 
solid parts, the finest tool obtainable for damp places, 
places exposed to extreme heat or cold—railroad yards 
—machine shops—anywhere! 

You can make some mighty strong claims for the Coes Steel 
Handle Wrench—none so strong, however, but what we can 
prove them. 


We'll be glad to demonstrate right now! See your jobber 
today about a trial order—don't delay. 





Coes Wrench Company 


Worcester, Mass. 


J. C. McCARTY & CO., 29 Murray St., New York 
J. H. GRAHAM & CO., 113 Chambers St., New York 
























BALL RACE 


Rivet 


HOWING BALL 
IN FACE OF BAR 


——— 


STEEL SHELL HANDLE, 
INTERNALLY SUPPORTED 





6 Solid Whole 
Parts Only 
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YOUR CUSTOMERS 
HAVE HEARD ABOUT IT— 
AND THEY’LL HEAR MORE 


OQUSEHOLDERS all over the 
country are reading our adver- 
tisements in the Saturday Evén- 


ing Post, Country Life in America, and 
other journals which tell the story of the 










A simple, durable, absolutely depend- 
able oil-burning device which does the 
work at one-third the fuel 
cost of heaters using artificial 
gas. Water runs hot from 
the tap a few minutes after 
you light the burners. —_In 
just a few minutes there is 
enough to wash dishes—in a 
very few more, enough for 
a bath. 
















Ce 








Tank and : . ‘ . P 
Piping not The New Perfection is easily and inexpen- 
included sively installed in any home which has run- 

ning water. It is easy to clean and care for 


—the burners being identical with the fa- 
mous long blue chimney burners of the New Perfection Oil Cook Stove. 


A BIG MARKET RIGHT AT HAND 


Scores of housewives in your town let the coal range go out in 
the summer and do their cooking on an oil stove. But they want 
hot water just thesame. The New Perfection Water Heater pros 
vides a plentiful supply of hot running water at short notice, with- 
out the bother of firing up the range and overheating the kitchen. 






Remember the extra profit which comes to you on the installation. 


Write today to Dept. S for free catalogue and complete information. 


THE CLEVELAND FOUNDRY COMPANY 
7334 Platt Avenue, Cleveland, Ohio 
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Aladdin 
Aluminum 


T hasn't taken long to demonstrate Aladdin quality to the women 
who want the best in Aluminum ware. We've told your custom- 


ers in our national advertising campaign that Aladdin Ware is 


made a better way—and every Aladdin utensil proves that statement. Aladdin ware sells 
on sight. Every utensil has talking points which invite comparison—and the trade has not 


been slow to appreciate the economy which comes from handling a line that sells itself. 





OW is the time for the big spring drive on Aluminum—and we 
stand ready to render every possible service to dealers to make 
this a bigger and better year than you've ever before experi- 


enced. Aladdin electros and dealer helps are not the ordinary sort. They were made with 
the greatest care to present Aladdin ware in its most attractive form. They afford the easiest 


and best way for you to tie up your store with our advertising. 





Drop us a postcard today for booklet of Aladdin 
electros—or for the electros themselves. They will 
be sent to you post haste. This is the surest way 
of getting your share of the Aluminum business. 


A IN a 
/ M Cleveland Metal Products Co. 


Cleveland, Ohio 
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Noiseless! 


‘Silence is golden.’’ That is the principle on 
which these casters work. They do not speak, pre- 
ferring to allow their good points and features to 
do it for them. 

Their frictionless bearings prevent noise. They 
cannot scratch or mar highly finished floors. The 
roller axle is three times the size of ordinary wire 
rivets used in other casters—built extra strong to 







stand a heavy strain. 


They Sellas Easily 
as They Roll 


= and that is saying a whole lot. 
= Tell your customers how easily 
and noiseless the Diamond Vel- 
vet Casters are, and they will be 
interested. Just examine a 
sample Diamond Velvet Caster. 
It will appeal to you. We will 
= send that sample on request. 
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1. Vulcanized cotton bearing, weight 


Company centers here. ines caida 


2. No metal contacts. 
metal against metal. 


. e ub shape bearing distributes friction. 
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SCREEN CLOTH 





WIRE 


Heavy Zinc Coated 
AFTER WEAVING 


14 Mesh—16 Mesh—13 Mesh Extra Heavy 


12 Mesh— 
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eaving 


wire screen cloth than in any 


other grade. 


For many years OPAL has 
been the standard by which 


all others are judged. 
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Cloth Co: 





New York Wire 


233 BROADWAY, NEW YORK 


WORKS—YORK, PA. 
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Hardware 
Dealers Profit. 


So Do We 


Advertising national in scope helps us both. 
That is why we are telling property owners 
all over the country about Excelsior Rust- 
Proof Products. There are people in your 
town who have been reading why Excelsior 
Rust-Proof Fences are superior to other kinds. 
They realize that fences made of large smooth 
wires held rivet tight by our patent steel 
clamp, and then galvanized after making by 
our celebrated Rust-Proof Finish, are far 
stronger and more durable than other types. 
Excelsior fences are neat and attractive in 
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appearance and give supreme service. Once 


up, they last. 


Readers are referred to their hardware 
dealer for service. Some of them will come 
to your store to buy Excelsior Rust-Proof 
Fence Products. The goods will appeal to 
them because of their superior quality and 
the sale will be easy. Get in your stock early 
so that you can supply the Spring demand. 
If your jobber cannot serve you promptly, 
send us his name and tell us what you need. 


Wright Wire Company, Worcester, Mass. 


Boston New York 


tiie i ' 
i Pt 
i Hi i ihitl 
| ' 











Philadelphia 


Chicago San Francisco 
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Wickwire ham Cortland 
Brothers Hie New York 


Inc. 


There’s more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. “= ~~ 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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Regulating the pressure on one 
ef a hundred powerful mills 

whose heavy, rapidly revolvin 

millstones ind and _  regrin 

white lead till it is fine enough 

- pees Dutch Boy White 
ad. 





Good White Lead Is Finely Ground 


The fineness of white lead is extremely important. Next to purity, 
nothing is more essential. On extreme, uniform fineness depends 
to a great degree the even spreading and hiding power of white lead, 
its working qualities under the brush and the amount of tinting 
matter it is necessary to use. 


The even fineness, which is so important, is obtained by carefully grinding and 
regrinding white lead in powerful mills which crush and pulverize it to a fine 
thin paste. When the lead is ground fine enough to float on water it passes 
to the last test of fineness—a fine silk cloth with about 27,000 microscopic 
meshes to the inch. Only white lead that will pass through this extremely fine 
screen is fine enough to become 


Dutch Boy White Lead 








Its fine, even, smooth consistency, the ease 
with which it can be mixed and spread, and its 
excellent covering power, have made Dutch 
Boy White Lead the white lead that it is easy 
to sell to painters. Where the painters buy 


their white lead they generally buy their other 
painting supplies. The profits on linseed oil, 
turpentine, driers, color, varnishes, paint 
removers, brushes, sponges, putty knives and 
everything else that the painter uses, follow 
the white lead profits into the cash register. 


We have some plans for building up paint business. They have proved 
helpful to dealers who have used them in all parts of the country. Let us 
put them to work for you. Write to our nearest branch. 


Manufacturers also of Dutch Boy Red Lead-in-Oil and Dutch Boy Linseed Oil. 


NATIONAL LEAD COMPANY 


BOSTON 
CLEVELAND 


NEW YORK 
CINCINNATI 


CHICAGO 
SAN FRANCISCO 


BUFFALO 
ST. LOUIS 


(John T. Lewis & Bros. Co., Phila.) 
(National Lead & Oil Co., Pitts.) 
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HESE are a few of our 


latest newspaper cuts 
for the free use of the trade. 


There’s nothing like a good illustra- p: ~= 
° ° . —— a, 
tion to put punch into any kind of ad- OWL pe 
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ee ZE 
vertising. pacts | ee, 


If you haven’t received our book of 
newspaper ads, please write us. 
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“The ‘Pennsylvania’ People’”’ 


Supple fiddle Ffardware (ompany ‘ 


PHILADELPHIA, PENNSYLVANIA 
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SETTER 
QUALITY ann PROFIT 


= CAN BE RETAILED FOR 


$2.25 
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MANUFACTURED 
BY 


UNION HARDWARE CO. 


nec 8 TORRINGTON, CONN. 
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The dealer who handles this line makes satisfied customers 
who become regular purchasers. The statement above means 
just what it says. We stand behind you, Mr. Dealer, and you 
may be assured that you can sell the Union line knowing 
that you are making a good profit on these goods besides 
being absolutely satisfied with 
the merits.of this product. 











We manufacture calipers, divid- 
ers, tap wrenches, nail sets, center 
punches, tempered steel rules, 
combination squares, hack saw 
frames, key seat rule blocks, thread 
gauges, thickness gauges, and a 
complete line of tool holders. 











These tools were designed to be 
supérior to any others. We furnish 
the highest possible quality at rea- 
sonable prices. The necessity of 
making tools correct and lasting is 
fully realized by us. The care with 
which we make them and then in- 
spect them before shipping, justi- 
fies us in guaranteeing every tool 
both to the dealer and to the cus- 
tomer. 
















m9 ag bee AGENTS: 
Surpless, sar > s Co., -76 Murray 8t., New York.— 
+ Gtikese St., Chicago, 11). 
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SEND FOR 
THE NEW 
SIMONDS 
CATALOG 


The Simonds Catalog for 
1916, covering all the terri- 
tory in the United States 
east of the Rocky Moun- 
tains, has just been issued. 
It contains much new and 
interesting matter for the 
trade, a rearrangement of 
goods and prices, especially 
of hand saws, and shows 
the new lines of the famous 
Simonds saws, knives and 
files. Let us send you a 
postpaid copy, Mr. Dealer. 
It is something that every 
enterprising hardware man 
needs, for in it he will find just the right line of goods to satisfy 
every demand of the trade. The catalog shows, too, how the 
Simonds Manufacturing Company is keeping a little ahead of its com- 
petitors in new ideas and the qual.ty of its product. 











are famous wherever tools are used for smooth, fast, and sharp cutting qualities, ex- 
cellence of temper, spring and hang, and the power to stand hard use and hold 
their edge and set. Simonds Saws do not tire the muscles or require frequent 
filing, and are made of the finest steel tempered by the special Simonds process 
which assures perfect uniformity of temper throughout the entire blade. We make 
all kinds of saws—hand, cross-cut, hack, band, circular saws, etc.—and all are abso- 
lutely guaranteed. 


“If you want saws that cut like diamonds 
Ask for saws that are branded Simonds.” 


Write for our new catalog. 


SIMONDS MANUF ACTURING CO. ~ 
F itchburg, Mass. \ y 3 
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Always In The Foreground 


NICHOLSON FILES, wherever they are used in a shop, always 
stand in the foreground when it comes to quality and service. 
The high grade workmanship of Nicholson Files, their long life, 
their uniformity and keen cutting qualities are all features which 
bring them into prominence. The user cannot fail to recognize 
their superiority; the benefits derived from their use are self- 


evident. 





NICHOLSON 


TRADE 


4X: FB 


MARK 


SWISS PATTERN FILES 


The ideal files to use where fine work is essential 








In NICHOLSON “X-F’”’ FILES there form shape and cut, quality and tem- 
are all the good qualities of the finest per of steel. 


imported files with none of the uncer- Write for complete catelee and « 
tain features which are associated copy of “File Filosophy,” an in- 


with the latter. NICHOLSON “X-F”” structive little book well worth hav- 
FILES are guaranteed to be of uni- ing. 


NICHOLSON FILE COMPANY 


PROVIDENCE R. I., U. S. A. 
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SARGENT & COMPANY, Manufacturers 


New York 
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That Eliminates the 
Annoyance of Slam- 
ming Screen Doors 


HE Sargent Liquid Screen Door 
Check a Spring No. 20, furnished 
in Antique Bronze Finish, is a simple 
but effective door-closing device which can 
be easily applied by the house occupant and 
quickly regulated to suit the individual 
needs. Hardware merchants will find this 
a desirable article to push during the spring 
and summer. 


Five Latches and a Dead Lock— 
sj All Year Round Good 


Sellers—Effectively 
Displayed 


HE illustration shows both 
sides of a swinging board, 
intended to be attached to 
the front of the shelving ; each lock 
is mounted on a separate block 
so arranged that its application to 
the door and its operation may be 
graphically shown. The board is 
attractive in appearance and offers 
to dealers a novel manner of dis- 
playing these goods and demon- 
strating them to their customers. 
The latches range from No. ]4250, 
a good serviceable latch at the 
. lowest price, to No. 4292, which 
has a dead- i-locking attachment and guarded latch 
bolt, combining the advantages of the night latch 
and dead lock. 

The hardware dealer can offer Sargent Cylinder 
Day and Night Latches with the assurance that they 
provide safety, security and strength and meet a 
large and steady demand from dwellers in apart- 
ments and other buildings in which adequate pro- 
vision for security has not been made. 


Boston Chicago 
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Weird 


and wicked-looking 
is the tooth-edge of 
a hand saw when 
magnified. 











That's why 
it bites. 


Y ou will find this and | 


other “points of 
curious information 
in our twelve-page 
pamphlet — 


“Why a Saw Cuts.” 


It’s free for the asking. 





HENRY DISSTON & SONS, Inc. 


KEYSTONE SAW, TOOL STEEL AND FILE WORKS 
PHILADELPHIA 
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No. 11 


STANLEY NAIL HAMMERS 


Only three styles of Nail Hammers are illus- 
trated above, but we manufacture a very com- 
plete line that will enable you to satisfy all 
demands. 

The Heads of all styles are made of special 
steel, carefully forged, hardened and tempered. 

The Handles of selected second growth 
hickory. 

The improved method of fastening the heads 
to the handles makes it practically impossible 
for the head to fly off. 

We also manufacture HAMMERS for Ma- 
chinists, Bricklayers, Farriers, Tinners, Black- 
smiths and Engineers. 


STAN a STAN LEY Ruce & Levet Co. 


EW BRITAIN, Conn. U.S.A. 
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MACHINE 
SCREWS 


STOVE BOLTS 
RIVETS BURRS 





WOOD SCREWS 
TIRE BOLTS 





= 


Largest Stock and Greatest Assortment 


American Screw Co. 
PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 






































LONG TERNE SHEETS 





Twenty years and more of experience and the best 


materials we can obtain are back of the quality you get 


in Crescent Long Terne Sheets. A number of mills hav- 


‘ing large capacity are back of your deliveries—If you 


need Long Terne Sheets get the nearest office on the wire. 


WHEELING CORRUGATING COMPANY, Warne WM 
NEW YORK CHICAGO PHILADELPHIA 


ST. LOUIS KANSAS CITY CHATTANOOGA 
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Sell Them 4 
by the Set 











ihe 
HAUNT 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are 
not dependent on a center or a level to 
guide them. They cut from the outer rim. 
The entire surface is at work all the time; 
no jagged ends; every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished 
surface. 

Let us send you catalogues. Order 
through your jobber or direct. 


THE PROGRESSIVE MANUFACTURING CO. 


TORRINGTON, CONN., U.S. A. 

















Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the user. 
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Floor Brushes 








RUSHES of this construc- 
tion are designed for Fac- 
tory, Office and Home use. 

Our assortment includes a 
range from High-Priced Bristle 
to the Cheap Fibre Brushes. 

A special OSBORN Combina- 
tion Wire and Fibre Floor Brush 
is being recommended for Fac- 
tory, Garage, Office and House- 
hold use. 


Dusters 








Counter Dusters of various 
shapes and sizes, in line with the 
requirements of Factories, Of- 
fices, Stores and Homes, and a 
quality for every purpose. 

A catalog showing a com- 
plete line of BRUSHES and 
BROOMS, HARDWARE SPE- 
CIALTIES and FOUNDRY 
SUPPLIES will be sent on re- 
quest. 


THE OSBORN MANUFACTURING Co. 


CLEVELAND NEW YORK 
5401 Hamilton Avenue 395 Broadway 


DETROIT 


CHICAGO 
155 North Clark Street 672 Atwater Street, East 


SAN FRANCISCO 
61 First Street 
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Good Reasons Why 
You Should Stock 


“ENTERPRISE” 
Food Choppers 





What would make a stronger appeal to the 
housewife? An “Enterprise” Food Chopper is 
useful in her kitchen every day of the week. 
With the four quickly interchangeable knives she 
can prepare all kinds of foods, make them into 
dainty, delicious dishes and save many leftovers 


that would otherwise be wasted. 


(1) For Chopping 
Sausage and Mince 
Meat, Horse Rad- 
ish, Hamburg 
Steak, Croquettes, 
Cocoanut, Stale 


Bread and Crack- kinds for ou 
Fine ers for Crumbs, etc. Coarse etc. 





(2) For Chopping 
Scrap Meat for 
Poultry, Scrapple, 
Codfish, Corn for 
Fritters, etc. 


Medium Nut Butter Cutter 


“ENTERPRISE” 
Food Choppers 


Three Sizes 


a (4) For maki 





3 of an oily nature. 





PFNTERPRIS 


o.\ ! 3 

SK a 
\ WV ENTERPRISE 4% 
eo FOOOCHOPPER Ns 
\) 


Chops 2% Ibs. of meat 
per minute. Weight, 
4% Ibs. 


No. 703 
$2.25 






Parts are double 
coated with block tin. 
is turne 
SM SER by epecial machinery 20 
8 Ibs. 

as to fit accurately. 
The four knives give that shear or draw cut; 
no mangling and tearing. Knives are placed in 
a bag and wired to the chopper—no danger of 

loss or knives becoming mixed. 
If you stock the “ENTERPRISE” line you 
can successfully meet all competition and make 

a good profit. 


The Enterprise Mfg. Co. of Pa. 
Philadelphia, U. S. A. 


Lo 


(3) For Choppi 
Hash, Hog’s Head 
Cheese, Chicken 
and Lobster for 
Salads, Tripe 
Vegetables of all 
Soups, 


ng 
& Butter from Nuts 





Chops 2 Ibs. of meat 
per minute. Weight, 
4 Ibs. 
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ACK of every Bishop’s “Greyhound” Bishop ) 


Saw is over 20 years of specialized 
experience in High-Grade Saw making. a h qd” 
IN every saw that bears the “Greyhound” rey oun 
trade-mark is the toughest kind of pure, evenly 
tempered, refined steel. 
OUT of every Bishop’s “Greyhound” Saw 
your customer is sure to get absolute satisfac- 


tion. The hang of the blade will please him, 
as well as the rapid, easy-cutting quality. 









AFTER 30 days’ trial if any customer says 
the “Greyhound” Saw fails to cut faster and 
easier than any saw he ever used—refund his | 
money. We'll do the same by you. 


Made in both Straight and Skew back. 


aaen 








LIST PRICES 

Length Dozen 

ee $28.00 

Th Aided we ha ekios 30.00 \ 
ey a sil a aug 32.00 om 
PS wedGne tee eke 34.00 

es ow obiré den ak 36.00 

ida 6a awoke wk 40.00 

SE ere 44.00 


Packed one in a box. Send for New Cata- 
log and Trade-prices. 


Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 
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“MATLCOR SELF-CAP ROLL ROOFING 


Double cross locked to- 
gether, notched and re- 
squared on ends and 
sides. 


Sheets 2614 inches wide 
— 50 feet long — will 
cover 100 square feet. 


M7TLcOR™ 
Self-Cap Roll Roofing 


is made from soft an- 
nealed sheets, so that the 


Saas = = —— 5 oe ey 
= ae 5 Feet Ft 


~ eee ee iS Sees 


= 





side seams form easily without cracking. 

Is appropriate for use on buildings having roofs with only a slight pitch, and is 
recognized for its durability. 

We loan tools necessary to apply any of our roofings. They must be returned 
to us when job is completed. 

We carry at all times a complete stock of roofing, siding, eaves trough, etc., 
which insures prompt filling of orders. 


Milwaukee Corrugating Company 


BRANCH AT KANSAS CITY, MO. MILWAUKEE, WIS. 
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B UTCHER TRAYS 


Enameled in White and White 


No. 15—154%4 x 10% x 34” 
17-17% xllyx %" 
1i9—19 «125% x %" 

‘ 25—25%% x 193% x 13%” 
“ 250—Same size as +25, with Cor- 
rugated Bottom. 


Note the new +25 and +250 sizes, which have heretofore been largely 
furnished by the Importers. 


THE VOLLRATH CO. 


Sheboygan, Wis. 


NEW YORK CHICAGO 






































INLAND 


Basic Open Hearth 
ROOFING 
G SIDING 


Products of a plant that owns and controls 
all its raw materials from the Iron Ore up 

















INLAND STEEL COMPANY 


First National Bank Bidg., Chicago 
Works Indiana Harbor, Ind. and Heights, Ill 
Branch Offices~ SLLOUIS-ST.PAUL- MIDVAUKEE- DENVER-DALLAS 
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OUR trade will be well taken care of and their demands met satisfactorily if you have 
MYERS PUMPS in stock to offer them. A Most Complete Line—Hand, Windmill and 
Power Pumps of small, medium or large capacity, for shallow or deep well service, adapted 


to meet pumping conditions in your territory. Tell us your requirements at once. Prices on 
all materials are still advancing. Some are almost unobtainable at any price. Better anticipate. 


F. E. MYERS & BRO. “Hi*foor'worss ASHLAND, OHIO 
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Get This Profitable Business 


You know how easy it is to sell ornamental wire work at this time of year—it’s a subject 
uppermost in the mind of every home owner who takes pride in his lawns and gardens. 
But you can’t afford to carry a sample stock of ornamental wire—styles and people's minds 


change too readily! 
We've solved the problem! : 
you want and have them on hand at short notice. 


way. Write for the catalog TODAY. 


Our catalog covers our complete line. You can order the goods 
It’s the safe way and the more profitable 


Ludlow-Saylor Wire Co., St. Louis, Mo. 


BRANCH OFFICES: 


20 East Jackson Blvd., Chicago. Mills Bldg., El Paso, Texas. Felt Bldg., Salt Lake City, Utah. 
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LOOK FOR THE LABEL 


INSIST and DEMAND— 
Get Strips “ALLEN” Tanned 








Does 60 per cent 
Profit Look Good? 


ROM now until the end of 
Summer it will take little or 
no effort to sell 


ROYAL 
Self-Heating Irons 


and you make 60 per cent on every sale. 
Women everywhere are looking for the Royal, 
because it helps them do better work with less 
effort and in half the time—and this means 
relief from the drudgery and heat of Summer 
ironing days. 

Over 750,000 women already own and rec- 
ommend Royals—some of these are your cus- 
tomers and will send their friends to your 
store. 

Ask for our two special Spring deals 

—the season for Royal profits is al- 

ready here—act today. 

















Royal Iron Manufacturing Company 
552 Wayne Street Big Prairie, Ohio 








SAND PAPER 


IN REAMS AND ROLLS 
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WIRE, 


FLINT PAPER 
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MORGAN SPRING COMPAN? 
WORCESTER, MASS 
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ACIALTIES 


EMERY CLOTH 


GARNET PAPER AND EMERY PAPER 
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Everything Wears Out— 


Guarantee Wringers 
— Outwear Everything 
= a wy Lovell Manufacturing Co. 


ERIE, PA., U. S. A. 


THE LARGEST MANUFACTURERS OF CLOTHES WRINGERS INjTHE WORLD 
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HN 
The Two-in-One 


ALASKA 


FREEZER. 


‘*The freezer with the open spoon dasher’” 


Parker's 


NATIONAL 
IRON TOP 


BOX MILL 










The best made. Has them 


all beaten. Freezes rich 
creams and mousses without 
dasher 


With No Work 


in 30 minutes; but plain custard 
creams and sherbets cannot be 
frozen smoothly. With the 
ALASKA open spoon casher they 
can be frozen smooth as velvet in 3 
to 4 minutes. The ALASKA does all 
kinds of freezing stunts in the 
quickest time. 

There's a rush on. Order quick. 


The 
Alaska Freezer Co. 


Winchendon, Mass. 


4 


A Mill that is just right for home use. Very 
handy—sets squarely on table or any flat sur- 
face. Easily adjusted to grind coffee to any 
degree of fineness. Also very popular for 
spice. 

A good Mill at a moderate price. Made 
strong and serviceable. Parker Coffee Mills 
are made in many styles. Send for Catalog 
and Discounts. 


=) 
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The Chas. Parker Company 


New York Salesrooms ' Factories 
32 Warren St. Meriden, Conn. 























A Sale Every Few Minutes 


This selling record is possible if Dealers will point out the 
many good features and a few sane reasons WHY their cus- 
tomers should use an 


EAGLE MOP WRINGER 


and Bucket Combined, for washing and mopping their floors. 

With its use, moppi is done in a healthy standing position. 
—— away with wringing a dirty, filthy mop by hand. Hot 

er y Lye water can be used, the hands never come in contact 
with the water. Floors quickly made immaculate with very 
little effort. 

Show your customers Bn. EAGLE MOP WRINGER—explain 
to them what a labor-savi ng device it is—its Sanitary features, 
and a Sale IS POSSIBLE every few minutes. The Pail is 
made of CYPRESS—‘‘The Wood Eternal,’’ will never rot. 

~ : Endorsed by thousands of users and by the same number of 
Made in three sizes, 10, l4and 22Qts. Dealers. 


The Eagle Woodenware Mfg. Co., ““siic” 


SOLE MANUFACTURERS 


Sectional 
View 
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ATLAS 
10-Cent Fly Swatter 


“Swat the Fly’ crusades are spreading. The 
coming season will see the greatest demand for Fly 
Swatters ever known. Be prepared. Stock Atlas 
Fly Swatters. We make two 
styles—one to retail for 5 cts., 
the other for 10 cts. Both are 
made of the best wire cloth 
with a copper finished handle. 


The 10-ct. Swatter shown 
has an extra long handle— 
10 ins. It is very neatly and 
securely bound with soft green 
felt—cannot mar the finest fur- 
niture. Especially adapted for 
parlor or drawing room use. 
We have made it extra strong 
and flexible—will outlast any 
now on the market. 


The 5-ct. Swatter, the best 
ever made to sell at a Nickel, 
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Our Excuse for 
Being in Business 


No, this is not an apology; it is an 
explanation. 

As manufacturers of butchers’ steels 
for thirty-six years—as the only ex- 
clusive manufacturers of butchers’ steels 
in the world—we feel justified in main- 
taining that today we are “known 
wherever steels are used.” 

“Our excuse for being in business,” 
therefore, is to build upon this claim 
which we have established. It is to 
make things more and more profitable 
for “You, We, Us and Company.” 

And that is why our Bell Brand Trade- 


April 20, 1916 





mark deserves your hearty support. 


C. & A. Hoffman 


Frankford, Philadelphia, Pa. 


Sales Agents: 


Wiebusch & Hilger, Ltd. 
106-110 Lafayette Street, New York City 


UL 


has a triangular fold permit- 
ting insertion of your ad if 
desired—a clever idea. 


Now is the time to place 
stock orders. We'll gladly 
quote Prices and Terms. 


Atlas Mfg. Co. 


" New Haven, Conn. 
































HELLER’S 


PIVOT DOOR CABINETS 
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O-DAY’S the 
sh day to order 

your Acme 
Steel Door Mats, 
that is, if you 
have not done so 
already. The 


Acme leads on 
all points. It’s a reversible mat—rust-proof 


SISPLAY ALWAYS IN SI _sanitary—self cleaning. It lies flat on the 
floor. It wears. 9 regular sizes. In rolls, 


any length. Special shapes made to order. 
SEND FOR CATALOG No. 24 Write your jobber, TO-DAY. 
showing the largest assortment of 


Hardware, Shelving, Fixtures, etc., in CME, ptocl Goods Co 


the United States. Sas 
W.C. HELLER & CO. 


MONTPELIER - - - - OHIO 
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The Man at the Desky 


knows better than anyone else how 
much depends on the quality of the 
equipment he uses. Ledgers and aie Trsmaters 
bearing the mos8]-Pizah trade-mark are used by office 
men of skill and experience because their design and 
workmanship make them most efficient. 











This is the (pos |- Pian Ledger, designed and built 
to give effective service for years. One turn of a key 
opens it, a slight hand pressure locks it. All the 
popular sizes are sold by stationers everywhere, and 
those same stationers carry sheets of various rulings 
to fit it. 


Buy @osf-Piza Books and Forms and be sure of 
the most efficient record-keeping devices. 
All first class stationers sell woose [-P near Books and Forms 
Send for Catalog 770 


Irving-Pitt Manufacturing Company 
Largest Loose Leaf Manufacturers in the World 
Kansas City, Missouri 8 





i ASilent Salesman ina four 
| foot space. Save time and 
money with the 


Herrick 


Ball Bearing 
Tool Rack 


Revolves easily when 
fully loaded. All 
Malleable Iron and 
Steel. Guaranteed 
against breakage. 
Holds 15% Doz. Ag- 
ricultural Tools of 
various kinds. 


Well Displayed Is 
Half Sold 


Change display — use 
all year. 


SALES DOUBLED IN ONE SEASON 
Write today for catalog. 
SOLD BY YOUR JOBBER. 


The F. A. Herrick Co. 


4040 Detroit Ave., Toledo, O. 
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Save Ever 


ry Pound 
Of Waste Paper 


Enormous Prices Now Being 


Paid for BaledWaste 


Paper mills everywhere are begging for waste paper— 
the U. S. Department of Commerce is urging everybody 
to save every pound of waste. Never before in the his- 
tory of the U.S. has there been such a shortage of paper- 
making materials. Never before have such high prices 
been paid. You can’t afford to waste a single pound 
when it is worth $13.50 to $48.00 a ton. 
Best way to save and bale waste paper is to use the 


Baling Press 


Prevents Fire Risk 


All steel—simply built—strong and durable— 
easy to operate—sold on free trial—backed by a 
money-back guaran ee. Made in 4 sizes. Good 
for baling paper rags, cloth, leather, tin or any 
kind of scrap. , Write for free bookiet ‘ *Money 
in Waste Paper.” 


Salesmen and Jobbers Wanted 
Davenport Mfg. Co. 


Dept. H Davenport, low& 


Present Prices for Waste 









FIREPROOF 





Used in U. S. 
Post Offices 















Per Ton 
No. 1 Flat Book and Magazines... .$39.00 
Light Book free of woody paper... 37.00 
Ledger and Writing...........e6-. 39.00 
Ungraded Book nom Magazines... = =. 






No. 1 Soft White Book Shavings. . 
DEE. 0.0 kueadcint $6 ch debedhee oe 16.00 
Clean Newspapers ........sssee0e8 14.00 
Clean Dry Mixed Paper.......... 13.50 













A hardware firm in your city to sell 
a new style fireplace damper 


Some dealers sell as many as 150 dome dampers 


in a season. That means an equal number of clean- 
out doors, ash-trap-doors, etc. It runs into volume, 
the profit is good and it is a nice, clean-cut business. 
GET READY FOR THE SPRING DEMAND 
by sending for our Catalog No. 1550. 


showing dome dampers, ash-trap doors, clean-out 





doors, cast chimney thimbles, also andirons, fire ; 
baskets, fire sets, fire screens, etc. ? 
4 

WE ALSO MAKE Fe > 

Waffle Irons Gasoline Engines o ~ 

Sink Brackets House Numbers 4 & 

Saw Vises Watches 3” < 

Harness Hooks Chest Handles a 

Wind Mills Foot Scrapers os ¢ 

Ensilage Cutters Feed Millis RY * s 


Stover Mfg.Co. ~*~ * 
” 





710 East Street ? oP" , 
t ‘ ° : 
FREEPORT, ILL. a a? ys = 
Ps oo e 4 
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Rubber - Wheeled 
Casters, Good Stock 


Clark’s Rubber Wheeled Casters come in 
types galore for every caster purpose. 


Swivel Stem Casters for use on plat- 
form trucks, boxes, baskets, etc. Made in 
two weights. 


Stationary Plate Casters for mounting 
trucks and factory baskets. 


Anti-Friction Swivel Socket Casters for 
use on table legs. Provided with hardened 
Steel. balls; extra heavily constructed; 
round or square sockets. 


Write for catalog ACr1z, illustrating and 
describing complete line. 


The Geo. P. Clark Company 
Windsor Locks Conn. 





' Boston Rubber Chair Tip 











The New 


| a ag ae The Tip and Its Parts 


Brass Washer Brass Nall 


- 





The Rubber Tip with 
the Brass Washer 
and Nall Moulded in 
Same. 
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Manufacturers of Rubber Specialties 


THE ELASTIC TIP CO. 


370 ATLANTIC AVENUE BOSTON, MASS. 

















“VICTOR” 


Coat and Hat Hooks 


ARE GOOD HOOKS 








Try the “Victor."" Packed one dozen in 
a box. Your sales will increase. 
Bright Wire Goods. 

Brass Screw and Cup Hooks. 
Hicks Belt Hooks. 


E. Jenckes Manufacturing Co 
WORCESTER, MASSACHUSETTS 


SELLING AGENTS: 


JOHN H. GRAHAM & CO. 
113 Chambers Street New York City 








‘‘UNIVERSAL”’ 


SHOE CLEANER 


The Only 25c Cleaner on the Market 








Made of heavy cast-iron, finished in 
baked enamel. Brushes are made Re- 
versible, giving long life, and easily 
and cheaply renewed. Packed one 
dozen in heavy, corrugated box. ‘Write 
for catalogue and price; also of Cob- 
bler Outfits, Shoe Lasts and Stands, 
Shoe Hammers, Nail Cups, etc. 


The Root-Heath Mfg. Co. 
PLYMOUTH, OHIO 
"N. Y. Agent, D. N. WINNER, 90-92 W. Broadway 

















April 20, 1916 


HARDWARE AGE 


33 





NSS 
AIS 


Lili} 


i 





The Cannon Ball 


Barn Door Harger 


The most widely sold Barn Door Hanger in America. Part of 
the most representative line of its kind in the world. Special 
designed steel ball wheels running on roller bearings. Hangtr 
completely enclosed in a tubular track. 


Cannon Ball 
Track is fur- 
nished in three, 
four, six and 
eight foot 
lengths--crated. 
Complete stock 
may be carried 
under the 
counter. 


Write for our 


Catalogues, and 
prices and 
proposition. 


Hunt, Helm, Ferris & Co., 42 Hunt St., Harvard, ! I. 














“BY-GUM- 
AGRAM” 


Hands Up! @ wy 


Scythes 
all sold 


for 1916 <> 
or 6 = i h = \ 
“SOLD UP” i 
means some Y/ 


demand, some 
demand means 


good scythes to 
buy for 1917. 


Orders accept- 
ed yet for 


Little Giant 
Grass Hooks, 
Brooks’ Corn 
Hooks and 
Earle’s Corn 
Knives. 


NORTH WAYNE TOOL CO. 
HALLOWELL, MAINE 


Sales Office: 1408-9 Ford Building 
DETROIT, MICH. 































Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 


ter line. More sales mean 
bigger profits—you give 


more and get more when 
you sell 




















Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and _  adapta- 
bility. 














“HAYES PUMP & PLANTER CoO. 


GALVA , ILL. 


—_ — = a 








WE STURGES = 

STEEL CHURN § 
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Drawn Steel 
Barrel — Cleans 
Like a Silver Bowl 


This new Sturges Steel Churn is just what 
every farm home is waiting for. Simplifies 
the job of butter making. Saves time and work. 
Easy to clean and keep clean. Drawn Steel Barrel 

—no places for milk or dirt to lodge—no seams to 
open—no hoops to fall off. Heavily tinned inside 
and out. Exterior beautifully finished in blue en- 
amel paint. Here’s a big seller—a profit-maker. 
Let’s get together. Write for Circular No. 28 
Sturges & Burn Mfg. Co., Chicago, Ill. 
Established 1865 > 
NewYork Office: 1650 Hudson Terminal Bidg., [3 
50 Church St 


Chu . 
Prompt Shipment from Jersey City Warehouse 


Steel Churns 
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There'll Be No Complaints 
About “Never-Sag’ Gates 


Never-Sag Fence Gates are rigidly 
braced with angled braces of High 
Carbon Steel. These braces are 
securely bolted to the main frame. 


One feature in particular is the 
right triangular arrangement of the 
braces which are a part of the hinges 
themselves. The illustration will give 
you an idea of what we mean. 


Price list upon request. 


Dwiggins Wire Fence Co. 
ANDERSON, - -  - _ INDIANA 








American Brand 
QUALITY SERVICE 


Screen Wire Cloth 


Lasts Longer — Looks Better 
also 
Copper, Bronze, 
Galvanoid Enameled, Painted 
Bright Galvanized 


All Meshes and Widths 


American Wire Fabrics Co. 
Chicago, II. | 


FACTORIES: 


Mt. Wolf, Pa. Niles, Mich. 


Clinton, lowa 














START A FLY-TIME 
CAMPAIGN— 


Your town is just ripe for publicity of this sort—it’s 
an opportunity that no dealer should miss. Go after 
the houseowners. Tell them how surely Ludlow-Saylor 
traps do the work. But don’t stop there! Every 
storekeeper in town is a lively prospect! 


Ludlow-Saylor Wire Co. *“uc"* 








CLEMIUN 


For Gasoline 
and Other Liquids 


Pump 


The Deming 
Line is 
Complete. 


It Contains 
Pumps For All 
Pumping 
Requirements ; 
For Operation 
By Any Power. 


300 Page 
Catalogue Sent 
on Request. 


THE 


DEMING COMPANY 
Salem, Ohio 


CHICAGO: 
Henion & Hubbell 


PITTSBURGH: 
Harris Purnp & Supply Ce. 


Other Agencies in All Principal 
Cities 
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The best known—the first, most 
extensively and consistently adver- 
tised piston ring. They have the 
largest sale and the greatest pros- 
pective market. They do their work 
more efficiently—give better satis- 
faction—last longer than any other 
make of ring. 


E AK-\R OOF 


PISTON RINGS 


No other accessory offers the Hardware Dealer such an exceptional 
opportunity. \anfReee Piston Rings are sold only through jobbers 
and retailers. Manufacturers don’t equip their engines with them. 
Motorists buy them for replacement when the cheap, inferior piston 
rings in their motors give out and lose power. 


\eanYRoery Piston Rings are being advertised to owners of motor 
boats, motorcycles, gas engines, tractors, steam engines, air com- 
pressors, pumps, etc. These owners have the same problems as the 
automobilist. They’re interested in power and economy as much as 
he is. They’re all part of your prospective market. 


Get busy now and stock \easfReer Piston Rings. It means you'll 
come in for the big demand of the overhaul season. 


There is only one true \ganQReer Piston Ring made. Send for 
Be careful about imitations that may be called leak- FREE 
proof—but that must fail to give \wanYReew service or 

\anYRoor satisfaction. See the name stamped on BOOK 


every ring. 


Manufactured by i 
McQuay-Norris Manufacturing Co. Poy? 


2828 Locust St., ST. LOUIS, MO. = 


Canadian Factory: W. H. Banheid & Dons, 372 Pape Avenue, Toronto. 
BRANCH OFFICES: The standard hand-book on 
New_York Chicago Philadelphia Pittsburg _ Gas Engine Compression. it 
: tells what yan YReew efficiency 


San Francisco Los Angeles Cincinnati Seattle . 
Denver means. Post yourself on this 


Kansas City St. Paul Atlaata 
Dallas accessory. 

CUT OFF COUPON, WRITE NAME 

AND ADDRESS ON MARGIN—MAIL, 
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Red Head Standard 


Head Standard 
Plug *<”-18, 75¢ 


Red 
Plug |” — Model, 









Red Head 
Fao Back , Red Head Combi- Red nead Big 







na‘ion, $1.25 Boy, $1.00; 












Red Head Motorcycle,7 5: 





Model, 75¢ 
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This 
Cabinet 
FREE 

to 
Dealers 
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Bush eemedl Model. I Factory No. : 20 
Brocklyn (New York City), U. S. A. 
Chicago, 1253 Michigan Avenue 







































F WOM 


Several spark 
plug manufacturers 
claim to have the 
best quality plug 
—the best selling 
plug —the most 
profitable plug to 
handle. 


The puzzling question is— 
Who is right? 














You can’t afford to experi- 
ment with every brand. Let 
the experience of successful 
hardware houses decide the 
question for you. 


lor years Red Head Spark 
Plugs have been handled by 
the leading hardware jobbers 
throughout the country. 


Such efficient institutions do 
not give up valuable catalog 
space nor invest thousands of 
dollars in stock for any article 
unless it has these merits:— 
Quality — Salability — Profit- 
making Possibilities. 


Red Heads are the logical 
plugs for vou to sell because 
we pursue a consistent sales 
policy: The same price to all 
dealers — no private deals to 
tempt you to overstock—pro- 
tection of your fair profits. 
And we don't sell to mail order 
houses. 


The Red Head Spring ad- 
vertising campaign starts this 
week in the Saturday Evening 
Post, and will also run in the 
principal farm papers and in 
local newspapers. 


Place your order with 
your jobber or direct for a 
Red Head Spark Plug Dis- 
play Cabinet Assortment of 
50 plugs at the trade price 
of $25.25 and cash in on 
this publicity. 
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There are two 
kinds of automo- , 
bile accessories: an 
those that are made 
to sell, and those 
coe Holdfast Battery 


that are made to anmester 
serve. 


EverGood Motor Necessities 
are made for service—and they 
sell. It’s a line that hardware 
dealers, as practical men, can 
conscientiously handle, and, as 
good merchants, use to build 
up their automobile’ supply 
| business, 
| Bumpers: One of the best 

selling automobile accessories. 
Few car manufacturers supply 
a bumper as standard equip- Terminal and Battery 
ment. No car 1s considered Connector Assortment 
complete without a bumper, 
therefore the bumper is enor- | 
mous. Get your share of this 2 =a FE 
profitable trade by pushing the ; oS ie Grease Cup 
sale of EverGood bumpers. A H!GHGRADEBUMPERS 
bumper for every popular car— FL ae 
the Fitsall will fit nearly all Ad ‘ ; 
makes. A Display Stand free . — 7 
to every dealer in EverGood 









































Wheel Puller for Ford Cut Out Set for Ford 











Red Rib Cable 
































Brake Shoe for Ford Rear Tire and License Bracket 
for Ford 
























bumpers. 
Mirrors: Every car owner 
needs a mirror. Some states 
have passed laws which make 


the use of mirrors compulsory. 
The EverGood mirror line in- 
cludes all types of mirrors for 
motor cars and motor trucks. 
We specialize on quality, and, 
naturally, our customers take 
care of the quantity. A Dis- 
play Stand free to every dealer 
in EverGood mirrors. 

Ford Specialties: Over a 
million Fords have been built. 
About 2000 Ford cars are pro- 
duced each day. Every Ford 
owner spends from five to 
; seventy-five dollars for acces- 
sories. No other class of car 























owners needs to buy so many J gp 
accessories. You can supply Emil Grossman WWF's Co.vinc. 4 
the wants of Ford owners (ON en reg tn A 


trom the line of Everwood 
Ford Motor Necessities. The 
widely advertised EverGood 
trade mark attracts their trade 
—the quality will enable you to 
keep it. 

Write for catalog and trade 
price list. 


Bush Terminal, Model Factory No. 20 
Brooklyn (New York City), U. S. A. 
Chicago: 1253 Michigan Ave. 
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Make Your Store the 
Hub of Your Community 


( ‘ONSIDER the big number of people in 
and around your town who own motor 

cars! ‘They need tires, tubes, etc. Is there 

any reason why they shouldn’t leave their 

money with you? 

The new Firestone Tire with trade-mark of RED Side Wall 

and BLACK Tread is easy to sell 


at first glance, not only because 
oan it carries the Firestone name, 

but because the attractive ap- 
pearance piles another “extra” 
on to Firestone saving. 



























U7) Be ready—represent the 
VA line of leadership—the 
famous 


irestone 


Tires, Tubes, Accessories 


Firestone Red Tubes for several years 
have given motorists an added meas- 
ure of mileage and security. 
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Firestone Cementless Patch Free 


Pee 
TRE 


Let us send you a Firestone 
Cementless Patch free—also 
copy of book, ‘‘ Mileage 
Talks,’’ No. 82. 


Firestone Tire and Rubber Co. 


**America’s Largest Ex 1 ive Tire 
endl Bin Maher 


Akron, - -=- Ohio 


Branches and Dealers Everywhere 
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‘Johns-Manville 


|- Automobile Accessories are 

products of proven quality 
backed by a name which is synony- 
mous with Service and Responsibility 





Why It Pays to Put Your Selling Effort Behind 


the Better Brake Linng—J-M Non-Burn 


If you have been in touch with 
the auto accessory situation for 
any length of time, you have 
probably noticed the constantly 
increasing attention motorists 
are paying to their brake linings. 
They are realizing more and 
more that their safety and the 
safety of their cars depends abso- 
lutely on the gripping and lasting 
qualities of the brake lining used. 


J-M Non-Burn Brake Lining 
gives not only greater safety, but 
greater wear and life. 


It is the development of years of 
undisputed leadership in the produc- 
tion of Asbestos Brake Linings that 
have met requirements infinitely more 
severe than those of any motor car. 


Service 
Responsib 





J-M Non-Burn is dependable. Its 
braking efficiency is not affected by 
water, oil or gasoline, even when 
worn to wafer-thinness. 


Supplied in rolls and in cartons 
containing cut sizes for popular makes 
of cars. 
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omy cutting receives no encourage- 
ment under the J-M Trade Policy on 

J-M Automobile Accessories. A _ rigid 
trade protection policy means larger and 
“ assured profits. 








Why the J-M Fire Extinguisher 
is Easy to sell—Why every sale 
is made at a Profit 


The J-M Fire Extinguisher is the most efficient weapon yet devised 
for fighting incipient fires. It is compact, handy, safe, sure in action, 
effective against any blaze, and gives the operator a choice and freedom 
of operation enabling him to attack any blaze from any quarter effectively. 


It can be pumped and aimed simulta- Inspected, tested, and labelled by the 
neously, or by a few seconds easy Underwriters’ Laboratories, Inc., listed 
pumping—enough air pressure is devel- as an approved fire appliance by the 
oped to shoot in a steady stream always National Board of Fire Underwriters. 
under your control at the nozzle lever. Entitles motorists to a 15 per cent 
Can be used with one hand in awkward deduction on automobile fire insurance 


“sy ae URN HANG, quarters, where pumping and aiming at premiums. 
Ode APU the same time are difficult if not impos- Behind this extinguisher is the name 
i” set Nay sible. and reputation of a nationally known in- 


Deadly to fire of any origin including’ stitution, and a strong campaign of 
grease, gasoline, kerosene, and electric sane, consistent advertising, reaching 
he a arcs on which other chemicals and your customers and referring them to 
o ott re ty. Ta water are often ineffective and danger- you. 
ous. And note this—under the J-M trade 
Sealed for safety. The unbroken seal _ policy you can buy as you need without 
at the nozzle indicates readiness for in- sacrificing any quantity discounts. 
stant use—shows the contents are in- Discounts are uniform regardless of 
tact. This feature is found on no other quantity, one for jobbers, one for deal- 
extinguisher. ers. 
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J-M Extinguishing Fluid in sealed quart cans 
listing at $1.00, forms an attractive trade proposi- 
tion. Every buyer of the J-M Extinguisher buys 
at least one can—usually when buying the ex- 
tinguisher. Never deteriorates and is the only 
liquid recommended for use in the J-M Exting- 
uisher, as it is the only liquid that maintains the 
suaranteed efficiency of the extinguisher as you 
sell it. 


$ NICKEL OR BRASS FINISH 
BRACKET INCLUDED 


Service anc 


% 
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i the handling of J-M Auto Accessories the hardware 
merchant enjoys a distinct advantage—his “overhead” 
is almost entirely absorbed by the other lines he carries. 
How many of your customers are car owners? 


_— 


MIL €e 


One of the First Purchases 
a New Ford Owner Makes 


is a Speedometer— 


Sell Him a J-M Sune 


Over half a million new Ford owners 
will be on the market for a Speedometer. 
The dealer who makes this sale will 
have first opportunity for the rest of 


on 2M DH 


Jone MANVILLE 














siteatiil tines Mit tas their business—provided he supplies a speed ete ; = 

} $10 C dependable, accurate, durable Speedom- — eo7o0060 eae ne ane nO 
omp ete miles by tenths of a mile. Can be re- 

Model for Saxon Roadster TET. sot ee PNNEN cle oie sn 
eee Seite Ga one alate oh 


nickel finish—-$12.C0 complete. 






The J-M Windshield Attachment 
Makes the Present Ford Windshield 
Ventilating — Rain Vision — Clear 
View 


If you have ever baked your feet, sitting in 

the front seat on a summer day with the 
windshield up to break the breeze—or 
jockeyed through traffic with the windshield | 
blurred with rain, you too can appreciate ws 
why there is such a demand for the comfort- ‘. 
giving, safety-insuring J-M Windshield At- 
tachment for Fords. 

It consists of a set of hinges which permit 
the adjustment of the upper half of the shield 
to every desirable position for ventilation 
and weather. Easily attached without re- 
moving the windshield. Easily sold because $ 
the Ford owner knows the discomfort of Complete 
doing without it. 


esponsibility 
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JoHNs- M Auto Accessories pay a good 
ANVILLE . a profit on the first turn-over. 
SERVICE Write nearest J-M Branch for full 
details of the unexampled J-M Trade 

© Policy. 
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J-M Non-Blinding 
Headlight Lens 


Best driving lens on the 
market. Is a marked im- 
provement on the flat type 
of lens. Projects a power- 
ful beam of light forward 
and downward, and throws 
a soft light over front of 
car, side of road and sign 
posts—a distinct advantage Price $3.25 per 


J-M (Mezger) Soot-Proof 
Spark Plug 


These plugs have been giving 
the motorist reliable service for 
over 14 years. They are soot- 
proof, heat-proof, leak-proof and 
are always fast-movers in deal- 
ers’ stocks. No automobile ac- 
cessory sells with’ greater 
rapidity than a good spark plug. 
You can get a good share of the 
spark plug business by stocking 





























the J-M. Price 75 cents. and found only in this lens. pair. 
The J-M Auto Clock Johns-Manville 
Shock Absorber 
Scientifically constructed to a ee bees 


resist vibration. Tested for 


six days at the factory. Adds new resilience and flexibil- 


ity to the car’s springs, eliminat- 
ing vibration and thus postpon- 
ing the day of “car rattle.” 


A neat and attractive clock 
that tells time accurately. 
Eight day lever-escapement 











movement, permanently encased in dust, 
moisture and tamper proof case. Winding 
and setting keys and attaching screws con- 
cealed. Dash or flush mounting. Lists at 


Made for elliptical springs up to 
214 inches wide. One size—one 
price—simple, easy attachment. 





$5.00. Has no match at this price. $15 per pair. 




















H. W. Johns-Manville Co. 


Akron Boston Columbus Duluth Kansas City Minneapolis Omaha St. Louis Svracuse 
Albany Buffalo Dallas Galveston Los Angeles Nashville Philadelphia St. Paul Toledo 
Atlanta Chicago Dayton Houghton Louisville Newark Pittsburgh Salt Lake City Tulsa 
Baltimore Cincinnati Denver Houston Memphis New Orleans Portland San Diego — Washington 
Birmingham Cleveland Detroit Indianapolis Milwaukee New York Rochester San Francisco W ilk es-Barre 
. . Seattle Youngstown 


THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED 


Toronto Montrea Winnipeg Vancouver 
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The 
Aristocrat of 
AUTO JACKS 


A Complete Line 
In These Two Models for 1916 


O NE Jack appeals irresistibly to the owner who 

































wants the finest made, with every latest con- 

venience and unprecedented ease of operation ; 
and the other is a high-grade Jack for light and 
medium weight cars, sold at a lower price. With 
two models, forming a complete line—each one 
supreme in its field—any dealer now, without tying 
up his money in a large stock, can handle the famous 


BARRETT 
AUTOMOBILE 


JACKS 


Ask every customer what Jack he carries, show 
him the unique advantages of the Barrett and point 
out to him the importance of having a Jack that is 
as efficient as a fine motor. See that your customer 
is prepared for his emergencies as well as for his 
comfort. 

The automatic reversing feature of the Barrett 
Universal is one that will appeal instantly to every 
owner. 

No reaching under the car to fuss with the old- 
fashioned lift. 

No bending down for the socket to insert lever. 

No shifting of pin to reverse—turning the lifting 
lever over does it all. 

Sell your customers this Jack. It will add to their 
pleasure in motoring and help them dependably in 
their emergencies. 


Let us send you a supply of our Jack booklets for your 
counters—they will help your sales. Advise us now 
FJhow many you need and they will be sent you at once. 


THE DUFF MANUFACTURING COMPANY 
Established 1883 
PITTSBURGH, PA. 
50 Church St., New York Peeples Gas Bidg., Chicago Candler Bidg., Atlanta 
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HOOD TIRES | 


ARROW TREAD ! 
Ask Any User About Hood Tires 











Extra Carcass 
Extra Service : 





xtra Quality , 
Unskiddable 
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HOOD TIRES 


ARROW TREAD 
Ask Any User About Hood TIires 











Hardware Wholesalers— 


@) Hardware dealers in your territory 
are selling tires. 


@ Many of these dealers are your 
customers. 

@ Why not sell them tires at no extra 
selling expense to you? 


@) We have an attractive proposition 
and some territory open for 1917. 


@ Before you line up for next year. 
write us for prices. 








HOOD TIRE COMPANY 


Watertown : : Mass. 
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PERMANENT PROFITS 


UNDREDS of motor car owners in your 
community will have their cars overhauled 
this spring. And most of them will have their 
Brake Lining renewed. The repairman who 
wisely recommends GARCO Brake Lining is 
making more than the profit on that single job. 
He is building permanent profits from the business 
of fully satisfied customers. 


More material is used in the manufacture of Garco than 
in the average type of brake lining. The high-grade, 
long-fibre asbestos is solidly woven, heavily re-enforced 
with brass wires and formed under great pressure to the 
exact thickness required. 


The secret solution with which Garco is impregnated ren- 
ders it oil-proof, heat-proof and dirt-proof. Because it is 
solidly woven it may We drilled instead of punched for 
riveting,and Garco presents a highlyeflicient braking surface 
down to the last fraction of an inch. 


The GARCO Line is complete. In addition to a full line 
of Brake Band Linings we manufacture special type 
lining for Ford Transmission Bands, put up in rolls and 
complete sets with rivets. Also a full line of Asbestos 
Automobile Specialties. 


GARCO Brake Band Lining is sold through your job- 
ber, but we will gladly give you full details of our 
attractive offer to Dealers and Repairmen—send you 

descriptive literature on request. Write us today. 


General Asbestos & Rubber Co. 


Main Offices and Factories, Charleston, South Carolina. 


Branch Offices at 58 Warren St., New York 
312 Ist Ave., Pittsburgh and 530 
Golden Gate Ave., San Francisco 
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Asbestos 
Brake Lining 


for Your Own Protection 








The copy on the opposite page is selected from a generous series of 
“GARCO” advertising that is reaching every garage, repair shop and 
automobile dealer in YOUR territory. 





We are telling the repair man repeatedly why he should use 
“GARCO” on all brake lining renewals. 


We are telling him that it means a more satisfied customer. | 


We are telling him that the use of “GARCO” will increase his 
volume of business—that he will gain new customers. 


We are telling him that his profits will increase with the use of 
“GARCO.” 


We are co-operating with him in securing the brake lining work in 
his locality. 


AND we are telling him to order from his jobber. 





Do you sell him? 
Write us for our complete plan of ‘Jobber to Dealer” co-operation. 


The “GARCO” line is complete. In addition to a full line of brake 
Band Linings we manufacture a special type lining for Ford Transmis- 
sion Bands put up in rolls, and in complete sets with Rivets. Also a 
full line of Asbestos Automobile Specialties. 








General Asbestos & Rubber Co. 


Main Offices and Factories: CHARLESTON, S. C. 


Branches at 
58 Warren Street - NEW YORK 
312 Ist Ave. - - PITTSBURGH 
530 Golden Gate Ave., SAN FRANCISCO 
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Profit 
for Hardware\ 



















YOU Ought to Handle 
Rayfield Carburetors 


MONG automobile accessories which 
hardware dealers can handle with profit, 
none is more satisfactory than the Rayfield 
Carburetor. : 

The Rayfield name is well known. Ask any ten of 


your customers driving cars to name the best carburetor, 
and a majority will name the Rayfield. 








So in a real sense the Rayfield is the standard among 
carburetors. 


Naturally such reputation creates a ready market. Not 
only is it easy to sell Rayfield carburetors but there is a 
positive demand for them all over the country. 


Within four months 1267 owners of 1916 Buick 
sixes have bought Rayfields. Many thousands of 
Ford owners buy them every year. So with 
Studebaker, Overland, Reo and owners of all cars, 
from the lowest priced to the most expensive. 


=P —— 
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A Big Market and 
Growing Fast 


Hk market is active and tast growing. Many hard- 
ware merchants have already stocked the Rayfield. 
This very day motorists in all parts of the country 
are going to these dealers and buying Rayfields. 





Such a demand makes the Rayfield attractive to the hardware 
dealer. ‘The Rayfield carburetor carries a good profit and is as 
much the leader in its field as any well known, first-class item in 
your stock. You ought to put carburetors in stock and you ought 
to carry the best—the Rayfield. 


This is the first advertisement of Rayfield carburetors to hardware 
dealers. As we believe it will arouse the interest of many, we trust 
that if this suggests a profitable opportunity to you, vou will not 
delay getting into touch with us. 


The manufacturers of Rayfield carburetors know the carburetor business 
thoroughly. Let us answer any carburetor questions you have in mind. 


Particularly don’t be afraid of carburetors. They’ll sell, and you can 
come to us to answer any and all questions that may come up. The 
business is much more simple and promising than you may think. 


Full information as to prices, etc., is yours for the asking. Please mention Hard- 
ware Age. 





















FINDEISEN & KROPF MFG, CO. 


21st and Rockwell Streets, Chicago, Illinois 


Se. 
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Bicycle Tires 


Boys and men are great boost- 
ers. [hey will give you a tremen- 
dous amount of publicity if you 
give them half achance. 70,000 
Goodyear Bicycle Caps have al- 
ready been given out by bicycle 
dealers. Your name appears on 
the frontof each cap in handsome 
colors. If you want to make your 
store the popular one for bicycles, 
bicycle tires and sporting goods, 
get a supply of Goodyear Caps. 
Write us for cap offer with sampie. 
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The Time to Talk Business 


Did you know that there are over four million 
boys and girls, men and women, in this 
country who have found the bicycle a help 
and a pleasure? 


Do you realize that these four million people 
have found the bicycle a sure and steady 
convenience, a splendid source of profit— 
in fact, a thing they would not be without? 


By far the biggest majority of bicycle dealers 
have seen this growing tendency in favor 


of bicycling. 


Bicycle manufacturers know it by the excess 
orders for 1916 machines. We know it by 
the ever increasing orders for Blue Streak 


Tires. 


The bicycle, in fact, was never so popular as it 
is today; it was never so well made as it is 
today; there were never so many reasons 
why you should concentrate on bike pros- 
pects as there are today. 


It is a pretty safe statement to say that the 
average dealer could double his bike sales 
if he would double his enthusiasm. And 
it’s true—the bike has been left alone in the 
corner and expected to sell itself. 


Don’t talk bad weather or bad roads—talk 
business. Know your proposition from A 
to Z—then talk it. That’s the way to turn 
bicycles and tires into cash. 


You have everything on your side. The Good- 
year Square Deal Tire Policy is the fairest 
proposition ever made you by a tire man- 
ufacturer. 


We not only offer you the best tire made but 
we help you sell it by creating a tremen- 
dous demand for Blue Streaks. 


We are the only bicycle tire manufacturer in 
America advertising one standard price to 
all consumers—$2.50 each, nonskid. 


Do you see how this advertised price is going 
to keep business “at home’? If you can 
offer a better tire for as low a price as the 
catalog houses you can get this tire business. 


Over 8,000 dealers are making satisfied, per- 
manent customers by selling Goodyear 
Blue Streak Tires. And nearly every one 
of these 8,000 dealers is using the Good- 
year Dealer Helps as a further stimulus to 
increased business and added profits. 


If you would know more about these new ways 
to new business, simply drop us a postal 
asking for the Goodyear Dealer Helps—or 
better still, talk with the Goodyear salesman. 


The Goodyear Tire & Rubber Co. 
Akron, Ohio 
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"GENERAL 


THE DEALER WANTS 


Better Sales 
A Good Net Profit 
A Better Tire 





Here is a quick size-up of the facts behind the ‘General’ :— 


A thorough knowledge of the DEALER’S problems: Practical 
plans for meeting these problems: A fair list and the best tire 
it's backed by 20 years of 





that Akron’s experts can produce 
learning how. 

The sales policy of this Company was not formed in a 
day. The plans were carefully laid. They are now com- 
pleted. The drive is now on and territories are being 
vranted. And a word or two about these territories. 
Our plans do not include “factory branches.” Conse- 
quently, the “General” DEALER has a fair chance to 
make his territory jis own territory, and his business 
lis own, without hopeless competition against a 
branch. 

Some one near you may write us tomorrow 
about getting the “General” agency. You write 
us today. We will send the facts to vou and 
vive you time to study them. But write now 
and get first chance. 


TIRE AGENCY DEPT. 


The GENERAL Tire 
& Rubber Co. 


"> ENERAL Akron, Ohio 


ae HE former 

Western Tire & 
Rubber Co., America’s 
largest tire accessory 
makers (K-C Line), is 
now a department of 
this Company. 
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Flash Sign 
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By far the most forceful sales producer ever 
inaugurated in the accessory field 


It not only moves V-Ray spark plugs at a “‘let-live’’ profit; it electrically connects 
itself with your accessory cash register because it focuses the eye of every passer-by 
to your window—and when you have accomplished that, you have 100%-efficient —— 
advertising. Don’t hide your accessories light under a bushel. You know you = 
handle accessories—because you re on the inside—looking out. Does your hard- 
ware customer—the fellow on the outside looking in—know it? 


The V-Ray ON-&-OFF flasher brings you sales enlistment by day—gratis; it 
brings you sales conscription by night—at an average meter cost of !/yc per evening. 





Hh 


Attractively mounted in handsome hardwood frame—9”x18 


Ask your jobber for a pamphlet descriptive of this FLASHER proposition. He 
should have it—but if, perchance, he hasn't we will be glad to mail it to you in his 
behalf. 

More hardware dealers are today stocking—and profitably selling—V-Ray spark 
plugs than any other one quality plug. They know that they enjoy an exceptional 
profit; they know that the plug is unqualifiedly guaranteed; they know that if ever a 
plug becomes disabled in service we stand ready to pension it—and they know that 
we cheerfully exchange any stock that they may be long on for something they 
may be short on; that’s service. 

The V-Ray is the pioneer—the original—4-point spark plug on the American 
Market. Its five years of success have given birth to a score of multiple point 
imitations, but QUALITY will survive—and will be sought by discriminating buyers. 
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THAT 


Ihe only spark plug awarded the 
GOLD MEDAL at the PANAMA-CALIFORNIA EXPOSITION 


Was the 
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Stop that Leak 








N “Adamson” Vulcanizer is the one indispensable motor car 
accessory that never comes with the car. It offers the surest, 
quickest method of making permanent tire repairs right at the time 
when they are needed most and at the lowest cost. Thousands of 
‘“‘Adamson” users are doubling their mileage, getting continuous use 
out of their cars and saving ninety per cent of their tire trouble and 


expense. 


“Adamson” Vulcanizers 
use common. gasoline. 
They are so simple in prin- 
ciple and construction that 
anyone can operate them 
with no experience what- 
ever. “Adamson” Vulcan- 
izers are most reasonable 
in price—quickest and 
surest in operation. 


No steam or electricity 1s 
required with an ‘“Adam- 
son” Vulcanizer. It is ab- 
solutely automatic, does 
not require watching or 
regulating and cures the 
repair to the exact degree 
for perfect service. 


- 3a. 





“COMPLETE OUTFIT 
MODEL ‘‘U”’ $3.00 


DE ALER S: A million satisfied users boost the sale of “‘Adamson’’ Vulcanizers; con- i 
tinually send new customers to you. Hundreds of the most progressive | 
and successful dealers rank “‘Adamson’’ Vulcanizers the quickest and easiest selling auto- 
mobile accessories on the market. 
The big selling season is here. Give your ““Adamson”’ Vulcanizers a good display right 
up in front where your customers can see them. Remember, a million new cars sold this 
year and every purchaser represents a red hot prospect for an ‘‘Adamson’”’ Vulcanizer. Let 
your customers know that you handle ‘‘Adamson’”’ Vulcanizers and a good share of this 
profitable, easy business is bound to come to you. Recommend ‘‘Adamson’”’ Repair Gum 
for absolutely the best results on all repair jobs. | 


Write today for catalog and your copies of new booklet, ‘‘Repair 
and Care of Tires.’’ It’s free. Don’t delay—-write us at once. 








Adamson Manufacturing Company i 
EAST PALESTINE, OHIO 
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Different! Better! 
-and the Price is Right 


fo] 


Most Convenient of Auto Jacks 






The car owner or driver who has crawled 
and sprawled under a car to jack it, risking 
lite, limb and apparel, will take an instant 


fancy to the Red Rac J, Jack 


He can slip it use of the best materials gives the Red Rack 
Jack extraordinary strength despite the fact 
that it weighs from 
two to four pounds 
less than other jacks 
of its size. 


with its long 26-inch handle. 
under the axle without stooping. He can 
change from lifting 
’ to lowering movement 
by simply manipu- 
lating the lever con- 





And its handle de- 
taches and folds so 
that any tool box will 
NO CRAWLING hold it. 

NOK SPRAWLING This jack has every- 
TO LIFT THE CAR OR thing to commend it 


TO REVERSE THE MOVEMENT to the car owner 
and at 


veniently located in 


PW 


its handle. 
S79 









And with this con- 
venience he will get 
looks—for the Red 
Rack Jack is a hand- 
some tool; he will also 
get strength—for the 


THE PRICE, $2.50 LIST, isa brisk seller wherever shown. 


Display a sample and you'll land many an order. Dealers’ discount is liberal. Attractive literature for the asking 


Hartford Suspension Company, Edward V. Hartford, Pres. 5:10 cf. N35: 


Branches: New York, Boston, Chicago Makers of These Famous Products : Distributors in Principal Cities 
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A Very Practical Outfit 


for the car owner and garage 


























Stewart Handy Worker 











It includes: 


powerful steel-faced vise opening to 43 inches. 
steel pipe vise up to 14-inch pipe. 

good sturdy anvil. 

cutting hardie. 


corundum grinding wheel. 


> Pr >> pb Pp 


two-speed drill press. ‘ 
Weighs, boxed, 90 pounds. List, $12.50. 


A good seller with a substantial profit to you on every 
sale. From your jobber or direct. Liberal supply of 


show cards with your shipment. 


CHICAGO FLEXIBLE SHAFT CO. 
606 N. La Salle St. - - CHICAGO 


NEW YORK BRANCH: 16 and 18 Reade Street 
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Buy Bumpers that sell—the kind 
your customers want. That is the 
one sure way to get the volume 
of business and the profits 
that go with it. Every 
Auto Owner needs one. 
Every Dealer should 
handle them. 



















‘‘Badger’’ Bumpers 
are popular because 
they represent the 
demand of the con- 
sumer. Designs for all cars, 
attractive, substantial and eco- 
nomical. Fitted with all styles of 
Bars. Distributed through hardware 
and accessory Jobbers everywhere. 










Write for catalog today. 


Avro Parts Merc.Go. 


538 BROADWAY MILWAUKEE, USA. 
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LG »toantrollers 








Unknown Yesterday—Today Demanded by Every Motorist 


The cry of automobile builders has been “Give us something that will satisfy the demand of 
motorists for more comfort and better riding qualities >y now have all the speed, power 
and efficiency they want” and after exhaustive tests carried on in private, these engineers 
now say, “The problem is solved—Jenney Spring Controllers satisfy the demand.” 





Did it ever occur to you that the sixty-mile-an-hour out of the four hundred and twenty-one accessory 
automobile of today is merely the outgrowth of the six- manufacturers, who have realized this condition, a 
mile-an-hour horse and buggy of our forefathers? majority have attempted to assist the automobile springs 
Power, Efficiency, Beauty and Speed have been in- ANT) by increasing their flexibility with auxiliary springs, and 
creased, but Comfort has been sacrificed—the same the balance have sought the same results by decreasing 
types of springs are still ‘relied on. The increase in "THAT their flexibility with mechanical friction, both in spite 
speed and weight naturally increases the viciousness of the fact that automobile builders design their springs 
of the rebound tenfold. So the need for “spring con- properly for the weight of the car and insist on lubri- 
trol” is more evident than ever, cation to eliminate friction? 


If so, you are in exactly the same frame of mind in which Mr. Chas. D. Jenney, the inventor, found the auto- 
mobile builders a few months ago. After a 10-minute demonstration you will agree with these men that the de- 
mand for comfort and better riding qualities has been satisfied completely and for all time by Jenney Spring 
Controllers. 
You can get Jenney Spring Controller equipment on your new car, or they can be added to your old car in a 
few hours’ time by any mechanic. Our literature tells the story. Write for it today. 

CORRESPONDENCE SOLICITED WITH HARDWARE DEALERS GARAGES AND 

JOBBERS. ESTIMATES FURNISHED MANUFACTURERS ON RECEIPT OF PRINTS 

Tear off this Coupon and Mail NOW 














Jenney Manufacturing Co., = ar - Price per set of four with all fittings F. O. B. Indianapolis 

- apito Ave. -, Indianapolis, In 5 

Gentlemen: Without obligating me in any way please § FORD JUNIOR MEDIUM HEAVY 
send full particulars regarding the Jenney Spring Con- [8 Cars up to 2500 lb. =.2500-3500 Ib. Above 3500 Ib. 
meg : $15.00 $25.00 $30.00 $35.00 
RS Ce oe ae snk bos ober eae CORO Oe bee hens b aeeuewest : Price on Special Types on Application 

OREN, cava cccccscvccescnesvccacencsccsscesecseceevesvese : 

RE Ts 60 6. 66 6065 600 ow a6.6s eh See re ec mdedesceteeeseeses - ieee , 7 . — | 

sai © JENNEY MANUFACTURING COMPANY 
RUNNIN a Cicnehidl paieiinn iba remaaediaisedtLuanaicasannne car g 329-327 North Capitol Avenue, Indianapolis, Ind. 
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The Inland Lever Pump 


A powerful hand pump. Designed to get away from the 
old “Back Breaking” method of tire inflation. Will give 
perfect satisfaction, and last a life time. 

Every Automobile Owner is a live prospect, and offers 
wonderful opportunity to the LIVE HARDWARE 
MERCHANT. There is nothing radical or unproven in 
the INLAND LEVER PUMP. 

When it comes to Automobile Pumps the “Inland” is 
Peerless and without competitors. 

Each Automobile has four tires that some time must be inflated. 
Your customers will be best pleased with an INLAND LEVER PUMP. 
THE PUMP OF THE HOUR —sells at sight and stays sold, and pays 
a profit sufficient to justify stocking. 


PRICE heavy Meruco Hoe $5.00 


With accurate pressure gauge attached, $1.00 extra. 


Write for descriptive folders and discounts. 


INLAND MANUFACTURING CO. °2,2£27° Btock 
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SUBJECTED TO THIS SUPREME TEST 


The 















CALORITE Makes 


\Ve saw its wonderful advantages— 

We realized that we had at last found a material 
which should make us the world’s leaders in spark 
plug manufacture. 

But we could not afford to take the slightest 
chance of making a mistake—and we didn’t. 

We had made a wonderful success with our Mas- 
ter Por ealnia plugs— 

If we were to change, the new material must be 
able to withstand any abuse— 

And so atter exhausting all ordinarv methods of 
test we determined to subject C ALORITE to the 
most hrutal and destructive strains imaginable. 


The First Test 


Heated until white hot 2,000 degrees and then 
peeaare into cold running water. This heating and 
cooling was repeated—ten times—the MASTER 
CALORITE SPARK PLUG ALTERNATELY 
heated to this terrific temperature and plunged into 
icy cold water. 

‘The internal stresses set up by this instant 
change from white heat to icy coldness were terrific 
—yvyet the CALORITE insulator was just as sound 
atter being put through this 
radical test as before being 
subjected to these immense 
temperature changes. 


The Second Test 


To exhaust every means 
of possibly wrecking this 
material, our engineers at- 
tempted a breakdown test. 
This consisted of heating 
the MASTER CALORITE 
SPARK PLUG to a red 
heat 1,500 degrees and in- 
stantly plunging it into run- 
ning cold water. This al- 
ternate heating and cooling 
was repeated 26. times. 





LORITE spark PLUG 


MASTER CALORITE SPARK PLUGS MADE IN THE U. S. A. 


THE HARTFORD MACHINE SCREW COMPANY 
488 Capitol Avenue $2 33 HARTFORD, CONN. 


. * ¢ o > 
Fifty years of prestige and successful manufacturing experience 


New 


ASTE 





Heated Red Hot................... 1500 Degrees Fahrenheit 
Plunged into Cold Water 26 times....... 40 Degrees Fahrenheit 


Heated White Hot ................. 2000 Degrees Fahrenheit 
Plunged into Cold Water 10 times ...... 40 Degrees Fahrenheit 


An Extreme Change of Temperature 
of 1960 Degrees 


These two extreme tests convinced us absolutely of the mar- 
velous efficiency and ability of CALORITE as an insulating material 
to stand any strains to w hich it might be subjected in spark plugs in 
the modern motor car. We have long realized the necessity of an 
improvement and advancement in Spark Plug Construction as evi- 
denced by prevalence of spark plug trouble in last season’s races. 

Our observations, tests, analyses, etc., served to establish the fact 
that the seat of the trouble mostly was in the insulators. 

Our MASTER shell design—our MASTER electrodes 
and the metals used in MASTER SPARK PLUGS have 
proven themselves eminently satisfactory and scientifically 
correct—there was no necessity of even considering a 
change there. 

Until CALORITE, the new insulating material, was discovered our 
porcelain was the best material obtainable for spark plug insulators, 
but with the discovery of CALORITE the old belief in Porcelain 
was shattered. The merits of CALORITE are so many and it is so 
superior to porcelain that to continue using Porcelain for one insula- 


tors would not be doing justice to the other Master quality specifica- 
tions—nor to our long established policy of manufacturing only the best. 





Masters the Leaders 


MASTER CALORITE SPARK LUGS came 
through both of these tests mice 

The remarkable qualities of CALORITE were 
well demonstrated after it had emerged from these 
terrific tests— 

Then and only then did we decide to adopt 
CALORITE as the one and only material suitable 
to make Master Spark Plugs the actual leaders— 

Porcelain a few months ago seemed the finest, 
most practical material for spark plug insulators— 

BUT—the finest samples of porcelain—subjected 
to a fair test along with CALORITE did not meet 
in any way the requirements we sought— 

We wanted to be fair 

We gave porcelain its chance—but it couldn’t 
stand the gaff— 

Some of the best samples of porcelain—subjected 
to the same tests as CALORITE—heated white hot 
—broke the first heating—never even got to the 
cold water. 

Master CALORITE plugs will not break in serv- 
ice—no matter how severe, 

Won’t soot— 

Won’t leak compression— 

Won’t give any trouble at all—We have tested 
them in every variety of service and we know. 

In CALORITE we have adopted a material for 
the insulators of Master Plugs which easily makes 
Masters the most dependable, longest lived spark 
plugs in the world. 

This plug should prove the most remarkable seller 
that has ever been offered to the motorists of the 
country, 

A guarantee which is most liberal and coniprehen- 
sive goes with each plug. 

Every Master CALORITE is now packed in a 
round wooden box decorated with a label, which 
in itself attracts the customer’s eye. 

The progressive dealer and jobber will reap the 
harvest which will come to those taking this plug 
on first— 

Write for the story of CALORITE and Master 
Plugs and for complete information on the advan- 
tages of handling these remarkable plugs. 

















Manufactured and guaranteed by 
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If there is one trade name in the rubber industry that to both trade and pur- 
chasing public alike spells quality—that name is USCO. In offering this USCO 
line of automobile rubber goods, we do so with the fullest assurance that it is 
worthy of the name. Not alone in the quality of goods, but also in the convenient 
packing and our prompt service will you find Usco paramount. 


‘USCO’ Fabricord Fan Belt 


ur new process, combination cord and fabric construc- 
tion, makes possible this absolutely oil proof, friction proof, 
stretch proof, ‘Usco’ Fan Belt. There is a marked demand 
for a belt of this type as it offers a perfect substitute for 
leather, price of which is now practically prohibitive. 

Packed 1 dozen in box. 





: THhice iy 
sees Lee afl 
| FORD sryce FAN BELL : , , . 
[nail Special cartons for Fords and other cars. 
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a 





Descriptive circular on request. 











‘USCO’ 
Radiator 
Hose 





Constructed to resist highest temperature— For Sty le 

impervious to oil. Furnished in bulk or 

packed six pieces to the box, each’ three cartons containing one dozen each of inlet or outlet 

treet long, all same size or assorted hose. Guaranteed not to harden or crack—not af- 

Write fc ieacgintive ei ’ fected by het water or oil. ‘Usco’ special for any 
Yr aescriptive circular. car, furnished in similar carton. Write for circular. 


Usco Kadiator Hose, ord Style, packed in attractive 

















‘USCO’ High Pressure Pump Tubing 


A tubing of superior excellence due to a new departure in method of 
manufacture. [Extra heavy best quality rubber, covered with a spe- 
cial braided covering, securely vulcanized to the tube. [Extremely 
durable, will not kink or harden, works under all pressure. 

Sold in all sizes— approximately 500 feet to the spool. 


Write for circular. 














The Mechanical Rubber Company 


~ Samples and quotations on request. 
CHICAGO If your jobber does not handle, write us. ILLINOIS 
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Maximum Quality at Minimum Cost 


HARRIS 


TRADE MARK REG.U.S. PAT. OFF. 


OILS 


AND 


GREASES 


You are doing business along modern lines these days and you have learned by 
now that customers buying Automobile Lubricants do not want to experiment. 
They want a high quality lubricant and upon finding that it gives satisfaction 
they stick to it. 

It is this satisfying service that HARRIS Products give, due briefly to the fol- 


lowing reasons: 

1—Selected Crude—only the purest and highest quality Pennsylvania Crude oil 
used, insuring uniformity and dependability. 

2—Careful processes in manufacture, based on thirty years’ experience in solving 
lubrication problems. 

3—Freedom from carbonaceous matter, preventing soot deposits and pre-ignition. 

4—Increased power and greater mileage at lower proportionate cost—efficiency 
and economy combined. 

That is what you hand your customer when you recommend HARRIS OILS. 

HARRIS Gasoline Engine Cylinder Oil. 

HARRIS Trans-Compound (for Transmissions). 

HARRIS Motor Grease (for grease cups). 

HARRIS Motor Car Soap. 

Our oils are being put out in special iron drums in three sizes, 50 gal., 30 gal., 
and 15 gal. quantities. These are equipped with convenient faucets and are popu- 
lar with motorists maintaining their own peonpee. Also sold in Bbls., Half Bbls, 
10 Gal., 5 Gal. and 1 Gal. Cans. 


‘‘A Little Goes a Long Way and Every Drop Counts.’’ 


Write for Our Proposition. 


A. W. HARRIS OIL COMPANY 
326 WATER ST. PROVIDENCE, R. I. 
BRANCH: 143 No. WABASH AVE., CHICAGO. ILL. In Sealed Cans 
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Here’s about the hardest tire repair in the world to 
make—a torn out valve stem in inner tube. 





TIRE-DOH Makes Hard Repairs Easily 


The above shows only one of the many tire repairs that 
has actually been made with Tire-Doh. Any one who 
can drive a car can use I[ire-Doh successfully to repair 
permanently the smallest puncture or the biggest inner 
tube blow-out or tear. 





Is good, too, for filling cuts and holes in casings before they develop 


into sand blisters and blow-outs. | 
Over half a million car owners know that Tire-Doh is the handy 
repair outfit for making all kinds of tire repairs that they cannot make 


with cold patches or vulcanizers. 
You know there’s money for the hardware dealer in advertised acces- 


sories. J ire-Doh has been consistently advertised—and will continue 
to be—in first-class magazines like Saturday 
Evening Post and the many others your cus- 
tomers read. 





Stocking Tire-Doh requires no big investment rn || trscinow 
tan a yane 
and gives you the one standard repair outfit. Fon Repairing THES ]| || me sszeaseee | 
° a“ s ° , QUICKLY, | ose 
You can sell it for repairing all articles of rub- Vr RANENTLY, AN, | ee 


ber, hot water bags, rubber boots, electrical rues | 
TIREADOHIE 


insulations, etc. a 
More than 10,000 dealers and nearly 400 job- iethteging | 3 
bers find it profitable to sell and push Tire- |] @ui.is"* fr jo-- 
Doh. So will you. If your jobber doesn't mmtineenee 

handle it, write us. 


ATLAS AUTO SUPPLY CO., 644 West Austin Ave., Chicago 





a 4 equally as cingtic | Meer” 
<4 “As avro surpLy 
CHicaGco, u. 5. A 








This is a photograph of the above torn out valve 
stem repaired in 28 minutes with 
TIRE-DOH at a cost of 13c. 
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Dealers! Add This Money-Making Guaranteed 
Accessory to Your Auto Supply Department 


’ Does a $25.00 permanent repair job in 10 minutes. 

’ Makes old or new radiators Leakproof, Rustproof, Scaleproof. 

Is the only compound which cannot clog the radiator. 

Is sold to every car owner whether his radiator leaks or not. 

’ Has been adopted by the European Governments for use in their army trucks. It is also 
used by the Standard Oil Co., American Tel. & Tel. Co. and General Electric Co. 


Is easy to sell because it is a money and labor saving necessity backed by a universal 
advertising campaign. 


One Doz. Will Start You, Price, $12.00 
Order from your Jobber or Direct. DO IT NOW. 


“ye 
“Hy 
“y 
“yr 
“Hy 
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“a Sweeping the 
Country 


You 
Spray 
It On 





Cleans and Polishes Without Soap or Water 


The newest, most sensible, most satisfactory and most 
economical way of cleaning and polishing automobiles, 
fine furniture, pianos, woodwork, floors, is the 
WONDER-MIST WAY. 


Car owners are 

rapidly coming No Fuss — No Muss 

to realize it is 

fatal to body Just spray it on, rub it off with cheesecloth and off comes the 
finish to put dirt, mud, grease and road tar, without scratching or injury to 
water on their the finish. 

ae above the Spraying distributes evenly the WONDER-MIST and produces 
ateeee a quick polish. No waste, no cloud, no streaks. Restores the 


richness of color, toughens the finish and prevents rain streaking 
or mud spots. 


WONDER-MIST is safe to use anywhere because it is non- 
inflammable, non-combustible, non-poisonous. 


Thousands and Thousands of People 


have bought and used can after can of WONDER-MIST because 
it beats car-washing and other methods of polishing that require 
excessive time and labor. 

Dealers all over the country are having countless calls for 
WONDER-MIST—they are writing—phoning—wiring us orders 


Harper’s Weekly says. faster than we can make shipment. 

“Except where a car is 

plastered with mud. ‘ 

Wasser -2ilet  ssciee Whether You Sell Auto Accessories or Not 
unnecessary the use 

of a hose.” You will need WONDER-MIST to take care of the demand from 


your customers for polishing cars, woodwork, metal work, 
floors, furniture and all varnished or finished surfaces. House- 
hold trade alone means a mine of profit. Stock 
WONDER-MIST now and get your share of the immense 
demand that is following our nation-wide advertising and 
the merit of the goods. Wherever introduced WONDER- 
MIST sells like wildfire. 


Largest Hardware, Auto Accessories and Paint Jobbers— 
Retail Dealers Everywhere have found this one of the 
fastest selling specialties they ever handled. 














DEALERS :—Wnite for our special 
“FREE GOODS” proposition and give 
us your jobber’s name. Do it today. 


14 Federal Street, Boston 


If you have not stocked it, do so at once. 
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The WONDER-MIST COMPANY 


1789 Broadway, New York 162 N. Dearborn Street, Chicage 
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The Perfect <37?" Polish 





O-So-Ezy Cedar Oil Polish 
is, as its name implies, an oil 
polish which not only brings 
out all the gloss and luster 
which the finish has to give, 
but also renews the elasticity 
of the outer coat of paint and 
varnish, and removes any 
tendency of the finish to 
check in extremes of temper- 
ature 
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Be ink sxe $.50 
Suart ..... $1.00 
Half-Gallon. $1.50 
Gallon ..... $2.50 


An Unusually Liberal Diseount 
to Dealers’ 
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Standardize Your 


Polish Shelf 


For the first time since automobile body polish 
became a staple in the Hardware Dealer’s stock, it 
is now possible for you to select one brand behind 
which you can stand with confidence. 

That brand is O-So-Ezy Cedar Oil Polish. 

The endorsement and commendation of the 
American Automobile Industry has been given 
O-So-Ezy Cedar Oil Polish. 

This brand has been selected as the medium of a 
national “Brighten Up” campaign by such manu- 
facturers as— 


Buick, Chevrolet, Maxwell, Reo, 
Saxon, Hupmobile, Chalmers, 
Paige, Winton, Oldsmobile, Scripps- 
Booth, Grant and Detroit Electric 


As part of the standard equipment of each car, 
these manufacturers are sending a can of O-So-Ezy 
Cedar Oil Polish. It is their gift to the buyer. 
Dealers of these companies are being urged to 
educate the buyers of these cars in the continued 


use of this polish. 
DEMAND IS CERTAIN 


For such a purpose the Automobile Industry could afford 
to pick no polish but the best—a polish without acid or 
abrasives; a safe polish; a polish they themselves have tested 
in laboratory and in practice; a polish manufactured by a 
company in which they themselves have complete confidence. 

The motorist knows the sound foundation of any advice 
from his car’s manufacturer. He will buy no polish but 
O-So-Ezy. Friends will follow his lead. 


YOUR PROBLEM SOLVED 


This concentration of demand lifts from your shoulders— 
as the manufacturers intended it should—the last burden of 
doubt regarding your choice of polish stock. Claims, prom- 
ises, adroit salesmanship—none of these can longer puzzle 


ou. 
O-So-Ezy Cedar Oil Polish is the official brightener of the 


automobile industry. 
The O-So-Ezy boom is on. Be prepared. 
Order through your jobber, and order without delay. 


O-SO-EZY PRODUCTS CO. 


264-268 Jefferson Ave., DETROIT, MICH. 


Highest award and gold medal at the Panama-Pacific Exposit-‘on 
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Lectroflaters Lessen Labor 


Could you imagine a more convenient way of Pumping Tires? 


Simply turn the key of the nearest lamp socket and the Lec- 
troflater will shoot your tires up in a jiffy to any pressure you 
want; with cool, clean air. The Lectroflater runs on any cur- 
rent, A.C. or D.C., and is absolutely safe. No exposed gear- 
ing, chains, belts or electrical parts; no cooling liquid. No tanks 
or trucks. No oil reservoir. Can be run in any position. Auto- 
matic lubrication. Beautiful aluminum case with nickel trim- 


mings, accurate pressure gauge, high pressure hose with quick 


acting coupling. Scientifically designed for a single purpose. 
Highest class workmanship and materials, 
and guaranteed to stand up to the work 
continuously without overheating. Pat- 
ented cooling system. Not an experiment; 
tried and proven for over a year at the hands 
of the public. No electrical or mechanical 
knowledge required. 

These machines are also furnished for 
mounting permanently on the wall, and in 
this case have short electrical connections 
and very long hose, that can be hung on a 
hook when not in use. 

THE NO. 2 LECTROFLATER is also 
furnished mounted on a light seamless steel 
tubular carriage, having large diameter 
wheels and tool tray; suitable for rolling 
around public garages and other public 
places. This outfit lists at $80.00. 

No. 1 Size, $45.00 No. 2 Size, $75.00 Hardware men, send for complete infor- 
mation and discounts at once. Your terri- 

For Private Garages. For Public Places. tory is alive with Lectroflater prospects. 
They sell easy and stay sold easier. 


Manufactured by 


THE BLACK & DECKER MFG. CO., Baltimore, Md., U. S. A. 
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‘I Personally Recommend 
Sparton Safety Signals” 








NY HARDWARE MAN can em- 

phasize this and know that behind his 

own conviction of quality is the mature, 

unbiased judgment of forty of the world’s 
ablest automobile engineers. 


Wisdom insists that your customer * * * who 
possibly is your friend * * * _ should safeguard 
his car with the same “‘fool-proof,”’ ““wear-proof,’’ 
‘‘danger-proof’’ signal that the leading motor-car 
builders assert is best by using it as standard equip- 


ment. 


There is a clean, worth-while profit in every Sparton sale. Let 
us tell you the rest of this interesting, fact-story. 


The Sparks-Withington Co. 


Jackson, Mich., U. S. A. 
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GOODEL 
PRATT 


500 GOOD TOO 




















Motor Set No. 599 


This Motor Set contains 27 Good Goodell-Pratt Tools in an extra strong canvas 
case. It is only one of three new Goodell-Pratt Motor Sets, and we believe that 
they are the first sets of the kind to contain an assortment of all first class tools. 


Ogg 8 











30 other new tools are shown in our Catalog Supplement. Have you a copy? 


GOODELL-PRATT COMPANY 
Soctimtirs. 


GREENFIELD , MASS., U. S. A. 
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Complete Motor Set No. 699 


This set contains 53 Good Goodell-Pratt Tools in a strong canvas case. The 
tools are held in place by strongleather straps. Several of the small tools are 
contained in pockets. The entire case folds up neatly and has a strong leather 
handle for convenience in carrying. 


The tools in this set are a fitting complement to a high grade motor car. They are far better 
than the cheap class of tools now furnished with even the best of cars. 


The fact that motorists want high grade tools is proven by the large sale of Goodell-Pratt Valve 
Grinders, Rim Wrenches, Chisel Sets and other tools. 


List Peice of Coanplote Micon Gat Pi. Gi goin ccc ccccccendsdscsedesedeesques $26.00 


Further Particulars in Catalog Supplement. Sent free on request. 


GOODELL-PRATT COMPANY 


GREENFIELD e%¥cLiyuhs MASS., U.S. A. 
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The hand that 
selects the wrench 
makes the sale— 








If you have not one of these display boards in 
your store place one in an attractive position at 
once. Notice how often the hand of the customer 
selects the wrench instead of the hand of your 
salesman, thereby effecting the sale in the least 
possible time at the least expense and in the most 
This is only one of the many 
co-operative helps which the Billings & Spencer 
Company extend to you, and we wish that you 
would write us for full information to take advan- 
tage of every opportunity that we offer. 


satisfactory manner. 


Billings ¢& Spencer 
Company 


Connecticut 


Hartford 


EY SA « 


Use this display 
board to boost 
your sales— 


It is not always the hand of your clerk that 
makes the sale. It is not even necessary for the 
clerk to take the time to talk or argue. 
customer who may be waiting for other purchases 
to be tied up is attracted to this display board by 
its neat arrangement and the appearance of the 
As his eye passes over this board 
he notices some particular wrench which he has 
wanted for some time, but has been unable to 
specify. Instantly he points out to the clerk just 
the wrench he wants and the sale is made. 


goods exhibited. 





Your 
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TRIMO SUPERIOR 
AUTO TOOLS 








Trimo Auto Monkey Narrow 
All- Steel Wrench. Made 
in 12 Inch Size Only. 
Equipped with Nut 
Guards. 










Nut with Nut 


Guards 
Trimo Auto 
Pipe Wrench (Narrow). 
Made in 3 sizes 6” 8” 10” Send for Catalog 
with Wood Handles and No. 133 


Equipped with Nut Guards. 





Made by 


TRIMONT MFG. COMPANY 


55-71 AMORY STREET ROXBURY, MASS. 














74 HARDWARE AGE 


April 20, 1916 ‘ 











Let the 
Other 
Fellow 
Sell You 


Siot 














/ 
“The Oil That’s Clean” 
Your territory may be open—We want big men, financially and 
sellingly, big distributors to handle ‘iolene. Quicker you write 
the better your chances. Fill in the coupon. Garage Men, 
% 
«| Hardware dealers, etc., should write our nearest distributors at 
% 
* once, or write us. ; 
& : 
‘ 
ra hah = ry t Coca Cola Bottli ee Jeveland, Ohi¢ 
‘ MIOLENE DISTRIBUTORS: Socata Gog 0.2 gta ee 
e ‘eneral J ile S ..New York C Treman, n Wes sssesebaae haca, KN. ¥ 
H. A. ~ Sumas iekies oe eer ee ere H Ded aan > PTT TTT ee “ xtinwaulkee, Wis. 
Nashua and Manchester, N. H. Burhans & Black Co., Inc....Syracuse, N. Y. 
* Cornplanter Refining Co..... Philadelphia, Pa. N. M. Townley, Jr............ Paterson, N. J. 
rs .Y Richards & Conover Hdw. Co. Kansas City, Mo. Franklin Oil & Supply Co. ... Rochester, N. , # 
Kindly * Richards & Conover Hdw. Co., The Chapin Co.......... ‘algary, Alta., Can. 
a x Oklahoma City, Okla. Independent 2 ear rer uisville, Ky. 
send full . Western Merchandise & Supply Co.Chicago, Il. Canadian Selling Co.....Montreal, Que., Can. 
. . ” Poughkeepsie Auto Supply Co., H. M. Rhea. ....... .+....Chambersburg, Pa. 
information * Poughkeepsie, N. Y. R. MeC. Bullington & Co...... Richmond, Va. 


Distributing & Storage Warehouse Co., 

Pittsburgh, Pa. 

Robertson Hardware & Steel Co.. Portland, Ore. 
Jewett & Detsch, 

Oregon, Washington, Montana, Idaho 


about the 1916 “ 
' . 
Tiolene proposi- % 


: % Sangarsa & Co. (S. Am. Distribution), 

tion. 7 New York City 

% ReemGeee BAe Ge. acces ca cave Reading, Pa. 

~ Shaffer Wagon Works........ Harrisburg, Pa. 
Re eran * 
s 
. 
. 


Foreign Representation: 
Santiago A. Panzardi...San Juan, Porto Rico 
W. A. Dettman, 

Rocky Point Road, Arncliffe, N. S. W. 
Eddie E. Johnston...Belize, British Honduras 
Crystal Oil Co....Madrid, Spain, Milan, Italy 
Handel En Industrie Mij. M. Adler. 

Amsterdam, Holland, Dutch East Indies 
e— ~ “ ¢ “Ape ReePes urate Lyons, France 


RN Sc cas ‘. TION A OIL COMPANY 


Ces i RF ‘ BINGHAMTON, N. Y. 
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Ald oes Sena ee STS ANO CONTRACTS ARE CONTINGENT UPON STRIKES ACCIDENTS DELAYS OF CARRIERS AND OTHER DELAYS UNAVOIDABLE AND BEYOND 
CONTROL INCLUDING FIRE AND OUR INABILITY TO SECURE CARS ALL QUOTATIONS ARE MADE SUBJECT TO CHANGE WITHOUT NOTICE 


DOORS , SASH. BLINDS. Erc. Erc. 
PINE ano HEMLOCK LUMBER, SHINGLES ano LATH. 





BUFFALO, N.Y. 2/1/16. 


Jos. Strauss & Sons, 
Buffalo, N. Y. 


Gentlemen: 


We have been having such good success with your Tiolene Oil 
j that we thought we would have to write you to let you know how 
much we are pleased with it. 


We are using the Oil in a Stutz Car and also a 6 Cylinder 
70 H. P. White and a Reo, besides using it in our Trucks. We find 
this Oil to be superior to any other Oil that we have yet tried. 


We had an occasion to take down the Cylinders om our Stutz 
anc we were surprised to find such a small trace of Carbon in the 
Cylinders. You might say there was none. 


Anybody that is looking for a good Oil and an Oil that he 
need not have any fear about having Cylinders, Valves and Plugs 
fouled with Carbon Deposits, we can recommend your Tiolene Oil 
to be the Oi] thot he is looking for. 

Respectfully, 
E2:DBL (Signed) M. ZEIS & SONS 


VIENEERED DOORS 











TIONA OIL COMPANY 


BINGHAMTON, N. Y. 
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Reactionaries Please Ignore | 


This argument pays dealers 
for thought and action only. 


Would your local customers answer our national adver- 
tising, wait for complete information, forward direct 
orders, await deferred shipments, pay us your full retail 
price and transportation besides, if their desire for the 
equivalent of “AGRIPPA” Tool Holder value was imme- 
diately available at your store? 

lf so, does it reflect credit or discredit upon you, them 
or us? 

Would they do it a second time if the holders you 
offered compared favorably with those we sent? 

To answer “ves” may accuse your patrons of folly or 
concede you do not fully co-operate with them. We prefer 
to believe it progressiveness on their part and oversight 
on yours which you will desire to correct today. 

When most of your own customers prove tor them- 
selves, as many of them have done, that 


Williams’ ‘‘AGRIPPA’’ Tool Holders 


“THE HOLDERS THAT HOLD” 


excel all earlier tool holders in many ways, some through 
stronger resistance or less liability to destruction, others 
through greater versatility of performance, their require- 
ment for fewer parts or less preparation, while all combine 
one or more of these and other benefits with greater 
economy in expense and greater endurance, won't they 
appreciate your co-operation through carrying them in 
stock? 

It is true that no new line immediately satisfies every- 
body but successful merchants satisfy progressive buyers 
first and their other customers either follow progress or 
are overrun by it. 


We have ways of co-operation with our dealers. 
May we explain them? 


ANALYZE—ANSWER—ACT! 


= — - -~— =— 2» me ae — ~~ 
' ws | ' Aaa@m « frre 
JTL VV I LLAIVIC Cou, 



















The Wrench 


Western Office and Warehouse, 36A South Clinton Street, Chicago, IIl. 
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These Six Evinrude Dealers 


Tell Why Sales Come Easy 


As 8S. B. Collat says below: “The [Evinrude practically sells itself.” 
Your customers already know about the Evinrude—they’re among 
the 45 million people who are reading Evinrude advertising in all the 
leading National publications. That's why an Evinrude in your dis- 
play window will surprise you on sales. 





“Practically Sells Itself” “Backs Us Up” 
“With very little effort a sale can be made to “The EVINRUDE is the most complete and com 
almost any prospective customer as the EVIN- pact little motor I have ever seen. I have 
soliannaiahi ss ? : ; worked up a good trade on it, for the reason 
Rl DE 1s such a high class article that it prac- thi it the little engine always backs up every: 
tically sells itself.’’ thing I say for it 

S. B. & M. I. COLLAT, Savannah, Ga. KULANDER & BILBEN, Walker, Minn. 


“Every Customer a Booster” 


“Each Sale Made Others” et 
“The EVINRUDE is the motor of its kind. 


“Each EVINRUDE we sold seemed to sell others Every customer becomes a booster. Unless all 
where it was taken by the purchaser as we signs fail, this season will see the EVINRUDE 
would get orders from that locality immediately.’’ motor sales increase almost two to one over any 

GLADDISH BROS., Chattanooga, T ene en 

GLADDIs ROS., Chattanooga, Lenn. F. W. DINGLE, St. Paul, Minn. 
“Sold 35 Last Year” “Well Satisfied”’ 
‘We sold something like 35 EVINRUDE Motors “All of our customers have been apparently 
as ¥g ‘ very urchaser has ee . satisfied, and we take great pleasure, therefore, 
wast year, ane Raima Mate sser has been thor in recommending the EVINRUDE to anyone who 
oughly well satisfied. has an idea of purchasing one.’’ 

WM. R. BURKHARD CO., St. Paul, Minn. WALTER COLEMAN & SONS, Providence, R. I. 


Dealers everywhere are anticipating bigger sales of 


7. Bid EVINRUDE 
, —_ DETACHABLE ROWBOAT & CANOE MOTORS 


this season than ever before. The Evinrude 
Single Cylinder Models have more speed and new 
improvements. The new 1916 Four Cycle Twin 
will fill the requirements of your customers who 
want more power and more speed. It runs 
smoothly and quietly—almost entirely without 
vibration. 





Both the Evinrude Four Cycle Twin and Single 
Cylinder Models are equipped with the Automatic 
Reverse and Evinrude Magneto—Built-in-Fly- 
Wheel Type. 

Get your share of Evinrude profits this season. 
ur proposition to dealers is sure to interest you. 
Write today for copy of the 1916 Evinrude 
catalog and terms. 


Evinrude Motor Company 
455 Evinrude Block, Milwaukee, Wis., U. S. A. 





EVINRE 
. 


IE MOTOR CO., 
5: y 


I 
Kvinrude Bleek. 
Milwaukee, Wis. 


Please send me the 1916 Evinrude Catalog and your proposition to 







Dealers. 
The New sn ha re oad ee ee eee ee ee 
Evinrude SS Oe <b da Sloe, - 


4 Cycle Twin CP dcseveccedoccsddowées rr 
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Here Is the Hand Auto Horn 
You’ve Been Waiting For 


You can pay more than is asked for a Garford Hand Auto Horn, but you 
eS cannot buy more dependable warning signal service no matter what you pay. 


The Garford Hand Auto Horn is standard equipment on a number of the 
most popular makes of cars on the market—it should have been part of your 
equipment. The very name Garford means quonty and service—the one warning signal that will 
inspire absolute confidence. Tone distinctly different from all others and raises above the ordinary 
salle sounds, and carries long distance ahead in plenty of time to clear the road. 
The plunger placed at an angle of 45 degrees, responds with absolute certainty to the slight- 
est touch so that you can modulate the volume of tone to the urgency of your need. 
No gears or rachets to collect dirt andclog. No batteries, push buttons, wires, etc., to bother 
with. Handsomely finished in baked black enamel—but that’s not all—it’s always on the job. 
Priced within the reach of all—so why pay more—when 


The Garford Hand Warning Signal 
Is Guaranteed For the Life of Your Car 


The Garford Rexo Il Garford Electric Garford Ford 
Hammer Driven Auto Horn Motor Auto Horn Type Speedometer 


The loudest signal of its kind on the market. _ Can be heard further than an object can Its absolute accuracy and permanence are 
in design—highest electrical efficiency be seen on a country road. Sound is not ob- guaranteed by its extremely simple speed in- 
—striker ground absolutely true to diaphragm jectionable to occupants of car because horn dicating mechanism which is purely mechan- 
after assembling. Push button constructed throwsit way ahead. Simple and easy to ical in action. Powerful action, hand moves 
so that slightest pressure at any point assures operate—signal positive, certain, dependable over dial without a quiver. Reflection-proof 
rfect contact. Attached to steering wheel. giving maximum warning service on mini- dial easy toread. Hand pointing horizontal- 
Storage battery or dry cells runs entireseason mum current consumption. Unusual acces- ly to left indicates 10 miles an hour; 45 de- 
without attention. {—* and easy to oper- sibility enables owner without mechanical grees to left, 20 miles; vertically, 30 miles, 
ate. Handsomely finished with two coats of knowledge to keep it in perfect condition. ete. Sold under strongest guarantee ever 
baked black enamel, with highly polished Will not work loose nor willits bracketsmar made. Any defective part repaired or re- 
nickel bell. At its price, sold under our thecar. Dry cells or storage battery. Can placed free. One size 3% in. in diameter 
unlimited guarantee, it is undoubtedly the be mounted in several positions. Finished complete with all fittings for attaching 
best Auto Horn buy of the 85 in twocoats of baked black enamel 7 00 tocar. Finished in black en- $11 50 
season. Price, only . satin finish. Unlimited guarantee. . amel with nickel trimmings. . 


Also manufacturers of Garford Flush and Bracket Types Speedometer; 
Garford Dynamo Lighting System; Maxo II Electric Horn for Motor Cycles. 


Garford Auto Accessories Best Buy of the Season 


See them at dealers’ or write for booklet 


e Now is the time to getin line for your share of the auto accessory 
To Dealer S: prosperity these thoroughbreds will produce for you. 


THE GARFORD MFG. CO., Dept.508 Elyria, O. 
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Automobile Tap and Die Set 


No. C300 
2 the? 1429 $6.50 
Five Sizes, %4**, 54624, %7*, ie”, ' ; | . | 
dard Threads; Round Adjustable Dies, 1” Outside Diameter ; 
Plug Taps, Die Stock 9” Long. 


Y DIVISION 


i 
St. Chicago: 13 So. Clinton St. | 














\VWe have prepared for distribution 
a series of circulars which will help to 
draw automobile accessory trade to 
your store. 


The accessory held represents two 
and one-half millions of buyers—and 
is growing at the rate of a million a 
year. Your town contains hundreds- 
maybe thousands of motor car owners. 


To get their business you must be 
prepared. Stock a reputable line of 
taps and dies and push them for all 
they are worth. Greater profits will 


follow. 


lor over forty years the trade 
marks, “Little Giant,” “Lightning,” 
“Green River” and “Smart” have rep- 
resented the last words in quality for 
Taps, Dies and Screw Plates, as well 
as Reamers, Gages and Threading 
Machines. 


Write for this literature and go 
after the automobile accessory busi- 
ness with the greatest line of screw 
cutting tools. 


Greenfield Tap and Die 


Corporation 


Wells Brothers Company Division 
Wiley & Russell Mfz. Company Division 
A. J. Smart Mfg. Company Division 


GREENFIELD, MASS. 


New York, 28 Warren St. Chicago, 13 So. Clinton 
Philadelphia, 38 No. 6th St. Detroit, 55. 57. 
London, 149 Queen Victoria St. In 
,. Wells Brothers Company of Canada, Lim- 

ited, Galt, Ontario. 


79 








HARDWARE AGE 


April 20, 1916 





Puc aN 


2 











Badger 
ks 


Guaranteed Trouble-Proof 


The average jack today is a disgrace to the 
automobile trade. A jack is made to liftacar. If 
it doesn’t it’s a piece of junk. Automobile manu- 
facturers have demanded the latest and best in 
tires, wheels, and rims. ‘These parts are as per- 
fect as men now know. But the jack has been 
neglected. Yet itis the direct cause of three-fourths 
of the hardship in tire changing. 

Present day jacks have been skimped in quality 
to meet a low price. It is impossible to make 
working jacks for thirty-nine cents. 

For five years the Walker Manufacturing Co. 
have been builders of Badger Jacks. Today we 
are the largest makers of high-grade automobile 
jacks in America. Last year 200,000 Badger Jacks 
were sold. That means 200,000 motorists banished 
tire changing misery. 

Every Badger Jack is subjected to a lifting test 
of twice the weight the jack is ever required to 
support when placed in use. No other jack we 
know of passes such a rigid test. 

Badger Jacks are guaranteed. Ifasingle defect 
develops, we give you anew jack free. Write us to- 
day for startling new book, ‘“The Story of a Jack.”’ 


WALKER MANUFACTURING COMPANY 
326 Wisconsin Street, Racine, Wis. 
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Middle West Distributers 


Beck & Corbitt !ron Co. 
St. Louis, Mo. 

Central Rubber & Supply Co. 
Indianapolis, Ind. 
Andrew Cowan & Co. 
Louisville, Ky. 
Empkie-Shugart-Hill Co. 
Council Bluffs, lowa 
Hackett-Gates-Hurty Co. 

St. Paul, Minn. 

Hibbard, Spencer, Bartlett & Co. 
Chicago, Ill. 
Janney-Semple-Hill & Co. 
Minneapolis, Minn. 
Knapp & Spencer Co. 
Sioux City, lowa 
Larson Hardware Co. 
Sioux Falis, S. D. 
Lee-Coit-Andreesen Hardware Co. 
Omaha, Neb. 
Mitler-Morse Hardware Co. 
Winnipeg, Man., Canada 
Northwestern Elec. Equipment Co. 
St. Paul, Minn. 

Ohio Rubber Company 
Cincinnati, Ohio 
Simmons Hardware Company 
St. Louis, Mo. 

Sligo Iron Store Company 
St. Louis, Mo. 

St. Paul Electric Company 
St. Paul, Minn. 

Suelfiohn & Seefeld 
Milwaukee, Wis. 
Townley Metal & Hardware Co. 
Kansas City, Mo. 

Van Camp Hardware & Iron Co. 
indianapolis, Ind. 
Western Automobile Supply Co. 
Omaha, Neb. 
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The Bethlehem Five Point 
Spark Plug Is Not Included 
As Regular Equipment By 
Car Manufacturers 


This is not because car manufacturers 
fail to appreciate the superior quality 
and merit of the Bethlehem Five Point 
Spark Plug—or because we do not want 
their business. 


BETH LEHEM 


EF IVE POINT 


SPA RK RLUG 








It is because car manufacturers do not feel that they can 
afford to pay the Bethlehem price—and because we know 
that we cannot lower the Bethlehem price, and make a fair 
profit, without also lowering the Bethlehem quality. 


The entire sale of Bethlehem Spark Plugs is to consumers 
who buy them on the basis of quality rather than of price. 


The Bethlehem Five Point Spark Plug sells at $1.25— 


and is worth it! 


Bethlehem Five Point Spark Plugs cost more to buy 


because 
service. 


they cost more to make—and they give more in 


If you want plugs of real quality—plugs that will give 
lasting, trouble-free service as long as your car lasts—order 


Bethlehems. 








Bethlehem Five Point Spark Plugs Are Guaranteed 
for the Life of the Car 


THE SILVEX COMPANY 


E. H. SCHWAB, General Manager 
171 Madison Avenue New York City 


Pacific Coast Branch, Oakland, Cal., W. M. DAVIDSON, Manager | 
Factory, South Bethlehem, Pa. | 
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6 a good Profit 











on astock, the 
whole of which 
costs you no more 
thanatireortwo. 
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— : A: : LAMP ASSORTMENT 3 












: SUPPLY DEALERS { 
‘ AND : 











GARAGES 





Moreover this stock 
is so complete that, from 
it, you can supply lamps 
to practically all the cars 











that come to your door. 


With our little book- 
let as a guide any of your 
assistants can instantly 
pick out the right lamp 
for any make or model 
of car. 


_ EDISON MAZDA 


Automobile Lamp Assoriment 








PPROXIMATELY 30,000,000 Auto Lamps will be sold this year. 
Get your share of this business. Write us stating that you are 
interested and we'll send full particulars. Do it now before someone 
| else begins to supply your customers with lamps that should have 
gone out of your store. 




















EDISON LAMP WORKS ° ““iirrison Noe” 
= = 


























April 20, 1916 HARDWARE AGE 85 


FOUR MONEYMAKERS 


in Automobile Accessories 


trade. You can build up a big auto accessory 
business by featuring Shaler Vulcanizers, which are 
rarely featured by garages for about the same 
reason that a barber doesn’t sell safety razors. 
Motorists who come to you for this much-needed 
accessory will buy other auto accessories at your 
store. Thus you can increase your sales on all 
Auto Accessories and build up quite a trade in 
that department. 








A Shaler Vulcanizer is one accessory every motorist 
needs and needs badly. It rids him of the biggest 
trouble in the operation of his car and saves him 
much money. Yet no car’s equipment includes 
this necessary tire tool. The motorist is forced to 
buy one from some dealer. 


Your store is the place to sell them. Auto 
accessories are now a part of the regular hardware 


r. ~ 
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The Vul-Kit *3” 


To Carry in Tool 
Case 







Mends_ Tubes 
and small cas- 
ing cuts per- 
fectly. Has 
no exposed 
flame. Regu- 
lation automatic. Burns gaso 
line or alcohol—comes complete 


HA 





in neat box. 











r . 
Electric Model *12 








For Home Garage 
The ideal Vulcanizer for the motorist 
who has private garage with electric 
current avail- 
able. Does every 
kind of tire re- 
pairing practi- 
cable for the mo- 
torist. Safe, simple, con- 
venient. Temperature 
maintained and controlled 
automatically by a ther- 
mostat, an exclusive 
Shaler feature. 









Vulcanizers 





SOLD BY HARDWARE DEALERS 
" 


Tube Kit *2” 


For Tubes Only 





A handy vulcanizer for 
tubes that can be car- 
ried into the tool box to 
make emergency repairs 
permanent and do away 
with patches. Burns 
gasoline. Regulation 


automatic. 








y, 





Ford Kit *22 


For Ford Tubes and Casings 


Repairs tubes and cas- 
ings on Ford cars. 
Operates on same 
principle as Vul-Kit. 
One of the best selling 
Ford accessories and 
needed on every Ford 
Car because of the 
difhculty in taking 
care of blow-outs and 
punctures on Fords. 








CATALOG FREE TO HARDWARE DEALERS 


Our new complete 1916 catalog now ready and will be sent free to Hardware dealers. We 
will also send our free book, “‘Care and Repair of Tires.”’ 


It contains practical information about automobile tires. It tells what to do for every kind of 
tire trouble—how to treble tire mileage—how to get the most service out of tires, and how to 


vulcanize and repair tires at home. 


It explains Shaler Vulcanizers and describes each model. 


Special discount and terms to the Hardware Trade. 


C. A. Shaler Company, 


1454 Fourth St., Waupun, Wis. 


The Largest Manufacturers of Vulcanizers in the World 


Canadian Distributors—John Millen & Son, Limited, Toronto, Winnipeg, Montreal, Vancouver 
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AUTO WASHER 
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pavTo s AND CARRIAGE WASHER 
LL, SAVES 
EXPENSE. 
: > , a ee 
in 15 Min utes ~ \ ) 











Is a valuable addition to every Garage. It is 
simple, durable and inexpensive. Working 
parts are brass, iron parts galvanized. Swings 
around the car. Keeps hose off the floor, 
Order it from your jobber, or 


Walworth Manufacturing Company 


NEW YORK BOSTON CHICAGO 
Also makers of Genuine Walworth Stillson Wrenches, Walco Adjustable Hex. Wrenches 
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UNITED -INTRODUCING —— 


fyjp)s) UNITED SPECIALTIES FOR FORDS 
ORD» A CATALOGUE MADE FOR YOU! 


ihere is money in the sale ot parts and accessories for Ford cars, and in 





very territory where Fords are sold and used some progressive dealer will get 


| c- +> C y = Lees , = a - : 
ig profit-making advantage that our co-operative plan makes possible. 


if you are a dealer you want to make money—more money during 1916 
than you made in i915. And as time goes on you will want to build your 
ILISITAESS upon a foundation sO solid that the local bankers will regard your 


enterprise as one of the sound institutions in the community 
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Several years ago the Ford Motor Company es- 
tablished its policy of producing cars in large 
quantities. No accessories to speak of have found 
place on Ford cars as they come from factory to 
the dealer. Ford owners, however, want their 
cars as complete in equipment and appointment as 
any other car. This has made a distinct market— 
the most wonderful ever developed—the fastest 
growing market the automobile industry eve* has 
or ever will know. 

Think how many scantily equipped Ford cars 
are in service throughout your territory, Mr. 
Dealer. 

We saw the opportunities this big market pre- 
sented and have taken advantage of them. We 
shaped our manufacturing and marketing facilities 
to the end that we could become the one big head- 
quarters for parts and accessories for Ford cars. 

Such parts and accessories as we do not manu- 
facture are selected by our experts, men who have 
made this business a close study for years—a 
study of the merchandising as well as the practical 
application of parts and accessories for Ford cars, 
and in our selection we have sought only practical 
units and avoided all duplication. By this policy 
we serve your interests completely. 

Please do not confuse our catalogue with those 
that contain a wilderness of listings, selected nine 
times in ten not because of the merit of the ar- 
ticles, but because of the “consideration” paid the 
catalogue publishers to list them. 

Quality considered, there is no single part or 
accessory for Ford cars that compares favorably 
with the corresponding unit in our line, which is 
not limited to accessories but includes such parts 
of the entire car that are in constant demand by 
all] Ford car owners. 

Our catalogue is arranged so that the average 
Ford owner can find what he wants when he 
wants it. It classifies the various units intelli- 
gently and removes all difficulty in ordering by 
the Ford owner. 

This catalogue not only presents a line of high 
grade parts and accessories for Ford cars—com- 
plete, practical, useful and exceptionally well con- 
ceived—but it is the keystone of a business struc- 
ture—the strength of a solid merchandising plan. 

The plan is this:—We, as manufacturers, do not 
want to sell at retail, nor will we sell to any other 
than recognized jobbers. However, we want to 
get our NEW catalogue into the hands of every 
Ford car owner in the country, and believe its 
clean cut appearance, attractive illustration and 
description of the well selected line of parts and 
accessories makes certain the fact that every Ford 
owner will instantly find many things in it he 
wants and needs. The orders for those items of 
merchandise are most certainly going direct to 
the dealer whose name and address appears on the 
cover of the catalogue in the hands of the car 
owner. 

The less trouble the Ford owner finds in having 
his requirements filled, the quicker he will buy— 


v 


the more he will buy—the greater will be your 
profit. 

As a dealer you are well known, and you can, 
with scarcely any trouble, get in touch with every 
Ford owner in your community. You can be the 
headquarters. 

en much better for you, and for the Ford 
owners in your community, if you could send 
them a catalogue of the parts and accessories for 
Fords, a catalogue intelligently put up, presenting 
a clean, practical line of these goods, priced to 
compete with those of inferior quality and much 
inferior worth—how much more advantageous, 
when this catalogue carries your own firm name 
or your firm name and address, just as if it were 
your own catalogue—making it your catalogue in 
fact, the illustrated price list of what you have to 
offer of advantage to the Ford car owner, and of 
profit advantage to yourself. You, then, are 
headquarters for their buying—right at home, and 
there will be no further excuse for any Ford 
owner getting in touch with or buying a “pig ina 
poke” from the mail order houses throughout the 
country. 

Here then is the cornerstone of our plan: Our 
catalogues complete with your name and address 
printed artistically on the front cover of every 
copy sold to you in quantities of 1,000 at a cost to 
you of $10.00 per thousand copies. 
~ Here are some of the benefits you will derive, in 
addition to the profits our discounts provide:— 

A general increase in sales resulting from adver- 
tising in publications of nation-wide circulation. 

Store and wndow display helps. 

Co-operation in such local advertising as condi- 
tions may justify. 

A bulletin service of instruction to your sales- 
men on how to present and sell these parts and 
accessories with best results to the profit side of 
your ledger. 

The maintenance by your jobber of a complete 
stock at all times so as to enable you to operate 
with the least possible investment. This stock 
carried in wholesale quantities by your jobber ob- 
viates long delays and other inconvenience that 
would entail were you obliged to deal with us at 
factory instead of your own jobber, with whom 
vour trade relations are already established. 

Keep this fact in mind: The United has the best 
line of parts and accessories for Fords. There 
isn’t one feature that is a slow selling unit—not a 
“dead one” in the United catalogue. There are 
no over-priced units. By comparison the United 
line and United prices give you the advantage of 
being in position, not only to get a good business 
from the sale of parts and accessories for Fords 
to the Ford car owner, but also because of the at- 
tractive discounts you will enjoy it will be possi- 
ble to sell to dealers throughout your territory. 
You will have the goods—you can quote the prices 
—you can enjoy the profits. You get the benefit 
of one of the strongest advertising and sales 
making campaigns the parts and accessory busi- 
ness has ever known. 


sAakhn - , . . : saw 

Li = if you are open for a profit making and business building proposition.we 
Bi . . ° 

UNITED request that you write or wire at once for further particulars and an advance 

SPECIALTIES copy of the catalogue—which is just off the press. It is an opportunity for 


every dealer who has red blood in his veins. Address, 


Auto Parts Company, 661 Goff St., Providence, R. I. 
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When it comes to GOGGLES— 
Do You handle the 
“QUICK” or the “DEAD” ? 


il 
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This new ‘‘Sof-tone”’ goggle is a “‘live one.’’ In 
Order from these jobbers general appearance it is very similar to our famous 
Sreca) flexible goggle, the most widely sold high-priced 
goggle in the world, retailing in optical stores at $5.00 
and $6.00 per pair. 


LCorchester & Rose The ‘“‘Sof-tone”’ style is adapted to your trade. 
Geneva, N. Y. With the sales helps we furnish—cutouts, folders, etc. 
—you can sell this goggle to half the motorists who 
visit your store. It’s a real goggle, with the $5.00 
Galey Hardware Co. look, at $3.50. 
Chester, Pa. The patented flexible centerpiece shown in the 
illustration overcomes the danger of breaking out 
the lenses at the edge and permits the goggle to 





Oe <r 


SPs 9 


° 9 
Louis Hanssen’s Sons conform closely to the face. The lenses are large size, 
Davenport, Ia. deeply curved and amber in color. All metal parts 


are genuine gold filled and the bows are covered with 

L. J. Ki | C a sanitary yellow fabric that prevents cutting behind 

Ss the ears. Side pads take the weight off the bridge of 

Binghamton, N. Y. the nose and the lenses fit so closely as to give ab- 

solute protection from sun, wind and dust. Each 

goggle is enclosed in a substantial, steel form, self- 

closing case. 

The trade price is $24.00 per dozen; retail, $3.50 

per pair. Order at least a sample today from any of 
the jobbers at the left. 


STANDARD OPTICAL COMPANY 


MANUFACTURERS 


CHICAGO LONDON 
37 So. Wabash Avenue Geneva, N. U.S.A. 62 Hatton Garden 


C. M. McClung & Co. 


Knoxville, Tenn. 
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WOSLER SPIT FIRE MOSLER VESUVTUS 








~“ “ a . 
Spark Plug Sizes for Pleasure Vehicles 
Car Size end Type Ping Used ! car Size end Type Pieg Used Car Gize and Type Ping Used 
Andett Detrot ..4°-18 Mosler Vesuvius Haynes %.. %4°-18 Moder Vesuvius | Paige 4°- 18 Mosier Vesuvius 
Alco... 6°-!8 Mosler Veouvnus Henderioa 4°-18 Mosler Vesuvius Patterson , ¢"-18 Long Red ™% 
Allen. ... j0*-18 Mosler Vesevue- Herreshof ... 4°18 Red TagSpou-Fure | Sp. Foe Platmum Pout 
Alpes. . . . 4-16 Mosler Veuve Plauoum Powt Pathinder. . . ‘ ™%"-18 Mo e Vesuvas 
Amerncan . .. 4"~18 Mosier Verurns Hudson, 4°-18 Mosler Vewvis Peerless ... Metne Red Tag Spit Fue 
Amm ... . - 4"-18 Red Tag Spa-Five Hupmobdue 4°~16 Standard Red Tag Planoum Pomt 
Plenowm Post Spw-Fire Plounum Pom Pertex & Mosler Veswvws 
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Pci aS | gaa ere | wil aoe A stone insulated pluz—MOSLER’S Genuine 
Res Ree, | ne ep | ef -t= “VITITE.” It is practically everlasting and 
will actually outwear the engine itself without 
deteriorating in service. The continuous 


knife-edge electrode gives a ribbon of flame 





exploding all the gas and developing all the 
power of the motor. 


Easily taken apart and reassembled whenever 


necessary. 


Making it easy for 
your customers to 
buy is a short cut 
to success. 


Guaranteed to 
Outlast the Motor 





With a MOSLER Spark 


$] .00 Each in Round Metal 
Plug Display Cabinet on 


— Box, Quality Makes It 


your counter and one of ‘‘The Indestructible Plug’’ 


our Schedules of Plug 





Sizes you insure accu- 


A.R. Mosler & Co. 


[NEW YORK, U. S. A. 


rate and easy selection 
and ready buying on the 








part of your customers. 
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Deflects Lighte-Present Lamps-—Full Force 


Big, Sure, Swift Profits for Trade 


Tw worst dangers in night driving of automobiles are now removed 


by “Deflex.” 


The gravest fears are banished. 


In any city—on 


every country road. All laws are complied with. Every motor car 
driver will have full lights always. They never need be “dimmed.” Yet none 


need fear them. 


L 
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Comfort, pleasure, safety at night, are made possible by 
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Let’s suppose “Deflex” is on your car. 
The night is pitch-black. But over the 
road you Aum. Your lights are straight 
ahead. Full force, they blaze your way. 
You avoid the hole. You dodge the 
rut. Pleasure, comfort, 


As you passed the other, you touched 
the “Deflex” button. Your lights leaped 
back to  horizontal—full force - still. 
Away you flew. You paid no price for 
your courtesy. 

The next time you 
pass the other chap, he 





safety, are yours. 


Far ahead, you see 
two lights. An approach- 
ing car! As it nears 
you, its driver dims his derful 
lights. A courteous chap, 
yes. Poor fellow, he 
pays for his politeness. 
He peers anxiously into 
the inky dark before him. 
His lights are so dim he 
sees no road at all. 





On he goes, taking his 


Dealers: 


This offers a really won- 
opportunity to 
make money. 
bound to be a big and 


be speeded up by our na- 
tional advertising. Better 
get busy right now. Write 
for special terms today. 


will have “Deflex” too. 


“Deflex” consists of a 
set of four specially con- 
structed hinges which fit 
your present lamp brack- 


There’s 
ets and carry the lamps 


quick demand for “De- you have. “Deflex” is 
flex’-—a demand that will | automatically operated 
by powerful, enclosed 


springs. The hinges can 
be attached to any 
standard lamp in a few 
minutes. 








chance with the hidden 
rut that you have just so 
easily avoided. 


Meanwhile, as YOU neared him you 
showed your courtesy in a better way. 
Your finger touched the little “Deflex” 
lever on your steering column. This 
deflected your headlights to a 24° angle. 
Your lights remained at _ highest 
strength. Their goodly rays were full 
on the road before you. You could see 
where you were going. Yet there was 
no blinding flash in the face of the other 
driver. Your lights were lowered be- 
neath his necessary range of vision. 


From the brackets a 
cable runs under the hood and up your 
steering column. A gentle pull given a 
little lever at the steering wheel deflects 
your headlights at will—leaving the light 
at full force. A button touched and the 
lamps spring back to horizontal. That’s 
all. The outfit is complete, ready to in- 
stall. It is so constructed that no mov- 
ing parts can get out of order or rattle. 
Fits either left- or right-hand drive. 


“Deflex” is guaranteed to give satis- 
faction. The price complete, $7.50. 


For a Little, Free Booklet, Address 


UNIVERSAL AUTO PARTS CO., 227 East Russell St., Columbus, Ohio 
Sales Office: 1251 Michigan Avenue, Chicago 
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A= bumper protects the most 
expensive end of an automobile 
and protects it effectively because it is 
built right in quality and principle. It 
is an easy matter for you to convince 
your patrons that equipping with a 
Gemco is a real economy. 


Gemco bumpers are so constructed as to 
take up the shocks where the frame of 

the car is strongest. The end thrust 

principle—an exclusive Gemco fea- 

ture—does away with the risk of 
tearing loose the bumper fasteners or 
bending the frame. They clamp on and 
fit any make of car. More than half of 
all the bumpers now in use are Gemco 
bumpers. 


Write us for our proposition and details about our 
full line of Gemmco accessories for all makes of cars. 


Gemco Manufacturing Company 
672 So. Pierce St., Milwaukee, Wis. 


Notice how the Gemco is 
attached. The shocks are 
absorbed where the frame 
is strongest. 
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> Wehave nowreached 


FILTERED) 4 point where we can show you 
a profit by putting all your eggs 
in the Wayne Basket 


We doubled our plant and business in 1915— 
not a very good year, either. 


How did it happen? 


Very simple—we made our pumps so much better than 
the best of the rest that prospective buyers who took the time 
to study what they were buying gave us their business. 

Better? How Better? 


First, in the matter of speed—more gallons to the minute, with 
less effort—twenty gallons a minute on our Wayne Monarch, for 
instance. 

Second, in the quality of our materials and workmanship, valves, 
for instance—heavy bronze valves carefully machined, then hand- 
finished—valves that don't leak at all. 

Third, the Wayne Filter that is guaranteed to deliver gasoline free 
from water or dirt. Could you ask more? 

Fourth, in our Recording Devices—a non-beat- 
able 999,999 gallon recording meter on our 
Wayne Monarch, and a big Clock-Dial Delivery 
Register that shows the customer exactly what 
he's getting. 

Oh, there are a lot of other good points about 
the whole line of: 



















Wayne 5-gallon long distance Curb Pumps. 
Wayne l1-gallon long distance Curb Pumps. 
Wayne 5-gallon long distance Store Pumps. 
Wayne 1-gallon long distance Store Pumps. 
Wayne Store Floor Cabinets. 

Wayne Portable Wheeled Pumps. 

Wayne Storage and Pumping System 


for cylinder oil, kerosene and all similar liquids. 


We simply made up our minds about two years 
ago that our old line wasn’t enough better than 
other pumps to give us the growth we determined 
we were going to have; so we made them twice as 
good, at little or no greater cost to the men who 


buy them. 
Now we are ready to talk complete Wayne Equip- 
ment, and want to show you how you will gain by 


scrapping a miscellaneous assortment of pumps and tanks, 
and Wayne-equipping throughout. 

And that by all means you take command of the gaso 
line business of your community by installing a big, 
beautiful 


Wayne Monarch 
5-Gallon Curb Pump 


on the sidewalk in front of your store. 

You'll pat yourself on the back every evening when 
you count the increased cash receipts it brings you. and 
smile proudly every morning as it greets you on entering 
your store. 

Se a, Our engineering and sales-help de- 

——— — partments are at your service—all the 
time. Send for catalog of our 1916 line. 


Wayne Oil Tank & Pump Co., Ft: Wayne, IND. 


Sm 
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Jumbo MOLITE: 


The Plug That Makes 
Good Motors Better 

















Ignition plays just as much part 
in motor performance as carbure- 
tion does—sluggish spark plugs 
make sluggish motors. 


Every detail in the construction 
of Jumbo Molite contributes to the 
lightning-swift, white-hot spark 
which ignites the entire charge ina 
twinkling and fills the motor with 
snap—pep—vim—vitality. 


Molite, the insulation used in 
this big trustworthy superplug, 
has endured such severe tests that 
we have not hesitated to cover it 


with our 


Guarantee of Perfect 
Service During the 
Life of the Car 


Nineteen-sixteen is going to be the 
biggest year ever known to the 
automobile industry, and you 
dealers who stock Jumbo spark 
plugs now will be laying the foun- 
dation of a big profitable business 
in selling ignition service. 


Write today for prices and dis- 
counts on the complete Jumbo line. 


{ ee — | i 


z 
GIBSON-HOLLISTER MANUFACTURING CO. 
3380 Washington Street Jamaica Plain, Mass. 


DISTRIBUTING OFFICES: 
1779 Broadway, New York 5103 Jenkins Arcade, Pittsburgh, Pa. 
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CONTRACTER 


For Straight Side and Clincher Split Rims 














RIMS 
INSTANTLY 

















FITS THESE 
RIM LOCKS 































$2 for ih 
Standard Rim 
Contracter 















Quit 
Pulling, Hammering, Twisting Off Rims! 


Forget the old-fashioned, back-breaking way. Save your temper. Save time. 
Save money. 






The Friestedt Rim Contracter opens, contracts and relocks Kelsey, Baker and 
Stanweld split rims in lightning time! ‘Tool applied, operated and removed 
with tire in upright position. Fastest, most effective device ever invented. Fits 
any tool box. Nothing to get out of order. Lasts for years. Absolutely 
euaranteed. - 














DE ALERS { Here’s a Remarkable Profit-Opportunity. Here's a year-round accessory that is indispen- 
. ° ° 


sable to every motorist. Tire changing is the universal drudgery of motoring. This simple, low- 


priced little tool solves the problem. Get in touch with us af once. We have a mighty WRITE TOD AY! 


attractive proposition to offer you. 








300,000 of the 1916 motor cars are equipped with the split rims mentioned above. And there 
are 500,000 such cars now in use. Every motorist is looking for a real rim contracter. Here, 
Mr. Dealer, is YOUR chance to cash in. Write us. 


FRIESTEDT RIM CONTRACTER CO. 


2942-2944 West Lake Street Chicago, IIl. 
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“TOLEDO M: A PI \E WHOLE WORLDS TRADE. 


Dependab® X park Plugs 


























And the Porcelain Doesnt Break 


The rapid succession of explosions in automobile cylinders 
beat upon the porcelain insulators of the spark plugs like the 
blows of a trip hammer. 


Champion ‘‘X” porcelains are double cushioned against breakage. 


At both shoulders of the porcelain there is an asbestos cush- 
ioned copper gasket to ease the force of the explosions and ab- 
solutely hold the compression in the cylinder. 


This is one good reason for the depend- They are part and parcel of the re- 


ability of Champion “X” plugs. liability of these popular cars. 
And because they are so reliably de Successful dealers are making their 
+ Cc ~ c aa . —; . 
; spark plug stock exclusively Champion. 


ie ale 
pendable Champion - x Plugs — Our extensive advertising keeps Cham- 
stalled on all new Ford Cars and have pions moving. They will not collect dust 
been since IQII. on your shelves. 


The Champion Guarantee 


Absolute satisfaction to the user, free 
repair, replacement or your money back. 


Champion Spark Plug Co., 1509 Upton Ave., Toledo, Ohio 
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We Will Make Your Business 
Grow With Ours 


UST what this means may be measured by the fact 
that “‘our business” for 1916 has grown more than 
800 per cent. and 1s still going up. 


The name, MULTI-TUBE, is descriptive—an inner tube built 
up of many sheets of thin rubber “fused” into a tough, elastic whole 
of wonderful tensile strength. 


There is also much in the words, TEMPERED RUBBER, for, 
again, the description is accurate—rubber treated by a process that 
tempers it as finely as a watch spring is tempered. 





In the name, QUAKER, there is assurance of quality founded 
on the experience of more than 30 years in the Mechanical Rubber 


(soods business. 


MULTI-TUBE sales have grown along with QUAKER TIRE 
sales—little tube advertising has been done. But, now, we begin a 
vigorous advertising and sales campaign on the MULTI-TUBE. 
This is one of the ways “We Will Make Your Business Grow with 


Ours.” 








Someone in your town will have a big MULTI-TUBE 
business built up for him. Write for our proposition. 


Address Dept. D-12. 


Quaker City Rubber Company 


PHILADELPHIA CHICAGO PITTSBURGH NEW YORK 
629 Market St. 182 W. Lake St. 231 Wood St. 207 Fulton St. 
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We regard the fine co-operation of the hardware- 


trade as one of EVEREADY ’s greatest assets. 


The livest hardware dealers in the _ peats’”” for TUNGSTEN Batteries. 
country have built for themselves Yet so great will be future 
a steady, growing trade in) EVEREADY sales that the field 
EVEREADY Lights and in “re- _ has hardly been “‘scratched’’! 


Window displays like this one, constantly bring 
new customers. Our free display and sales | 
helps are at your service. Write us at once. 





AMERICAN EVER READY WORKS 


of National Carbon Company 


Long Island City New York 


Branches: Atlanta, Chicago, San Francisco 


Canadian Factory: Canadian Ever 

Ready Works of Canadian 
National Carbon Co., Se 
Limited ~~ 


Toronto 
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KOKOMO 


' Kokomo Rubber tccmailtr i 
Kokomo , Ind. : 





AUTOMOBILE TIRES 


are proving their superiority 


WRITE FOR AGENCY 





We also have a complete and well assorted 
stock of Automobile Accessories especially 
adapted for the Hardware trade. 


‘The Geo. Worthington Co. 


HARDWARE 
Established 1829 CLEVELAND 
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You want to SELL Auto Accessories 


THEN YOU SHOULD 


Stock STANDARD EQUIPMENT 


The Motorists Buys Accessories That Are Necessities Because He Cannot 


Get Along Without Them 








Laue tt to Lazco Spring Lubricators 


ll widths 
~~ Ne , aint Every Car Must Have Them 

~~ =e ¥ sept The Only Adjustable Spring Lubricator on the Market 
Will fit all cars from a Ford to the largest truck, thereby 
eliminating the necessity of stocking several different sizes and 
the come-backs due to the variation in springs. 

Kighty per cent of spring breakage is due to lack of lubrica- 
tion. Our Lubricators feed the oil automatically between the 
leaves, stopping squeaks, keeping out rust, minimizing breakage 
and promoting a full, free motion of the car that makes riding 
a pleasure. 

The oil reservoir embodies the same principle as the wick 
a eS oilers on fan motors and requires no attention an entire season. 
ee > ne A recess in Lubricator holds the clamping nut firmly in place, 

preventing bolt from working loose and the lubricator from 
becoming lost. 


Price 50 Cents. Fords require four, others ten. 


Lazco Engine Trouble Detector 


Pronounced by experts to be the most needed addition to the 
automobile since the advent of the self-starter. 

Will instantly detect and locate engine irregularities from the 
dash without leaving the seat or raising the hood. 

Misfiring cylinders, failure of spark plug, motor knocks, 
ignition trouble in battery, magneto or wiring, etc., quickly 
remedied by the most inexperienced of motorists. 

\Women drivers with the use of instruction sheet and chart 
cannot go wrong in making repairs. 

The only device of its kind and purpose ever invented. 


Price, Complete, $5.00 


Lazco Portable Vulcanizers 


Double tire mileage. 

[embody the same principle as that used in manufacturing 
tires. Tested and pronounced perfect in the largest rubber 
plant in the world. 

Enclosed flame conforming with State and Insurance regula- 






4 Jjustable 
Screw for all 
heights 












aS § & S58 . - » < : : 
= VULCANIZER tions permits its use with safety in the garage. Concave surface 


fits all tires. Cuts in casings repaired without deflating or 
removing. Automatic in operation. No gauges or ther- 
mometers and positively guaranteed not to burn or scorch 
the rubber. 
Price complete, including roll of repair gum: 
Model A, for all sized tires, . . . $2.50 
Model B, for Fords and Motorcycles, $1.50 


REPAIR 
RUBBER 





ne of the largest manufacturers and exporters of automobile accessories in the country, every 
article an actual necessity, and our quantity production enables us to quote 
you prices that cannot fail to meet with favor. 


WRITE TODAY FOR QUOTATIONS. 


To the Consun-er: |f you cannot be supplied locally, upon receipt of price, we will have goods sent to you 
transportation charges prepaid, from our nearest distributor. 


THE LAZARUS MANUFACTURING CO. 


Dept. D CLEVELAND, OHIO, U. S. A. 750 Euclid Ave. 


We areo 
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A Profitable Addition 
To Your Accessory 
ine 











No need of us arguing for motor and cycle 
accessories. They are the greatest profit- 


oe ee ce ee a 





2 - FORD mera ye PLATE producers the hardware trade has even seen, 
5 axes exes Yox24 ¥exi6 | one of the most effective sales stimulants a 
: Jxat isk 14 faxz0 U.S.F. hardware man can use today—you know it— 


we know it—and so does everyone else con- 
nected with the hardware trade know it. 








a “But which items shall I stock?’ That's the 

(ht vital question before the house. There are 

L-- BUTTERFIELD & CO. Vv accessories and accessories. Which of them 

sich: iia th maaan tins sath catia are best suited to your retail needs? Which 

and dies for cutting threads on every will “turn over . fastest ? \ hich will render 
bolt and screw in Ford and other cars. the greatest profit and “repeat” oftenest ? 


Includes wrench handsomely mottled 
and knurled. Listed $12.00; subject to 


discount. However you look at the question you will 
conclude upon investigation that a stock of 
Butterfield Screw Plates are a necessary item. 
Owing to the frequency of accidents on the 
road motorists are fast learning that it pays to 
repair jammed threads before the repair man 

gets a chance at them. 

Se ainsi, 2 
BICYCLE SCREW PLATE. Butterfield’s Screw Plates are quickly 
a NCD TAP WRENCH OES assembled. They come in sets which can be 
oars re conveniently boxed in the tool kit. 


And the goods are guaranteed. 








Bicycle Screw Plates, No. 99—Sizes . 
and threads ca: “ully selected as most I ] er 1e 
convenient for repairing bicycles of all e 


makes. Most popular set ever put on 
the market. Dies are adjustable. Inex- 


pensive sets that carry splendid profits. Derby Line ~ Vermont 





Se = 


-_ 


BUTTERFIELD & COMPANY 
MOTOR CYCLE SET NO. [31 
WILL-THREAD ALL THE 
BOLTS, SCRE? AND NUTS . 
N¥ MOTOR CYCLE MADE 


| 


BUTTERFIELD & GO. 
FULL MOUNTED AUTOMOBILE 


DERBY SCREW PLATE 


i 7 7 F 2 7 
74, a Ye jf Yu _y e YP 1 


fe 2 TAP ee: mw: 9&i | 
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Special No. 131, Motor Cycle Screw 
Plate. Will thread all bolts and nuts in 
; Yale, Indian, Harley-Davidson, Excelsior, 

The Taps and Dies in this set conform to stand- Thor and other makes of motorcycles. 
ard adopted by the Association of Licensed Auto- The only combination for the purpose. 
mobile Manufacturers. Popular priced. Listed at $14.00. Write for discounts, 
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HE name of Corbin appeals to 

numerous classes of consumers 
because it is associated with numer- 
ous types of products, all of which 
have proved to be dependable and 
efficient in their specific fields. 








The 


<OrBIN-BRown SPEEDOMETER 


‘“The Speedometer of Absolute Accuracy’ 








Automobile 


is a typical product, hallmarked by the 
Corbin brand of construction, workman- 
ship and material. In the automobile and 
motorcycle fields its superiority is unchal- 
lenged by those who know. This no longer 
requires proof. Its past sales and present 
popularity clearly indicate the soundness 
of this assertion. 











There is a Corbin-Brown model for 
every type of automobile and motorcycle, 
and for every Corbin-Brown you carry in 
stock there is sure to be a purchaser. 


Remember, every Corbin-Brown now 
in service is a sales argument for prospec- 
tive buyers. 


Catalog, price lists and discounts on 
request. 





Ford Special 


The Corbin Screw Corporation 


- 
iA 


The American Hardware Corporation S 
Successor (a a, “ty 
NEW BRITAIN, CONN. " oy 
oi Ow OB WER 
Branches: ®B 701 ee 


NEW YORK, CHICAGO, PHILADELPHIA a. aa 


Makers of the Famous 
Corbin Duplex Coaster Brakes for 
Bicycles 





Motorcycle 
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Here’s the biggest little seller 





you ever handled! 


Motorists all over the country are buying 
and using the 


Goodrich TireCaliper 


the improved method of accurately gauging 
tire inflation 


Do you know that 90% of all tire break- 
downs are due to underinflation ? 


It is a fact—and one that it will pay you to impress 
forcibly upon your trade. We have studied a remedy 
for this evil for years and the Goodrich Tire Caliper 


is the result of our expert's efforts. 
Here’s the Goodrich With the Goodrich —and here’s the 





























Caliper Caliper you ‘"meas- way it works 
® ~~ ure’ the air in your a 
— tire—not weigh it. QV cgus 
/ ° Td i Lae | 
The only safe method of deter- é No more guessing i 
mining whether or not a tire is P “ ° ° 
properly infated is by measuring | F$  —_or fussing with 
walls under its load. The B. F. 3 ¢ ° 
facturing experts cco ay ;;/ anunaccurate gauge 
devised a simple, ac anne str Z . 
ment for this puirpose—the Good. _», With fixtures to get 
Vp out of order and 











about twenty oper- 
ations to get your 
result. 


2 
Simply measure the size of your ms | ’ ° ° yy 
tire at the top of the wheel on ~ ani The Goodrich Tire ws 


size scale, and then move a slid 


a la 








along to the same size on the Ie nd x= og li ° 

seale, place the calipe ver over the Ca iper comes in a 
tire at the bottom of the whee! 5 

and inflate until the caliper fits 4 d bl ] 
easily over the tire. : neat, durable clasp 





leather case and 








It retails for one dollar with a fair profit for you 


Show it to your trade—your customers will appreciate your efforts 
to give them maximum service from the tire they buy from you 


The B. F. Goodrich Co., Factories: Akron, Ohio 


Branches and Dealers Everywhere. The Largest Rubber Factories in the World 
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handling Dutch Brand Rubber Cements and Cycle Acces- 
sories. Dutch Brand Products are adding to dealers’ profits 
because satisfaction, quality and attractiveness of packages make 
selling easy and cause customers to come again and again for 
the same goods. | 


[handling Dutch E of money-making hardware merchants are 


Our line is very extensive, embracing not only Bicycle Rubber 
Cements, Wood Rim Cements, Shellac, Enamel, Friction Tape, 
and kindred Cycle Specialties, but also Automobile Rubber 
Cements, Vulcanizing Cement, Tread Fillers, Radiator-Seal 
Compound and a host of other live-wire chemical necessities for 
the autoist. 

















We shall be pleased to send our catalog illustrating our pack- 
ages in their original colors to any hardware merchant on receipt 
of request and name of jobber, as we supply dealers through 
jobbers. Our interesting proposition to jobbers will be 
promptly sent. 


Van Cleef Brothers Chicago 


MANUFACTURERS 


DUTCH BRAND Specialties for the Cycle and Automobile Trades 
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These advantages sell it. It is twice as heavy as any other tube sold—lam- 
inated—built of layers of live rubber, | /32” thick—steam cured and spliced—so 
flexible that even without a casing it will bear the weight of an average car. 

On top of all these advantages we place a sweeping guarantee—get it—and 
our proposition—IODAY. 


THE PERFECTION MOTOR TUBE COMPANY 


5012 Euclid Ave., - - Cleveland, Ohio 























The Circulation of Hardware 
Age is 17,000 copies weekly, a 
circulation which represents in 
one grouping the largest num- 
ber of intelligent, discriminat- 
ing, wide-awake hardware 
retailers, wholesalers and 
salesmen enjoyed by any pub- 
lication in the hardware field. 
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SUIS 


VERY automobilist, in fact, al- 
most every customer who 
comes into your store, can be 

sold a Kwiklife with profit to you 
and permanent satisfaction to your 
customer. 

Our sales helps, window displays, 
imprinted circulars, advertising cards, 
etc., provide constant cooperation. 

Catalogue on request. 

















Kwiklife 
THE QUALITY FLASHLIGHT 
DESIGNED witHSKILL 
BUILT sy EXPERTS 
THE USONA MANUFACTURING CO.,, Inc. 
One Hudson St. Wells Fargo Bldg. 313 So. St. Clair St. 
New York City San Francisco Toledo, O. 
SNAG NT 








Hardware Dealers Are 
Finding It Pays to Sell 
K-P Piston Rings 


Registered U. S. Patent Office 


ett 





pres Rings are hardware! Let 


motor car and motor boat owners in 





your locality know that you sell K-P Piston 
Rings. Big advertising of K-P Rings in all 
leading trade journals is creating a great 
demand for them. K-P Rings have the 
exclusive side-lock and groove feature. Thev 
sell for less than some ordinary rings—but 
once on a motor car, no other ring ever dis- 
K-P Rings are compression 
35% 


Write for our 


places them. 
tight. K-P 
increase speed and power. 
offer to dealers. 


Rings save gasoline, 


3064 Olive St., 





SideLock 
and Groove 


PATENTED 


Eastern Distributors: 


Findeisen & Kropf Mfg. Co. of New York, Inc. 
1902 Broadway, New York 


Eastern Jobbers: 


Boise-Perrine Co. 
Boston, Mass. 


Bright Ignition & Specialty Co., Inc. 
Philadelphia, Pa. 


Motor Car Equipment Co. 
New York, Boston, Newark, N. J. 


Waite Auto Supply Co. 
Providence, R. I. 


Keys Piston Ring Co. 
St. Louis, Mo. 
Mfgrs. of K-P Aluminum Pistons 
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The Only Tool Made to Cut Brake Lining 


Did you ever see a garage man trying to hack his way through 
automobile brake lining with a pair of shears or any other of the 
makeshift devices he’s had to use? If so, you’ll readily under- 
stand how he will jump at the chance to obtain a tool that cuts this 
tough material as if it were butter. 

With the Pexto Brake Lining Cutter you press down the lever and the 
job’s done, quickly and cleanly. There is no lost time, no wasted energy. 

The interest of automobile men in this handy tool is so great that practi- 
cally every motor magazine in this country has announced it in their news 
columns, many of the publications making special requests for information 
about it. Weare now advertising to the motor trade. Get the benefit of this 

advertising by act- 
ing now. 


lf your jobber can't supply you 
wrile us. 


Re-sale Price 


; : 6 The Peck, Stow & Wilcox 
] 2? é ih ee PEED AE Company 
ae . iS casas, Mfrs. Mechanics’ Hand Tools, Tinsmiths 
» Ue Were « h.s 


& Sheet Metal Workers’ Tools & Ma 
chines, Builders’ & General Hardware 


atti Conn. Cleveland, O. 
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9 And Your Shelves 


Your Stock Room May Become a Cemetery? e Vaults for Dead Ones? 


Inflation and lubrication are every-day requisites 


Automobile Necessities Never Die And a FORD Won’t Run without a Fan Belt 
Jobbers! Dealers! Here Are Some LIVE ONES! 


= === The Rose Frictionless Tire Pump. 

THE The Biggest Selling Single Action Tire Pump on the Market. 
BEST ON EARTH Double, Triple, and Compound Pumps are Out-of-Date. Nobody 
THE ROSE will use them after trying the Rose. 

TIRE PUMP Produces as much air with one cylinder as most pumps can with 
THERES AREASON three. Price $3.50. 
ITS THE PATENT RIVETED SPLICE 


oA yt ly HEA WANED: LOCk STITCH 





MORE AIR 
LESS WORK 
LESS CARE 








We ROSE Ltigo FORD B 
Made from Genuine Latigo Leather, and is impervious to the 


elements that destroy ordinary belts. A Belt your customer will 
want duplicated after he’s received its full measure of service. 


Price $0.50. 
The Rose Automobile Grease Gun. 


A Self-Loading, Clean, Quick Way of handling all grades of hard 
or light oils. Not a Tin Whistle, but a Real Steel Automatic Gun 
for Shooting Grease, with Safety to the Hands and Clothing. 
Price $1.25. 
Dealers, Ask Your Jobber; If He Can’t Supply You, Ask Us 
icicle, ets iin Jobbers, Have You Got Ow Latest Auto Necessity Catalog? 


J. H. HANEY & COMPANY, Manufacturers, Hastings, Neb. 
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The 
OHNSON 


SHOCK ABSORBER 
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a. Eat Iaree SE Note Construction 


= f the Johnson ex- 

Do vou know that shock absorbers are posed as shown in the 
f no a ee rae accompanying illus- 

the tastest selling automobile aCCeSSOrY enantio. Uiekes tintin 
springs—the inner 


: and that Johnsons are the fastest selling | Cil'atting asa recoil 
on of all shock absorbers?) The Johnson is | **™ 
the only one that provides ease of riding, under all conditions 
—that absorbs all the shocks and stops the recoil. It is imme- 
diately adjustable to all road and load conditions. It’s the 


shock absorber your customers want. 


Are You Getting These Profits? 


Hardware dealers the country over are finding it highly satis- 
. ‘ . we . The 1916 Johnson rep- 
factory and highly profitable to sell Johnsons. Are vou getting | resents many impor- 


' : ‘ P ae “ees tant improvements. 
these nice pronts + lf not, vou should be. \"\ rite at once 101 The construction is 

tea , . . : ‘ e ° : Laat trouble-proof and 
descriptive folder and full details of our co-operative hardware | break-proof. Abso- 


lutely guaranteed. 

















dealers’ plan. 








GUARANTEED 


TRIPLE ACTION 


This Handsome Display Rack with 
a small assortment of 


Triple Action 
Guaranteed Springs 


Hlardware dealers are finding Triple 
Action Automobile Springs the easiest 
thing in their store to sell—in tact our 

















handsome display rack sells the springs 
hor vou. NO better Automobile Springs 
than Triple \ction can be manufactured. 
The profit margin is highly satistactory. 
\Write at once for full intormation. Quo 
tation to Jobbers on request. 


Triple Action Spring Co 


O. G. TEMME, President 70-72-74 East 28th Street, Chicago 
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= | AUBURN AIM 
SPARK PLUGS 


| 
Win Their Way By Merit 


THE BLAZER Puuc 


ee 






































is the aristocrat of the 
Auburn line. It is built 
very strongly. The out- 
side bushing construction 
leaves space for extra 
large core of “Fireite.” 








The 
Standard 
That Never 
Falls 


ROYAL 


COTTON WASTE 


carries with it the pride of its 
makers and these guarantees: 


Our FIREITE Core is 
unbreakable insulation. 
The centre electro is one 
piece, solid nickel. 


af 


The terminal 1s universal] 
and will fit all connec- 
tions. 


We finish this plug all in 
polished black and pack 


them in telescope boxes. 


i<_ 





EPPPPPPON, 


f de 
S\N! 





= 
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Price $1.00 





TRADE AUBURN MARK 


REG.U.S. PAT 


uality:—As per Sample. 
3 (wrappings) — Not Auburn Mica Our Great 
over 6%, or am for excess. Plug Popular Price 
Best Made and Bes . 
deved. No as on b 1] on the Market 
padding. Came) 


A truly superior waste, soft and 
absorbent beyond compare; refined 
to the point of ultimate cleanness. 


Write or ask your Jobber for 
Royal Sampling Catalogue #22 
showing the 12 grades (6 white— 
6 colored) of Cotton Waste; orask 
for samples of my al Wool Waste. 





= 











f 2 , . : All Regular and 
tS tas FS 2. BS AR Siow Extension Sizes 
ty , m Ye, : WESTERN SALES DEPT. 
Rahw a‘ No J _— 
Am, _ THE ZINKE CO., 1326 Michigan Avenue, CHICAGO, ILL. 
Chicago Office — Peoples Gas Building 
New York Of fice— 2 Rector Street OFFICE AND FACTORY 


St. Louis Office—Railway Exchange Bldg. 
San Penncioce Ofice—Wells Pasge Btls. AUBURN IGNITION MFG. CO. 
AUBURN, WN. Y., U.S.A. 














Look for the Brand on Each Steel Band 


EI TT i ae, a ae See 
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PREPARE NOW 


FOR THE MOTORIST 


Last season many of you dealers famous tire case is absolutely 
were in on the accessory business waterproof, positively protects the 
—this year let everybody get in. spare shoe, and adds attractiveness 
There's one sure way to satisfy, to any car. Made in all sizes, in 


and that’s to supply the BEST. In colors to suit. Write for illustrated 
tire cases that means ALLEN. This — booklet H, and special price list. 


The Allen Tyrometer is a handy accurate tire pressure 
gauge—the motorist’s necessity. Sells for $1.00—liberal 
profit for you. Send for show card. Be prepared! Send 
that letter today! 


THE ALLEN AUTO SPECIALTY CO. 


MANUFACTURERS 


1926 Broadway, New York 1627 Michigan Ave., Chicago 


STING Ay 


TIRE CASE 








AUTO FABRIC 


IMPORTANT TO AUTO 
SUPPLIES 


SUPPLY DEPARTMENTS 





One of the most important ite ‘ms of your Auto Supply enjoying the patronage of many of the large Hardware 
Department is Fabric Supplies. As pioneer manufacturers Concerns who have added Automobile Fabric Supplies to 
of this line with the large st factory of its kind in the their line. 
world, we are in a position to supply you with a line 

3elow we show illustrations of a few of the many articles 


which is best known, a line that sells «easily, steadily and 











at a good profit, satisfying customers. At present we are we manufacture. 
Don’t 
Buy a 
New 
“ + | Top 
Nathan Seat and Upholstery Covers for Ford Recover the Old Ford Frame with a Nathan Topping 
Outfit for Ford Cars 


and all makes of cars 









/ sae \ Hi 
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NATHAN PERFECT FITTING TIRE COVERS 


Nathan Running Board 
Sets for Ford Cars 









Fits Any Special 
Rim and Holder 










” Oxdue Through Vous 
Jobber or Direct From Us 














Write at mee for our new catalog 
eontain! ny "40 pages full of descrip- 
tions and illustrations of our com- 
plete line with many brand new 


Nathan Folding Door Chain for 


Nathan Linoleum Aluminum necessities for Ford Cars and other 
Ford Cars 


Bound Floor Mats for Ford Cars makes. 


NATHAN NOVELTY MFG. CO. 
ESTABLISHED 1900 Nathan Building, 84, 86, 88, 90 Reade St., New York City, U.S.A. 
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THE LAW SAYS: 


You must not have 
glaring headlights 


Cities and states are passing laws against ‘“‘glar- 
ing headlights” on automobiles. Every driver 
must take the “glare” out of his headlights. Not 
only the law but common road courtesy demands 
it. There is a big demand for a non-glaring de- 
vice that will do the work and is not expensive. 


The Perrin No-Glare For Auto 
Headlights 


The Perrin will absolutely eliminate headlight 
“glare” and does not dim the light. It throws all 
of the light out and down on the road—and none 
up into the eyes of other drivers. 

The Perrin No Glare is made of aluminum and 
slips around the headlight bulb. Held on with 
springs and can’t vibrate or damage the bulb in 
any way. But can be used on any car—with or 
without a dimmer. Always ready to use and does 
not dim the driving light. 


Complies With All Headlight Laws 


Passed and fully recommended wherever they 
have headlight laws. Over 150,000 in use to date. 
Retails $1.00 per set of two—sells quick and gives 
everlasting satisfaction and a profit builder that 
you should have in stock. Your jobber has them 
or can get them quickly for you. Be sure and in- 
sist on the original “‘Perrin’—it’s best and the 
only device authorized under the basic Myers 
Patent, June 9, 1914. 


THE PERRIN MFG. CO., Detroit, Mich. 


EASTERN AGENTS 
ASCH & CO. 
1779 Broadway, N. Y. City 


WESTERN AGENTS 
WEINSTOCK-NICHOLS CO. 


San Francisco Los Angeles 


Pat. 


June 


1914 








Stop the Spring Breakage 











It is poor policy to risk repeating 
the annoyance of a broken or weak 





N ERA S ' nee 
vee e pr " ~ 
ISPRINGS and the 





LSS rvee A delay—in 
buying or selling cheaper spring 
ying 4 


instead of 


NEW ERA BETTER 
SPRINGS 


Don’t replace a broken spring 
with one no better. 


Wise Dealers sell only the Best 


New Era Better springs are the 
oldest and most popular for re- 
placement—at the same prices as 
from car factories. 

They are made for all cars,— 
Graphited between leaves for 


















two years —CO NT” 

lubrica New Ena | =o 
ubrica- € Sorter ey 
: 1 —_[sprines a 

tion anc = =D 


Guaranteed for One Year against 
breakage or sagging. 

Write for complete lists and discounts 
or state requirements and classof business. 


New Era Spring 
& Specialty Co. 


856 Woodward Avenue, Detroit, Mich. 


Ask for 16-page catalog of popular-priced 
BETTER ACCESSORIES, Shock Absorbers, 
Bumpers, Indestructible Sparking Contacts, 
Ford Foot Accelerators. Gasoline Reserve 
Valves, Fender Braces, Switch Coil Locks, 
Rear Compartment Locks, etc. 








THESE LEADING HARDWARE CONCERNS 


and more than 100 others 
CATALOG NEW ERA SPRINGS 


Ask for name and address of one nearest to you. 


FIRM NAME FIRM NAME 


Hill & Co Roehm «& Davison 
, +f Ave } 


Janney, Semple, 
Detre 


Minneapolis, Mint . ! it. Mieh 
Belknap Hdw. & Mfg, Co Van Camp Haw Co. 
Louisville, Ky _In napolis, Ind 
Barker, Rose & Clinton Co. Herrick Hdw. Co 
Elmira, N Waco, Tex 
as a , , Merrick, Anderson Hdw. Co 
J. H. Ashdowne Hdw. Co Winnipeg. Can. 
Winnipeg, Can. - | teckwen-hen tie. Ch 
Edwards & Chamberlin Hdw Jackson. Mich 
ee ; Morley, M y Hdw. ¢ 
Kalamazoo, Mich Green Bay, Wis 
vf. A. L. Thompson Hdw. Co. Henkle & Jovee Hdw. Co. 
Topeka, Kan. Lineoln, Neb. 
Paxton & Gallagher Co. Hackett, Gates & Hurty Co. 
Omaha, Neb. St. Paul, Minn 
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THE AVERY - 





SPRING LUBRICATOR 





We have added this 


winner to the ‘““Chem1- Reading 


cally Correct” line of 
automobile accessories. ~ e 

The AV ERY Spring 12S 
Lubricator consists of. fi- 


+ 
brous strips built up of de W a S 
eraphite compound. l Y 


Inserted between the 
leaves of the springs, in the 
manner shown herewith, 
they give perfect and last- 
ing lubrication, It is one of the most versatile lamps in 
the whole Indiana Line. Can be manipu- 


lated from the foredoor or windshield of 


There is going to be some lively hustling 
to meet all demands for the new INDIANA 
SPOTLIGHT. 


Thev also convert a squeaky, 
rough-riding car into an easy and 
noiseless rider. a motor car to project light in any desired 
Convenience.— The Averv direction—sidewayvs—frontways — upward 
Spring lubricator 1s convenient, 
cleanly and simple of application. | | ‘ 

Casts its powertul beam from a true para- 


rearward. 


Separate the leaves with a spring holic silver-plated reflector. Always ready 


spreader: insert the graphite strips. , ; —_ 
That’s all. at a moments notice. Switch 1s con- 

Kills the squeak, lengthens the 
life of the spring and puts joy into 


the ride. 


veniently located at the rear; can be turned 
on or off at will of the driver. 


Write for full information. \VWe can’t begin to enumerate all of the 
- uses for an INDIANA SPOTLIGHT. 
lobbers, dealers, get hep! 
Reading signs, guideposts, mileposts—get- 
ting attention at crossroads—lighting up a 
picnic dinner—reading the time on the town 
clock—-your own imagination will supply 
numerous other adaptations for this won- 





"AVERY. ne 
AV. ME Y , ; c- prrescheting pls foros 

PRING “y oolong 0% ethers @aeet ond ence eer, aru 

LUBRICATORS eciuuadia be casa as Price $100 





ONE LINER BETWEEN EACH SPRING LEAF 
PESULTS (N EASY QUIET RIDING 











—_— derful six-dollar value. 


THE NORTHWESTERN 
CHEMICAL CO. The Indiana Lamp Co. 


Marietta, Ohio Connersville $3 Indiana 





\\ rite us at once for selling particulars. 
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Big Profits in These 
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Ht Live Hardware Dealers all over the coun- 
try are creating for themselves big, new 
: “ agit profits, simply by stocking and displaying 
+ omit Raat . owere FOW 
ci : emit sasline Autowlines and Powersteel Autow- 
: pets locks. 
- iH And not only are they getting these big 
umes profits but they are also making many new 
ete customers through catering to the automo- 
pad . 
+ bile owners. 
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Se Autowline 


me ‘‘The little steel rope with the |big pull’’ 
* 
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for towing disabled cars is the first acces- 
sory that any dealer who decides to sell 
wt automobile accessories should stock. 

ae It pays a profit of 37%. It is a practical 
necessity to every autoist. It is about 25 
ft. of famous Yellow Strand Powersteel 
Wire Rope with patented Snaffle Hooks at 
each end for attaching. 

Dealers east of the Rockies sell Basline 
Autowline at $3.95 and they are selling 
more and more of them every day. You 
ought to get in on this business and pocket 
some of the big profits. 

POWERSTEEL TRUCKLINE is the 
“big brother” of Basline Autowline. Buy 
one for yourself and use it for heavy tow- 
ing, or sell it. Retails for $6.50 east of 
the Rockies. 


Powersteel 
Autowlock 


is the second big seller. Its sale is jumping 
by leaps and bounds, for recently some of the 
insurance companies agreed to reduce their 
rates 10° to motorists who locked their cars 
and spare tires with it. 

Powersteel Autolock pays you 38% profit 
and sells at retail for $2.00. It is 4 feet of 
water-proofed Yellow Strand Wire Rope with 
an eye in each end and a stout spring lock. 
Every motorist should have at least two. 
You can easily sell to all motorists in your 
neighborhood. 


WRITE FOR FULL PARTICULARS 


Let us send you literature telling all about these 


A typical small town Hardware Store, but it gets 
the business. Are you getting your share ? 






ir 


Autoists have long ago learned that a Bowser 
“Sentry” Pump is 
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The Sign of a Progressive 
Hardware Store 
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the same as a clock, out in front, calls attention 
to the jeweler, or the striped pole signalizes the 
location of a barber shop. 
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In addition to their advertising value, 
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outfits are money-makers. You make a profit on 
gasolene and on other sales made to those who 
would not otherwise stop. 










eee ew we 
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Buy gasolene in any quantities you want, store it 
safely underground where it can’t evaporate or 
deteriorate, then pump any amount desired directly 
into your customers’ cars, quickly, accurately meas- 
ured and filtered. 
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The ‘‘Red Sentry’ Equipment illustrated above 
is only one of many self-measuring pumps and 
storage systems we manufacture. We make out- 


RAAF ee mee - eS eee Oe 








4 


- ea emer ew ew - Ow www ewe we we wee we eee we wee eee eee ee ee 


_—eyvvevvuRrvy’ 







Aah nti taet ttt ft f Bt OO 88 888 ee 2 


"sun weo eR eRe Rew ewe @ 28 e ee ew we 





| fits for handling kerosene, paint, lubricating and big money makers. It’s your chance to inerease 
volatile oils of all kinds, and a request for descrip- your business 50%. Other hardware dealers are 









doing it, so why not you?’ 
Mail us a postal, now, before you forget. 
Broderick & Bascom also manufacture the bhest 
wire ropes for every purpose. At the San Francisco 
Exposition the only Grand Prize awarded for wire 
rope was won by B. & B. Why not sell the best: 
Specify B. & B. when next you buy. 


tive matter and information concerning anything 
along this line won’t obligate you in the least. 
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a F : Bowser & Company, Inc. 
FORT WAYNE, INDIANA 


Sales Offices in Alt Centers and Representatives 
Everywhere 


wwwevrewrn Vw 


Broderick & Bascom Rope Co. 


723 No. 2nd Street St. Louis, Mo. 
New York Office 76 S. Warren Street 
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Get Auto Business With This 


The Premier Automatic Electric Vulcanizer is an automatic auto- 
mobile business getter. It’s one thing, at least, with which you can com- 
pete successfully with garage men. It’s shelf goods in an attractive and 
convenient carton. You don’t have to demonstrate it. And you don’t 
have to argue about it, because motorists know about it and want it. 


prevents over-curing or under-c uring by shutting 
the current off when the job is done and keep- 
ing it off. That’s another big point. Other 

atic vuleanizers don’t pretend to 


so-called autom 


AUTOMATIC ELECTRIC do all this. 


VULCANIZER Connect up with this and get your share of 
Motorists aching for our 


iuto business. are 











A Natural Demand 


There is a big natural demand for this auto- 
matic vulcanizer because it meets a need. It 
does things that other home vulcanizers don’t 
do. No dangerous inflammables are used. It 
gets its heat from an electric light socket—or 







is made to connect with a battery. The Na- Poenier They are 1 I i 

Ni . ' earning about it in the 
tional Board of Fire Underwriters declare it $3 50 with complete Saturday Evening Post and motor papers. 
fire-safe—a big point with motorists. And the e outfit Write us to-day for information about prices, 
Little Red Push Button that sets on the current terms, and dealer’s helps. 








PREMIER ELECTRIC COMPANY, 4051 Ravenswood Avenue, CHICAGO, ILL. | 


Northern Electric Company, Limited, Distributors for Canada 
































This Attractive 
Board will in- 
crease your 
sales — Send 
for it—Contains 180 
Wrenches. sn Thom roo. 
‘Ml inrss,; 3 Types—10 Sizes { Re 
Wee of each Type—6 


Stee! Socket Wrenches ” 
pesca by of each size. 








Qn 





This display board is a 
great salesman and_ time- 


THE TOOL THAT 


saver. All wrenches are CONTRACTS andEXPANDS 








plainly marked so that they 
may be selected at once. 
Simplicity of price, economy 
of space, attractiveness of 
display and the price at 


ALL MAKES OF 
ONE PIECE SPLIT RIMS 
Without any attachments or the use of other tools. 
NO INJURY TO RIM OR TIRE 
STOCKED BY ALL PRINCIPAL JOBBERS 


— phon this ae OR ORDER DIRECT FROM US 
yoOard makes it a Valuabie Japan Finish ; : ; ; ; $2.00 ea. 
asset to your store. Send Nickel Finish . . . . «. « 2.25 ea. 





for prices and full specifica- 
Canadian and Pacific Coast 


Japan Finish , ; ‘ : ; ‘ $2.25 ea. 
Nickel Finish ‘ ‘ ‘ ‘ , : 2.50 ea. 


Walden Mf a Co. Welght 3 Pounds 
80 Comme 7 St “SIMPLICITY "AND SPEED” 
0 rc . 


7 Ww t M CROXFORD AUTO RIM TOOL CO. 
No. 180 Set orcester - ass. Maiden Mass. 


tions. 












































Good Dusters for Autos 
Bring Good Profits for You 


We make soft Wool Dusters. Satisfactory Wool 


” Brushes. Convenient Yarn Brushes and Taped 
Feather Dusters that cannot scratch nor Break. 
7 pean 








Write for prices now. 


DEARBORN DUSTER COMPANY 


552 W. HARRISON STREET, CHICAGO 
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“lt “Ts 
Holds Never 
the in 

Door the 


Way” 


The Shelby Garage Door Holders § |°"" 


Your Auto Customers will want a pair for | 
their garage doors, 1f you will only show and PATENTED 
tell them how they automatically catch the 
door as it is swung open to right angle posi- 


tion and holds it until released by a slight pull 
on the chain: also how it locks the door when RI IN)’ 
closed. ( : HH} . 
The retail price, $3.00 per pair, will appeal to 
the consumer and the good margin of profit 
will surely interest you. 
Send your order TO-DAY. ( arage Door Holder 


The Shelby Spring Hinge Co. No. 1914 
SHELBY, OHIO 














ABOVE CUT SHOWS HOLDER IN OPERATION 


i THE GRIFFIN MAN’FG CO. 


37 Warren St. ERIE, PA. 17 E. Lake St. 
PATENT PENDING New York Chicago 























GUARANTEED: 
Longest Shelf Life 

















Ae Strongest Service Life 
CARA E | = Live Deal«.'s 








all over the coun- 
try are realizing 
big profits and giv- 
ing complete satis- 
faction with the 
Novo Line. 

If you haven't al- 
ready done so, get 
in touch with us at 


DOOR-HANGER 


To be successful you must be progressive. You 
must keep in touch with the needs of the people. 
You must anticipate their needs and know what 
they want before they know it themselves. 





Burke’ ees 
teresa, “ae. te 
tins hah aie ip a ay 


Did vou ever consider what a large percentage 3 omen tie meee 
of your customers own automobiles? Wherever SS 5 oy —— 
there 1s an automobile there must be a garage Ee yi Sition means 

« cl i {) a z ; pil Si ; : < v< av re - 4 * 
: FS / #money to you. 


Novo Batteries 
manufactured for 
all flashlight 


shapes and sizes. 


venient and inexpensive sliding Garage Door- 
Hanger made. 


Show your customers the neatest, most con- S 





Booklet No. 9 will tell you all about it. 
We shall be glad to supply you with advertis- Send for Samples and Prices Ss 
ing electros, window cards, and attractive sales 


em. 
ratte 
Path ‘4 





WEES Sa | 
iterature to help you move the goods, = se 
he Louden Machinery Company B4 450W Bro i, Ne Y, I pee 
(EST. 1867 y P ) xe est roa ms ew ior Be 

7504 Court St., Fairfield, Iowa os > SANTIS ee 


Re 
My) 
fe 
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Pipe ——> > F# GASOLINE AT 15c. PER GALLON 
G is not available 


Sug ay | 
. 7 : BUT YOUR FORD WILL GO ONE-THIRD FARTHER 


| on each gallon by installing a 
; NEW YORK AUTOMATIC GASOLINE ECONOMIZER 


Price $2.50—Guaranteed 
Installed in Ten Minutes Without Drilling or Tapping 


Its operation is entirely automatic 
cannot be for- 


April 20, 1916 








Works on an entireiv new principle. 
and positive-—-without the use of hand or foot; therefore, 
gotten, used improperly, or get out of adjustment. 


In addition to unheard of gasoline economy, it gives greater speed, 


= z/ VALVE marked smoothness and a wonderful “quick get-a-wayv”’ to Your motor, 
> = 7 This is not an experiment, or “‘eateh penny” article, but something the 
= = z| entire Motor World has long looked for. Will pay for itself the first two 
—————— > g weeks, after which its use is “‘pure velvet.’’ Protected by broad, basic 
SS = patents. Do not delay ORDER TO-DAY 


xe; NEW YORK COIL COMPANY, 338 Pearl St., New York, N. Y. 
1461 Michigan Avenue, Chicago, Illinois 








Western Branch ° 

















A Guaranteed Gauge 


For Every FORD 
Owner in Town 





Gasoline is a 
luxury nowadays 
and there's no 
telling to what 
heights prices 
will soar. That's 
why everv Ford 
(Owner wants to 





. Y 
e S Nn ] { 44 use every drop of 
: eas he pavs tor. 
t He needs _ this 


gauge. He can’ rely 
on its accuracy. 


to I ord Owners Guarantee it; your 
1obber does. And he 


onarantees it because 
vre do. $1.25 is the 
price. The saving it 


The Eureka Special Wrench set for lord 
effects in a month 1s 


owners—it's the only wrench set selling at 1 
or near $3.50 which includes a hardened age basco Mage Mager 
drop torzed curench i cessory sells and sat- 
/ ishes. 
Put in a few sets and see how fast they Wirite vour tobe: 
) TODAY. 


sell. You'll surely order more. 
The Badger Craft 
Shops 


Allen Wrench & Tool Co. cm«, "Caan 


PROVIDENCE, R. I. 












































‘‘BEST AUTOMATIC SHOCK ABSORBERS ’”’ 
FOR FORD CARS 


CUSHIONS OF COMFORT 
“« $6.00 Set of 4 


ie Two dependable 





compression springs 
for each of 4 cor- 





| 5 4 -“ - te a 
Feature the Bent Neck IN alt ian — 


The Delphos always appeals fo a 
motorist’s sense of economy It’s @ 
ong S| outed gasoline ean that sends out ud eed on 
every drop of gas where it’s wanted. ew of a me 
ian 
We've a en a NONE BETTER 
i z { 4 T W I C BH 
THEIR PRICE. 


>» a mighty i 
sition. Want to hear it? 
BIG PROFITS. 


Sold by leading 
jobbers, or write. 
Jackels-Campbell Co. 
Minneapolis, Minn. 


Delphos Mfg. Co., Delphos, Ohio 
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almost indestructi 
ble. Guaranteed 
against severest 
Strains. 









A big, powerful Pluz— 










“Ignition 
Absolutely Sure” 


Postpaid with 
thumb-nut terminal 


Rajah Auto-Supply Co., Bloomfield, N. J. 


John Millen & Son, Ltd., Montreal, Toronto, Winnipeg, Vancouver 





Defies the Heat of 
Any Road 


Locktite Canvas Auto Patch 


(For all Automobile and Motor Cycle Inner Tube Repairs) 


The Season’s Biggest Seller Gives The 
Dealer Biggest Profit 


BRANCHES: 
409 Monadnock Block, Chicago 


Representative Pacific Coast: 
Ewing-Lewis Co., Inc., Los Angeles, San Francisco 


Factory: Locktite Patch Co., Detroit, Mich. 


110 REPAIRS FOR 90 CENTS 


1926 Broadway, New York 

















Everything Worth While in 


Bicycle and Automobile 
Accessories 


ATTRACTIVELY PRICED FOR THE TRADE 





KEYSER FRY, Reading, Pa. 


The One Real Bicycle Supply House 
in America 


ASK FOR APRIL Ist SUPPLEMENT 























“New Era’ Safety Goggles 


Sell at Sight for 50c 
Price to Dealers $2.50 per Dozen 
Liberal Discount to Jobbers 


Who needs them? More than half the men whoenter your | 
store. They're used by Automobilists, Bicyclists, Motor- 
cyclists, Foundry- _ 

men, Railroad En- 
gineers and Fire- 
men, Threshers, 
Emery Grinders, 
Steel Workers, 
Motormen, Driv- 
ers and Stone 
Cutters. 


Do you want your 
share of this grow- 
ing trade ? 


NEW ERA OPTICAL CO. caicxcoM tLe: 





































Imperial 
Auto Folding Steel Chair 


No. 130 


The frame is made of the best crucible 
spring steel and finished in rich black 
enamel. The seat and back rest is up- 
holstered in black water- 
proof leather upon five ply 
veneer. 

Folds compactly when not in 
use. The best and most com- 
fortable seat on the market. 

Adult size seat 18 in. high 
—Child size seat 13 in. high. 





Manufactured by 
Imperial 
Bit & Snap Company 


Racine, Wis. 











THE HASTINGS STABILIZER 
For Safe and Steady Steering 


An irreversible or 
worm gear drive 
on your Ford car 
for $3.75. Makes 
a Ford drive like 
a high priced car 
and assures safety. 
Once attached you 
would never be 
without it. 

Ask any leading 
jobber or write. 





Jackels-Campbell Co. 
Minneapolis, Minn. 


National Distributors or 
Hastings Mfg. Co 





IN POSITION ON CAR 














The Leading Racing Drivers have 
successfully used 


Dixon’s Graphite 
Automobile 
Lubricants 


Don’t overlook this fact in talking to the owners of 
pleasure and commercial cars, to whom these lubri- 
cants will give equal satisfaction for their most rigid 
requirements. Dealers find this line most profitable. 





Send for Booklet No. 40-G, which tells about it. 


JOSEPH DIXON CRUCIBLE CO. } 
JERSEY CITY, N. J. 
Established 1827 G 127 














ies eaiiali adil ikaigill 


Samson-Tiger is an 
easy horn to sell be- 


cause it is the only 
shaft-driven hand horn 
on the market, and be- 
cause our advertising 
appropriation is spent 
with the dealer in the 
form of profit-making 
discounts and ‘‘dealer 
helps.”’ 


If our jobber cannot 
supply you, write us to- 
day for our liberal deal- 
ers’ discount and sample 
horn at our expense. 





Shaft-driven, Auto- 
mobile, Hand Horn 
List Price...........2 9:22 


American Electric Co. 
State and 64th Streets 
CHICAGO 


Mantéacturer of 
SAMSON HORNS 
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RAJAH TERMINALS 


For Ignition, Starting, Lighting Systems 


CLIP PRIMARY 


Ferrule Clip R oa 

furnished to fit Style “A” made 
any wire up to in 3 lengths 
1,” in diameter. 











Automobile Accessories 


If you handle Auto 
Accessories, Motor- 
cycle and_ Bicycle 
Supplies and Br1- 
ycles, why not get in 
touch with a Whole- 


from the bend 
of the Ferrule, 


15”, 44” and 32”. 


Wing Clip for 
quick attach- 
ment any size 
cable. 





Style “B’'—1 
Collars oy lied size only. 
with Clip Ter- 


| - ; 
mi minals to use Primary with 


with any plug. von : : 
y |} Style A Stvle B ferrules same as 





.¢ > c* <> ¢ = = 
sale H OUSC that han Ferrule Clip Loop No. 1 Hook Ferrule Clip 
(°, Actual Size) (Actual Size koe 





dles this line’ ex- 
clusively and_ place 


Every 


RAJAH TERMINALS = 





a vourself in a position ~~~ i Hardware 
to serve your customers with | Dealer 
anything they could possibly re- eccrine: Hy should have this 
quire in this line? You should ¥ box of 

Rajah 


have our catalog as a reterence. casa mma TT taaaates 
Write for it. It will mean big | = 
business to you. Our motto— 
“Tf it’s kin to an auto it’s related 
to us.” 


Terminals 





Used by leading 
car and magneto 
manufacturers. 


Write for prices 
and information. 


Motor Car Su pply Co. Send for new Terminal Card showing all styles 


of Rajah Terminals and Ferrule sizes. 


1451-53-55 Michigan Ave., © CHICAGO RAJAH AUTO-SUPPLY CO., Bloomfield, N. J. 


John Millen & Son, Ltd., Montreal, Toronto, Winnipeg, Vancouver 




















vanes Mnigue Ratchet Wrench |! Preparedness Says 


“Carry Guns” 

















=F] gan ONS, U6 maa i 





Machine made throughout. Made of the best ma- 


terial obtainable. The sockets in both the standard 
and Ford sets are turned from Bessemer steel and 
case hardened and are warranted not to break or —— 
- ra" a2e¢ 2 <> 4 . 4 T 2 
spread. Has no equal for close work. —srease Suns — KCONO-LUB 
THE FORD SET Contains: ( rik KAS I rUNS. Automobilists 
, ee oe ay eee are learning fast how best to keep 
1 Extension bar 7 inches in length. rae ita , —— — 
SIX SOCKETS to fit all nuts and bolt their cars in first-class condition. 


a on Ford car, including the cylinder 
Price in leather case, $3.00. And this means calls for ECONO- 
ILUB! It’s a high-grade grease 
lubricant that comes in a handy 
little grease gun container. Saves 


> 
a) ied 
. by C, - 
. = a 





waste—saves muss—saves time in 
STANDARD SET Contains: applying. 


1 Handle 7 inches in length. 


2 Screw-driver bits. 

7 Sockets to fit semi-finished Hex. nuts > > 

age tel Price by mail, * each. 
U. S. Standards from \4% in. to % in. 
A. L. A. M. Standards from 5/16 in. to , Fo. ‘ , ees. sae P . 

11/16 in. We've an attractive dealer offer. 
Cap screw heads from 5 /16 in. to %& in. ~ . 

Price in leather case, $2.50. Cet 1. 


WRITE FOR DISCOUNTS 


WILL B. LANE 


180 North Dearborn St., CHICAGO, ILL. 


THE MIDDLE STATES OIL CO. 


848 ENGINEERS BLDG. CLEVELAND, OHIO 
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Who’s Who in Automobile Accessories 

















Accelerators 
Foot 
Auto Parts Co., 
Gemco Mfg. Co., 
New Era Spring 
Detroit, Mich. 
New York Coil Co., New York 
Walker Mfg. Co., Racine, Wis. 


Air Compressors—Electrice 
Black & Decker Mfg. Co., Balti- 
more, Md. 
Anti-Rattlers 
Brake and Hood 
Auto Parts Co., Providence, 


a: i. 
Wis. 
ni. 


Providence, 
Milwaukee, 
& Specialty 


= & 


Asbestos 
Sheet and Packing 
General Asbestos & Rubber 
Charleston, S. C. 
Johns-Manville Cis 


Co., 
New York. 
Brake Lining 
Atlas Auto Supply Co., 
General Asbestos & 
Charleston, S. C. 
Grossman Mfg. Co. 
Johns-Manyille Co., 
Motor Car Supply Co. 
Thermoid Rubber 
N. J. 


ae 


Chicago, Il. 
Rubber Co., 


srooklyn. 
New York 
Chicago, T)). 
Co., Trenton, 


Batteries 
Dry 
American Ever-Ready Works, 

Long Island City, N. Y. 
seacon Electric Works, New York 
Bright Star Battery Co., New York 
Johns-Manville Co., New York City. 
Usona Mfg. Co., New York City. 
Electric 
Beacon Electric Works, 
Bright Star Battery Co., 
Usona Mfg. Co.. 


Belts 
Fan 
General Tire & 
Akron, O. 
Haney & Co., J. H.. Hastings Neb. 
Mechanical Rubbe rico. C hicago, Ill. 
athan ovelty Mfg. C New 
York City. ‘ ” sil 
Brackets 
Side and Tail Lamp 
Auto Parts Mfg. Co. Brooklyn, 
Gemco Mfg. Co... Milwauke e, Wis. 
Grossman Mfg. Co. srooklyn. 
Oakes Co. Indianapolis. Ind. 
Stover Mfg. Co., Freeport, Ill. 
Brushes, Wool 
Dearborn Duster 
Buckets 
Collapsible 
Goodrich Co., B. Fie 
Goodyear Tire & 
Akron, Ohio. 
Fiber 
Cordley & 
Bumpers 
Automobile 
Auto Parts Mfg. 
Gemco Mfg. Co., Milwaukee, Wis. 
amen Mfg. Co., Brooklyn. 
Can et. : _—ee Co., Jersey 
Cans 
Oiling 
Auto iete Mfg. 
Consolidated Fruit 
Brunswick, N. J. 
Delphos Mfg. Co., Delphos 
E agle Glass & Mfg. Co., 
burg, W. Va. 
Hammer Co. 
P. Wall Mfg. 


New York 
New York 
New York. 


Rubber = Co., 


Co., Chicago. 


Akron, 
Rubber 


Ohio. 
Co.. 


Haves, New York City. 


Co., Milwaukee. 


Co., 
Jar 


oo? 
Co.. lew 


Ohio. 
Wells 


Branford, 
Co., 


Ct. 
Pittsburgh, 


Co., 


Pa. 
Waste : 
Auto Parts Mfg. 


Carbureters 
veamotnen & Kropf Mfg. 
‘ago, Ill 


PD ven M: inville Co., 


Carbon Remover 
See Compounds 
Cement 
Radiator 
Atlas Auto Supply Co., 
Johns-Manville Co.. New 
Motor Car Supply Co. 
Northwestern Chemical] 
etta, O. 
Van Cleef Bros., 
Tire Repair 
Atlas Auto Supply Co., 
B. F. Goodrich Co., Akr« 
Firestone Tire & Rubber 
Akron, O. 
Fry. Keyser, Reading, Pa. 
Rubber 


Goodyear Tire & 
Akron, O. 
Miller Rubber Co., Akron, O. 
Motor Car Supply 'Co.. Chicago, 
Quaker City Rubber Co., 
delphia, Pa. 
Van Cleef Bros., Ill. 
Vulcanizing 
Van Cleef Bros., 
Chains 
Non-Sklid 
7 rican Chain Co., 


Milwaukee 


Co., Chi- 


New York. 


Chicago 
» ork. 
Chicage. 


Co.. Mar'i- 


Chicago, Il. 
, “ene. 
oO. 

©o.,. 

Co., 
Ill. 

Phila- 

Chicago, 


Chicago, Tl. 


Bridgeport, 


sae Mfg. Co., Milwaukee, Wis. 


Clamps 
R. I. 
Battle 


Mfg. 
= x 


Co., Newport, 
Peoria, ii. 
a. Gs tee 
Peoria, Ill. 

Fort Plain, 


Hose 
Morgan 
Nelson, 
Sherman Mfg. 

Creek, Mich. 
Stuber & Kuck, 
William Yerdon, Ds Be 
‘leaners 

Wind Shield 
Atlas Auto Supply 
Grossman Mfg. Co., 
Motor Car Supply Co., 
Van Cleef Bros., Chicago, 


‘locks 
Dashboard 


Sessions Clock 


Co., Chicago, 
srooklyn. 
Chicago, 
Ill. 


Ili. 


Co., Forestville, 


Western Clock Co., La Salle, IIl. 
Coils 
ark 


York 
Compounds 
Anti-Freezing 
Northwestern Chemical 

etta, O. 
Van Cleef Bros., 
Compounds 
Carbon Removing 
Atlas Auto Supply Co., Chicago. 
Motor Car Supply Co. Chicago, Il. 
Northwestern Chemie al Co., Mari- 
etta, C 
X-Laboratories, 
Van Cleef Bros., 


S 
New Coil Co., New York 


Co., Mart- 


Chicago, Il. 


Mass. 
Ill. 


soston, 
Chicago, 
Compounds 
Cleansing 
Atlas Auto Supply Co... Chicago, 
Dearborn Duster Co., Chicago, Tl. 
Northwestern Chemical Co., Mart- 
etta, O. 
O-So-Ezy Mop Co., Detroit. 
Van Cleef Bros., Chicago, Il. 
Wonder Mist Co., Boston, Mass. 


Mich. 


Compounds 
Radiator Cleaning 
Northwestern Chemical 
etta, O. 
X-Laboratories, 
Van Cleef Bros., 
Tire Repair 
Atlas Auto Supply Co., Chicago, 
B. F. Goodrich Co., Akron, O. 
Firestone Tire & Rubber 
Akron, ©. 
Locktite Patch Co., 
Motor Car Supply Co., 
New Era Spring & Specialty 
Detroit. Mich. 
Quaker City Rubber Co., 
X-Laboratories, Boston, 
Van Cleef Bros., Chicago, 
Tire Filler 
X-Laboratories, Boston, 
Van Cleef Bros., Chicago, 
Valve Grinding 
Carborundum Co., 
Van Cleef Bros., 
Cork 
Brake and Clutch 
Armstrong Cork Co., 
Cups 
Oil and Grease 
Bowen Mfg. Co., Auburn, N. Y. 
Merchant & Evans Co., Philadel- 
phia, Pa. 
Sherman Mfg. Co., Battle Creek 
Sprina Leaf Ojiling 
Lazarus Mfg. Co., Cleveland, 
Curtains & Covers 
Automobile 
Atlas Auto Supply Co., 
Nathan Novelty Mfg. 
York City. 
New Era Spring & 
Detroit, Mich. 
Dimmers 
Headlight 
Atlas Auto Supply Co., 
Indiana Lamp Co., 


Co., Mari- 


Mass. 
Ill. 


,oston, 
Chicago, 


Ill. 
Co., 


Detroit, Mich. 
Chicago, 
Co . 
Akron, O 
Mass. 
Ill. 


Mass. 
Ill. 


Falls. 
Til. 


Niagara 
Chicago, 


Inserts 
Pittsburgh. 


oO. 


Chicago, IIL. 
Co., lew 


Specialty Co., 


Chicago. Ill 
Connersville, 


0 aa 
Mich 
ty olum- 


Car Supply Co., 
Co., Detroit. 
Universal Auto Parts Co., 
bus, 
Dressing 
Clutch and Belt 
Jobbers Mfg. Co., Chicago, Il 
Northwestern Chemical Co., 
etta, ©. 
Leather 
Jobbers Mfg. 
Northwestern 
etta, O. 
Van Cleef Bros., 
ig Feather, 
Dearborn Duster Co., 


Mart- 


Ill. 
Mari- 


Co., Chicago, 
Chemical Co., 


Chicago, Il. 
Wool 


Chicago 


& 


Enamels 
Acme White Lead 
Detroit, Mich. 

Colonial Works, Ine., 

Calman, Emil & Co., New York 

Martin-Senour. Chicago, III. 

Moller . Schumann Co., Brook- 
Buffalo. 


& Color Wks., 
Brooklyn. 


lyn, 


Pratt & Lambert, Inc.. 


Fire Extinguishers 
Childs, O. J., Co., Utica, ; 
Johns-Manville Co., New York. 
Laughlin, Thos., Co., Portland, 
Lazarus Mfg. Co., Cleveland, O. 
Northwestern Chemical Co., The, 

Marietta, O. 

Flashlights 

American Ever-Ready Works, 
Island City, N. Y. 

Beacon Electric Works, 

Bright Star Battery Co., 

Usona Mfg. Co., New 

Funnels 
Auto Parts Mfg. Co., Milwaukee, 
Delphos Mfg. Co., Delphos, O. 
Laughlin, Thos., Co., Portland, 

2. 


Long 
York 
York 
City. 


New 
New 
York 


Gages 
Tire 
Allen Auto 
York City. 
Gasoline 
Badger Craft 
Wis. 
Garage eee 
Adamson Mfg Co., 
tine, O. 
Black & Decker Mfg. 
more, Md. 
Glare Eliminators 
Universal Auto Parts 
bus, QO. 
Goggles 
Motorist 
Atlas Auto Supply 
Motor Car Supply Co., Chicago. 
New Era Optical Co., Chicago, Ill. 
Standard Optical Co., Geneva, 
ae o 


Specialty Co., New 


Shops, Sheboygan, 


East Pales- 


Co., Balti 


Co., Colum- 


Co., Chicago 


Graphite 
Lubricating 
Dixon Crucible 
City, N 
Greases 
Dixon Crucible 
‘ity 


Co.. Jo8., Jersey 


Co., Jos., Jersey 


Harris Oil Co., A. W., Providence, 
i. me 
Cleveland, 


Co., Mari- 


Oil Co., 
Chemical 


Middle States 
Northwestern 
etta, O. 

Grips 
Lever Handle 
Goodyear Tire 
Akron, QO. 


«um 
Tire Repair 
General Tire & Rubber 
guns 
Grease 
Bigsby-Rotary 
—e Brass 


& tubber = Co., 


Co., Akron, 


Cleveland, 


Mfg. Co., 
Bridgeport, 


Co., 


Hastings, Neb 
Co., Cleveland, 
P., Orange, 


ni & Co., J. H., 
Middle Sté ite s Oil 
Townsend & Co., S. 


Headlights 
Dietz & Co., R. E., New 
Indiana Lamp Co., 

Ind. 
Perrin 
Universal 

bus, O 

Heaters 

Automobile 
American Ele: 

j Mich. 

Flexible 


York City. 
Connersville, 
Mich. 

Colum 


Detroit. 
Parts Co., 


Mfg. Co., 
Auto 


trical Heater C.. 


icago Shaft Co., Chi- 
cago, 
Garage 
Scientific 
Horns 
Electric and Hand 
Atlas Auto Supply Co., 
American Electric Co., Chicago, 
Motor Car Supply Co., Chicago. 
Garford Mfg. Co., Elyria, O. 
Gemeo Mfg. Co., Milwaukee, 
Johns-Manville Co.. New York 
New Era Spring & Specialty 
Detroit, Mich. 
Oakes Co., Indianapolis, Ind. 
Premier Electric Co., Chicago, Ill. 
Shapleigh Hardware Co., St. Louls, 
Sparks-Withington Co., Jackson, 


Geo., 


Heater Co... Cleveland, 


Chicago. 


.. 


a cn. 
Worthington Co., 
Hose, Radiator 
Mechanical Rubber Co., 
Jacks 
Lifting 
Atlas Auto 
Duff Mfg. Co., 
Gemeco Mfg. Co., 
Hartford Suspension 
City, N. J. 
Shapleigh Hardware Co., 
McKinnon Dash Co., Buffalo, N. 7 
Morgan Mfg. Co., Newport, R. 
Motor Car Supply Co., Chicago, nL 
Myers & Bro., F. E., Ashland, 
Walker Mfg. Co., Racine, Wis. 
Worthinggon Co., Geo., Cleveland. 
Jobbers 
Accessory 
Atlas Auto 


Cleveland. 


Chicago, Ill 


Supply Co., Chicago. 
Pittsburgh, Pa. 

Milwaukee, Wis. 
Co., Jersey 


St. Louis, 


Supply Co., Chicago. 
Motor Car Supply Co., Chicago, III. 
Shapleigh Hardware Co., St. Loults. 
Worthington Co., Geo., Cleveland. 


(CONTINUED ON PAGE 120) 


Lamps 
Automobile 
jridgeport Brass Cov., 


R. E., New York City. 
Co., Connersville, 


Bridgeport, 


Ct. 
Dietz Co., 
Indiana Lamp 

Ind. 
Johns-Manville Co., New 
Universal Auto Parts Co., 

bus, O. 

Electric, Hand 
American Ever-Ready 

Island City, N. a 
Beacon Electric Works, New York 
Bright Star Battery Co., New York 
Gemco Mfg. Co., Milwaukee, Wis. 
General Electric Co., Schenectady. 
Gibson-Hollister Mfg. Co., Boston. 
Premier Electric Co., Chicago, Ill. 
Usona Mfg. Co., New York City. 


Auto 

Spring 

Mich. 
Indianapolis, 


York. 
Colum- 


Works, Long 


Locks, 
New Era 
Detroit, 
Oakes Co., 
Lubricators 


Spring 
caanean Mfg. 


Mats 
Rubber 
Goodrich Co., B. 
Goodye ar Tire 
Akron, O. 
Hood Rubber Co., Watertown, Mass. 
Mechanical Rubber Co., Chicago, 
Nathan Novelty Mfg. Co., New 
York Cit 
Rubber 


& Specialty Co., 


Ind. 
O. 


Co., Cleveland. 


). 
Co., 


F., Akron, 
& Rubber 


Co., Jean- 


Philadel- 


y- 
Pennsylvania 
nette, Pa. 
Quaker City 
phia, Pa 
The .rmoid 
N. Jd. 


Rubber Co., 
Trenton, 


. Rubber Co., 
Linoleum 

Armstrong Cork Co.. t 

Nathan Novelty Mfg. Co., 
York City. 


Mirrors 
Adjustable 
American Electric 
Grossman Mfg. Co., 
Mufflers 

Exhaust 
Gemco Mfg. 
Oils 
Lubricating 
Harris Oil Co., Providence, R. I. 
Middle States Oil Co., Cleveland, 
N. Y eo Oil Co., New 
York Cc y. : 
Tiona Oil Co., N. kX. 
Ornaments 
Radiator 
Gemeo Mfg. 
Packing 
Asbestos 
General Asbestos & 
Charleston, S. C. 
Johbns-Manville Co., 
Thermoid Rubber 
N. J 


Pittsburgh, Pa. 
New 


Co., Chicago, 
Brooklyn. 


Co.. Milwaukee, Wis. 


Binghamton, 


Co.. Milwaukee, Wis. 


Rubber Co., 


York 
Trenton, 


NeOw 

Co., 
Rubber 

General Tire & Rubber 

Goodrich CO.. B. a 

Goodye ar Tire « 
Akron, 0. 

Quaker City 
phia, Pa. 


Akron, 
oO. 
Co., 


Philade!l- 


Co., 
Akron, 
Rubber 


Rubber Co., 


ds 

Electric Heating 
American Electrical 

Detroit, Mich 
Shaler, C. - 
aints 
Acme 

Detroit, 
Calman, 


| 
Co., 


Heater 


Waupun, Wis. 


Color Wks., 


New York 
Brooklys. 
Co., Jersey 


Co., Inc., Phila- 


Johns-Manville Co., New York City. 

Martin-Senour Co., Chicago, Ill. 

Montauk Paint Mfg. Co., 

National Lead Co., New 

Northwestern Chemical Co., 
Marietta, O. 


Pans 


White Lead & 
Mich. 

Emil, & Co., 

Colonial Works, Inc., 

Dixon, Jos., Crucible 
City, N. .« 

Harrison Bros. 
delphia, Pa. 


& 


Drip 
Auto Parts Co., Milwaukee. 
Patches 

Rubber 


Firestone & 


Akron, O. 

General Tire & Rubber Co., 
Goodrich Co., B. F Akron. 
Goodyear T ire Rubber 

Akron, O. 
Hood Rubber Co.. 
Locktite Patch Co., 
Miller Rubber Co., 
New Era Spring & 

Detroit, Mich 


Mfg. 


Tire Rubber Co., 
Akron, 
O. 

& Co., 
Watertown. Mass. 
Detroit, Mich. 
Akron, O. 

Specialty Co., 


Polson Rubber Co., Kansas City. 
Quaker City Rubber Co., Phila- 


delphia, Pa. 
— Rubber Co., Trenton, 
Chicago, Ill. 


Muskegoar, 


an . Bros., 
Vulcanized Products Co., 
Mich. 
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‘ ate 90-17 - a MARS-BRIGHT 
yee ae MEMESTI NOS? 
MOST EFFICIENG f 3 : ag ‘ ; - wy fy ; . 2 ; - 7 . | i SK as 
- “2 , 
THEBES?) 
BATTER) 
MADE 
GEE <TAR BAT] 


SHOULD INCLUDE THE a 

BEST FLASHLIGHT OB- 

TAINABLE W1TH THE 

BATTERY THAT IS THE 

MOST RELIABLE AND : 
MOST SERVICEABLE, 835 8h | 


WHICH IS THE | 


THE BEST | 


a Tis 
SHI ICHMT , 
} $9 p} ' ox er yy t ‘es x x cad toad ead 7 cs ” j CASHLIGHT BATTERY 
‘a _— a | Fr Rees te Fs ‘ADEN USA 
= = + 53 ¥ ‘ : we ” 4 BRIG rcy C * 











Mt STAR BATTERY CQ 


BR sH’ Can —— ; } 
J 2M BATTE py a) Ea oy « a ut ; es «SR eA | ‘ 
NEWYORe cw is i if ; , ee ow SOW YOAR Crh aG0 MOK MLA 
-AG0 MONTOE AL 2 t ¢ . = i 

pic E SP ge t , = ’ Y — ye ys “ as Fo i . "e wi Orne 

-~® 30 CENTS. _ Sh ee hn - mete 
: 'S 'O'3 ara 8 CO / 
/ 


GUARANTEED 


Note Our Patented 
Metal Testing 


BRIGHT STAR BATTERY COMPANY 


Factory and Main Office: NEW YORK Branches: CHICAGO, SAN FRANCISCO, MONTREAL 




















Dayton Airless Tires 


Every light delivery car should be equipt with Dayton Air- 
less Tires. 





The thousands that are in use are preventing delays, saving 
repairs and reducing delivery cost. 





Ford owners are getting from 10,000 to 24,000 miles of real, 


uninterrupted service from a set. 
They have cut the cost and increased the pleasure of motoring. 


Ford sizes are guaranteed for 8,000 miles. Large sizes are 
guaranteed for 5,000 miles. They can’t puncture or blow out, 
never need pumping or patching and are as easy riding as any 


pneumatic. 


The agency for these tires represents wonderful possibilities in 


sales and profits. 


Write for our proposition. 


The Dayton Rubber Mfg. Co. 


2188 Kiser Street Dayton, Ohio 
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Profitable Accessories for the Ford Dealer 


Do you know any other manufacturer whose line covers so many rapid sell- 
ing, strongly advertised, needed devices? All original, patented exclusive, 
thorough-breds—or are you satisfied with the “ordinary line,” “ordinary com- 
petition” and very “ordinary profits”? 


Send for descriptive matter. 


pm ae. POWERFUL LIGHT AT The New York Automatic 
=f De _NGINE SPEEfN Head Light Controller 


For Ford Cars, Price $5.00 


This is a thoroughly practical Lighting System that delivers a POWERFUL, PENE- 
TRATING ELECTRIC LIGHT, fully equal in power to the bests DYNAMO STORAGE 
BATTERY SYSTEM supplied on the most expensive cars. 

The same lamps, generator and switch are used already on your car—automatically delivering 
the proper current to produce a powerful light at all speeds—installed in ten minutes. 


The New York Vacuum Water Cooling System 
For Ford Cars, Price $5.00 Complete 


PATENT APPLIED FOR 

Kliminates all over-heating trouble, loss of water, over-heated 
engine, lack of power, warped valves and cracked spark plugs. 

Contains no moving-parts—once installed always in perfect con- 
dition. 

The heat removed from the water is utilized to vaporize the 
present low grade gasoline, insuring better efficiency, and more 
mileage, at less expense. 

On Fords operated in hilly or sandy roads it is a revelation. 
lor commercial work “HACKING,” etc., it is simply indispensable. 

Ten minutes of your time, a wrench and screw-driver complete 
the installation. 

The greatest $5.00 worth you ever purchased. 


The New Rhoades’ Battery Ignition System for 
Ford Cars, Price $20.00 


Supplies your Ford with the same type of Ignition used on the most 
expensive cars, allowing you to enjoy equal satisfaction, as all Vibrating Coils, 
Timer and Vibrator or Buzzer adjustments are forever dispensed with. Out- 
iit includes Transformer Non-Vibrating Coil of great power. Handsome 
Kick Switch, oil tight elevating evear bracket. ©ur new tvpe as Po Sparke r 
with necessary wires, cables, cable carrying tube and instructions—enabling p BATTERY IGN 
anyone to successfully install in an hour, ei, man Ur AUTURED BY 


rion 6 
The New York Uni-Coil Ignition a 
System, Price $15.00 


Similar in appearance to the Rhoades System 
but no Coil is furnished. Operates from the 
Ford flywheel magneto using but one of the 
present units in the regular Ford Coil Box. 


The Famous New York Model “‘T’’ 
Master Vibrator for Ford Cars, Price $8.00 


The real ‘“‘survival of the fittest,’’ which is no mystery, because its steel 
deck is a guarantee against frequent adjustment and sticking. One simple 
adjustment, together with our patented construction, prevents it giving the 
trouble of the ‘‘others.’’ Insures a hot spark, easy starting, less gasoline 
and no coil vibrator adjustments or replacements. 


NEW YORK COIL COMPANY 


WESTERN BRANCH: . 
1461 MICHIGAN AVE.. CHICAGO, ILL. 341 Pearl Street, New York City, N. Y. 
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HICA 


MARK 


SPRING 
DISTINCTION 


The Chicago “Relax” Spring Hinge has distinctive features which impress 
your customers and create the demand. 


The spring action release allows the door to be placed open at any desired 
position and automatically re-engages when the door is closed. 


Chicago Spring Bult Company Porm 
CHICAGO NEW YORK Nee; 


Send fer Catalogue H-32 











BOMMER 


noe Floor Surface Spring Hinge 


in the Release and Holdback Features 
Ball Bearing—-Alignment Device 


Every moving part of this hinge can be oiled from a single 
hole on outside of side plat 


without Suitable for both double-acting 
and single-acting doors 


mortise 





or 





screws 





10 Ball Bearing. 
No. 110 Cone Bearing. 


GRAND RAPIDS This is the most durable hinge of its type. 


It holds the door open when swung to 9o de- 
ALL STEEL SASH PULLEYS grees. The spring-action can also be entirely 
released as long as desired so that the door 
Are the most popular with the trade. will swing free, without spring-action, in 

We make a large variety of styles. , either direction, by inserting a wire nail (when 
’ the door is open) into a hole provided in the 
Write for catalog. Samples Free. side plates for that purpose. The spring-action 


be restored by withdrawing the nail, 
GRAND RAPIDS HARDWARE CO. can be restored by withdrawing the nail 
520 Eleventh Street, Grand Rapids, Mich. Bommer Brothers, Mfrs., Brooklyn, N. Y. 

















NLY THE LAWN 
eenune PHILADELPHIA ‘*vr- 
VANADIUM CRUCIBLE STEEL BLADES 
The Master Alloy and hardest Steel known 
Nearly A Half Century Doing ONE THING WELL 
ONLY MANUFACTURERS OF 
ALL STEEL Mowers ‘‘GRAHAM ” and “A.” 


ROLLER BEARING MOWERS STYLES 


“K” “INDEPENDENCE” “OVERBROOK” - 
(Far Superior to OLD STYLE Ball Bearings) — , a. Ge 
The heavy demand, shortage of raw materiale present of case-hardened steel, 


PRICES make it advisable to ivy orders IMMEDIA Used on Styles 
styles hand and 6 styles horse mowers. “K” 





Styles The name “PHILADELPHIA” cast on the wheels or side “‘Inde ” 
i - ‘A’? ALY, STEEL pendence 
TT cls talatiesille, plate of a lawn mower is a guaranty of perfection. “Overbrook” 


The PHILADELPHIA LAWN MOWER CO. 
Sist & Chestnut Sts. PHILADELPHIA, PA., U. S. A. 
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Pray 


Cyclone dealers have now more 
than ever the “Inside Track’’ on the 
Fence and Gate business. 


ify 


ii 

i UENESESESEN 

iy PERE EE ET LEEPER EEE 
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clone Universal 
alk Gate is a trade 





Cyclone Ornamental Fence and Gates—More 


of this fence is sold than of any other make. Strongly leader Strong of frame 
Cyclone Flower-Bed and Lawn Bor- built in variou i . 
der is suitable for public and private grounds. a ge oe Even picket tops, uni = | ga for 


























“REAL SOLID” 


A Handy Little 
Cook Stove 


You'll soon be getting calls for 
these little alcohol stoves—pick- 
nickers will soon be on the still 
hunt for a suitable, compact, self- 
heater to take along on excursions. 





“e 
2y, 
Jen 





The Traveler's Companion fills 
this long-felt want. Speaking of 
Gompertnere— takes up the scant 
space of a |} pint drinking cup. 


And the metal is 99.93% pure aluminum. The season is short so get 
details and prices at once. 


Buckeye Aluminum Co., Wooster, Ohio 
Cnn 
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Our overpowering big-space ad- 
vertising has done its work. Your 
territory bristles with opportunities 
for profitable business on the entire 
Cyclone Line. 


The Cyclone Spring Campaign 


opens with resistless force and unsurpassed opportun- 
ities for big business. Get your share now. Have a 
complete line of Cyclone Fences and Gates on your 
floor in time for the spring trade. A proper display of 
this line creates desire, attracts trade and multiplies 
your dollars. 

Send in your orders now and take advantage of our 
free dealer helps, advertising service, window hangers, 
literature, etc. 

Our prices to dealers allow you a good margin on 
your investment. 


i Militant iit 
‘(ERGREREE) (RES SCRER! OER ER EE LEGER REE 
a ichidicicnlilidldicl echinacea idl al 
f BU UEFUALATEUUTOEEELED EET EELEREREETEEED EEE CESSEPH EET EPPEPECEEE TEPER 
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: “oe cum, CYCLONE FENCE COMPANY 


Cyclone Double Drive Gate is strongly 
WAUKEGAN, ILLINOIS 


built. One side may be used as walk pate while 
other side is held firmly c 























Housewives realize the labor, time and 
rainy-day troubles of clothes drying— 
especially the rainy day delays. 

Your customers will be glad to buy 
relief, to ease their burden if they do 
their own washing—to aid contentment 
if they employ servants. 


The Scientific Clothes Dryer 











The Scientific Clothes Dryer, not only saves time, 
trouble and labor, but also dries the clothes in a 
sanitary way. 

Each batch of wash, as it comes from the wringer, 
can be hung on racks in the Dryer. When the last 
batch is hung up, the first is thoroughly dry, ven- 
tilated and sterilized, all ready for the ironing 
board. 

aneihes, Fresh air enters at the bottom of the Dryer—is 
warmed—passes to the top of the drying chamber— 






and as it absorbs the moisture from the wet clothes, 
becomes heavy and drops to the bottom whence it 
is drawn out. This principle not only dries the 
clothes evenly white, but leaves them fresh—free 
from all laundry odors. 

Makes an interesting demonstration in your store 
window. Sure to attract attention. 

There is good business awaiting you on this Dryer! 
Write now for complete information, prices, etc. 


THE SCIENTIFIC HEATER CO, Cleveland, Ohio 
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136!Pearl St., Boston, Mass. 








This message is addressed to the man behind 
the counter, the man who must know auger 
bits as well as he knows his first name. 


You’ve heard a lot lately about “Mephisto,” 
the Bit with the Razor edge—the bit that bores 
where no other bit will dare try—the self- 
feeding bit—the bit that is honed like a razor— 
the bit that is unconditionally guaranteed to 
sell and satisfy. 


Consider the tallow candle—how much 
superior is the brilliantly radiant electric light 
of today. Consider the old high-wheeled 


The W. A. Ives Mfg. Co. 
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bicycle—and then the modern aeroplane 


capable of over 100 miles an hour. 


Finally consider the well-known method of 
pushing a bit through stock by sheer pres- 
sure. Can you not see the superiority of a 
“Mephisto” Bit that requires no pushing what- 
ever, a bit that actually pushes itself? 


It is for the purpose of acquainting bit users 
with such “Mephisto” advantages that our 
twenty-two demonstrators are talking this year 
to a combined audience of over 200,000 people. 

Remember this, men behind the counter, and 
watch for our next ad! 





Wallingford, Conn. 


BRANCH OFFICES: 


108 No. Dearborn St., Room 404 Chicago, III. 


37 Warren St., N. Y. C. 


Norfolk House, Laurence Pountney Hill, London 








Slephist 3 


1114 Pine St., St. Louis, Mo, 
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100% PURE 


The one nationally known paint that has lived up to its 
every requirement. 


Our hundreds of dealers all over the country are loudly 
proclaiming the merits of this wonderful product. 





Why? 

Because it gives perfect satisfaction, 

Because it increases their business, 

Because their sales show a fine substantial profit. 

Because it satisfies their customers and makes a repeat order out of each of them. 
Our 1916 Advertising Bulletin shows a powerful line of sales helps that get the business. 


Mail us a card for it. 


THE MARTIN-SENOUR Co. 


PIONEERS OF PURE PAINT 
CHICAGO MONTREAL WINNIPEG ‘LINCOLN 














Advertising 


“Advertising is the educa- 
tion of the public as to who 
you are, where you are, and 
what you have to offer in 
the way of skill, talent or 





and 
commodity. The only man C h I 
who should not advertise is as Ih : 
the man who has nothing Get your share of the profits which the “Clean- Wz 
as and Paint Up” hayes gee will bring. Iden- P 
: tify your store with this movement—and be 
to offer the world in the — to furnish the materials needed to < 4 
° make if a success, - anal 
way of commodity or Serv og Breet fb line of paints is abso- - my a 
° ” utely complete—paints, enamels, shel- wa 
ice.” —Elbert Hubbard. lacs and varnishes for every purpose. SSE Fh 
Clip the coupon now. fs, PIE 
O ES SLES a 
COLONIAL WORKS, Ine, ,’.:/2500" 
233 Norman Avenue oP SDSOSE 8 
BROOKLYN, NEW YORK ,f S LISS 4 
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Many Uses of the 


Starrett 


Combination Square 


N advertisement with this —_ 

and headline is appearin?,inall the 
machinists papers and is one of a series 
of educational advertisements telling, of 


Starrett Tools 


The name Starrett is known byall engineers and machinists through- 
out the world, and everywhere it stands for accuracy, dependability. 


Starrett advertising, has placed the catalog in the hands of thou- 
sands of engineers and machinists. It describes 2100 styles and 
sizes of Starrett Tools and Instruments of Precision. The dealer 
handling, Starrett Tools will surely profit by the demand this 
catalog will create. We deal direct with hardware stores. 








Send for Free Catalo3 No. 20-.\ Prices and Discounts 





THE L. $. STARRETT COMPANY 


“The World’s Greatest Tool Makers” 


Athol, Mass. 
London Chicago 
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National No. 10 Barn Door Bumper 





Note how easily it is applied 





We're Mighty Proud of 
This Hinge-Jointed Bumper 


It’s just another example of how really 
different and superior an apparently ordi- 
nary thing like a barn door bumper can be. 

As you can gain by the illustration, the 
hinge joint allows the supporting bar to 
swing out freely so that a wrench can be 
inserted and the lag-screw turned as tight 
as need be. 

No bumper on the market can compare 
with this one for all-around goodness—ease 


National Mfg. Co.. 


of applying—strength—finish—or any 
other possible point you care to name as a 
basis of comparison. | 

It’s an all-steel bumper, extra heavy in 
itself and built for extra heavy doors and 
extra heavy service. 

Packed two in a box, with two 2”x7/16” 
lag-screws for each bumper included. 
Write us direct for the prices. 


Sterling, Ill. 
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A Visit to New York City’s 
Automobile Row 


Methods Used in Accessory Shops Will Fit Accessory Departments 
By THE ASSISTANT MANAGER 
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Auto ACCESSORIES" : 








A sign frame for an accessory display on Automobile Row, New York City 


down Broadway from Sixtieth to Fiftieth 

Streets. Just about every kind of automobile 
made is offered for sale in the attractive display 
rooms in this part of the town. The cream of auto- 
mobile salesmen seem to have been gathered from 
the ends of the earth and dumped into these ten 
blocks. The man who even faintly resembles the 
individual with the price stands no show at all if 
he ventures into one of these salesrooms, and ever 
so quietly voices his desire to possess a car. With 
new and used cars being sold in large numbers this 
is naturally a great automobile accessory center, and 
from these exclusive accessory shops some good 
pointers can be gathered by the hardware dealer 
who wants to set the pace in his town. 


\ UTOMOBILE ROW, New York City, extends 


Unusual Signs Frame Window Display 


“Stop! Keep your eyes on this window! Big 
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bargains in automobile accessories!” This sign 
stopped me just as it did scores of people last week. 
The border of this dealer’s window was made of 
large signs painted black on white. He listed his 
goods and marked his prices in plain figures. The 
accessories shown were also marked with plain price 
cards. The effect was just Stop! Sales from this 
window were enormous. They looked big even for 
this store, where the windows are changed every 
week, and the transient travel is probably greater 
than on any street in America. This display is 
worth copying. Call in your sign writer and give 
him your lay-out, and the home folks will talk about 
your big display and of your complete line of ac- 
cessories for months to come. 


Price Wreckers? 


A block down the street I unslung my Graflex to 
snap the display of the Times Square Auto Com- 
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pany. Their sign advertises the fact that they are 
the world’s largest dealers and price wreckers. 
Some sign that! It stirred up my curiosity, and I 
went in to see what it was all about. I found their 
goods all marked in plain figures, but I couldn’t see 
that they had cut the eternal life out of profits. In 
fact, they seemed to be doing pretty well in the 
matter of tacking on velvet. The salesmen were 
all dressed in linen dusters and the uniform looked 
pretty good. I listened to the boys making sales, 
and was struck by the fact that customers seemed 
to be mighty well posted. I asked about this, and 
learned that 75 per cent of the trade came from 
garage men, and a lot of the balance from chauf- 
feurs. 


A Million Catalogs a Year 


The stock in that place would have loaded a 
freight train. It looked too big for retail, and fur- 
ther inquiry uncovered the fact that they have big 
stores in Chicago and Kansas City. I asked for the 
big chief, and found him one flight up. His name 
is Weilheimer, and he is the busiest individual that 
ever grabbed a telephone. It was his busy morn- 
ing. I took my place in the line, and after listening 
to a buying duel for about an hour sat down at his 
desk and assured him that he was about to be in- 
terviewed. He said he liked to be as comfortable as 
possible when he had to suffer, so he lit the cigar I 
gave him, and it must have been good tobacco. 

I learned that they issue a good consumers’ cata- 
log, and put out just an even million of them a year. 
Three years ago their stock was big, but it was not 
‘standardized. This was Weilheimer’s job, and he 
certainly has done it up brown. 


Enormous Purchases 


That stock has certainly been standardized. I 
got a peek at their order book. Don’t try to dupli- 
cate these orders unless you have a bank roll and 
a list of prospects longer than the county tax roll. 

They bought a job lot of 300 cars for export last 
week. 


Hardware Age 


I saw one order for 30,000 spark plugs. They 
sold 300,000 last year. Two thousand dozen perfect 
handle wrenches is some bundle of good tools. It 
was another purchase. Two thousand voltameter 
would last most of us to eternity, with enough left 
over for the return trip. It was another single buy. 
I saw an order for 1000 axles. One for 2500 Blue 
Books, another for 80 bbl. of dry cells, and still 
another for 5000 sets of carbon scrapers. Three 
thousand automobile clocks would furnish a lot of 
time, but they were bought on one little order blank, 
and sold in a few months. 

Fifty thousand grease and oil cups, 500 doz. cans 
of top dressing, and 13,550 hand horns were other 
orders I saw, and as I left with these notes I con- 
cluded that these were indeed mighty healthy price- 
cutters. Their system is to cut a few cents, mark 
the odd amounts in plain figures, and know their 
stock. In the past two years their business has 
increased 150 per cent, and they just seem to be 
gathering headway. They are surprised at the 
greatly increasing number of wholesale orders they 
are getting from retail hardware stores, and I told 
them that the surprises they had given me on their 
big purchases were nothing at all compared to what 
was in the air in hardware circles. 


Day or Night Parsons 


“Talk with Parsons day and night,” was the next 
sign that stopped me. It’s a small store where 
every inch of space is worked overtime. Parsons 
keeps open until 12 o’clock every night. I saw a 
show case of goggles in there, and I asked how the 
monocle end of the accessory business was coming. 
“Fair,” was the reply, “but our sale of goggles goes 
down, and the sale of windshields comes up every 
season. Seems like robbing Peter to pay Paul.” 
One of the heaviest sellers in Parsons’ place is glass 
flower vases. They sell for about a dollar a pair, 
and are sold to taxi drivers. You know the big com- 
panies don’t control the taxicabs of New York now. 
Most of the taxi men own their own cars, and a 
fellow who owns three or four is indeed a monopo- 

















The price-wrecker sign is a trade puller, and the store is a money-maker 
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The Henschel Rubber and Tire Company uses signs 
very effectively in its little windows. It boosts Weed 
chains 


list. Most of the cars are fitted with charge clocks, 
and with a minimum charge of 30 cents the public 
gets a good service at a fair price. The individual 
ownership of taxicabs in New York has increased 
the number of retail customers for accessories de- 
cidedly. 

Using a Cigar Store Idea 


The Crescent Tire Company has shown as high 
as 2000 items in two small windows. It believes in 
good show cards and plenty of them. Got its dis- 
play ideas from the United Cigar Stores, fitted them 
to its accessory business, and has reaped a harvest. 
This firm has two stores in New York City and one 
in Chicago. Chain stores are common among the 
big city accessory dealers. This little shop carries 
5000 different items in regular stock. Its salesroom 
is 20 x 45 ft., and five clerks were mighty busy wait- 
ing on trade the day I called. My visit lasted an 
hour, and there was an average of eight customers 
in the store all the time I was there. Tires and 
Ford accessories are the big sellers. 


A Good Chain Display 


Weed chains have been easy sellers for months. 
The shortage of stock and sizes in the trade has 
made good stock an easy seller. The Henschel Rub- 
ber & Tire Company is another small shop, but the 
boss has a long head. He was well stocked with 
Weed chains, and during the past two months has 
sold more chains than during any similar period in 
his business career. 

William Gildisch is the young salesman who 
trimmed their window. He is also the most courteous 
salesman in the district. He is young, interesting 
and ambitious. He went out of his way to assist 
me in securing information for this story before 
he knew my object. The bulk of the Henschel busi- 
ness is in tires. ‘Any trouble with adjustments?” 
I asked. “Not a bit,” was the prompt reply. “We 
sometimes go the manufacturers one better in mak- 
ing good, but it pays.” 

The limit of tire sales is usually five at one time, 
but most tires are sold one at a time. 

Automobile Row is one of the sights of New York. 
We have just touched the high spots, but there is 
nothing there in the way of display or of modern 
selling that cannot be duplicated in any progressive 
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Parsons has a New York accessory shop with long 
hours and a big trade. Note the signs 


One of these suggestions may fit 
Here’s hoping it 


hardware store. 
well into your spring campaign. 
does. 

















United Cigar Store window-trimming system adapted 
to automobile accessories made a success for this Cres- 
cent Tire Company store 


THE CHAS. FISCHER SPRING COMPANY announces the 
removal of its main factory and general offices from 
88-90 Walker Street, New York, to its new and en- 
larged plant at 473-485 Kent Avenue, Brooklyn. The 
Walker Street plant, occupied for a number of years 
by the company, has been completely outgrown, and a 
constantly expanding business has made imperative 
provisions for more extensive offices and manufacturing 
accommodations. It manufactures and sells springs of 
every description, patented flexible metal tubing of its 
own design, speedometer shafting, metal specialties, 
etc. The company continues to maintain at its former 
address, 88-90 Walker Street, New York, a_ well- 
equipped jobbing shop, office and stockroom for the 
convenience of the local trade. j 





Cashing In on Dormant Desires 






Methods and Displays in Use by Hardware Stores Selling Automobile 
Accessories 
By J. M. BLAKE 


ware dealers has passed the laboratory stage. 
It is no longer an experiment. From east, 
west, north and south reports are coming in filled 
with the news of business success gleaned from 


Tw handling of automobile accessories by hard- 
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pean <p fixture for displaying automobile tires used 
y the Orr & Lockett Hdw. Company 


handling the line. Good-roads movements are 
boosting the sales of cars which are fast getting 
into the necessity class. Public opinion has prac- 
tically forced the dealer to see the light and cater 
to the wants of automobile owners. The demand, 
backed by a healthy profit, has brought the desired 
results. It is no longer necessary to urge the dealer 
to take on the line. What he wants is practical 
methods of displaying and handling. 


A Handy Home-Made Display Counter 


The Nicholas Hardware Company is one of the 
leading firms of Oak Park, Ill. They carry automo- 
bile accessories because they realize that there is 
both the demand and the profit desired. Not caring 
to go to great expense in getting the goods before 
the buying public, yet believing in attractive dis- 
plays, they originated the fixture which we illus- 
trate. The top is in the form of a double-decked 
counter on which are carried all the larger accessory 
items of the stock. The front of the counter is 
equipped with removable panelled doors, on which 
the smaller items are sampled, the stock being car- 
ried on shelves behind the doors. Even sponges are 


considered as auto accessories by this progressive 
firm, and their small but comprehensive accessory 
department is considered one of the cash producers 
of the store. 
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Novel Method of Displaying Tires 


Tires are hard to display in a really attractive 
manner. Especially is it difficult to show the inner 
tubes in connection with the outer casings. The V. 
Tausche Hardware Company, La Crosse, Wis., has 
solved this problem in a novel manner. All around 
the wall of their accessory department are home- 
made fixtures, that not only show off the tire in an 
attractive manner, but also display the inner tubes 
to advantage. Each fixture consists of a galvanized 
cylinder, attached to the wall with a flange, and 
equipped with shelves to hold the boxes of inner 
tubes. Each cylinder is capable of holding two 
tires on the outside, and the shelves will hold a good 
stock of inner tubes. These fixtures attract a great 
deal of attention, are easily constructed in any tin 
shop, and are trade stimulators. Tausche’s acces- 
sory department has always proved a money-maker 
for the firm. 


How the Wall Case Pulls Business for Bunting Bros. 


Kansas City, Mo., boasts a goodly array of hard- 
ware stores, but none more progressive than that of 
Bunting Bros. Their store is departmentized, and 
records are kept of the profits from each depart- 
ment. These records show that automobile acces- 
sories pay well for the handling. We publish a 
picture showing a corner of the accessory depart- 
ment and the wall case which plays a prominent 
part in the game of profits. The goods are neatly 
arranged behind glass doors, and samples of the 
smaller items are shown on panelled doors in the 
base section. The windows and newspaper space 
are used at frequent intervals to awaken interest 
in the line. Kansas City motorists make Bunting 
Bros.’ store their headquarters. 

The city store meets stronger competition than 
that of the country. The number of garages is 
great and the department stores are after the ac- 
cessory profits. Orr & Lockett of Chicago realize 
that they must display their goods to get the re- 
sults. The stock is carried in a regular department, 
and tires are shown on a home-made display rack, 
manufactured in their shop. It consists of an easel 
made of iron pipe, on which the tires are arranged 
in pyramidal form. The main points of construc- 
tion are shown in the illustration, and any dealer 
is at liberty to construct a fixture of this type for 
his own use. It is carried near the front of the 
store and sells hundreds of tires yearly. 


Selling Cars Boosts Accessory Game 


Out in North Dakota the farmer is the big ac- 
cessory customer, and the small car is everywhere 
in evidence. Ellingson & Gronvold, Rugby, N. D., 
saw opportunities for profit in the sale of the line. 
They also saw a chance to build up the sales by 
selling a line of small cars. They took the agency 
for one of the prominent makes, and during the 
season of 1915 sold about twenty-five cars. A 
record was made of all the cars sold, and a follow- 
up campaign was inaugurated for the sale of ac- 
cessories. The profit from the sales of the cars was 
almost duplicated through the sale of extra ac- 
cessories. The firm figures on doubling its ac- 
cesSory business this year. We believe they will 
do it easily. 
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Home-made display counter used by the Nicholas Hardware Company for its automobile accessories 


Profitable Advertising Through Repairing Batteries 


The life of the average battery is only about one 
year. It can be repaired at one-half the cost of a 
new one, and will last almost as long. The Phillip 
Gross Hardware Company, Milwaukee, Wis., makes 
a business of repairing and recharging all makes 
of storage batteries. They carry a card on the 
accessory case on which is a schedule of prices for 
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recharging lighting and starting batteries. The 
work itself pays a profit of more than 50 per cent, 
and the advertising obtained through the service 
has aided greatly in building up the accessory 
sales. Try it; it may prove a winner in your store. 

The Yakima Hardware Company, North Yakima, 
Wash., is a pioneer in the accessory game. There 
are good roads around North Yakima, and the hunt- 


Display wall case of the Bunting Bros. Hardware Company, showing accessories 
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ing and fishing is easy of access to the man with a 
car. As a result cars are plentiful and the sale of 
accessories is heavy. This firm carries an exten- 
sive line, and in addition to the usual advertising, 
they work the movie screen for good results. You 
can’t take in any of the exploits of Charlie Chaplin 
in North Yakima without also getting wise to the 
fact that the Yakima Hardware Company sell auto- 
mobile accessories. After each reel of films one 
of their ads is shown. There is always an attractive 
picture and the wordings are such as to start the 
automobile owner thinking along the line of ac- 
cessories and novelties. This stunt has proved a 
winner for the Washington firm. It may do the 
same for you if given a chance. 

The suggestions we have mentioned do not by any 
means exhaust the list of display and advertising 


Hardware Age 


pointers. They merely give the methods by which 
some firms have won success in the accessory line. 


‘There are hundreds of other methods just as good, 


and perhaps as yet untried. Killmer Bros., Spokane, 
Wash., marks all the railroad crossings with signs, 
DANGER—SOUND KLAXON. An Idaho firm 
marks all the roads leading to the town and features 
on each marker an advertisement for some automo- 
bile necessity. It isn’t so much what you do, as the 
thoroughness with which you do it. The main idea 
is to start something which will make the dear 
public sit up and take notice. Anything that will 
wake up the dormant desire of the motorist and start 
him spinning toward your store is good dope. There 
are hundreds of dormant desires in your locality. 
Turn in an alarm; get the business. It’s easy 
money. 





What Is a Motor Accessory ? 


MARSHALLTOWN, IOWA. 
To the Editor: 

In the consideration by the hardware dealer, of 
the advisability of establishing an automobile ac- 
cessory department, two distinct issues present 
themselves. Should he add a line of accessories 
such as may readily be carried in stock without 
any marked change of store routine, of clerk help, 
of cost accounting and of advertising—or, should 
he establish a completely stocked and separate de- 
partment in which to cater to the motorist? The 
latter method would, of course, entail a consider- 
ably larger investment in stock, would make it 
advisable to delegate at least one man to take 
charge of the motorist’s department and the mat- 
ter of cost accounting, overhead and inventory 
should be kept separate as far as possible. 

The receptive attitude that thousands of hard- 
ware dealers throughout the country have mani- 
fested toward the atuomobile accessory business 
during the past two years is proof conclusive that 
it is a logical and profitable move. Yet, withal, 
there are still thousands of dealers who are on the 
“watchful waiting” list; dealers who no doubt will 
adopt the odor of gasoline as their official perfume 
this year. It is to these this article would say: 

Automobile accessories, on an average, offer the 
dealer just about double the margin of profit that 
hardware in general does. Consequently if a fair- 
ly comprehensive stock is maintained the attrac- 
tive profits will not reveal themselves at the end of 
the year because of their intermingling with lesser 
hardware profits, unless, of course, some record 
thereon is kept. That is to say, if, at the end of 
the year you have only made 8 per cent net on your 
business in general, it is hardly fair to the ac- 
cessory department not to have given it an inde- 
pendent record whereby it may show that it pos- 
sibly paid a net 10 or 15 per cent; the accessories 
probably made possible even the 3 per cent which 
otherwise might have had a minus sign before it. 

Unless a hardware store has ample idle capital 
with which to install a complete accessory stock— 
“from soup to nuts,” the ideal way to make a debut 
is that of starting with the “acorn,” with the idea 
of ultimately attaining the “oak” of completeness. 

No additional man or special facilities are re- 
quired to handle the more fundamental and every- 
day accessories. By such is meant pliers, dry bat- 
teries, spark plugs, tire chains, ammeters, electric 
bulb replacements for head and taillights, cup and 
transmission greases in 1 and 5-lb. containers, 
a standard hand horn, etc. In fact, twenty-five 


really staple items could, and should, be enumer- 
ated as representing a basic foundation on which 
to build a profitable accessory business—and you’ll 
find that it will be both profitable and permanent. 

The dealer who is beginning, in a small way, 
should confine his initial stock to those items 
which are purchased by the motorist for his own 
direct use in connection with his car. The matter 
of bearings, springs, asbestos packings, etc., should 
be considered and stocked at a later date—if at all. 

It should require very little preachment to show 
the folly of letting an otherwise good hardware 
customer who perhaps has a regular account at 
your store buy his hardware over your counter and 
then go down the street merely to buy, for in- 
stance, a spark plug. It is true that the railroads 
classify a spark plug on their rate classification 
sheet as “an integral part of a self-propelled ve- 
hicle’’; yet this abstruse analysis of this item must 
not be permitted to alienate it from eligibility to 
the hardware family. It is as rightfully hardware 
as a caliper or a hinge. 

Very truly yours, 
V. N. HANSEN, President, 
V-Ray Company. 


Hartford Suspension Company 
Changes Name 


jes Hartford Suspension Company, Jersey City, 
N. J., has decided to change its name to Ed- 
ward V. Hartford, Inc. This does not mean any 
change in the personnel or ownership of the com- 
pany. 

The Hartford Suspension Company was first or- 
ganized solely for the manufacture of the Truf- 
fault-Hartford suspension which was subsequent- 
ly called the Hartford shock absorber. But since 
the company has gone into making a number of 
accessories, the board of directors felt that the 
name Hartford Suspension Company was a mis- 
nomer and that a change was desirable. Inasmuch 
as the accessories and appliances manufactured by 
the company are inventions of Edward V. Hart- 
ford, president of the company, it was decided that 
the company should be renamed after him. 


THE RAUHER-FIEN MFG. COMPANY, Rochester, N. Y., 
has been incorporated, with a capital stock of $25,000, 
by C. S. Rauher, E. L. Fien and G. J. Dash, to manu- 
facture automobile accessories and parts. 


THE CHAMPION HARDWARE COMPANY, Geneva, N. Y., 
has had plans prepared and will erect an addition to its 
manufacturing plant this spring. 
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Goodrich safety tread finds an open gate to our town. An elaborate display with the use of just one tire 


ISPLAYING automobile tires is apt to become 
D about as monotonous as window displays of 
canned paints. The secret of attracting 
favorable attention without exposing a large num- 
ber of rubber tires to the overheat of a midday 
sun has been splendidly solved by the Goodrich 
Rubber Company of Akron, Ohio. Their first sug- 
gestion is entitled “Steer Clear.” By the clever 
assistance of paper and tire tale boxes a splendid 
imitation of a ship’s steering wheel has been made 
of an automobile tire. The background of this tire 
display is so simple that any careful clerk could re- 
produce it in a single evening. 

The Goodrich safety tread spinning wheel is the 
second example of big results from small displays. 
The name of the tire is prominently featured on 
the sign at the top of the window. The black back- 
ground strengthens this display in a very decided 
manner. It is one of those rare ideas where a 
whole window display can be made from a single 
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Steer clear—a single tire display worth copying by hard- 
ware dealers 
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tire. This exhibit can be summed up very briefly: 
good work, worth reproducing, that is going to be 
copied by thousands of live-wire hardware auto- 
mobile accessory distributors. 

The open gate to safety tread with a pair of 
Welcomes on the gate posts is a more elaborate 
display for a larger window, but like the other sug- 
gestions in this series only one tire is used. This 
is an artistic display that will make favorable talk 
for the man who uses it. The Goodyear Rubber 
Company is entitled to the thanks of the trade for 
these suggestions. A page of such straightfor- 
ward merchandising ideas means more to the read- 
ers of a business publication than reams of printed 
matter quoted from Mr. So and So. The reading 
pages of HARDWARE AGE are wide open to man- 
ufacturers who have caught this idea of co-oper- 
ating with the dealer. 


GOODRICH TREAD 


New Tire with Wonderful Stren 


A safety tread spinning wheel. Note the little touch 


the old rag rugs give this display 
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Respectfully dedicated to the Old Guard 


~ By ROY F. SOULE 


HEN I first began to travel 
On the roadbeds built of gravel, 
I thought each trip the road to something fine; 
And I surely was in feather 
At the chance to burn shoe leather, 
Selling hardware to the stores along the line. 
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N those days men drank straight “licker,” 
Poured it down without a flicker, 
And a chaser was a sign of weakened taste; 
Every first-class entertainer 
Drew a good big round retainer, 
And we tarried in the towns with time to waste. 
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LD-TIME dealers were not harried 
By the stories that we carried; 
They just gathered round and listened, mouths agap; 
Gave us orders for the season, 
Stood for prices out of reason, 
In the good old days when sellin’ was a snap. 


The Gasoline Evolution 
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HEN there came a sharp reversal, 
And without a day’s rehearsal 
We were jolted with a shift to one-night stands. 
Men who didn’t watch their knitting 
Saw their old jobs go a-flitting 
Mighty quickly when the boss attached the cans. 
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ND no woe or lamentation 
Since the first days of creation 
Sounded louder than the yell that rent the sky, 
When the schoolboys fresh from college 
Took our jobs to air their knowledge 
Selling hardware to a trade that all went dry. 
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of a Knight of the Grip 


OW I bucked and railed and snorted 
As my good accounts were sorted; 
How I bellered when they cut my trail in ten; 
If I hadn’t been a spender 
And a reckless moneylender 


I’d have chucked the road forever there and then. 














A§ they jerked and jammed and hurried, 
I’ll admit that I was worried; 
But remember, please, old pal, that I was broke! 
Though I smiled I never rested, 
And my pride was sorely tested 
Ere I learned that modern methods were no joke. 


















HANDED ME A 


| LIVE To ENJoyY IT. 

















GEE, | THINK 

MLL GIVE ‘IM 

MY BONE! 
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MY, HIS POCKETS 
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HEN through all the modern mazes 
I slid through like old blue blazes, 
Cashing in on old experience the while; 
And to-day your old high liver 
Makes six calls a day by flivver, 
Selling goods and adding shekels to his pile. 
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HOWDY, TOM. 




















HEN I see a tool worth trying, 
"T isn’t long before they’re buying 
From the sample that’s in use upon my Ford. 
Gee! That old machine’s a mixture, 
Showing every modern fixture, 
From the tail-lights to the matted running-board. 





| [WHAT ARE THOSE 


HEADLIGHTS SELLING 
FOR NOW , BILLS ‘5 


COME AROUND 

















T’S been thirty years or so 
Since the old boys had to go, 
And I still believe they represented class; 
But I’d rather serve the Lord 
Sellin’ hardware from a Ford 
In these days of speed-o-meters, grease and gas. 
































Show Cards That Sell Accessories 


A Few Suggestions for Window Displays of Automobile Supplies 


By LEONARD TINGLE 
































Small price cards of this order are necessary adjuncts to a window display of automobile supplies 


New York, would demonstrate more clearly 
than one could write the value or at least 
26 , wide use of show cards and price tickets in ac- 
} One might not agree with all the 


\ STROLL on Automobile Row on Broadway, 





' in most of these windows there are as many little 
cards as.there are different articles. Each group or 
each item—if only one is used—is accompanied by a 
little card—seldom more than 3 by 5 in. that gives 
a little explanation of the device in small neat letter- 
ing and the price in bold plain figures. 

A window display without even one card or one 
ticket will make some sales if a reasonable amount 
of care is taken with it. But what in the name of 
common sense is the use of letting a window loaf 
on the job.any more than one would a clerk? That 
is what a window really is doing unless it has the 
help that cards and price tickets can give it. 

If one were looking for an example of a class of 
merchandise that needs these helpers more than any 
other class the choice would unhesitatingly fall on 
automobile accessories. 

The reason is plain. To sell to the average auto- 
mobile owner, a display of accessories must be edu- 
cational. It must not only show him the various 
devices for his car but must tell him the uses of 
them. And he must know whether he can afford 
the added convenience or comfort, as the case may 
be. So the display of accessories should tell when- 
ever possible the uses of the articles and the prices. 
And that is the way the little price cards can be 
made to work. They can be quickly and simply 








This ig bunch is a 





























A card like this can be used in connection with a bundle 
of waste weighing one pound 


made. The plainer and neater the lettering the bet- 
ter for the purpose. 

With bulkier objects like warning signals, head- 
lights or pumps it is often desirable to show a quan- 
tity of one item and give extra weight by the pres- 
ence of numbers. Under such circumstances it is 
advisable to use larger cards. A quarter sheet, 11 
by 14 in., is usually large enough. If this card can 
be illustrated so much the better. 


A Hand Horn Card 


As an example we have used an illustration of a 
hand horn taken from the advertising pages of 
HARDWARE AGE. The lettering is all single stroke, 
the smaller being done with a No. 5 red sable 
rigger and the large lettering with a No. 10. The 
price is given prominence by large figures. The 
border is plain but distinctive and is done in gray. 
The arangement of the corners and the manner in 
which the illustration breaks the border is one that 
can often be used. 

The style of lettering used in the bumper card 
carries the suggestion of a severe jolt. The headline 
and the irregular outline of the letters comprising it 
and the line “Badger Bumpers” is unusual enough 
to be sure of getting attention and is still very well 
suited for a card featuring a line of this kind. This 
lettering is easily made. Because of the irregularity 
of the letters no special care is necessary and the 
work can be done very quickly. On a card of this 
kind there is no necessity for quoting prices as each 
bumper can be marked separately. This card also 
is illustrated with a picture clipped from the pages 
of a recent issue of HARDWARE AGE. 

One of the big advantages of cards illustrated in 
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A serieg of cards on this order will be good publicity for 
the accessory department 
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OA dependable signal 























An illustration from Hardware Age was used to give 
strength to this card 


this way is that they can be used in the store after 
they have been taken from the window. 


Making Use of Waste 


Waste is nearly as essential a part of the equip- 
ment of an automobile as the tires or tool box. Oc- 
casionally it is used as a window decoration, but 
seldom is it put in a window with the object of 
making sales of waste. 

A heap of well-pulled cotton waste as the center 
of a display of accessories or even a small window 
given to waste alone will prove that sales of this 
material can be materially increased by a little win- 


dow space. 
If you sell waste from the bale try putting a heap 
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of it, about a pound, in the window, pull it out to 
as big a bunch as you can and hang it up with a 
card like the one we show herewith. If your waste 
comes in pound packages open one and use the same 
sign with it. Waste is one thing that every auto- 
mobile has to have. The old gag about “Our waste 
is your gain” can be resurrected for the occasion if 
necessary. 


A General Publicity Card 


If the section of the store in which you keep ac- 
cessories is in the form of a separate department— 
and it should be if possible—it is often advisable 
to use a series of cards on the order of the one 
reading “A store within a store.” These cards can 
feature the service that the department can render 
and the completeness of the department, as this one 
does in its suggestion that automobile accessories 
are not a mere side line. A knowledge of the de- 
partment will furnish ideas enough for a series on 
this order. 

Let us adopt these rules for our accessory show 
cards: that they be plain and neat; that they be 
illustrated whenever possible; that each one will 
tell a story in as few words as possible, and that 
there shall be plenty of them. 











‘No harm dono if your car. ori om | 
BADGER BUMPER 
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The irregular outline of the letters on this card suggests 
a severe jolt 





Texas Merchant Believes in Mail- 
Order Methods 


ATHENS, TEX. 


To the Editor: 


We promised to report to you the results of our 
page ad in The Athens Review, eomparing prices 
with Sears, Roebuck and Company of Dallas, Tex., 
a copy of which we sent you and you published in 
the December number of your paper. 

We wish to say (and we would be glad if you 
would publish this) that we never have received 
better or quicker results than this comparison 
brought to us. We convinced the trade that we can 
and will meet the prices of the mail-order houses, 
and the price is the thing. 

You may put up a flowery talk of nationally adver- 
tised goods to the average farmer who never reads 
Collier’s Weekly, Literary Digest, Saturday Evening 
Post, or any other paper carrying these advertise- 
ments, but does read and study the mail-order cata- 
logs and knows them better than the average hard- 
ware merchant knows his stock, and when you quote 
him a higher price than he can buv from the mail- 


order house, he will tell you that he will order the 
goods. Such nicknames as Rears Sawbuck, and 
calling them voracious vendors will only strengthen 
him in his belief that you are trying to rob him. He 
knows what is being said is no more true of the 
mail-order house than is true of the average hard- 
ware merchant. He knows that the goods they 
handle, in many cases, are the same as the nationally 
advertised ones under different brands. He has 
bought and used them under their guarantee, which 
they will live up to more closely than the average 
hardware merehant. And when you _ say these 
things it appears: to the buyer of these goods that 
you are criticising his judgment, which is sure to 
create a resentment that is hard to overcome. 

I know this from my own experience with a few 
traveling salesmen who have visited me in my busi- 
ness. You let a salesman begin to run down the 
goods I have bought, and I will resent it and refuse 
to buy his goods. If you fail to have the goods that 
you can sell at a profit and meet the mail-order 
prices, you will lose business. 

We would have you understand that we are not 
fighting nationally advertised goods. We believe 
in them, and always give them the preference. We 
stick as closely to them as our trade will permit. 
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We will venture the assertion that we have as great 
a variety of such goods as our friend, J. C. Burrows 
of Beeville, Tex. We believe that Mr. Burrows, like 
many other good hardware men, does not realize how 
fast the business:is going to the mail-order houses. 

As to nationally advertised goods, there are none 
more nationally and effectively advertised than those 
of Sears, Roebuck and Company. Their catalogs are 
prepared by experts. They are in the homes of nine- 
tenths of the farmers of Texas. They are in the 
hands of the women and children. The first few 
pages are filled with showy goods at a losing price. 
They plant the seed in the most fertile soil, among 
the women and children. When a merchant says 
that a page ad in a local newspaper comparing prices 
with them would add anything to the advertising of 
Sears, Roebuck and Company, we are persuaded 
that he has given the matter very little thought. 

For five years it was our pleasure to represent in 
Texas one of the largest and most successful whole- 
sale houses in America. I resigned my position 
with them to come to Athens and engage in the 
hardware business. From observation and close 
study while traveling, I came to the conclusion that 
the hardware (quality) merchant was largely re- 
sponsible for the phenomenal growth of the mail- 
order and department stores. 

There are too many hardware merchants that are 
not willing to sell the goods the people want to buy, 
but insist on selling the goods they like best to sell, 
and for that reason allow orders to go to the mail- 
order houses that they should have themselves. 

We make it a rule to try to sell the goods the 
people want. 


Business is what we are after. We 


Hardware Age 


go to market and hunt the goods regardless of the 
brand—bankrupt stocks, salvage goods, or any other 


‘kind, to be able to meet the mail-order prices. 


We get one of Sears, Roebuck and Company’s 
catalogs just as soon as it comes off the press. 
We like to be as well educated as our customers; we 
find it very interesting to study their methods of 
presenting their goods. We know their methods are 
successful. We believe that if the hardware mer- 
chants will lay aside all prejudice and quit trying to 
persuade the people that they are under obligations 
to pay them more for goods than they can buy the 
goods for elsewhere, and will get a catalog of Sears, 
Roebuck and Company and study it closely and 
adopt their methods, the mail-order problem will 
soon be solved. 

The average farmer does not care where he gets 
his goods, if he thinks he is getting his money’s 
worth; all things being equal, nine chances out of 
ten he will buy from his home merchant. He is 
under no obligations to you because you pay your 
taxes. He does the same. He did not ask you to 
set up storekeeping, and if you can’t get his busi- 
ness it is your fault; don’t abuse him or Sears, Roe- 
buck and Company, but get busy, and then if you 
see you can’t make it, get out and don’t try to hinder 
the man that can get it. 

We are glad to see a number of others falling in 
line since our ad appeared in HARDWARE AGE. 

If this article finds its way into your journal, we 
would be glad to hear from others on this subject. 
Yours truly, 

J. H. TOWERY, 
President Towery-Sanders-Parsons Company. 
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The Ferris-Dunlap Auto Supply Company of Dallas, Tex., conducts one o 
indows are big and roomy, and its trimmer believes in showing one line at a time 


One of the firm’s recent windows was a 


the Lone Star State. Its wi 


the big automobile supply stores in 


decided stimulant to Weed tire chain 


to drive his selling story home. 

sales. It is a oe example of artistic display, and the manner in which bulky or weighty looking objects, 

in the center of this large window, have been made of tires and chains, solves a problem which faces a window 
trimmer who is endeavoring to make a one line display with semi-transparent wire products 


THE AUTO SIGNAL & EQUIPMENT COMPANY, Buffalo, 


THE STEEL CLaD Auto Bow CompPaNy, Holland, 


has filed articles of incorporation with a capital stock Mich., has been incorporated with $50,000 capital stock 


of $100,000 to manufacture signals and parts for auto- to manufacture automobile accessories. 


mobiles. 


The officers 
are H. R. Schnarr, Henry Winter and Richard Jellema. 


Hardware Windows of Automobile 


Accessories 


The Time of Good Roads and Good Weather Should Be Heralded by Good 
Window Displays 
By FRED C. NORTON 

















A window display of the Wagner Hardware Company, Mansfield, Ohio. The tilted floor brings the small acces- 
sories nearer the eye 


gether. They have worked together like the 

comrades that they are. Automobiles have 
brought to the front some of the finest advertising 
in the history of merchandising, and accessories 
have come in for their share in windows, newspapers 
and magazines. 

For display material alone it is safe to say that 
on no other class of merchandise has so much effort 
and money been expended. The sudden rise of the 
automobile naturally gave rise to an immense actiy- 
ity in the sale of accessories. A great many new 
concerns were formed and competition was, and still 
is, unusually keen. Business was to be had only by 
the most up-to-date kind of merchandising. And this 
condition of affairs was of great advantage to the 
dealer. It caused the manufacturers to advertise 
extensively in local newspapers and nationally in the 
well-known magazines, and demand was created for 
the dealer. 

But the movement did not stop with that. The 
dealer was not by any means forgotten. Counter 
and window displays, store hangers, cut-outs—most 
of them beautifully printed or lithographed in colors 
—followed each other in quick succession. The 
makers of accessories are still working hard to make 
it easier for the dealer to sell accessories. Dealers 
are co-operating to an extent that would scarcely 
have been dreamed of a few years ago. 

In the window display of piston rings the manu- 
facturer’s display material has been used in a way 
that would give the lie to the pessimist who would 
have us believe that the greater part of such adver- 
tising matter is used for waste basket stuffing. 


. UTOMOBILES and advertising grew up to- 
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The life-like figures on each side of the window 
attract attention, and the beauty of the center cut- 
out was greatly enhanced by the use of an electric 
light dropped behind the water portion of the cut- 
out, where it illuminated the setting sun and 
brought out its colors. 

The display is simple in the extreme. Twenty 
minutes or half an hour is as long as would be neces- 
sary to trim a window like this. Yet one cannot 
dispute the strong, quiet selling power of it. 


The display of tires was made at a recent auto- 
mobile show, but the same general scheme would 
suit a show window admirably. The palms and 
potted plants lend a touch of beauty to it, but not at 
the sacrifice of practical selling force. The display 
is simple, but its effect leaves little to be desired. 
A showing of tires and tubes alone will get atten- 
tion of the right kind if it is built right. This 
display is a good model. 

The windows of the Wagner Hardware Company, 
Mansfield, Ohio, are excellently suited for the dis- 
play of heavy bulky articles. The floor is low and 
the customer can get an easy view of such merchan- 
dise. But when small goods have to be shown some 
method of bringing the articles nearer to the cus- 
tomers’ eyes must be used or the small items are 
almost lost in the distance. 


In the display of automobile accessories which 
we reproduce, a slanting floor, elevated slightly 
from the real floor of the window, was used. In 
this way the items in the rear of the window were 
brought in as direct a line with the eye and almost 
as near to it as those in the front. Though a large 
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A simple window display that utilizes manufacturers’ attractive display material 


number of articles were shown, the white paper 
with which this false bottom was covered brought 
each article into sharp relief. The display material 
of a prominent manufacturer of spark plugs was 
used to help the decorative effect and to bring these 
products into prominence without the necessity of 
showing a great many articles. 

This last winter has demonstrated the value of 
the year-round value of the automobile. The manu- 
facturers of automobiles built their advertising on 
the fact that an automobile need no longer be stored 
away for the winter. Accessory manufacturers 
helped this movement, and dealers have found that 
the sales of accessories no longer cease with the 
coming of cold weather, though business in acces- 
sories is bound to be dull to a certain extent during 
the winter. But now that we are assured of good 
weather and open roads the real business of the year 
is already well started. 

There is no display more in keeping with the 
spirit of spring and outdoor life than one of the 
automobile accessories. There have been thousands 
of new cars sold this year. There are thousands of 


others that will do service for another year, and, 
new or old, none of them are ever really complete. 
The car owner is dreaming of week-end trips and 
summer tours, and the realization of these dreams 
means something very material to the dealer whose 
eyes are wide open to the chance. 

The greatest stress should, of course, be brought 
to bear on automobile accessories in the spring and 
early summer. Then the bulk of the business is 
done, and it is during that time that customers are 
made for the rest of the year. Good window and 
interior displays, good newspaper advertising, good 
letters are what the accessory department needs 
now, but most important of all is that the accessories 
should have all the window space that can possibly 
be given to them. 

If one window or part of a window can be used 
for accessories exclusively the uninterrupted force 
of such consistent advertising will prove the step 
in most cases to be well taken. At any rate, let us 
give to accessories the full share of publicity that 
is due them, and let a big part of this take the form 
of carefully-planned, well-built window displays. 
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A display of tires and tubes that, though used in a booth, could easily be duplicated in a show window 


Catering. to. Cash and » /Comfort 


How Filling the Wants of the Aiitomobile Enthusiast Has Increased ¢ the 
Cash Business of W. J. Pettee & Co. . 5% > 
| By GEORGE WINANT se ar 


VERYBODY within a radius of fifty miles of 
HH) otaatioma City knows W. J. Pettee & Co. If 

they don’t read the papers they have the firm’s 
literature served up to them by the rural delivery. 
Every resident of the first postal zone is a Pettee 
prospect and the bait is always dangling in his face. 
None of the flim-flam stuff of certain mail-order 
concerns, but good clean advertising material, man- 
ufactured in the store office by C. B. Hunt, the 
firm’s enterprising advertising manager. The store 
lives up to the advertising. 


Early Start in Accessory Business 


Pettee & Co. are not strong for a watchful waiting 
policy. If their best judgment tells them that 
there is profit in a certain line of merchandise they 
are willing to take a chance. When the automobile 


first came into prominence, they realized the op- 
portunity presented by the wear and tear on vital 
“Somebody must sell accessories 


parts of the car. 


haps he doesn’t even know who the nianufacturers 
of the arti¢le are. All he wants is an assufarice of 
satisfaction, and Pettee’s word is good with him. 


Using the Parcels Post 


Pettee & Co. have found the parcels post not alto- 
gether to their disadvantage. Many of the smaller 
items from their accessory stock are.carried to the 
customers by the rural mail carriers. Some time 
ago they inaugurated the plan of paying the postage 
on orders from the accessory department amount- 
ing to $1 or more. They have found that most of 
the orders run well over the dollar mark. If the 
customer is only in the market for one small item, 
he usually works up a desire for something else 
that will bring his bill up to the postage require- 
ment. It builds up business in all the other lines. 


Pamphlet and Circular Advertising 
C. B. Hunt, the firm’s advertising manager, is an 





Automobile accessory window display of Pettee & Co. trimmed by C. B. Hunt. 
indow. This is sold as part of the line for repainting cars 


accessory wi 


to automobile owners,” they said. “Why not the 
hardware man?” To think was to act, and a small 
stock of automobile accessories was immediately in- 
stalled. The start was rather slow. It took time 
for the customer to realize that the garage man 
was not alone in the accessory field. Gradually, 
however, the truth was forced home to the consumer 
and business increased. To-day they are selling a 
big percentage of the Oklahoma City trade and 
reaping a deserved profit on the line. 


The Personal Guarantee 


Accessory purchases from the Pettee store are 
backed by the firm’s personal guarantee. Their ad- 
vertisement reads: “Purchases made from us are 
backed by our own personal guarantee. If they are 
not satisfactory we want you to let us know, so we 
can make it right. Our prices are as low as possi- 
ble for high-grade quality.” The customer knows 
that Pettee & Co. will make their word good. He 
isn’t interested in what the factory will do. Per- 
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Note use of varnish signs in 


expert in his line. He is not only an adept in 
window trimming, but he knows how to put across 
a well-written sales talk. His work room is equipped 
with a multigraph, and much of his advertising as- 
sumes the form of pamphlets and circulars. Several 
times each year he gets out material of this nature 
featuring automobile accessories, and invariably 
there is an increase in the accessory business. Spe- 
cial price lists are included and the guarantee and 
delivery features are carefully explained. The 
newspapers carry the same line of advertising at 
the time the circulars are issued and the combined 
effort is bourid to make a showing in the cash 
receipts. 


How the Stock Is Carried 


Automobile. accessories are carried in a _ special 
accessory department. . Display counters, floor cases 
and shelving are utilized in displaying the goods. 
Many of the smaller items are sampled on panel 
doors, the stock being carried on shelving behind 





Hardware 
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Automobile accessories sampled on panelled doors, stage stock on shelves behind the doors in the store of W. J. 
Pettee Co. 


the doors. Every article sampled is tagged with a quantity prices. Buffers and lights are displayed 
card bearing the factory number, cost, retail and on a special rack furnished by the manufacturers, 
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A portion of the accessory department of W. J. Pettee & Co. 
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and even paints and varnishes are displayed as a 
part of the accessory line. The store windows fre- 
quently feature the accessory goods and the trims 
are always novel and of high grade. The motorist 
who can pass one of Pettee’s accessory windows 
without feeling the call for some new article is 
either blind or absent-minded. Store statistics show 
that a big percentage of them come in and spend 
their money. 

Motor-cycles and supplies are carried in the ac- 
cessory department. Long ago the firm realized 
that the motor-cycle was here to stay. They took 
the agency for a standard make and began catering 
to the wants of the fellow who likes to travel fast 
at small expense. One of the machines is always 
to be found on the sales floor, ready to be demon- 
strated to any prospective customer. The firm also 
carries devices for converting the ordinary - bicycle 
into a power machine and many sales along this 
line are reported for the past year. Side cars and 
accessories for motor-cycles are carried in stock and 
the store is fast becoming headquarters for the 
younger speed fans. Incidentally the firm is selling 
larger quantities of sporting goods and kindred 
lines. 

Pettee & Co. are not selling automobile accessories 
for the mere pleasure of selling. They are cutting 
down the worry for the man who motors, but that 
is not their entire aim. Goods in Pettee’s store 
must carry a profit or get out. It is a plain matter 
of business with them. Every department is 
watched closely for the profit. Department records 
are kept showing entire cost, sales and expense on 
every line handled. There is no guesswork. “Does 
the accessory line pay you a reasonable profit?” I 
inquired of the manager. “That depends on wha+t 
you call reasonable,” he replied. “It certainly pays 
a larger percentage of profit than the bulk of the 
regular hardware stock and the turn-over is better. 
Tires don’t pay as much as we wish they did, but 
they give a fair profit and the other lines pay big. 
You can say that we regard the accessory depart- 
ment as one of the best money-makers in the store.” 


A Trip to Live Hardware Dealers 


Pettee & Co. are on the right track. They have 
foreseen conditions and met them. The handling 
of automobile accessories is distinctly a live issue 
in hardware stores to-day. Over 700,000 pleasure 
cars were built in the United States last year. It 
is predicted that over a million will be turned out 
during 1916. There is a certain amount of wear 
and tear certain on every car. With all the cheaper 
makes of cars there is opportunity for the sale of 
numerous new devices not furnished by the manu- 
facturers. There are hundreds of thousands of cars 
in the country which have seen a year or more of 
service, and which are in actual need of accessories 
and repairs. It has. been conceded that the hard- 
‘ware man is the natural vendor of these supplies. 
He is in the field, in a good location, and has estab- 
lished himself in a place of confidence in his com- 
munity. He stands in the light of a benefactor 
to the man who desires to make his own repairs, 
and the real joy of motoring comes from the ability 
to doctor one’s own car. The sales and the profits 
are assured. Dealers everywhere are waking up to 
the fact that automobile accessories are a legitimate 
part of the regular hardware line. The sooner all 
the dealers get in line, the sooner they will begin 
to gather accessory profits. 

If you can’t carry the extensive stock of Pettee & 
Co., you can at least be the accessory man of your 
locality. It is a business for the small town as 
well as for the city. Give it a trial! 


147 


You will agree with us that Pettee & Co. have 
struck the keynote of business success in catering 
to cash and comfort through the sale of. automobile 
accessories. 


Louis Kruse Dead 


L OUIS KRUSE, vice-president of the Kruse Hard- 
ware Company, Cincinnati, Ohio, died at his 
residence in that city recently, aged 64 years. He 
had been connected with the company since 1868, 
when it was first organized by his father, Louis 





Louis Kruse 


Kruse, Sr., and soon afterward he started traveling 
for the firm, having as his territory Indiana, south- 
ern Illinois and Kentucky. For over thirty years 
he kept in close personal touch with his firm’s cus- 
tomers in that territory, and the many letters of 
sympathy received by the firm attest to the warm 
friendships that he had formed during his business 
life. 

He is survived by two children, Edward L. Kruse 
of Keokuk, lowa, and Mrs. Julius Kling of Cincin- 
nati. He was a prominent member of the Hard- 
ware Club of Cincinnati. Charles and William 
Kruse, brothers, also survive him, both of whom are 
connected with the Kruse Hardware Company in 
official capacities. ‘ 

Mr. Kruse’s father was one of the pioneer hard- 
ware merchants in the West, and operated a retail 
hardware store in Cincinnati in 1846. 


Goulds Chicago Office to Move 
HE Chicago office and sales rooms of the Goulds 
Manufacturing Company, Seneca Falls, N. Y., 

manufacturer of pumps for every service, will after 
April 20 be at 12 and 14 South Clinton Street, Chi- 
cago, which is in the heart of the Chicago machinery 
district. 

The company will still retain its warehouse at 
3801-3811 South Ashland Avenue, whiere it has been 
located for the last four or five years. 


THE LIVINGSTON VACUUM SWEEPER COMPANY, 1315 
West Congress Street, Chicago, IIl., has been incorp- 
orated with a capital stock of $30,000, by Warren Pease, 
Maurice Kozyns and Fremont Arnfield. 
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For the Billion Dollar Business 


How the Farmer Has Been Promoted to the Luxury Class and Has Become 
the Greatest of All Prospects for the Sale of Automobile Accessories 


HE farmer has graduated into the luxury 
rT class. He has been introduced to the manu- 
facturers between Chicago and Buffalo, N. Y., 
as the “billion-dollar” customer. Seventy-five pub- 
lishers and editors of prominent farm journals 
have just finished a whirlwind campaign, in which 
they have been arousing the interest of the manu- 
facturer to the possibilities of rural trade. The 
manufacturer and jobber were told that the farmer 
to-day demands the same luxuries and conveniences 
as his city cousin. 

Strange to say, the editors were not the orators 
of this novel campaign. The arguments were pre- 
sented by small-town merchants who sell directly 
to the farming trade. Much of the discussion cen- 
tered around the farmer and his use of the auto- 
mobile. The fact that the farmers, as a class, are 
among the heaviest purchasers of automobiles was 
cited as proof of their ability to pay for their 
luxuries. 


A Letter from a Western Hardware Dealer 


The above news item reached me at about the 
same time that I received the following letter from 
a Western hardware man who has made a success 
of selling automobile accessories to the farming 
trade: 

To the Man Behind the Counter: 

In response to your letter of recent date, I will 
say that the constantly growing demand for auto- 
mobile accessories is one that should not be over- 
looked by hardware stores. Many items of the 
regular stock, such as tools, pliers, etc., are in 
reality part of the accessory line. A very small 
additional outlay will enable a dealer to put up a 
very good showing of this nature. The line can 
then be gradually increased as calls for different 
items are made, and by this method there is very 
little accumulation of dead stock. The line is very 
profitable and is one that can be turned quickly. 

Hardware dealers should not overlook the fact 
that a large percentage of the farmers now have 
automobiles, either for pleasure or farm use, and 
that they are bound to be heavy buyers of auto- 
mobile accessories. 

In handling the farmers’ accessory business our 
firm makes a practice of paying the postage on 
all orders amounting to one dollar or more. We 
find that this materially increases sales in the 
farming districts and also helps business in other 
lines. 

The fastest aBine line is that of accessories for 


Ford cars. All the larger, higher priced cars are 
equipped with all the items needed for the time 
being, but smaller cars such as the Ford are not 
equipped with very many extras. Many factories 
are specializing on accessories for this type of car 
and there is a big field for sales. 

The accessory line should be pushed by using 
good window displays, and by circular and news- 
paper advertising. Postal cards with price lists 
also help to get the attention of the farmer. The 
mail-order houses are going after this business 
strong, but the dealer will find that goods they sell 
are not nationally advertised and that the prices 
are not cut very much. By the time a customer 
pays the delivery charges the article has cost him 
more than the dealer sells the same kind of item 
for at a good profit. If the dealer in his adver- 
tising impresses the fact that he carries high-class, 
first-quality goods with no seconds, he will have 
no difficulty in selling accessories to the country 
trade. 

The dealer should always give a personal guar- 
antee with the accessories he sells. The farmer will 
be better satisfied, and the factory will back up 
the guarantee. In closing I will state that we have 
found automobile accessories to be one of the best- 
paying lines in the store. 

: Yours very truly, 
C. B. HuNT. 


The newspaper item and the letter combined give 
some idea of the possibilities of the accessory busi- 
ness in farming communities. The year 1915 was 
one of banner crops and good prices. Farmers 
from Maine to Oregon have invested the profits 
from grain and alfalfa in automobiles. Some have 
purchased the bigger, higher priced cars, but the 
great majority have gone in for the festive flivver 
with its shortage of extras. This is the type of 
car owner that makes the great accessory prospect. 
The fellow with the new car wants to make it as 
attractive as possible. He wants to throw out a 
good impression, and there are dozens of ways in 
which the enterprising dealer can help him put 
it over. 

Getting Next to the Live Prospect 

Here is a partial list of suggestions for the owner 
of a new car: Electric equipment, shock absorbers, 
special springs, steering devices, stream-line radi- 
ator-hoods, warning signals, power pumps, emer- 
gency kits, special tools, vulcanizers, tire chains, 
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extra tires, speedometers, flashlights, tire patches, 
spark plugs, folding automobile seats, portable 
garages, lunch kits, camp outfits, folding cots and 
sporting goods. Then there is the regular line of 
necessities, such as oils, greases and gasoline. The 
thoroughly up-to-date merchant even sells the pros- 
pect a patent fire-extinguisher to aid him in cutting 
down his insurance premiums. 


Hints for the Vintage of 1914 


Unlike good whiskey, the automobile does not 
improve with age. It takes on rheumatism, spring- 
halt and lung trouble as the years go on. It re- 
quires the services of a surgeon as often as does 
the society belle. New tires, spark plugs, patches, 
new gears and a host of other things are needed 
to keep it on the active list. Sometimes it needs 
repainting and varnishing to keep it out of the 
has-been class. 

Somebody must furnish the medicine for the 
invalid automobile, and the hardware man is in the 
position to do the job to perfection. 


Get Your Share of the Billion 


According to the farm editors, the farmer has a 
little old billion dollars to spend for comfort and 
convenience. He either has the car or is in the 
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The butter and eggs of the future 
will ride to town on the cushions of a motor car, 
and there will be a trail of accessory profit in the 


market for one. 


wake of that car. We are facing one of the best 
accessory years in the history of the game. New 
cars will be plentiful and the old ones, like the poor, 
are always with us. If you haven’t got your net 
out for a part of that billion you are passing up 
a safe bet. You can bring the farmer in closer 
touch with your store and your methods. You 
can make him a better customer for the town and 
a better citizen for the community. : The auto- 
mobile accessory can be made a get-together medium 
for the city and the country. Just as the auto- 
mobile cuts down distances, so the accessory can 
be made to cut down the imaginary barrier between 
farmer and dealer. The profit is above that of the 
ordinary hardware line. The stock is clean, attrac- 
tive and easy to handle. What more can I say? 

It’s up to you to put in your bid for a part of 
that billion, and if you go at it in the right spirit 
you will soon be sporting a Buzz wagon of your 
cwn, paid for from the profits of the accessory 
line. 

Yours for the “billion dollar’ business, 


THE MAN BEHIND THE COUNTER. 








Brooklyn Hardware Dealers Meet 


Sih Brooklyn Hardware Dealers’ Association 
held its monthly meeting on Thursday evening, 
April 13. This was the first meeting after the 
annual election and the first at which the new 
officers appeared in their official capacities. Among 
the questions discussed was that of the annual out- 
ing. It was decided that as usual this outing 
should be made in automobiles and a committee was 
appointed to choose a suitable place for it. 

During the open discussion that followed the reg- 
ular business the question of figuring costs was 
brought up, which led to a lively discussion. It 
was suggested that two sides be formed and the 
matter be brought up for debate at the next meet- 
ing. One side which advocated searching for a 
more exact method of finding the cost of doing busi- 
ness was given the name of the “System Party,” 
and the other side, those men who took the oppo- 
site of this view, was dubbed “The Hit or Miss 
Party.” There is no doubt but that much can be 
said on this subject and the debate will doubtless 
bring to light much valuable information on this 
subject besides furnishing a lively evening’s enter- 
tainment. 

The co-operative advertising which has been 
planned for some time by this association is now 
under way. The first advertisement appeared in 
the Brooklyn Eagle April 21. A series of adver- 
tisements have been prepared to run well into the 
summer. It is a question of results now. 

Several of the members brought in lists of “stick- 
ers”—undesirable merchandise—which they were 
willing to dispose of at a low price to other mem- 
bers of the association who could find use for them. 
If the first efforts of the association in this line 
prove successful it is the intention of the members 
to follow more thoroughly this means of moving 
over stocks. 


THE NAME OF THE MIDGLEY TIRE & RuBBER Com- 
PANY, Lancaster, Ohio, has been changed to the Lan- 
caster Tire & Rubber Company, and the capital stock 
increased from $550,000 te $850,000. Extra equip- 
ment will be installed in its plant. 





Pittsburgh Preparing for Guests 


IRECTOR CHARLES 8S. HUBBARD, of the 
Department of Public Safety of the city of 
Pittsburgh, has a new wrinkle in making delegates 
to conventions held there feel at home during their 
stay in the Steel City. To the several hundred 
who are to attend the triple convention of the 
Southern Supply & Machinery Dealers’ Association, 
National Supply and Machinery Dealers’ Associa- 
tion, and American Supply & Machinery Manufac- 
turers’ Association, to be held in Pittsburgh on 
May 10, 11 and 12, and to those attending the 
gathering of the American Iron, Steel & Heavy 
Hardware Association, which meets May 24, 25 
and 26, he is issuing a special police card. This 
card entitles the holder to the courtesy of the police 
department. 
On the back of the card is printed: 


“This card entitles the holder to the 
privileges of the police department. But 
please be good even if you cannot be care- 
ful, as we do not wish to hear you say 
‘Good Morning Judge.’ ” 


The Pittsburgh Industrial Development Commis- 
sion is assisting in the entertainment of the dele- 
gates to the two conventions, both of which will 
be held in the new William Penn Hotel. Director 
Hubbard is a member of the American Supply and 
Machinery Manufacturers’ Association. 


THE AUBURN IGNITION Mrc. COMPANY, maker of 
spark plugs and valve lifters, Auburn, N. Y., has in- 
creased its capital stock from $25,000 to $60,000 in 
order to secure more efficient manufacturing facilities 
and working capital. Its output has steadily increased 
since the installation of the new management in 1913; 
and with this year, finds it necessary to expand. S. M. 
Kitchin is general manager; C. A. Franke, production 
manager, and H. G. Kitchin, sales manager. 


THE FRANKLIN AuTO & SuPPLY CoMPANY, St. Louis, 
Mo., has been’ incorporated with a capital stock of 
$15,000 by Sebastian Klein, George Grunewald, and 
others. 


























America’s 


Broadway 


A Few Comments Which Indicate that the Lincoln Highway 
Is Not a National Brain-Storm 
By C. H. HANDERSON 


to plank it down again on the busiest corner in 
America—let us say at the corner of Broadway 
and Forty-second Street—would you object? Well, 
hardly. Probably you’d think of that old saw about 


ig someone came along and lifted up your store 





Looking a gift horse in the mouth 


looking a gift horse in the molars and then you’d 
hire a battalion of extra clerks and begin to get 
down about 9 a. m. instead of 7 a.m. 

“But all that is impossible,” you say. “The days 
of miracles are gone.” But are they? Perhaps 
our stores are immovable, but the streams of traffic 
upon which we depend for our business life are as 
flexible as Dad’s old willow wand, with which we 
were all painfully familiar. Out in Illinois there 
is a thriving hardware store to-day catering to 
thousands of open-pursed transients. Two years 
ago it was a straggling little local shop. The story 
of this transformation is a story of traffic—traffic 
along the Lincoln Highway. 

Of course you know all about this Lincoln High- 
way—everybody does—but have you realized that 
its possibilities for you are no myth and that your 
attitude toward it to-day will dictate the profit you 
may expect from it to-morrow? We know only too 
well that every day or two someone jumps up on 
the steeple of the meeting house and wants you to 
contribute a trifle to some fund for indigent Pull- 
man porters or a home for cataleptic felines. Yes, 
indeed, your loose-change pocket is all worn and 
frazzled from much reaching in and shelling out. 
So, perhaps, it is no wonder that you have hastily 
put down the Lincoln Highway as but another 
national brain-storm. There are, however, a couple 
of quarts of facts in our inkwell, one or two of 
which we'll spill here, hoping that you will recog- 
nize the possibilities latent in this highway and 
will come to regard it as—not a flag-waving bit of 
hysteria—but a mighty good business proposition 
for you. 

Last year there were but a frenzied few who 
cared to foreshorten their earthly troubles via the 
trip-to-Europe route. As a result of their diffi- 
dence, the two or three hundred million dollars 
which we annually distribute among the garcons of 
Europe threatened to mildew in the family sock. 
In addition to this stupendous sum, an equal amount 
fell from the plumes of war into the laps of Amer- 
ica’s fortunates and for the moment it looked very 
much as though there might be no place to spend 
this six hundred millions. The situation was most 
embarrassing. 


Then someone suggested automobile touring dear 
old U. S. A. to see if the Indians were really as 
fierce as Remington painted them. The idea took 
like wild-fire. The Riviera went bankrupt. Baden 
and all the rest of them closed their doors, turning 
a flood tide of pleasure seekers across our country, 
most of them in automobiles for part or all of the 
journey. 

Immediately the Lincoln Highway, replete with 
scenic wonders, became the main artery of all this 
transcontinental and interstate traffic. America 
was discovered and re-discovered by our wondering 
citizens, who marveled that the Alps had nothing 
on the Rockies, that Italy’s blue sky and spaghetti 
were so accurately duplicated in San Francisco—in 
short, that our own despised U. S. A. was really 
quite a marvelous place in which to play. 

And so the word passed down the line and the 
crowd increased. Along the highways and byways 
they flowed and will continue to flow in ever-increas- 
ing streams as the wonders of America become more 
thoroughly advertised. Last year traffic increased 
600 per cent along the Lincoln Highway and the 
money formerly lavished on the slums of Paris 
rolled into the pockets of astonished American 
hotel keepers, garages and accessory stores along 
the route. 
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Witness that this transition took place but 
two years after the birth of this Lincoln Highway. 
Another two years will see another 600 per cent 
added to its golden cargo. As the remaining links 
of its 3384 miles are completed, it will become one 
immense joy ride from Broadway to the Golden 
Gate lined with thriving shops of every description. 

Even to-day over its smooth surface are spinning 
thousands of machines, each one scattering a thin 
veneer of gold and silver in its wake. The route 
followed by the Forty-niners is even now dotted 
with the stores of foresighted business men, who 
are preparing to tap a greater source of wealth 
than those old Forty-niners ever dreamed existed— 
the capacious pockets of the traveling public. 

The Lincoln Highway is the logical Mecca of 
every automobile tourist and its popularity will 
increase year by year as its wonders become better 
known. It is the most picturesque, historic and 
scenic route on the continent. In its short three 
years of life it has changed from an uncharted 
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dream to a reality, marked everywhere with sign 
posts of prosperity. 

Men of means have seen its mighty possibilities 
and have unselfishly given of their goods to further 
this great national memorial playground. Auto- 


[the Lincoln. 
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The route followed by the Forty-niners is even now 

dotted with the stores of foresighted business men who 

are preparing to tap a greater source of wealth than 

those old Forty-niners ever dreamed existed—the capa- 
cious pockets of the traveling public 


mobile clubs and individuals, manufacturers and 
storekeepers have all contributed to the better 
building of its roads. All this has been done be- 
cause it represents a great national movement for 
good roads, because it forms a great national artery 
of commerce toward which good roads from every 
nook and cranny in the country will soon trickle 
with their streams of travelers, pleasure seekers 
and farmers—all laden with a golden harvest for 
the storekeeper. 

The Lincoln Highway deserves your support and 
your closest interest, regardless of your location, 
for it typifies this national movement for good 
roads which will benefit all classes indiscriminately. 
To our farmer friends, for instance, universal good 
roads will be a mighty boon. Because of poor roads 
these same farmers to-day lose each year enough 
to build three Lincoln Highways; but with good 
roads streaking out in all directions, the farmer’s 
transportation problem will be solved and his pres- 
ent loss will become a gain—a gain which he will 
distribute among all shopkeepers. With the Lin- 
coln Highway setting the pace, each little by-path 
will, in time, become a miniature Lincoln Highway 
in itself, and each will contribute its share toward 
the saving of the great economic loss caused by 
poor roads. 
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Proximity to the Lincoln Highway transforms 
your store from the back alley to the greatest 


Broadway in America. To your door it brings a 
great opportunity. This coming summer thousands 
on thousands of modern pioneers will chug across 
the continent laden with the wanderlust and the 
desire to see and spend magnificently. They will 
be buying gasoline, tires, tubes, chains and a host 
of kindred accessories from someone, for these mod- 
ern pioneers are no pikers, neither are they brake- 
beam riders. They are out for a good time—cost 
be hanged! The intoxication of air, speed and 
America’s new-found playground will be in their 
blood and the glint of gold and the jingle of silver 
will be swirling in their wake. Yes, they will need 
supplies and accessories in car-load lots, and they 
will get them along the route, whether the route be 
the Lincoln Highway or its tributary roads. 

This is no hectic dream of a future Heaven, but 
a present prophecy of opportunity awaiting the 
hardware dealer who will heed the message. The 
Lincoln Highway means good roads nationally. 
Good roads mean automobiles, and automobiles mean 
the sale of supplies. Those first on the ground will 
easily establish a reputation. Their stores will be 
sought out by these tourists, just as now you seek 
out the hotel recommended to you by a friend. 
Wanamaker’s prestige and Tiffany’s is largely be- 
cause they were there first and cashed in on the 
opportunity created by their priority. Year by year 
the stream of across-continental traffic will be swell- 
ing. From the county seats and towns along the 
route will arise a cloud of dust—with a silver lining 
for the dealer in automobile supplies and accessories. 

So why wait until some other fellow establishes 
himself in the hearts of these tourists and forces 
you to a stern chase for popularity? Start to-day 
to profit from the opportunities of to-morrow! 
Write to the Lincoln Highway Association in De- 
troit and become a member of this association and 
wear its badge upon your machine. Push the cause 
along another notch, for it’s your cause. 

I would rather have an attractive and well-stocked 
hardware store on or near to the Lincoln Highway, 
ready to serve its human freight with every touring 
need and luxury, than 90 per cent of the gold mine 
stock in America—because the pay dirt in the 
former is surely there for you men who will take 
the trouble to dig along the route of the greatest of © 
all America’s Broadways. 
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A window display that tells a big story with a few words and about the same number of accessories 
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Hardware Wholesalers and Large Dealers Now 
Automobile Accessories 


Arkansas & Mississippi Hdw. Co., Helena, Ark. 


Briggs Hdw. Co., 

Feltus Bros. Hardware, 
Salt Lake Hardware Co., 
Marshall-Wells Hdw. Co. 
Talbot Brooks & Ayer, 
Bonebrake Hdw. & Impl. Co., 
Marshall-Wells Hdw. Ce., 
C. Isaacson Co., 

Boyce Hdw. Co., 

Morse Hdw. Co., 

Nelson Hdw. Co., 
Robertson Hdw. & Steel Co., 
Garnett Corry Hdw. Co., 
Strevell-Patterson Hdw. Co., 
Chester Hdw. Co., 

Hibbs Hdw. Co., 

Wood Peck Hdw. Co., 
Bock-Walker Co., 
Sherwood Hall Co., 

Tissin Hdw. Co., 

Long Levin Hdw. Co., 
Warner Hardware Co., 
Hudson & Thurber Co., 
Kelley-How Thomson Co.,. 
S. B. Luttrell & Co., 

Chas. Weiland, Inc., 
Smith Bros. Hdw. Co. 

Cc. D. Franks & Co., Inc., 
Springfield Hdw. Co., 
Jellico Hdw. Co., 

Samuel Hill Hdw. Co., 
Galey Hdw. Co., 
Blalock-Allen Hdw. Co., 
Herrica Hdw. Co., 

Tips Hdw. Co., 

Yakima Hdw. Co., 
Piedmont Hdw. Co., 
Wardwell Hdw. Co., Inc., 
Harris Hdw. Co., 

Canton Hdw. Co., 

McGee Ross Hdw. Co., 
The Ballard Ford Hdw. Co., 
Beeford Bros., 


Snell Grocery & Hdw. Co., Inc., 


Union Hdw. Co., 

Sullivan Hdw. Co., 

H. J. Heiser & Co., 

S. T. & G. A. Gebhart Co., 
Wagner Hdw. Co., 

Gray & Dudley Hdw. Co., 
Summers Buett Hdw. Co., 
Cc. M. McClung & Co., 
Price Hdw. Co., Inc., 
King Hdw. Co., 

Sheffield Co., 
Brown-Camp Hdw. Co., 
Bunting-Stone Hdw. Co., 
Tenk Hdw. Co., 

Erb Hdw. Co., 

Imperial Valley Hdw. Co., 
Sanner Hdw. Co., Inc., 
Reilly Bros. & Raub, 
Congdon & Carpenter Co., 
Logan-Gregg Hdw. Co., 
The Smenisky, 

Beard. Campbell Co., 

L. Q. Wierne & Co., 

L. S. Knoek & Co,, 
Fitchburg Hdw. Co., 

Ben Williamson & Co., 
Empkie Shugart Hill Co., 
Frank Colladay Hdw. Co., 
Van Camp Hdw. Iron Co., 
Holder Hdw. Co., 

Haynes Hdw. Co., 

Spinks Hdw. Co., 

Sieg Iron Co., 

Sickels & Preston Co., 


Cariton Hdw. Co., 
Helena Hdw. Co., Inc. 


Western Heavy Haw. & Iron Co., 


Simmons Hdw. Co., 

W. J. Pettee & Co. 

Hackett, Gates, Herty Co., 
Game dw. LA 


Geo. Tritch Hdw 
w. J. Holliday & Co., 
Henkle & Joyce Hdw. Co., 


Neosho, Mo. 
Natches, Miss. 

Salt Lake City, Utah. 
Seattle, Wash. 
Portland, Me. 

El Reno, Okla. 
Portland, Ore. 
Aberdeen, Wash. 
Wellsville, N. Y. 
Bellingham, Wash. 
Roanoke, Va. 
Portland, Ore. 
Medford, Ore. 

Salt Lake City, Utah. 
Chester, S. C. 
Portsmouth, Ohio. 
Newburgh, N, Y. 
Battle Creek, Mich. 
Grand Rapids, Mich. 
Selma, Ala. 
Bessemer, Ala. 
Minneapolis, Minn. 
Minneapolis, Minn. 
Duluth, Minn. 
Knoxville, Tenn. 
New York, N. Y. 
Columbus, Ohio. 
Charleston, 8S. C. 
Springfield, Ohio. 
Jellico, Tenn. 
Prescott, Ariz. 
Chester, Pa. 
Wadesboro, N. C. 
Waco, Texas. 

San Antonio, Tex. 
North Yakima, Wash. 
Danville, Val. 
Rome, N. Y. 
Washington, N. C. 
Canton, Ohio. 
Jackson, Tenn. 


Washington C. H., Ohio. 


Nashville, Tenn. 
Harrisonburg, Va. 
Marietta, Ohio. 
Anderson, S. C. 
Mahanoy City, Pa. 
Dayton, O. 
Mansfield, Ohio. 
Nashville, Tenn. 
Johnson City, Tenn. 
Knoxville, Tenn. 
Pulaski, Va. 
Atlanta, Ga. 
Americus, Ga. 

Des Moines, Iowa. 
Kansas City, Mo. 
Quincy, IIL 
Lewiston, Idaho. 
Holtville, Cal. 
Tremont, Pa. 
Lancaster, Pa. | 
Providence, R. I. 
Pittsburgh, Pa. 
New Haven, Conn. 
Port Huron, Mich. 
Kingston, N. Y. 
Hartford, Conn. 
Fitchburg, Mass. 
Ashland, Ky. 
Council Bluffs, lowa. 
Hutchinson, Kan. 
Indianapolis, Ind. 
Bloomington, Il. 
Emporia, Kan. 

La Grange, Ga. 
Davenport, Iowa. 
Davenport, Iowa. 


Cal. 
Philadelphia, Pa. 
Oklah 


= Ce es 
tie og Ind. 
Lincoln, Neb. 


Tawnestt Hardware Co., 
Burlingame & Darbys Co., 
Williams Hdw. Co., 
Brawlitt Hdw. Co., 
Strong Hdw. Co., 

F. I. Webster Co., 

Sam’l Berman, Inc., 

F. P. May Hdw. Co., 
Hanscom Hdw. Co., 

J. Russell & Co., 

Monroe Hdw. Co., 
Boetticker & Kellogg Co., 
Watt & Holmes Hdw. Co., 
P. P. Rowan Co., Ltd., 
Watt & Holmes Hdw. Co., 
Gambler Hdw. Co., 


Duchester & Rose, 


Richards & Conover Hdw. Co., 


Roehm & Davison, 
Sickels-Loder Co., 

Woodward Co., 

Chas. H. Turner, 
Moesinger-Marquis Hdw. Co., 
Rice & Miller Co., 

Belknap Hdw. & Mfg. Co., 


Elgin Saddlery & Harness Co., 


Cummings & Emerson, 
Merritt Hoed Co., 

Methvin Hdw. Co., 

T. McCleland Hdw. Co., 
Beck & Corbit Iron Co., 
Duncan & Goodell Co., 

E. D. Kimball & Co., 

T. Hawley & Co., Inc., 
Chapman & Brooks Co., 
Louis Hartig, 

Dorman & Smyth Hdw. Co., 
Bigelow & Dowse Co., 
Graves Hdw. Co., 

Jos. F. McCoy Co., 
Morehouse & Wells Co., 
Martin Hdw. Co., 

Park Hdw. Co., 

M. P. Myers Co., 

R. A. Penick & Son, 
Bostwick-Braun Co., 

Emil L. Hirsch, 

Gregg Hdw. Co., 

E. Scott Payne Co., 

Clark Hardware Co., 
Wilson Hdw. Co., 

Griswold Sohl Co., 

Robison Heavy Hdw. Co., 
Fry-Phipps Co., 

Geller Ward Hosur Hdw. Co., 
Copher Hdw. Co., 

E. P. Sanderson Co., 
Sullivan-Markley Hdw. Co., 
Gadsden Hdw. & S. Co., 
Rogers & Baldwin Hdw. Co., 
Lilly & Stalnaker, 
Buhrman Pharr Hdw. Co., 
Fox Bros. Hdw. Co., 
Palmun Hdw. Co., 
Robinson Bros. & Co., 
Marion Hdw. Co., 

Orr Iron Co., 

Lawson Hdw. Co., 
McGowin Lyons H. & 8S. Co., 
Atkinson Williams Hdw. Co., 
Newburys Hdw. Co., 

Welch Wholesale Hdw. Co., 


- J. W. Murcheson & Co., 


W. T. Martin Hdw. Co., 
Interstate Hdw. & Supply Co., 
Grant Hasson Hdw. Co., 
Prusin Hdw. Co., 

W. J. O’Neil Co., 
Klostermeier Bros. Hdw. Co., 
O’Donnell-Barrows Co., 
McCormick Saeltzer Co., 

ae ada Hdw. Co., 


Rogers * ler 
Miller Haw. Co., 
Love Montgomery & Co., 
Steinman Hdw 
ttuck George Iron Co., 
issoula More Co. 
Watt & Holmes Hdw. Co. be 


Hardware Age 


Handling 


Muskegon, Mich. 
North Adams, Mass. 
Minneapolis, Minn. 
Corinth, Miss. 
Burlington, Vt. 
Turner Falls, Mass. 
Boston, Mass. 
Washington, D. C. 
Haverhill, Mass. 
Holyoke, Mass. 
Monroe, La. 
Evansville, Ind. 
Cordele, Ga. 
New Orleans, La. 
Fitzgerald, Ga. 
Wetumpka and Alexander 
City, Ala. 
Geneva, N. Y. 
Kansas City, Mo. 
Detroit, Mich. 
New York, N. Y. 
Albany, N. Y. 
Albany, N. Y. 
Clinton, lowa. 
Bangor, Maine. 
Louisville, Ky. 
Elgin, II. 
Peoria, Ill. 
Macon, Ga. 
Columbus, Ga. 
Jackson, Miss. 
St. Louis, Mo. 
Worcester, Mass. 
Chicago, IIl. 
Bridgeport, Conn. 
Springfield, Mass. 
Washington, D. C. 
Salisbury, Md. 
Boston, Mass. 
Springfield, Mass. 
New York, N. Y. 
Decatur, IIl. 
Mansfield, Ohio. 
Warren, Ohio. 
Plattsburg, N. Y. 
South Boston, Va. 
Toledo, Ohio. 
Guthrie, Okla. 
Detroit, Mich. 
Baltimore, Md. 
Jamestown, N. Y. 
Wilmington, Del. 
Columbus, Ohio. 
St. Joseph, Mo. 
Boston, Mass. 
St. Louis, Mo. 
Minneapolis, Minn. 
Boston, Mass. 
Greenville, S. C. 
Gadsden, Ala. 
Springfield, Mo. 
Indianapolis, Ind. 
Texarkana, Ark.-Tex. 
Pine Bluff, Ark. 
Gainesville, Ga. 
Louisville, Ky. 
Ocala, Fla. 
Evansville, Ind. 
Newburgh, N. Y. 
Mobile, Ala. 
Ft. Smith, Ark. 
Alliance, Neb. 
Clinton, Okla. 
Wilmington, N. C. 
Charlotteville, Va. 
Bristol-Tenn., Va. 
Morristown, Tenn. 
Ft. Dodge, Iowa. 
Fresno, Cal. 
Atchison, Kan. 
Washington, Ind. 
Redding, Cal. 


Wilmington, Del. 
Philadelphia, Pa. 
Huntington, Pa. 
Pittsburgh, Pa. 
Lancaster, Pa. 
Wichita, Kan. 
Missoula, Mont. 
Ocilla, Ga. 
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Ruston Hdw. & Furn. Co., 


Roberst Denahue Iron & Hdw. Co., 


L. H. Kurtz Co., 
Meehauser Bros. Co., 
Rock Island Hdw. Co., 
Louis Haussen’s Sons, 

Cc. E. Armstrong & Sons, 
S. B. Hubbard Co., 
Petoskey Hdw. 


Co. 
Edwards & Chamberlin Hdw. Co., 


Simmons Hdw. Co., 

A. Tredway & Sons Hdw. Co., 
Laun & Carter Hdw. Co. 
Williams Hdw. 


Co. 
Hibbard, Spencer, Bartlett & Co., 


W. E. Pruden Hdw. Co., 
Sibley Hdw. Co., 

Melton Hdw. Co., 

Lee Richardson & Co., 
Henry Keidel & Co., 

R. D. Cone Co., 

Jennison Hdw. Co. 
Barker, Rose & Clinton Co., 
Guise Mann Hdw. Co., 
Sherrill Bros. Hdw. Co., 
Janney Sample Hdw. Co., 


Feeltore, Mehring & Hauser Co., 


a Se & "Co. 

= Thompson, 
Hibaor Hoover Hdw. Co.., 
James C. Lindsay Hdw. Co., 
White Hdw. Co., 
Mitchell Powers Hdw. Co., 
Union Hdw. Co. 
American Hdw. '& Supply Co., 
Hoff & Bro., Inc., 
Larson Hdw. Co., 
Russell Hdw. Co., 
Burhans & Black, Inc., 
Cc. Leonard Hdw. Co., 
Barker-Jennings Hdw. Co. 
Odell Hdw. Co. 
ah Hunt Collister Co., 

& S. Small Co., 
Michiean Hdw. Co., 
Petersburg Hdw. Co., 
Kalispell Mercantile Co., 
W. W. Welliver, 

Bolcker & Loomis Hdw. Co., 
Herr Co., 

Packard Hdw. Co., 

Guest & Co. 

Treat Hdw. "& Supply Co., 
Brown-Wales — : 

Peirson Hdw. 

W. P. Dickey & “Go. 

Babcock, Kinds & Underwood, 
Decatur & Hopkins Co., 
Chandler & Farquhar Co., 

L. W. Gimby Co., 

Pruton Bros., 

Robinson Hdw. Co., 


Ruston, La. 
Burlington, Iowa. 
Des Moines, Iowa. 
Galena, Ill. 

Rock Island, Il. 
Davenport, Ta. 
Clinton, lowa. 
Jacksonville, Fla. 
Petosky, Mic 
Kalamazoo, “Mich. 
St. Louis, Mo. 
Dubuque, Iowa. 
Aberdeen, Miss. 
Streator, Il. 
Chicago, Ill. 

New York, N. Y. 
South Bend, Ind. 
Meridian, Miss. 
Vicksburg, Miss. 
Baltimore, Md. 
Winona, Minn. 
Bay City, Mich. 
Elmira, N. Y. 
Greenville, Miss. 
Athens, Ala. 
Minneapolis, Minn. 
York, Pa. 
Williamsport, Pa. 
Pottsville, Pa. 

De Bois, Pa. 
Pittsburgh, Pa. 
Wilkes-Barre, Pa. 
Bristol-Tenn., Va. 
Union, S. C. 
Pittsburgh, Pa. 
Reading, Pa, 
Sioux Falls, S. D. 
McAlester, Okla. 
Syracuse, N. Y. 
Petersburg, Va. 
Lynchburg, Va. 
Greensboro, N. C. 
Cleveland, Ohio. 
York, 


Pa 
Grand Rapids, Mich. 


Petersburg, Va. 
Kalispell, Mont. 
Danville, Pa. 
Providence, R. I. 
Lancaster, Pa. 
Greenville, Pa. 
New London, Conn. 
Lawrence, Mass. 
Boston, Mass. 
Pittsfield, Mass. 
Bangor, Me. 
Binghamton, N. Y. 
Boston, Mass. 
Boston, Mass. 
Salisbury, Md. 
Norwich, Conn. 
Lawrence, Mass. 


Butts & Ordway Co., 
Albany Hdw. & Iron Co., 
Beals & Co., 
Treman King & Co., 
Smith & Hemenway Co., Inc., 
R. W. Norris & Sons, 
W. A. Gunther = Sons, 
Stevens Hdw. Co., 
D. R. McAuteur Haw. Co., 
Nicels Dean Gregg, 
Schlafer Hdw. Co. 
Reed Motor Supply Co., 
i Hdw. Co., 

B. Roby Co., 
Farwell Ozmun, Kirk & Co., 
Wyeth Hdw. & Mfg. Co., 
Buhl Sons Co., 
Kelley Hdw. Co. 
Smith Bros. Haw. Co., 
Cc. B. Rouss, 
Slige Iron Store Co., 
J. Woodring & Co.., 
Jordan Hdw. Co., 
Bonnewell Calvin Iron Co., 
E. K. Morris & Co., 
Morley Bros., 
N. B. Handy Co., 
Armentrout & Sons, 
Anaconda Copper Mining Co., 
©. F. Hamblen, 
Waterhouse & Lister Co., 
Minneapolis Iron Store Co., 
Brown-Wales Co., 
Kalispell Mercantile Co., 
FEF. Hersh Hdw. Co., 
Clearfield Hdw. Co., 
Supplee-Biddle Hdw. Co., 
Jos. Woodwell Co., 
Gibreath — Co., 
Seligman 


Lockwood po er Huery Co., 


Bright & Co., 

J. M. Warren Co., 
Hagar Hdw. & Paint Co., 
W. C. Landen & Co., 
Geo. Worthington Co., 
H. W. Mills & Co., 

Jos. Schwartz Co., Ltd., 
W. S. Cox, Inc., 

Knopp & — Ci. 
Lee Hdw. 

W. A. L. 0 Hdw. Co., 
Montana Hdw. Co., 
Baird Hdw. Co., 

Haw Hdw. Co. 

A. J. Harwi Haw. Co., 
Stambaugh Thompson Co., 
Hardware & Supply Co., 
Gray Bros., 

Acme Nail ‘& Supply Co., 
Montgomery & Crawford, 
L. J. Kingsley Co., 
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Boston, Mass. 
Albany,  o 
Buffalo, N. Y. 
Ithaca, N. Y. 

New York, N. Y. 
Baltimore, Md. 
Owensboro, Ky. 
Dublin, Ga. 

Greely, Ohio. 

St. Paul, Minn. 
Appleton, Wis. 

St. Paul, Mirin. 
Escanaba, Mich. 
Rochester, ie 
St. Paul, Minn. 

St. Joseph, Mo. 
Detroit, Mich. 
Duluth, Minn. 
Columbus, Ohio. 
New York, ies Es 
St. Louis, ‘Mo. 
Hazleton, Pa. 
Willimantic, — 
Kansas City, M 
Cincinnati, Ohio, 
Saginaw, Mich. 
Lynchburg, Va. 
Washington, D. C. 
Butte, Mont. 

St. Augustine, Fla. 
San Francisco, Cal. 
Minneapolis, Minn. 
Boston, Mass. 
Kalispell, Mont. 
Allentown, Pa. 
Clearfield, Pa. 
Philadelphia, Pa. rte 
Pittsburgh, Pa. 
Greenville, S. C. 
Tamaqua, Pa. 

Cleveland, Ohio. 
Reading, Pa. 

Troy, 

Burlington. Vt. 

Rutland, Vt. 

Cleveland, Ohio. 
Paterson, N. J. 

New Orleans, La. 

Silver City, N ’ 

Sioux City, Iowa. 

Salina, Kan, 

Topeka, Kan. 

Lewiston, Mont. 
Gainsville, Fla. 

Ottumwa, Iowa. 
Atchison, Kan. 
Youngstown, Ohio. 

Akron, Ohio. 

Cleveland, Ohio, 
Cleveland, Ohio. 
Spartansburg, S. C. 
Binghamton, N. Y. 
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Hardware Wholesalers and Large Dealers Who Will Add Automo- 
bile Accessories in 1916 


The Sioux City Iron Co., 
Failing-McCalman Co., 
J. E. Haseltine Co., 

H. S. Bettes Hdw. Co., 
Keith-Simmons & Co. 
Sweet Teller Hdw. Co., 
Cutler Hardware Co., 
Magill Hardware Co., 


Dillard Crawley ‘Haw. Co., 
Clark Witbeck Co., 

Agill Bros. & Co.,. 

N. Jacobi Hdw. Co., 
Heavy Hardware Co., 
Champlin Hdw. Co., 

The Morton Petitt Co. - 
Southern Hdw. Co., 
Donahue Hdw. Co., 
Merrell Co., 

Hollowell & Wise Co., 
Richmond Hdw. Co., 
Greensboro Hdw. Co., 
Danville Hdw. Co., 
Cramer-Thomas Co., 

Cc. Y. Schelly & Bro., 
Belis & Mott Co. 
Underhill Climb & Co., 

W. W. Conde Hardware Co., 
Hartman Hdw. Co., 

C. Dreisbach’s Sons, 
Stitchter Hdw. Co., 

Bard Hdw. Co. 

Barker Chodsey & Co., 

M. S. Young & Co., 
Eastern Penn. Supply Co., 
The W. E. Barrett Co., 

Cc. Morgan’s Sons, 

W. H. Goodfellow’s Sons. 
The Schwodinger Marr Co., 
Tampa Hardware Co., 
Thomson-Digges Co. 


Sioux City, Ia. 
Portland, Ore. 
Portland, Ore. 
Paris, Tex. 
Nashville, Tenn. 
Boise, Idaho. 
Waterloo, lowa. 
Chattanooga, Tenn. 
Jackson, Ohio. 
Lexington, Va. 
Columbus, Ohio. 
Blackstone, Va. 
Schenectady, N. Y. 
Memphis, Tenn. 
Wilmington, N. C. 
Toledo, Ohio. 
Enid, Okla. 
Cleveland, Ohio. 
Charlotte, N. C. 
Sandusky. Ohio. 
Toledo, Ohio. 
Penn Yan, N. Y. 
Richmond, Va. 
Greensboro, PP Cc 
Danville, 





No. Tonawanda, a 


Allentown, Pa. 
Oneida, » 
New York, N. Y. 
Watertown, N. Y. 
McKeesport, Pa. 
Lewisbure. Pa. 
Reading, Pa. 
Reading, Pa. 
Providence, R. I. 
Allentown, Pa. 
Wilkes Barre, Pa. 
Providence, R. I. 
Wilkes- Barre, Pa. 
Altoona, 
Columbus. Ohio. 
Tampa, a. 
Sacramento, Cal. 


Dunham Carrigan & om Co., a Francisco, Cal. 


Pacific Hdw. 


Francisco, Cal. 


a 
ng he Falls sag & Sanoty Co., age N. 
Sa 


Heyman Weil Co. 
Pacific Hdw. & Steel Co. “" 
Talbot & Hubbard, Inc., 
Massey Iron Co., 
Maxwell Hdw. Co. 

J. N. Martinick Hdw. Co., 
A. Weber Co., 


Y. 

n Francisco. Cal. 
Los Angeles, Cal. 
Phoenix, Ariz. 
Wichita, Kan. 
Oakland, Cal. 
Cedar Rapids, Ia. 
Keokuk, Iowa. 


The Saiter-Morgan Co., 
W. K. Morison & Co., 
Crancer Hdw. Co., 
Jenson King Byrd Co., 
Fuqua Hdw. Co., Ltd., 
y a ag Hdw. Co. 
Hotler Hdw. Co., 
> Hdw. Co., 
Velde Roelfs & Co., 
P. A. Blackwell _- Co., 
Peoples Hdw. 
ee ag A. Hall “Haw. Co., 
» fs Harris, aes 
Philips Hdw. Co. 
Nixon Smith Hdw. Co., 


J. E. & W. P. Roberts Haw. Co., 


Louis Hoffman Hdw. Co., 
Harper & McIntire Co., 
Delton Hdw. Co. 

Negen Copeland "Haw. Co. es 


bh e *Y & Thomas Hdw. Co., 


. C. Schlatter & Co., 

H. McGrath Hdw. Co. 8 
Darley & King Hdw. Co., 
Marion Hdw. Co. 

Muskogee ee Co., 

Speer Hdw. 

Dowiing-Schuits Hdw. Co., 

Barrett Hdw. Co., 

Jones Hdw. Co. 

fag Blodgett & ‘Clapp Co., 
E. Swift & Co., 

AE Lyon Hdw. Co. 

Phillips Harbrugh Haw. Co., 

Northern Hdw. & Supply Co., 

Bicity Hdw. Co., 

Stillwater Hdw. Co., 

J. W. Mast, 

Cc. R. Summers, 

Ben. J. Schuster, 

Boyce Hdw. 


Vincennes, Ind. 
Minneapolis, Minn. 
Leavensworth, Kan. 
Spokane, Wash. 
Baton Rouge, La. 
Minneapolia. ‘Minn. 
Helena, Mont. 
Butte, "Mont. 
Pekin, III. 
Henderson, Ky. 
Savannah, Ga. 
Urbana, Il. 
Americus, Ga. 
Columbus, Ga. 
Rome, Ga. 
Valdosta, Ga. 
Vicksburg, Miss. 
Ottumwa, Iowa. 
Denver, Colo, 
Attalla, Ala. 
Birmingham, Ala, 
Ft. Wayne, Ind. 
Hastings, Nebr. 
Florence, Ala, 
Marion, Ind. 
Muskogee, Okla. 
Fort Smith, Ark. 


] 

I 

Joliet, TIL 

Richmogd, Ind. 

Hart , Conn. 

pte Be Mich. 

tattle Rock. Ark. 
ika, Al 


a. 
Menominee Mich. 
roe A City Mich. 
Sti wae, Minn. 


Little Rock, Ark. 
Selma. A Ala. 





Co. . 
Smith-Wadsworth Hdw. Co., Inc., Charlotte, N. C. 


C. A. Lundquist & Co. 
Weed & Co., 95 Swan St., 

E. P. Foss Co.. 

J. E. Sawyer & Co., 

Peter E. Buck & Sons, 
ee >. 

The Chas. C. Lewis Co., 
Von Thaden & faewex. Inc., 


N. H. Bragg & Sons Bango 
E. A. Hikok Aibarty’ & Haser St., Worcester, 


Fueric Hdw. Co., 


mestown, N. Y. 
Duffels N. Y. 
Boston. Mass. 
Glens Falis, N. Y. 
Ashland. Pa. 
Pittsfield, Mass. 
Snrinefield, Mass. 
New bangs Ne ¥. 
Maine. 
Mass. 





Montgomery, Ala. 
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Possibilities and Probabilities of 
Automobile Accessories 


T is estimated that the automobile output 
| of the United States for 1916 will be 
1,400,000 cars. This is double the 1915 
production. Shipments for February aggre- 
guted 21,502 carloads, compared with 11,973 
in February, 1915. 

The automobile factories are enjoying a 
prosperity infinitely greater than the depres- 
sion which assailed them three or four years 
ago. They are filling large export orders to 
European belligerents, but the immense in- 
crease in motor car business is by no means 
due to that demand alone. Domestic business 
is also increasing rapidly despite the enor- 
mous fuel advances, which are exhaustively 
treated in the Gasoline Review in this issue 
of HARDWARE AGE. 

No class of merchants in America is more 
keenly interested in the unprecedented in- 
crease in the use of motor vehicles than those 
engaged in the hardware business. Many 
dealers are active distributers for automo- 
biles in their districts, and many others are 
representing motor-cycle, motor-boat or gaso- 
line-engine manufacturers. The great domi- 
nating influence of gasoline power, however, 
reflects itself in the accessory department of 
the modern hardware store. 

Five years ago automobile accessories de- 
partments in hardware establishments were 
the high marks that designated unusually 
progressive stores. Five years ago only a 
small number of hardware wholesalers were 
prominently featuring automobile accessories 
in their catalogs. HARDWARE AGE takes no 
small pride in the fact that this business pub- 
lication started the first regular automobile 
accessory department in a hardware paper, 
and the most sincere compliment paid to that 
progressive action is the accessory depart- 
ments in practically every one of its esteemed 
contemporaries. 

The enormous increase in the number of 
retail hardware merchants who are putting 
the push and energy of their trained selling 
forces into this branch of the hardware busi- 
ness is but a reflection of the ever-increasing 
number of splendidly assorted accessory 
stocks.in wholesale hardware houses. 

The map on the page opposite this editorial 
is a bird’s-eye view of automobile accessory 
prospects fur the hardware merchants of the 
United States. The population, the number 
of hardware dealers and the number of auto- 
mobile licenses are designated on each State. 

Connecticut has a population of 1,244,479. 
It has-169 hardware dealers, and at present 
the State has issued 38,950 automobile li- 
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censes. This gives each hardware merchant 
230 resident car owners as direct prospects 
for accessories, besides the owners of hun- 
dreds of transient cars which pass through 
this well-toured State every season. 

New York State has 141 automobile licenses 
to a hardware dealer, California 175 licensed 
cars to a hardware dealer, and so on through 
the interesting list. 

Hardware merchants in the smaller towns 
have always been big distributers of wagons, 
buggies and harness, and when business in 
these old lines began to go backward the 
dealers naturally looked for a new line to re- 
place the lost business. Automobile accesso- 
ries have filled the bill. 

This great issue of HARDWARE AGE, de- 
voted almost exclusively to automobile ac- 
cessories, is an evidence of the activity in the 
line. Manufacturers of automobile accesso- 
ries who are liberal advertisers say that their 
advertisements in HARDWARE AGE are bring- 
ing them a larger percentage of inquiries for 
dollars spent than their advertisements in the 
automobile papers. This must mean just one 
thing, that hardware stores are evidencing 
their superior ability as distributers. The 
manufacturers state further that more in- 
quiries for initial stocks come from hardware 
dealers than from any other source. This 
shows new life in which manufacturers are 
vitally interested, and one after another lead- 
ing makers of automobile accessories are 
turning their advertising campaigns toward 
hardware merchants, recognizing them as the 
choice of distributers. 

In every mail that comes to HARDWARE AGE 
are letters from hardware people who are in- 
terested in this line. Some few manufac- 
turers and wholesalers believe it is necessary 
to invest a thousand dollars or more in an 
initial stock. The great majority of the suc- 
cessful automobile accessory departments in 
retail hardware stores have been started, 
however, with decidedly less capital. Most 
of the initial accessory stocks in hardware 
stores have been started with less than two 
hundred dollars’ worth of accessories, and the 
majority of such departments have proved a 
profitable investment. 

In another part of this issue of HARDWARE 
AGE is a list of the hardware wholesalers who 
are already handling automobile accessories 
and a further list of those who have advised 
HARDWARE AGE that they anticipate putting 
in the line this year. 

There are more hardware wholesalers han- 
dling automobile accessories in’a big. way in 
the United States than there are exclusive 
automobile accessory wholesalers in North 
America. 
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Gasoline Monopoly? 


Telegrams from Leading Hardware Merchants in 38 States Seem to 
Answer the Question 


per cent in the different States. On that date 

in Tacoma, Wash., gasoline sold for 1842 cents 
a gallon, while in Kendrick, Idaho, and Goldfield, 
Nev., it sold for 35 cents a gallon, or nearly twice 
the California price. 

Realizing the importance of this subject, and the 
deep interest of our readers in the conditions sur- 
rounding the prices of gasoline, a letter was written 
to one important hardware merchant in each State 
in the Union requesting him to investigate and wire 
HARDWARE AGE the retail price of gasoline in his 
community on April 3. On that date the editor of 
HARDWARE AGE received thirty-eight telegrams, a 
summary of which is presented on the opposite page. 
Read those prices. They will explain why there is 
more agitation, more talk, more interest and more 
proposed legislation on gasoline and those who con- 
trol its price to-day than on any single commodity 
in common use. 


TT ve price of gasoline on April 3 varied just 90 


Some Reasonable Advances 


During the past year prices on just about every- 
thing under the sun have been advanced. There are 
good reasons for most price advances, and being a 
fairly reasonable people we have accepted them and 
paid the price. The vast majority of increased 
prices can be definitely traced to the effects of the 
European war. Essential ingredients used in the 
manufacture of thousands of items come from those 
countries which are blockaded, and other essentials 
are in such demand at home that foreigners are not 
shipping them to the United States. 

Ferromanganese, an essential in steel making, 
used to sell for $38 a ton. A common price here to- 
day is $500 a ton, and sales have been reported as 
high as $1,000 a ton. 

The shortage of German- controlled coloring mat- 
ters has reflected itself in sharply advanced prices 
in inks, colored cloths and paints. The shortage of 
rags, formerly shipped to this country in large 
quantities from abroad, has reflected itself in paper 
prices, and is certainly largely responsible for the 
advanced prices hardware merchants are paying for 
prepared roofings. 

These higher prices are the reasonable advances 
to which we have referred. 


Looks Like Monopoly 


Some of the gasoline prices are unreasonable. In 
the first place gasoline is a home product. The oil, 
the wells, the refineries are within our own borders. 
The increase in the quantity exported this year over 
that shipped out of the country last year is but a 
drop in the bucket when compared with the total 
production. HARDWARE AGE believes the price of 
gasoline on April 3 was absolutely controlled and 
the condition has not changed. 

Motor-propelled vehicles and gasoline are closely 
related. It stands to the credit of our automobile 
manufacturers that while the number of cars they 
have exported has increased several hundred per 
cent, they have not raised prices at home. To the 
contrary, despite advances in labor and materials, 
they have actually lowered the price of cars to 
American consumers. Those who have a throttle 
hold on gasoline could well take a lesson from the 
automobile manufacturers. 
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Hard to Swallow 


The American public may be a gullible public, but 
the water cure purported to have been used in the 
Philippines would be a mild remedy compared to the 
prescription necessary to convince us that there is 
a business reason for a price of 18.8 cents a gallon 
on gasoline in Kansas, while in Oklahoma, the 
neighboring State on the south, the price is 25 cents 
a gallon. 

There may be sound logical business reasons why 
the price of gasoline was 20 cents a gallon in Mar- 
shalltown, Iowa, on April 3, while the citizens of 
Faribault, Minn., paid 25 cents a gallon for the 
same gas. 

Tacoma, Wash., gets 184% cents a gallon and 
Nevada pays 35 cents a gallon. It can’t all be 
charged to freight. The citizens of Ionia, Mich., 
get their gasoline for 22 cents a gallon, while people 
across the line in Ohio pay 25 cents. 

In Knoxville, Tenn., they were paying 22% cents 
a gallon, while in the neighboring State of South 
Carolina the price was 30 cents. 

The Mountain States of the West, the Southern 
States and the Eastern States are paying the high- 
est prices for gasoline. 

In the spots where prices are lowest competition 
is keen. In States where certain oil companies are 
in control the prices are beyond reason. It certainly 
seems that Government control of such a commodity 
is a reasonable suggestion, if not an absolute 
necessity. 


Danger of Befogging the Issue 


Just at the present time there seems to be a con- 
fusion of bills on the subject, and every day the 
newspapers herald the approach of new proposals in 
gasoline legislation. We sincerely hope that too 
many cooks will not spoil the broth. Some of the 
proposed bills look like makeshifts to befog the 
issue. If a combine does control the price of gaso- 
line, and the telegrams on the opposite page, when 
the geographical location of the source of this news 
is considered, certainly indicate monopoly, then it 
is high time that steps be promptly taken for our 
protection. 

A year ago gasoline was selling commonly in the 
vicinity of Newark, N. J., for 14 cents a gallon, and 
in cut-rate garages for 11 cents. To-day the price 
ranges from 25 cents to 28 cents a gallon in the same 
district. The sharp advances in and about Newark 
are just what has happened in numerous other 
places. We are well within our rights as a nation 
in demanding a reason for these apparently ex- 
cessive charges. 

We might also ask why, with freights against 
them, the great farming States are favored in price 
over the Eastern States, where vastly greater quan- 
tities of gasoline are consumed. 


What the Average Man Thinks 


There are a hundred perplexing questions on this 
subject, which would be not at all perplexing if we 
would let the convictions of the average consumer 
answer them. Most of us think that the oil monop- 
oly is stronger to-day than ever before, and gaso- 
line prices certainly strengthen the belief. 

In, Tacoma 1814 cents—35 cents in Kendrick and 
Goldfield. Will some one please tell us the reason? 
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Tacoma, Wash. Henry Mohr Hardware Com- 
pany, 18'4c. a gal. 

Kansas City, Mo. Bunting Hardware Company, 
18.8c. a gal. 

Marshalltown, Iowa. Abbott & Son, 20c. a gal. 

Arma, Kan. Walberts & Timberlake, 2lc. a gal. 

Fremont, Neb. Holloway & Fowler, 21c. a gal. 

oe Ky. W. A. Guenther & Sons, 22c. a 
gal. 

Corpus Christi, Tex. Corpus Christi Hardware 
Company, 22c. a gal. 

Ionia, Mich. Charles Ireland, 22c. a gal. 

poe Ind. Jones Hardware Company, 22c. 
a gal. 

Eugene, Ore. Griffin Babb Hardware Company, 
22c. a gal. 

Little Rock, Ark. Bracy Bros. Hardware Com- 
pany, 22'4¢. a gal. 

Knoxville, Tenn. Wright Cruse Hardware Com- 
pany, 22'4c. a gal. 

Hot Springs, Ark. Hamp Williams Hardware 
Company, 23'4c. a gal. 

Anadarko, Okla. John Pfaff, 25c a gal. 

Faribault, Minn. T. H. Loyhed & Son, 25c. a gal. 

Anniston, Ala. Anniston Hardware Company, 
25c. a gal. 

Youngstown, Ohio. Stambaugh - Thompson 
Company, 25c. a gal. 

Newark, N. J. Ludlow & Squier, 25c. a gal. 

Grand Forks, N. D. Barnes & Nuss Company, 
25c a gal. 

Alexandria, La. Rapides Hardware Company, 
25c. a gal. 


Atlanta, Ga. Beck & Gregg Hardware Com- 
pany, 25c. a gal. 

Murdo, S. D. White & Parker Hardware Com- 
pany, 25c. a gal. 

— Maine. G. A. Whitney Company, 27c. 
a gal. 

Providence, R. I. Belcher & Loomis Hardware 
Company, 27c. a gal. 

Thomaston, Conn. H. A. Welton, 27c. a gal. 

Trinidad, Col. Branson & Griswold Company, 
27c. a gal. 

Richfield Springs, N. Y. Buchanan Hardware 
Company, 28c. a gal. 

Salt Lake City, Utah. Strevell Patterson Hard- 
ware Company, 28c. a gal. 

Susquehanna, Pa. E. K. Owens, 28c. a gal. 

Sanford, Fla. Geo. H. Fernald Hardware Com- 

_ pany, 30c. a gal. 

Belington, W. Va. Kane & Keyser Hardware 
Company, 30c. a gal. 

Silver City, N. M. W.S. Cox, Inc., 30c. a gal. 

Laramie, Wyo. W. H. Holliday Company, 30c. a 


gal. 

— S. C. Wellington & Bonnoitt, 30c. a 
gal. 

— Mont. Wendell G. Robinson, 33c. a 
gal. 

Prescott, Ariz. Samuel Hill Hardware Com- 
pany, 33'4c. a gal. 

Kendrick, Idaho. Carbon Hardware Company, 
35c. a gal. 

Goldfield, Nev. W. Bair & Son, 35c. a gal. 
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Did you ever go to a picnic 
And sit on a hill of ants? 


OU know the rest of that old doggerel. It had 
\ been running through my head all day and 
playing hob with the sober thoughts of hard- 
ware. Ting-a-ling-ling—the telephone bell rang 
sharply. It was Saturday, with a big rush in sight, 
so I grabbed the receiver with a hurry-up motion. 
“Hello,” I yelled. “Hello, yourself,” came the an- 
swer. “Say, this is Bill Williams. We are going 
out to take a chance at the finnies. Want to go 
along?” “Nothing doing now, Bill,” I answered. 
“I’m sewed up here and can’t possibly jar loose be- 
fore five o’clock.” “That will suit us to a T,” was 
the come back. “We’ll take the old buzz-wagon and 
beat out of town about six. We can make the up- 
per Natches by ten and we’ll be right on deck for 
the morning fishing. Bring the Missus! Are you 
on?” “Count me in!” I called back as I hung up 
the receiver and dug into my work again. 


Getting Ready for a Flying Start 


The way I tore into the balance of that day made 
the office boy nervous. At five o’clock I was in the 
clear, and three minutes later I was skating for 
home like a house afire. The “Missus” was ready 
and fairly itching for the start. We grabbed a 
quick lunch off the sideboard, and hauled out the old 
fishing togs. A pair of Mackinaw trousers, a flan- 
nel shirt, heavy wading boots, a slouch hat and a 
sweater was my equipment. The way I crawled 
into those familiar togs was far from slow. We 
tucked a tackle box and a rod under our arms, har- 
nessed ourselves to the battered grub box, and 
hustled down the alley to the Williams garage. Bill 
and his wife were already on the job. The old car 
looked like the rear van of a circus. We roped the 
bedding on behind, chained the grub box to the 
running board, piled the fishing paraphernalia be- 
tween the seats and yelled, “All aboard!” 


Primed with the Wrong Idea 


They all climbed in except me. I stuck to the 
ground. You see I had been out with the old car 
before and it struck me that somebody was billed 
for a cranking stunt. Somehow I felt that I was 
the goat. Now, cranking a car never did appeal to 
me. Every time I am called upon to flip the engine 
over, a bunch of cold chills runs up my spine and I 
imagine I hear the snapping of wrist bones. This 
time, however, the laugh was on me. “What are 
you standing around there for?” Bill called out from 
the front seat. “Didn’t you hear the conductor?” 
“I’m waiting to give her the once over,” I countered. 
“Once over nothing,” he chuckled. ‘We'll let old 
Ben Franklin’s idea do the cranking. There’s an 
electric starter on the old wagon these days.” With 
an utterable feeling of relief I climbed into the back 
seat. He turned a switch, there was a brisk chug- 
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chug from the engine and we were off. It made me 
sore to think of the times I had stood in muddy 
water, up to my shoe tops, working the hand starter 
on that same old car. Life, all at once, seemed more 
like living and my mind tuned down to scenery and 
good roads. 

“Some class to this,” Bill shot back at me as we 
turned into the street. “Just got her equipped last 
week, and in three days I had almost forgotten how 
to cuss properly.” “What garage?” I queried. “Nix 
on the garage,” he replied. “They fitted her out 
complete at the Yakima Hardware.” 


Joker Number Two 


It didn’t take us long to put the old town in the 
rear. We were soon on the main road and sailing 
toward the foot-hills. There was a bunch of stogies 
in my left-hand breast pocket and I could feel the 
matches in the usual place. I was itching for my 
regular after-dinner smoke, but one whiff of that 
mountain air put the kibosh on the idea. A match 
couldn’t live in the breeze. Just then Bill pulled 
a two-for from his vest and slid it into his face. 

“It’s a dry smoke for yours,” I called out to him. 
“It’s too breezy for a light.” He laughed and picked 
up a small contrivance from somewhere in front. He 
pressed a button—there was a flash—and the smoke 
began to drift back from the contented face in 
front. “It’s an electric cigar lighter, run by the 
batteries,” he volunteered. ‘“‘Never misses fire and 
the wind doesn’t bother it. Your Uncle Willie can’t 
keep house without it. Smoke up!” MI tried the 
thing out and the scenery took on a still more golden 
hue. This sort of a picnic rather appealed to me. 


I Fall for Another Stunt 


About seven thirty, a few clouds slipped up on 
us and the road began to get dim. “Better stop 
the old bus and light the lights,” I advised. “We'll 
be bumping somebody if we don’t.” Bill chuckled 
again. “Ain’t you ever going to get wise to the im- 
provements on this little old flivver? She’s a regu- 
lar electric-light plant all to herself.” He reached 
for another switch, the headlights flared up, a little 
taillight twinkled in the rear, and again there was 
daylight ahead. I felt like slipping the waiter a half 
and calling for two with the foam on. 

“How about the road, Bill?” I called out. “Seems 
to me there was a road sign along here somewhere, 
the last time we hit this trail.” 

“Yep, she’s just ahead,” he replied. “There, do 
you get it?” He swung a swivel searchlight at 
right angles, pressed the button, and the little old 
guide-post loomed up from the road-side as we sailed 
by. “We’re on the right road, old man,” he said, 
“and going at twenty per.” 

I looked over his shoulder to see where he got the 
information. It was easy. A dashlight was play- 
ing on the face of the speedometer. 
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A Blowout Failed to Frighten 


Bang! Bumpety-bump-bump! Bill threw on the 
brakes and slowed down to a full stop. “Here’s 
where we get ours,” I said to myself. “Nothing 
startling about this,” said Bill. “Nothing but a 
common old blowout.” My spirits went down 
twenty degrees. I had a vision of. Bill and myself, 
repairing that common old blowout by the light of a 
parlor match. I could even feel the blisters that 
were sure to come from working the air pump. 
Again I was off on the wrong foot. Bill dug up a 
trouble lamp from the tool box, and connected it 
to the batteries with a good long cord. I slipped 
the matches back into my pocket. It was the work 
of a minute to jack up the rear axle, slip off the de- 
mountable rim and replace it with another, tire and 
all. Before I had really grasped his idea, he slipped 
the nozzle of a hose over the tire valve, started the 
engine and had the tire pumped as full as a tick. 
You should have seen that trouble lamp in action! 
It shot daylight into every part of that car and a 
parlor lamp had nothing on it in the way of light 
quality. I climbed back into the car with a full 
box of matches and minus the blisters. Class? 
Well, I rather guess! 

We hit the head waters of the Natches River at 
10.20 sharp and turned the car out into a bunch- 
grass meadow, under a group of tall pines. The 
camp arrangement was simple. We unrolled the 
blankets and spread them out in the glare of the 
big headlights, kicked off our shoes, and 11 o’clock 
found us all snoring peacefully in tune with the 
waters. There was no tent. No one but a tender- 
foot will depend on canvas when he can have the 
shelter of a giant pine and a canopy of stars. 


A Day of Fish and Fun 


Bright and early next morning we broke cover, 
and sneaked away while the women slept. There 
was a cold bath in the river, an eye-opener from 
the little black bottle on Bill’s hip, and we were 
whipping the stream for the speckled beauties. It 
was a beautiful morning and the trout rose to the 
fly with a rush that foretold a struggle. Luck was 
with us. An hour later we trudged back to camp 
with empty stomachs and full creels. 

Breakfast was ready when we arrived. We could 
smell the coffee as we turned the last bend in the 
river and headed for the car. The girls had done 
some fishing too, and were exhibiting a rainbow 
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that put the edge over anything we had in our bags. 
As we took the steaming coffee from the portable 
crane, Bill gave us this tip. “Some day there will 
be an electric stove and percolator to go with this 
layout. I’d have had them before now, but I 
couldn’t get machines that would heat up from the 
batteries. The voltage is too low. There is a gen- 
erator in the car so I won’t have to worry about 
the strain on the batteries, and some day I'll get 
next to machines that will work. Believe me, when 
they do show up, they will be mine.” 

It was a glorious day and we met it more than 
half way. As the sun climbed higher and shone on 
the riffles, we forsook the fly, and turned our atten- 
tion to the busted tire. A portable vulcanizer soon 
put it in shape for future service. Then as the 
shadows again hid the eddies, we put the women 
in the car, with instructions to go slow, while we 
waded the stream and tried for a record catch. 
Every little while the call of the electric signal 
would register the impatience of the amateur 
drivers as we loitered at some favorite pool. Fun? 
Say, my idea of an automobile picnic turned a com- 
plete somersault. It was all velvet. No cranking 
of balky cars, no dormant gas tank to monkey with; 
no horn that refused to honk; no dark spots in a 
dangerous road; no blisters on business palms. 


The Christening 


“This is pretty soft, old man,” I remarked as we 
chug-chugged down the back track toward home. 
There was fish enough in the grub box to satisfy 
half the ward. Long before the calendar had put 
the finishing touches on the Sabbath, we were back 
at the old stand. We finished an eventful day over 
a rarebit and hot coffee, turned out by Bill’s wife 
from her model electric kitchen. 

“Bill,” I said as we bade them good-night, “when 
I write up this little jaunt I’m not going to call it 
a fishing trip. It has been altogether too com- 
fortable to travel under that head.” “I guess you’re 
right, Pal,” he replied. “Charge it up to old Ben 
Franklin! Call it an ‘Electric Picnic’!” We 
christened it then and there. 

That picnic for us, spelled profit for a live Yakima 
hardware store. It was clean money that came 
from a satisfied customer. There is more of that 
coin at large in every community. Are you getting 
any of it? It’s up to you to play sponsor to an 
“Electric Picnic.” 





Prizes for Metal Workers 


HE National Sheet Metal Contractors’ Associa- 
tion, Peoria, Ill., will donate $50 in prizes for 

the best exhibit of pattern development and sheet 
metal work submitted at the Twelfth Annual Con- 
vention of the National Association of Sheet Metal 
Contractors, to be held at Peoria, Ill., June 20-23, 
1916. The first prize will be $25 and the second and 
third prizes $15 and $10. They will be awarded by 
judges appointed by the president of the National 
Association and the results will be announced be- 
fore the close of the convention. 

The rules to be observed by contestants submit- 
ting work are the following: 

1.—Contestants limited to those whose trade ex- 
perience does not exceed 4 years. 

2.—The work submitted must consist of the com- 
pleted work and the full size pattern development. 
(This may consist of any article used in the sheet 
metal trade.) 


38.—No contestant is allowed to submit more 


than two developments and two completed articles. 

4.—All work submitted must have been developed 
and made since April 1, 1916. 

5.—The judges, appointed by the president of 
the National Association, must not be personally 
interested in any of the contestants. 

6.—Prizes will be awarded on the basis of ac- 
curacy of the development and neatness and skill 
shown in the completed article. 

7.—The finished work and the accompanying de- 
velopment must be signed with some private identi- 
fication mark, but must not be signed with the name 
of the contestant. 

8.—Send your identification mark, with the length 
of your service and the date of beginning work sub- 
mitted, signed by your employer, in a sealed envelope 
to the undersigned not later than June 15, 1916. 

The use of a file will not be permitted on any 
article, and articles must not be plated, enameled 
or painted for exhibition purposes. All exhibits 
should be sent prepaid to P. A. Johnson, 2023 South 
Adame Street, Peoria, III. 
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From Many Sources 


Rise in Gasoline Unjust, for Crude 


Oil Is Plentiful 


ASHINGTON.—In a preliminary report made 

to Congress to-day the Federal Trade Com- 

mission declares the increase in the price of gaso- 

line is not justified, and says that the crude oil stock 

in February was 81,000,000 gal. more than that of 
last year. 

“Refiners and jobbers of gasoline have reported 
the location of their tank stations in every town 
having a population of 25,000 or over and the quan- 
tity of gasoline sold there.” said the report. The 
commission made it plain that it had not gone far 
enough to get the detailed facts, but it will make a 
final report at an early date. It says: 

“The following points are being examined: Forces 
of demand and supply as affecting the price of crude 
oil, exports and imports, deterioration in quality of 
crude, increased cost of refining, improved methods 
and speculative holding of crude and gasoline. 

“The close connection between the investigation 
of the causes of high prices and of the alleged dis- 
crimination should be noted; if prices are found to 
have been raised to higher levels in some sections 
than in others, making due allowance for quality of 
product, freight and marketing conditions, it may 
be inferred that an element of artificial manipula- 
tion has entered into the advance. * * * The 
commission is considering both domestic and for- 
eign conditions, and is weighing every factor to 
detect any artificial or manipulative element.” 

The report shows that in Washington the gaso- 
line prices advanced from 11 cents in October last 
to 20 cents at the end of the year, and is 24 to 25 
cents now; that it rose 4.88 cents a gallon in the 
Middle West refineries and 5.50 cents a gallon in 
Eastern refineries; that while the price was increas- 
ing an average of 5 cents a gallon at the refineries, 
crude oil was rising but 1.17 cents at Western and 
1.55 at Eastern refineries. 

The commission found there were 100,021,790 gal. 
ef crude petroleum held in February, 1916, as 
against 69,323,242 in February, 1915; that produc- 
tion of gasoline increased from 76,663,537 gal. in 
January, 1915, to 97,506,217 gal. in December, 1915; 
that 15 per cent of the total production is exported. 

“The exact relation between the several com- 
panies into which the Standard Oil Company was 
resolved” in 1911 is being looked into, the commis- 
sion says, and all complaints made to the Depart- 
ment of Justice alleging unfair competition, viola- 
tion of the Clayton anti-trust law or the Sherman 
law are being investigated—New York World. 


Britain Allows Tire Imports 


ONDON.—In the House to-day Captain Ernest 
Pretyman, Parliamentary Secretary to the 
Board of Trade, said there was no present intention 
to prohibit importation of tires for automobiles and 
bicycles, but he could give no undertaking as to the 
future. 

Mr. Pretyman had been asked whether, in view 
of the large amount of tires imported from the 
United States, the Board of Trade intended to con- 
tinue to allow them to come in.—The American. 
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Will Survey Our Industries 


 esrmaamemciay the manufacturing and producing 
resources of the entire country for availability 
in time of war is the stupendous task that has been 
undertaken by the Committee on Industrial Pre- 
paredness of the Naval Consulting Board of the 
United States. Howard E. Coffin, chairman of the 
committee, made public yesterday the names of 250 
State directors, who, under the direction of the com- 
mittee, were to make a complete survey of Ameri- 
can industries, the first that has ever been made in 
this country. It is planned to find out just how this 
country will be able to meet the strain upon her in- 
dustries that is bound to come with war. The com- 
mittee will place in the hands of the Government a 
detailed report showing just what plants are avail- 
able for the making of war munitions and just what 
part industry can play in backing up the armies 
that must be raised for the prosecution of a war. 

The State directors will be under the guidance of 
W. S. Gifford, Chief Statistician of the American 
Telephone and Telegraph Company, who will be 
supervising director of the survey. The new direc- 
tors will command the work of 30,000 members of 
the American Society of Civil Engineers, the 
American Institute of Mining Engineers, the 
American Society of Mechanical Engineers, the 
American Institute of Electrical Engineers and the 
American Chemical Society. The State directors, 
by appointment. of the Secretary of the Navy, be- 
come associate members of the board. 

“The names and standing of the men appointed 
in the various States to carry on this work speak 
for themselves,” said Mr. Coffin. “They have been 
selected by their own professional associates, with 
the only standard—that of efficiency and integrity. 
They work without pay, indeed the services of many 
of them could not be bought. In my judgment they 
form a vast, flexible organization, an organization, 
moreover, that is absolutely non-political.”—New 
York Times. 


Threatened Leather Shortage 


ESTIMATE that the stocks of finished leather 
are lower than they have been for twenty years. 
The steady demand from domestic as well.as foreign 
shoe manufacturers is taking care of the receipts 
as promptly as they are received at the leather mar- 
kets. Every substitution possible has been used to 
take the place of leather, and even with these sub- 
stitutions the tanners have not been able to keep 
pace with the demand. We look for a continuation 
of the large consumption of leather for the next six 
or eight months, and feel that the demand for ex- 
port to Russia in the summer months will consume 
every available side of leather that this country can 
produce, which will necessarily mean an advance in 
prices over the present market.—President Boyd of 
Armour Leather Company.—The Annalist. 


Veteran Workmen Pensioned Off 


NEW BRITAIN.—Three veteran employees of 
the Stanley Rule and Level Company have been 
retired by the pension board, in accordance with the 
plan announced shortly before the close of the last 
year. The employees retired are Newton Smith, 
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Max J. Schmidt and Henry J. Wheeler. The com- 
pany recognized the loyalty of the men and their 
long period of service by pensioning them from 
April 1. They were employed at the factory prac- 
tically fifty years. 

Mr. Smith, dean of the employees at the factory, 
is now 78 years of age, but despite his years was 
very active. Ill health confined him to the house 
much of the winter. He entered the employ of the 
Stanley Rule & Level Company for the first time 
about sixty years ago. He went away for a while, 
but his continuous service extended over a period 
of fifty years. He had charge of the woodworking 
plant, commonly known among the employees as 
“the farm.” 

Max J. Schmidt entered the employ of the com- 
pany in 1870 and has been on the rolls ever since. 
He was foreman in one of the manufacturing de- 
partments. His home is at No. 439 Church Street. 

Henry J. Wheeler, foreman of the japanning de- 
partment, entered the employ of the company in 
1870 and is now 70 years of age.—Hartford Daily 


Times. 


Big Advance in Glass Tableware 


ITTSBURGH.—The principal glass tableware 

manufacturers to-day announced new prices, 
some factories advancing certain lines 10 and 15 
per cent. It was also announced no business would 
be taken for delivery after June 30, 1916, at these 
prices. The increased cost of potash and steady 
advance of other materials was given as the cause 
of the increase.—The American. 


Better Trade Uses 325,000 Idle Cars 


Ep April 1, 1915, there was a net surplus of 327,- 
084 idle cars in the United States and Canada; 
on April 1 last there were only 3650. 

On March 1 last there was a net shortage of 20,- 
551 cars, according to the American Railway As- 
sociation, but the increased number of idle cars dur- 
ing March is of little moment. Surpluses for the 
last twelve months follow: 


1916 Cs Rass codtowk oe amen 78,299 
BE Bi b's sve eae Bes 3,650 ee Ee get 183,569 
ee Sen *20,551 MG Bek d on 6nd oA 265,364 
,. Serres we Bes ob oa ee ee ewe 275,636 
CS ee eee 46,955 5 Rey ere ape 299,928 

1915 ME Diedatebeuws Sean 292,269 
NS FS a oe a oe 38,199 pM SOE ee 327,084 
De, Mickscretesaseosie ae *Net shortage. 


—The American. 


Big Demand Blamed for Sisal 
Shortage 


ASHINGTON.—[Special.]|—A probable short- 
age in the sisal hemp crop due to the big de- 
mand for the product was indicated to-day when it 
was developed at the hearing by a subcommittee of 
the Senate Committee on Agriculture that the com- 
mission reguladora, which controls the sisal output 
in Yucatan, had been unable to fill orders. 

Walter L. Fisher, counsel for the International 
Harvester Company, made the statement that the 
Yucatan company had declined to sell the Harvester 
company a quantity of sisal which it had ordered. 

Dr. Rendon, on behalf of the company, explained 
the failure to fill the order by a statement that the 
supply of hemp in the United States had been over- 
sold and that advices he had received from Merida, 
Yucatan, were to the effect that no further orders 
could be supplied immediately. 

Charles E. Orth of New York, a hemp broker, re- 
sumed his testimony at to-day’s hearing. He told 
the committee that in his opinion the price of sisal 
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hemp had been arbitrarily advanced by the Yucatan 
planters’ organization and declared that the present 
price was not warranted, though he admitted that 
he had in August last written to Yucatan, saying 
that a price of 6 cents a pound at Progreso, the port 
of Yucatan, was a fair price. Conditions, he said, 
had changed since then.—Chicago Herald, 


Plans Pushed to Get Trade from 
Abroad 


F Eponaapecmane business interests are pushing plans 
for the conquest of foreign markets, which, 
they declare, could not have been attained in 25 
years under normal conditions. 

For this reason the recently incorporated export- 
ing and importing concern of Gaston, Williams & 
Wigmore, Inc., has contracted for the delivery in 
less than a year of two ships aggregating more than 
5000 tons. 

Completion of these vessels will give this company 
a tonnage of 30,000 to carry on its business, which 
since the war has reached the gross volume of 
$30,000,000. 

This concern owns outright five vessels and a part 
interest in another, all of which are engaged in the 
New York to Archangel trade. It also is handling 
over other established lines a large volume of busi- 
ness to France, England, Mediterranean, Vladivos- 
tok and other Far Eastern ports, as well as to Span- 
ish and Portuguese ports. 

The war has also increased materially the prod- 
ucts exported by American concerns. In the case of 
the Gaston, Williams & Wigmore, Inc., 60 per cent 
of its business about a year ago consisted of ex- 
porting automobiles and automobile trucks, whereas 
to-day 75 per cent of its business is of a permanent 
nature and embraces practically all lines of mer- 
chandise, running from steel rails and automobiles 
to phonographs, rosin and coffee.—The American. 


Bread Exports Steadily Decline 


ASHINGTON.—American breadstuffs exports, 
which broke all records the first year of the 
war, have declined steadily in recent months. 

In February foodstuffs shipments reached the 
value of only $38,700,000, against $64,000,000 the 
same month last year. Breadstuffs exported during 
the last eight months totaled $266,500,000, com- 
pared with $358,250,000 the year before. 

Livestock, meat and dairy product shipments have 
increased. Eight months’ exports of meat and dairy 
products are given as $160,870,000, against $104,- 
000,000 a year ago. Livestock shipments increased 
from $344,000 to $2,250,000. 

Big increases are shown in mineral oil exports.— 
The American. 


Elevated Roads for 
Urged 


eee need not fear injury from auto- 
mobiles if the plans outlined at the meeting of 
the American Institute of Architects in the Art In- 
stitute, Chicago, IIl., recently, are put into effect. 

An elevated automobile road is proposed. At no 
point is there to be a crossing, according to the 
plans of Elmer C. Jensen, chairman of the Lincoln 
Highway Committee of the association, who ad- 
dressed the meeting. 

Automobiles have helped the architects in their 
business, according to the speakers, in that build- 
ings have been constructed away from railroads and 
street cars and reachable only with the automobile. 
—Chicago Herald. 


Automobiles 
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The Salesman 


ACCURATE—ZIn careful conformity to truth or 
to a standard rule or model; correct; precise. 


ACCURATELY, ACCURACY, ACCURATE- 
NESS—Precision resulting from care; correctness. 


liable friend, Webster. Salesmen can study 

these definitions with a wonderful profit to 
their employers as well as themselves. The multi- 
tude of errors of omission and commission daily 
perpetrated by the salesmen circulating over this 
broad land of ours certainly warrants thoughtful 
consideration of the definition and meaning of 
being accurate. 

I am convinced that salesmen as a class have no 
conception of the far-reaching effects of the 
thoughtless and careless inaccuracies of which they 
are so frequently guilty. I know this must be so 
or the boys would have reformed long ago. Good 
salesmen are generally poor clerks. They are no- 
toriously poor on details, but even with that de- 
fense they can hardly be excused for some of the 
things they do. 

It is the general custom of houses employing 
traveling salesmen to provide their men with a 
sch of prices upon which to base their selling 
operations. These prices are either fixed and 
without privilege of change or else they are more 
or less elastic within certain set limits. Houses 
of the better sort are rapidly discarding the elastic 
price plan for the more equitable set and definite 
price system. In any event prices are figured with 
a certain purpose in view and that purpose is to 
make a profit on what is sold—usually a reason- 
able and legitimate one designed to be neither cut 
nor advanced. This is particularly true of the 
“one price” houses now proving out to be the most 
reliable with which to trade and for which to work. 

With prices thus definitely settled upon it 
seemingly should not be a difficult matter to fol- 
low them. I am sorry to say, however, that from 
my observation many salesmen are weak on fol- 
lowing the quotations laid down—either intention- 
ally or otherwise they fail to be accurate with re- 
sulting confusion and annoyance all along the line. 
Many of the more representative houses have 
finally been forced to lay down a stiff unvarying 
rule which provides that the salesman shall pay 
for his own errors. 

This rule may seem rather harsh at first blush 
but let us analyze it. Let us assume that your 
house has fifty salesmen out to-day selling some cer- 
tain item and that half of these men make an error 
in the price, say of fifty cents per dozen, and that 
200 doz. were sold at the inaccurate quotation. 
Should the house lose the $100 involved? The sales- 
men were furnished with the correct price in the 
first place. Should the customers concerned lose 


TO above definitions I quote from my old re- 











and Accuracy 


By EARL D. EDDY 






the difference? Just try it on them! They bought 
the goods in good faith and are entitled to delivery 
at the quotation they bought at. Should the sales- 
man stand the loss? Yes, I’m afraid it’s the sales- 
man who must pay the piper, for he is the agent of 
the seller and intrusted by that, seller with prices 
figured to insure a profit that will enable the seller 
to pay the salesman a salary or commissions at 
regular intervals. 

The employer did not ask the salesman to make 
the mistake. In fact, as a result of the inaccurate 
price it is probable the employer will be put to 
more annoyance and bother than the error amounts 
to. So long as salesmen are custodians of the sell- 
ing prices of employer’s goods just so long should 
they be responsible for the correctness of those 
prices (on their orders) and held strictly account- 
able. 

Accuracy in other things is equally to be de- 
sired. Names, addresses, shipping instructions, 
dates, ‘special terms and other innumerable fea- 
tures are inaccurately reported by salesmen with 
a resulting trail of correspondence, annoyance, 
loss, trouble and dispute, the money cost of which 
it would be indeed hard to compute. “More haste, 
less speed” is probably more aptly demonstrated 
by salesmen more frequently than by any other 
class of men employed in business pursuits. Their 
zeal to accomplish results frequently makes their 
progress slower than it would have been had they 
taken a little more time to be sure they were right. 

Always carefully scrutinize your orders before 
leaving the presence of your buyer. Don’t take 
chances—they are expensive. Don’t be ashamed to 
consult your prices—that’s what they are given 
you for—they are your rule of action. 

See that you have the buyer’s name spelled cor- 
rectly. Most men are at least annoyed when they 
receive an invoice or letter with their name incor- 
rectly spelled. Do as much as you can to avoid this 
by spelling the name right on the order. If your 
handwriting isn’t of the best, print it. Be careful 
of the street name and number—also the town, 
country and State—they may not be good mind 
readers at the office. 

Don’t assume too much about the house knowing 
about the buyer, his address and other details. A 
new clerk may be on the job and without knowledge 
of the very information you carelessly omit. 
Trust nothing to custom or memory—vwrite it on 
the order or in your letter—preferably on the order 
where it’s on the job when most needed. Be ac- 
curate and everlastingly so—always remembering 
that the man who requires the least supervision is 
the most valuable. Inaccuracies mean that much 
more supervision and less trust in your capacity 
to travel without guidance. The more guidance you 
require the less likely you are to be called to larger 
responsibilities. 












Bicycles—and Opportunity 


The Extensive Work That Is Being Done to Popularize Bicycles Means 
New Profits from an Old Source 
By W. K. PORZER 

















One of the displays that helped to make Bicycle Day 


HE success which is attending the work of the 
Million Bicycles Committee and of those manu- 
facturers and dealers who are lending their 

co-operation, gives an illuminating instance of the 
force of concentrated work. 

The idea of a national day for bringing the bi- 
cycle into more favorable prominence was originated 
at the joint meeting of the Cycle Parts and Ac- 
cessories Association and the Cycle Jobbers’ Asso- 
ciation on Jan. 5 and 6. The result was that a 
Million Bicycles Committee was appointed and the 
work commenced immediately. The time for prepa- 
ration was exceedingly short, but the manufac- 
turers and jobbers quickly lent their aid to the 
movement, and did their best to help the dealers 
meet this opportunity. In a very short time there 
existed an almost unprecedented condition of cycle 
manufacturers, accessory manufacturers, jobbers, 
trade papers and dealers working together to bring 
the bicycle to the foreground. Feb. 29 was decided 
upon as “Bicycle Day.” Special advertising matter 
was prepared and every effort was made to make 
it a real success. 

Though in certain sections of the country it oc- 
curred a little too early in the season for the dealers 
to work up the true riding spirit, and in some other 
sections weather conditions were very unfavorable, 
“Bicycle Day” as a whole was a success. 

There are many reasons that might be given, and 
that are being given, for a favorable outcome of 
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the success it was 


this day. Perhaps the high cost of gasoline has 
something to do with this tendency to substitute the 
bicycle for the automobile for some purposes. Per- 
haps it is because the bicycle has been taken up to 
some extent by society at the winter resorts and 
has, therefore, been before the eyes of the entire 
country. It may be that the wonderful prosperity 
in so many lines of industry has put money into 
people’s pockets and put them in a mood to be in- 
terested to the point of purchasing bicycles. The 
one big, outstanding feature of the success of this 
day—the one reason for the results attending this 
movement that seems the most logical is that it was 
the real co-operation that brought results. 


Big Newspaper Advertising 


One of the best indications of the enthusiastic 
and business-like way in which dealers put their 
shoulders to the wheel was found in the tremendous 
amount of local advertising which was done for this 
special day. Dealers who had never advertised be- 
fore took, 5, 10 and 20 in. of space in the news- 
papers. Dealers who only used small space in the 
past broke into half and full pages. An avalanche 
of copy suddenly descended upon the newspapers, 
and in a great many cases they were practically 
forced to issue special “Bicycle Day” editions. They 
devoted sections of their papers to the bicycle, and 
printed columns upon columns of strong bicycle 
matter. And this effect on the newspapers seems 
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A suggestion for a display of bicycles and supplies. It is very simple but effective because of its simplicity 


to have been a lasting one, for many newspapers’ noble duty in their time, and displayed them in con- 
have announced their intention to continue bicycle nection with the up-to-date models that the public 
sections indefinitely. This is one more strong cog now buy fora fraction of what those old-timers cost. 
in the wheel of co-operation that is turning to Although the bicycle has attracted very little at- 
bring bicycles more than ever into popularity. tention during the past few years, and though the 

The thought of an exceptional bicycle year in thought of it has perhaps been dimmed by the grow-. 
1916 seems to carry many of the trade back to the ing popularity of the automobile, still there has al- 
days when the bicycle loomed biggest in the public ways been a steady demand for the two-wheeler. 
eye. A great many dealers unearthed archaic Though it has not been up to the demand when 
specimens of bicycles. They dusted off old bone-_ bicycles were at their height of popularity, still the 
shakers, hobby horses and ordinaries that had done bicycle business has for the past few years been by 
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. Blue Streak. 
\ : Bieyele Tires ~~ 


Just one bicycle, a dozen tires and a little of the display meterial of a well-known tire maker are sed in this 
display. It is a most striking example of what is possible with a small amount of stock if it is well arranged 
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no means dead. This new concentrated effort will 
give it additional life. 

There is hardly a doubt but that the goal of 
1,000,000 bicycles will be reached before the end 
of 1916, and the popularity that bicycles have al- 
ready attained and that they will attain before the 
end of the year will give added impetus to the 
movement, and will, without a doubt, bring the sales 
of 1917 far beyond the dreams of the most optimis- 
tic member of the committee. 

One million new bicycles means a wide-open op- 





How Our Coupon System Maintains 
-"* Bgices 


Bay CITy, MICH. 

To the Editor: 

. We are highly delighted with Representative 
‘Austin’s bill imposing a tax on the so-called trading 
stamp companies, as they are reaping enormous 
profits from the poor helpless merchants. Not. that 
the trading stamp companies do not give good 
values, but over 50 per cent.of the stamps are never 
redeemed. Thus the merchant pays for something 
that he and his customer do not receive, and that is 
a great wrong. How this bill will affect merchants 
like ourselves who own and operate their own sys- 
tem, not for the sake of. hoarding profits nor to get 
rich from unredeemed stamps, but for the sole 
reason of price maintenance, is‘a question. 

The reason we give our own tickets and coupons 
is very simple. In the first place we do not believe 
in sales. For instance, a 25 per cent discount sale. 
Such a sale figured on $100 a day gives our cus- 
tomers $25 a day, and if continued for ten days 
would cost our company $250 in cold cash. Where- 
as, under the profit-sharing system, we could oper- 
ate eighty-five days, at- $100 a day sales, for $250, 
providing every dollar’s worth of tickets was re- 
deemed. Figuring on the stamp companies’ basis it 
would last, on a $100 a day sales, over 170 business 
days. This is a great difference. 

Just think of operating over six months on a 
ticket system, where the sale system only allows you 
ten days. 

According to our ideas, giving our own coupons 
and redeeming them with our own merchandise 
‘really and truly maintains prices. To prove this 
we recently made a test which we believe is of in- 
terest to the trade, because it gave the customer 
more than he could reasonably expect, and still 
saved us 7 cents on each carton of electric bulbs, 
the merchandise used. 

Some time ago an incandescent lamp company was 
creating business by issuing cards to users of elec- 
tric bulbs bearing the words, “This card is worth 
25 cents in cash.” 

On every carton of (five) lamps they gave 25 
cents discount. Our cards read as follows: “This 
card is worth 27 cents. With the sale of every 
carton: of lamps we will give, free, one extra lamp, 
valued at 27 cents.” Notice that we gave 2 cents 
more in value, and it worked well. The lamp we 
retail for 27 cents costs us 18 cents. The 25-cent 
cash allowance the lamp company people made would 
not have bought that lamp unless we had cut our 
retail price. 

Then our sabniimn system is a great business 
getter, as every item is regular stock. 
words, it’s a regular catalog. 

It may seem a little selfish, but we really believe 
we have the correct, modern and honest way of up- 
holding prices and business principles, and we will 
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portunity for the dealer who has the space, the 
time or the inclination to sell bicycles and acces- 
sories. It means an immense amount of tires and 
a far greater amount of the smaller bicycle acces- 
sories. Bicycles and supplies fit well into a sporting 
goods department of a hardware store, or will min- 
gle naturally with automobile accessories. With 
such an immense power behind the movement, with 
such publicity as has been already given to it, it is 
an opportunity for new profits from an old source 
that is more than unusual. 


be only too glad to mail our catalog to the readers 


of HARDWARE AGE gratis, as this valuable magazine 
goes to the cream of the hardware trade and does 
us a great many favors, and we know such readers 
will appreciate our idea. 

Every merchant must work. out. his- own sebiuil 
tion, but nothing is gained by cutting prices and 
having spring, summer, autumn -and-—winter -sales. 

Set your honest prices, buy honest and well-known 


merchandise, give your customers and patrons an 


appreciation gift in the form of merchandise (not 
cash) through the medium of coupons, and charge 
it to advertising instead of paying it to the printer 
(which the customer would have to pay anyway), 
and you. will notice your business grow and a one 
price to all will be the final results. 

Some merchants buy trading stamps. benadihe 
somebody will bother’ with the exchange départ- 
Gentlemen, if you have a system it’s no 
bother, and will cost you no more to handle, ‘and 
you will be doing yourself and your customer more 
good, as the incandescent lamp sale proved. 

Very truly yours, 
W. C. RECHLIN, Treasurer, 


RECHLIN HARDWARE COMPANY. 





New York World 
“Yes, but I’d have to have a new pair of ‘inner tubes’, 
too” 


THE BALTimorE RusBeR TirRE Mrc. Company, Balti- 
more, has been incorporated with $200,000 capital 
stock. George W. Habbersett, 427 South Broadway, is 
president, and Albert S. Mauk, 229-A Equitable Build- 
ing, is general manager. 








Trade Conditions and Iron, Steel and Hardware Prices 





About the only important event of the past 
week in the steel and allied trades was the 
announcement by the steel-rail manufac- 
turers of an advance of $5 per ton in rails, 
to take effect May 1. This puts the price of 
Bessemer steel rails at $33 and open-hearth 
rails about $34 per ton. ‘The former price 
on Bessemer steel rails was $28 and on open- 
hearth about $29, and these prices were very 
closely held for about fifteen years. 

Conditions in the hardware trade remain 
about the same as noted in this report for 
some weeks past. The volume of orders is 
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very heavy for all kinds of goods, and prices 
are very strong. Some hardware jobbers re- 
port that they are having trouble in getting 
prompt deliveries of some kinds of goods 
from the mills, notably wire products, steel | 
bars and sheets. Traveling men report that | 
with the country roads now in fairly passable 
condition the country trade is placing larger 
orders and hardware dealers will have ail 
the business they can take care of for some 
time to come. On some of the lighter Hnes 
higher prices are expected, and jobbers and | 
retailers are carrying as large stocks as they 
can. | ! 








PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, April 18, 1916. 


BOUT the only important event of the past week in 
the steel and allied trades was the announcement by 
the steel rail manufacturers of an advance of $5 per ton 
in rails to take effect May 1. This puts the price of Bes- 
semer steel rails at $33 and open-hearth rails about $34 
per ton. The former price on Bessemer steel rails was 
$28 and on open-hearth about $29, and these prices were 
very closely held for about 15 years. There are only six 
companies in the United States making steel rails, these 
being the Carnegie Steel Company, Illinois Steel Com- 
pany, Lackawanna Steel Company, Bethlehem Steel 
Company, Cambria Steel Company and the Pennsyl- 
vania Steel Company. While steel rails are usually 
regarded as one of the most important items in the 
whole steel list, yet the figures of output show that 
they occupy a comparatively small place in the total 
output of steel in the United States. For instance, in 
1915, the total output of steel rails in this country was 
only 2,204,203 gross tons, an increase over 1914 by 259,- 
108 tons. While it may not be generally credited, yet it 
is a fact that the output of tubular goods in this country 
last year, also of sheets and tin plate, were more in tons 
than that of steel rails. Last year there were imported 
into this country from the Algoma Steel Company in 
Canada 78,525 tons of rails. The announcement about 
the advance in rails was made two weeks ago by the 
United States Steel Corporation, and the date of its go- 
ing into effect was fixed for May 1 in order to give the 
railroads a chance to cover on their needs of rails for 
next year at the old prices. The railroads are taking ad- 
vantage of this, and, as already noted in previous re- 
ports, very heavy contracts for rails were placed in the 
latter part of March, and it is expected some very large 
orders will be given out during this month. The rail 
mills are filled up with orders for practically the remain- 
der of this year, and at the three Edgar Thomson mills 
of the Carnegie Steel Company at Bessemer, near Pitts- 
burgh, one mill is making light rails, another standard 
sections, and a third is rolling steel rounds. These three 
mills are filled up for months ahead and are making 
some record outputs. 

The heavy booking of orders by the steel companies 
still goes on, and this is shown by the recent statement 
issued by the Steel Corporation showing that it had on 
hand on March 31 orders to the amount of 9,331,000 
tons, an increase over Feb. 29 of about 800,000 tons. It 
is likely that a good part of this increase was made up 
by orders for rails, the Steel Corporation having taken 
very heavy contracts in March. While it is likely that 
some steel consumption is being cut off on account of the 
very high prices ruling, yet this has not as yet affected 
in the slightest the pressure on the mills for delivery. 





Some of the larger implement makers have not yet cov- 
ered on their supplies of steel bars and small specia) 
shapes for last half of the year, and on a few contracts 
lately placed for this delivery steel bars brought 2.35c., 
Pittsburgh. 

There is still a heavy export inquiry for different 
grades of steel, and recently the French State Railways 
placed orders for 4000 cars, 500 of which will be built in 
this country, some in Canada and the remainder in 
Spain. The placing of orders for steel cars by domestic 
railroads has been quiet for some time, likely due to the 
high prices being quoted by steel car builders. These 
are more than double the prices quoted at this time last 
year, due to the heavy advances in plates and other 
shapes used in the building of cars. There were no im- 
portant advances in prices during the week except in 
cold-rolled steel shafting, which was advanced another 
$5 per ton. This commodity is now selling at 20 per cent 
off in carloads and larger lots, equivalent of 4c. per Ib. 
The situation is undoubtedly quieter as regards new buy- 
ing, but with the tremendous amount of orders on the 
books of the mills any falling off in new buying will not 
be felt for some months, as the mills are practically 
filled up for remainder of this year. 

Conditions in the hardware trade remain about the 
same as noted in this report for some weeks past. The 
volume of orders is very heavy for all kinds of goods, 
and prices are very strong. Some hardware jobbers re- 
port they are having trouble in getting prompt deliveries 
of some kinds of goods from the mills, notably wire 
products, steel bars and sheets. Traveling men report 
that with the country roads now in fairly passable condi- 
tion the country trade is placing larger orders and hard- 
ware dealers will have all the business they can take care 
of for some time to come. On some of the lighter lines 
higher prices are expected, and jobbers and retailers are 
carrying as large stocks as they can. 


WIRE Naits.—In spite of the fact that makers of cut 
nails have advanced prices to $2.60 base per keg, f.o.b. 
Pittsburgh, makers of wire nails have not yet raised 
prices, but are expected to do so at most any time. 
For some time past mills that could make prompt de- 
liveries of sizes of wire nails mostly used, have been 
able to get 10c. per keg premium and the trade was glad 
to get nails at the higher prices. Most mills have their 
output sold up for the next three or four months. 
At’ present no large extensions to mills making wire 
nails are under way, but present output is much the 
heaviest in the history of the trade. An advance in 
prices of 10c. per keg or more is looked for at any 
time. 

We quote on new orders, wire nails in large aoe to jobbers, 
$2.40 Base; in carload lots to retailers, $2.45 base; less thar 


carload lots, $2.50 to $2.55; galvanized nails, 1 in. and larger. 
$2 extra; shorter than 1 in., $2.50 extra. 
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Cut Narus.—Makers state that the price of $2.60 
base per keg on cut nails recently adopted is being 
firmly held. The new demand is heavy and all the cut 
nail mills are more or less behind in deliveries. The 
demand from the South is very active and also from 
the West. 

We now quote cut nails at $2.60 to $2.65 per keg in carloads 
and larger lots to jobbers ; carloads to retailers, $2.65 to $2.70 
f.o.b. Pittsburgh, terms 60 days net, or 2 per cent off for cash 
in 10 days, freight added to point of delivery. 

BaRB WIRE.—lIndications are that the consumption of 
barb wire this spring will be less than expected, due 
to the very high prices. Mills report that while they 
are filled up for several months ahead, new orders for 
barb wire are light and jobbers also state that the 
retail trade is not buying in as large quantities as 
anticipated. There is still a heavy export demand for 
barb wire and if there should be any serious let-down in 
domestic business, any surplus product could readily 
be disposed of by the mills taking export orders. Prices 
are very strong and likely to be higher before long. 

Prices quoted by the mills to the large trade only, on 
which shipment would probably not be made for three or 
four months, are as follows: Plain annealed wire, $2.25; gal- 
vanized barb wire fence staples, $3.25; painted barb wire, 
$2.55; polished fence staples, $2.55; cement coated nails, 
$2.30 base, all f.o.b. Pittsburgh, with freight added to point 
of delivery, terms 60 days, net, less 2 per cent off for cash in 
10 days. 

FENCE WIRE.—New demand is active and prices very 
firm. Fabricators are sending in heavy orders and all 
the mills that make fence wire are back in deliveries 
eight to ten weeks or longer. 

Discounts on woven wire fencing are now quoted at 61% 


per cent off list for carload lots; 60 per cent for 1000-rod 
lots, and 59% per cent for small lots, f.o.b. Pittsburgh. 


TIN PLATE.—The great scarcity in supply of sheet 
bars is restricting the output of tin plate to considerable 
extent. The American Sheet & Tin Plate Company and 
other large makers usually run full the first five days 
of the week, but do very little on Saturdays. Export 
demand is only fairly active, but domestic consumers 
are specifying heavily and the output of the tin plate 
mills is sold up for the next five or six months. Prices 
are very strong and it is said as high as $5 per base 
box has been paid on orders for tin plate from stock 
for prompt shipment. 

We now quote 14 x 20 coke pilates at $4.50 per base box. 


Eight-lb. ternes are higher, and we quote at $7.35 for 200 Ib. 
and $7.65 for 214 Ib. per box. 


IRON AND STEEL BARS.—Prices are very strong and 
likely to be higher. Some of the larger implement 
makers have lately contracted for part of their supply 
of steel bars for delivery in last half of this year, and 
have paid as high as 2.35c., Pittsburgh. To the smaller 
trade the mills are quoting 2.60c. to 2.75c. for delivery 
in third and fourth quarters. New demand for iron bars 
is very active and prices are the highest reached in 
many years. Local mills that roll iron bars say they 
are sold up for three or four months ahead. 

We now quote steel bars at 2.60c. to 2.75c. for delivery 
in third and fourth quarters, and 3c. to 3.25c. for delivery in 
four to six weeks. Prices from warehouse in small lots for 
prompt shipment are 3.50c. and higher. We quote refined 


iron bars at 2.50c. to 2.60c., and railroad test bars, 2.60c. to 
70c. in carloads, all f.o.b. mill, Pittsburgh. 


ati tiie new demand for light gages of black 
sheets is not as active as it was, and there is some slight 
irregularity in prices. For blue annealed, electrical and 
high-grade sheets for stamping purposes the demand is 
very urgent and the mills are filled up for five or six 
months and are considerably back in shipments. 
Makers’ prices for mill shipment on sheets, of U. S. 
standard gage, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from 
store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent cash discount in 10 days from date 
of invoice: 

Blue Annealed Sheets 


Cents per Ib. 
Pee: Bie Bo Fi ok CeO Ss 2.85 to 2.95 
I a Te a i i ha a a tele le 2.90 to 3.00 
nn 2a er 2a. ous be pes 6 Obes Chee beeen 2.95 to 3.05 
Se ee ee: SOL cada cont baedioed vas 3.00 to 3.10 
De a en 2, cc ovine wand bet eae vveweeas 3.10 to 3.20 


Above prices are for Bessemer stock. For open-hearth 


stock $2 per ton advance is charged. 
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Boz Annealed Sheets, Cold Rolled 


Des Ee Wal ws bie rek dé Loe eee aues 2.65 to 2.70 
I I a 2.70 to 2.75 
 . BS 8 RRR ee eae ey ry 2.75 to 2.80 
Be Meh 6 bs eds We ewe CR Ore da eek okh nn 0 to 2.85 
ee Oe on db wd Me o's ash SE ECR Reha We hee adh 5 to 2.90 
PO OE cS O Cb ct wseweem odes seUaVebcns ees 2.90 to 2.95 
Ge Eb cin US Se wcWibeneseeeeehULeeus 3.10 to 3.15 


Above prices are for Bessemer stock. For open-hearth 


stock $2 per ton advance is charged. 


Galvanized Sheets of Black Sheet Gage 


- e Bo 5 I ere rte ere ee 4.00 to 4.25 
Be, BA eb ca hcW he wee he woeedeckst enue cks 4.10 to 4.35 
Ss BO BO i ete. cies eee 4.10 to 4.35 
ee, ee Ls i is a bc ewe whobedccdx 4.20 to 4.45 
PS Ae OO cb ecb were bat ect ue bnew 4.35 to 4.60 
ed ee Ma ek oi Chis debs obs oh wae 4.55 to 4.80 
i Pe nd co 6 oe abes oats obwobe .70 to 4.95 
SE Sect webeeles 6 aebib oneness bia Suk 4.85 to 5.10 
Be GRO Sc We acs Ss ON KO hik ds howe ee 5.00 to 5.25 
DE Ais Paha ce Pee he eee es eben lk 5.15 to 5.40 


Above prices are for Bessemer stock. For open-hearth 


stock $2 per ton advance is charged. 


WrRouGHT Pipe.—None of the pipe mills is in posi- 
tion to make deliveries on iron or steel pipe inside of two 
to three months. Several of the larger mills report that 
actual orders for tubular goods booked so far this year 
are nearly three times as heavy as in the same period 
last year. No large gas or oil lines have lately been 
placed, this probably due to the high prices ruling. 
It is said that within the past year prices on line pipe, 
12 in. and larger, have more tnan doubled. About this 
time last year prices on 12-in. and larger line pipe were 
$30 to $35 per ton, and it is now quoted at $60 to $65 
per ton. However, the mills are filled up on the smaller 
sizes and cannot take new orders for delivery before 
July or later. Discounts are very firmly held. The 
following are the jobbers’ carload discounts on the Pitts- 
burgh basing card in effect from March 29, 1916, on 
black and galvanized steel and iron pipe, all full weight: 














Butt Weld 
eel 
Inches Black Galv. Inches "Black Galv. 
%, % and %.... 65 33 Ge Oho véeeae 54 
eeueersesaks 69 49 . See 23 
Te OR Wiss eewetas 72 I oe Ue ig ae ee kts 59 36 
ae sia 62 41 
Lap Weld 
fuGtmsGivwand 68 49 Ba) esctwvtisssiwe te 30 
Be: OR Bie cdewns 71 52 ar a 57 37 
i OS eee 67 Gye f Mts s cbdecedebea 58 38 
39 OG ASS apes 58%... . ee eae 60 41 
FE EG IE 6 Oe Fe 41 
> Sees y 58 39 
Reamed and Drifted 
1 to My a 70 51 to 1%, butt... 60 39 
eae 66 47 iin we ab 6 ee «08 49 28 
2%, = 6, lap.. 69 50% | 1%, lap........ 55 35 
ee 56 36 
2% to 4, lap.... 58 39 
Butt Weld, extra strong, plain ends 
%, % and %.... 61 6 SI i 54 32 
a eeiieebeetacat 6 48% i eaves be ba wet 9 41 
00 2M. ki vices 70 52% | OD BAR dos «0 0% 63 43 
ie nina be ae 71 53 
Lap Weld, extra strong, plain ends 
ces aedetuaee ee 66 48% Bees genndese deo ae 38 
SU. 00: 4ii se cucu 60 OA Ae wins Hnslinne sts 60 41 
Gee OO Ba oe cncwn 68 50 OM Feepeee 62 44 
oe Ree rere 63 43 > te te See 61 43 
O SS Bee 060 cho 58 38 & 2 See 54 36 
fk APO eer 49 31 
Butt Weld, double extra strong, plain ends 
Ae ep LIX 1% Me cea bhetucree se 29 
eS St ere 60 44% 00 296... in Se 49 32 
eo pee 62 6% 
Lap Weld, double extra strong, plain ends 
Sea ca vicwwveees 58 635%: 1 396. WD Bi. vcstue & 29 
644-08 Gis cs evs 60 44%, | 2% to 4........ 49 34 
G26 26 Ba 0 venen 59 431% | 4% to 6........ 47 32 
tT OE Bice eeewes 53 33% | 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


NuTs AND Botts.—No change in prices on nuts and 
bolts has been made for some time, but the market is 
very firm and likely to be higher in the near future. 
Very little is doing in export trade on account of the 
railroad embargo, but this is likely to be removed 
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in a short time. Discounts now in effect, which are 
for prompt acceptance only, are as follows: 


Carriage bolts, small, rolled thread, 60 and 10 na cent ; 
small, cut thread, 60 and 5 per cent; large, 50 perc 

Machine bolts with h. p. nuts, small, rolled hound. "60 and 
10 and 5 per cent; small, cut thread, 60 and 10 per cent; 
large, 50 and 10 per ce nt. 

Machine bolts with c. p. c. and t. nuts, small, 60 per cent; 
large, 45 per cent. 

Blank bolts, 50 and 10 per cent. Bolt ends with h. p. nuts, 
50 and 10 per cent; bolt ends with c. p. nuts, 45 per cent. 
Rough stud bolts, 30 per cent. 

Lag screws (cone or gimlet el 65 per cent. 
ors = tap bolts, 25 per ce 

H. nuts, tapped or blank, 3.25c. Ib. off list; h. p. hex., 
3.25¢. 4: off list. ¥" p. c. and t. sq. nuts, tapped or blank, 
3.50c. Ib. off list; c. p. c. and t. hex., 3.50c. Ib. off list. Semi- 
finished hex. nuts, 70 and 10 and 10 per cent. aye and 
case hardened nuts, 70 and 10 per cent. Rivets 7/16 in. di- 
ameter and smaller, 60 per cent. Delivered in lots of 300 Ib. 
er more where the actual freight rate does not exceed 20c. 

00 Ib. Rivets, % in. diameter and larger, structural, 
aS 16 per 100 Ib. base ; boiler, $3.25 per 100 Ib. base, f.o.b. 
Pittsburgh. 


Forged set 





Office of HARDWARE AGE, 
New York, April 17, 1916. 


fbr volume of business in most lines is expanding, 
with, however, a few lagging exceptions; builders’ 
hardware, for one. One old leading house represent- 
ing well-known manufacturers, says that most of its 
factories are not seeking new business, and that its 
facilities will be fully occupied for the coming eight 
months to clean up, without additional orders. A good 
concern, of similar character, says that it is so far 
behind in executing orders that life has become a bur- 
den. 

Some of the manufacturers with branches in New 
York, are putting into effect a differential of 5 per 
cent, or more, on out-of-store business, as contrasted 
with stock orders carried by merchants themselves. 
The point is made that executing these small pick-up 
orders for goods that legitimately should be kept in 
stock by the merchant, frequently robs bona-fide orders 
greatly needed for out-of-town shipment, for the bene- 
fit of near-by trade which either should carry the staple 
lines themselves or pay for the extra expense of doing 
small business. 

One shrewd, experienced buyer for a house which 
both wholesales and retails largely, approves the plan. 
His comment is that it will eliminate certain buyers 
with a desk for their headquarters, who predicate their 
quotations for small lots not on their own stocks, which 
do not exist, but on the handy reserves of manufac- 
turers. 


Wire Naits.—The market for wire nails is very 
steady, but at present there is no large buying in this 
section. Merchants capable of ordering several car- 
loads stocked up pretty well earlier but smaller estab- 
lishments, where a carload was believed to be sufficient, 
are in the market again, strengthening stocks, while 
inquiries are plentiful. 

Wire nails, in store, are $2.85 and carted by the jobber 
$2.90 per keg base. 

Cut NaIts.—Quoting one authority literally some of 
the makers of cut nails are “strapped” and clean down 
on needed raw material, so that they are unable to take 
new orders at present. They are even chary on quot- 
ing prices, as they have practically no nail-making mate- 
rial and quoting under such circumstances is useless, 

There are good orders in hand for export, which ma- 
kers are unable to fill. 


Cut nails in store, so far, are unchanged at $2.85 and carted: 


oF the jobber $2.90 base per keg, with talk of advances before 
ong. 

HAMMERS.—Light hammers, such as blacksmiths’ hand 
hammers, drilling, napping and masons’ hammers, spike 
mauls, etc., are now quoted for resale at 70 and 10 per 
cent discount. Heavy hammers, including sledges and 
kindred lines, are 75 and 10 per cent discount. 


Picks AND Matrocks.—Picks and mattocks are now 
on the basis of 70 and 5 per cent discount from jobbers. 


NEW YORK 


Hardware Age 


BoILeR TuBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, on lap-welded 
steel tubes, in effect from March 29, 1916, and standard 
res metegines tubes, effective from Feb. 29, 1916, are as 

ollows: 





Lap Welded Steel Standard Charcoal Iron . 

ene ce Oe etCeverwieds 39 Be OG fed edbdeancese 37 to 38 

5 Oo gk Ree eee 51 1 er ne oss weds 41 to 42 

MU eh ae win Oa be oe hee 48 ee rors Soe 8 to 39 

2% and 2% in........... 54 2% and 2% in....... 45 to 46 

Fy 8) a ene 59 3 and 3% in......... 49 to 50 

Se oe Saree 60 3% to 4% in........ 51 to 52 

ts eer 53 7 &£ 8 Gea 45 to 46 
ee ee ncauce keockauese 50 


Locomotive and steamship special charcoal grades bring 
higher prices. 


1% in., over 18 ft., 
net extra. 


2 in. and larger, over 22 ft., 10 per cent net extra. 


and not exceeding 22 ft., 10 per cent 





SOLDER.—Solder, half and half, small lots, is bringing 
3646c. per lb. and in quantities of 250 lb. is quoted at 
34c. to 35c. per Ib., although the figures vary almost 
daily because of the uncertainty in the prices of pig 
tin and pig lead from which it is made. 


Crow Bars.—The price quoted now, ordinarily, on 
crow bars is 3%c. net per pound. 


WINDow G.Lass.—The market in window glass is ex- 
ceedingly firm and there is no trouble getting the prices 
asked, as there is a considerable rush for goods. The 
main difficulty is in getting enough of it produced and 
transported. 

There is talk of continuing the blast on hand-made 
window glass until about the middle of June, if reason- 
ably satisfactory arrangements can be made with the 
help; if not, the execution of many orders will have to 
be deferred until fall, as capacity is not equal to suf- 
ficient production between now and the usual time for 
dropping fires. In hand-made glass, men blowing the 
large cylinders are unable to stand the additional heat 
which comes with summer. 

It is possible that the machine-made glass makers 
may continue to run all summer, as the conditions are 
different. 

Window glass prices are unchanged, so far, and are 
as follows: 


Window glass, A, single thick, first three brackets, is 89 per 
cent, and B, single, first three ‘brackets, 90 and 10 a cent 
discount. In all of the remaining brackets A and B single 
thick are 88 per cent, A, double, 89 per cent, and B double, 
90 per cent discount from jobbers’ lists. 

NAVAL STorES.—Merchants handling naval stores in 
this market say spring business has not livened up even 
if spring weather has arrived. There is some foreign 
inquiry, but the drag on that trade is ocean transpor- 
tation, the scarcity of ocean bottoms keeping the volume 
of it light. Prices are nominally unchanged, but for 
actual orders concessions are possible. 

Spot turpentine, in yard, is quoted at 52 to 52%4c. per gal., 
which can be shaded, it is said, approximately 4c. 

Rosins are dull, the easy situation in the South being re- 
flected in this section. 

Rosin, common to good strained, in yard, on a basis of 280 
Ib. per bbl. is $5 and D grade $5. 20 per -bbl. 


Rope.—The ability to deliver rope ordered is growing 
worse if anything, and factories are crowded to meet 
demands, especially on the smaller sizes. These con- 
ditions apply to factories of large capacity as well as 
smaller plants. One sales manager, in a large company, 
says that because of prevailing scarcity he is quoting 
on most inquiries now coming in lic. per pound over 
the market, although taking good care of their regular 
customers on the regular basis. This means that they 
are getting frequent inquiries from entirely new 
sources where previously the buyers had purchased of 
competitors. This establishment is not looking for 
new business at present, as they cannot properly handle 
whaf they already have. 
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There is an easier tendency observable in the lower 
grades of Manila hemp, the quality most used in Great 
Britain, but the best grades required by American 
manufacturers are still scarce. 

In sisal the Regulating Committee in Mexico finds 
they will have little if any fiber to market before June. 
There are rumors of an export tax of $5 per bale, gold, 
on sisal fiber, bales weighing usually 350 to 400 Ib. each, 
or approximately 1%c. to 1%c. per pound advance. 

Manila hemp rope, first quality, is still 18c., second quality 
17c., and third quality 15c. base per Ib. 

Sisal rope, first grade, is unchanged at 12c. and second 
grade 11%c. base per Ib. 

SPRING STEEL CoTTERS.—Spring steel cotters have 
been advanced again, owing to the great difficulty in 
getting wire suitable from which to make them. They 
now range at 90 and 15 to 90 and 25 per cent discount, 
and some producers make it 90 per cent over the 
counter. 


CARBON Twist DRILLS.—Carbon twist drills recently 
were again advanced, the following prices  rep- 
resenting the market to merchants and large consum- 
ers: viz. straight and taper shank 1/16 to 1% in. diam- 
eters inclusive, 65 per cent discount; larger than 1% 
to 2% in. inclusive, 40 and 5 per cent, and larger than 
21% in. diameter, 30 per cent discount. Jobber’s drills 
1/32 and 3/64 in., 50 and 5 per cent; wire gage drills 
No. 53 and smaller, 50 and 5 per cent, and No. 52 and 
larger, 65 per cent discount. Jobbers’ twist drills, 1/16 
to % in. inclusive, 65 per cent; all blacksmiths’ drills 
up to 1% in. 65 per cent. Ratchet drills 40 and 5 per 
cent and bit stock drills 65 and 10 per cent discount 
from list. 


LAWN Mowers.—The Whitman & Barnes Mfg. Com- 
pany, Akron, Ohio, has advanced the price of its lawn 
mowers by from 10 to 20 per cent, according to grade. 
The difficulty of getting necessary materials is con- 
stantly increasing and the present prospects, at the 
New York branch, are that what the company already 
has in stock at this point now is all that they are likely 
to get from the works for this season’s business. 


RIvETs.—Copper rivets and burrs are being quoted 
ordinarily at 15 per cent discount and tinners’ rivets 
and miscellaneous rivets at 60 per cent. 


TACKS, FINISHING AND TRUNK NAILS.—Copper nails 
are now 42c. and copper tacks 44c. per pound. Trunk 
nails are quoted at 20 and 10 per cent discount. Double 
pointed tacks are 30 and 10 and 10 and 5 per cent dis- 
count from list. 

CoTTON WASTE.—Cotton waste is fast becoming a 
vanishing quantity, average quotations now being 13c. 
for white No. 1, 12c, on No. 2 and 11%c. per pound 
on No. 3 grade. Prices for colored, when it can be pur- 
chased, are No. 1, 8%c. to 9c. per pound with only 
nominal quotations on No. 2 at 8c. and No. 3, 7%c. per 





Office of HARDWARE AGE, 
Chicago, April 17, 1916. 


HICAGO and vicinity continue to show marked ad- 
vances along trade lines. Especially is this true 
as regards building operations. It is estimated that 
$75,000,000 worth of construction work is now under 
way, or about to begin in the suburban towns near this 
city. One concern in Gary is putting $27,000,000 into 
the construction of one new plant and another is 
spending two-thirds of that amount in improvements 
to their plant already in use. With a population of 
45,000, Gary to-day has not a vacant flat for rent. The 
steel mills are employing 15,000 persons, and before 
July 1, 1917, the needs of the plants now in the course 
of construction will call for approximately 12,000 
more. 

Building operations in the city of Chicago for March 
surpassed all previous records for corresponding 
periods. Building permits for March total 1139 build- 
ings, involving 35,074 ft. of frontage and an estimated 


CHICAGO 


169 


pound with little, if any, of the Nos. 2 and 8 grades 
obtainable. 


AxEs.—The American Axe & Tool Company, Glass- 
port, Pa., and Kelly Axe Mfg. Company, Charleston, 
W. Va., on April 11 advanced the price of its men’s 
single bitt and double bitt chopping axes 50c. per 
dozen, making the quotations now, to fair sized trade, 
as follows: viz. single bitt, first quality, $7.50 and 
second quality $7 net per dozen, base weights. Double 
bitt, first quality, are $10.50 and second quality $8.25, 
base per dozen, base weights. The cost of handles must 
be added to the figures quoted to cover handled axes. 


LINSEED O1L.—The current demand for linseed oil is 
light, some of which is probably due to a strike among 
the painters in this territory. There is a firming tend- 
ency in the seed markets although there are no active 
bullish developments. The question of oil cake disposal 
is becoming more serious daily, which the grazing sea- 
son for cattle now coming along, makes worse. Unless 
some way is discovered to market the oil cake by- 
product, the lack of such orders will react on linseed 
oil and materially stiffen the price. 


Linseed oil, raw, city brands, in lots of 5 or more bbl. is 
80c. and less than 5 bbl 8lic. per gal. 

State and western oil, rules at 77 to 79c. per gal. according 
to quantity and seller. 


LEAD Pipe.—Lead pipe, in the eastern market, has 
been advanced to $9.50 per 100 Ib. 


SHoT.—Lead shot, packed in 25 lb. bags, is now on 
the following basis, viz: drop, up to B $2.35; drop, B 
and larger, $2.60; buck $2.60; chilled $2.85 and dust 
$2.85 each. 


OAKUM.—Oakum, along with some other kinds of 
staple merchandise, has become a scarcity, most of the 
various grades being practically out of the market. 
One large representative New York house has no spun 
oakum at all, and hasn’t had for some time. While 
quotations are 14c. per lb. on “best” unspun, they have 
none whatever in the “U. S. Navy” and “Navy” unspun 
or plumbers’ spun oakum, qualities. 

COoPPER.—On April 13, the sheet copper base was 
advanced to 35%4c. and bare copper wire, for electrical 
purposes, carloads, mill shipments, to 3044@3lc. base 
per lb. 

SHOVELS.—On the shovels, spades.and scoops, made 
by the Ames Shovel & Tool Company at its several 
plants other than the main works at North Easton, 
Mass., prices were advanced April 12 approximately 
10 per cent. This applies to all plain back, back strap 
and hollow back patterns. Previous to this advance 
the hollow backs were a little lower than the plain backs 
and back straps; now all three styles are on the same 
general basis of discounts. The market is now repre- 
sented by the following discounts covering the average 
run of trade, namely: 


First grade, 40 per cent; second grade, 35 per cent, and 
third and fourth grades, 30 and 5 per cent discounts. 





cost of $11,477,100. This is an increase of 54.6 per 
cent over that for the same month last year. 

Automobile manufacturers are flooded with orders. 
Every firm doing business in this territory reports a 
heavy volume of sales. Farmers especially are heavy 
buyers of cars. The freight embargo is causing con- 
siderable annoyance in the matter of deliveries. 

Automobile accessories are beginning to move freely. 
There is a general advance in accessory prices due to 
the heavy foreign and domestic demand, and to the 
shortage of raw material. Tires have advanced from 
10.to 20 per cent. This advance is credited to the diffi- 
culty in obtaining Sea Island fabric and to the scarcity 
of crude rubber. Asbestos is another source of worry 
to accessory manufacturers. The principal asbestos 
mines are controlled by the English Government, which 
has placed an embargo on all shipments. An affi- 
davit to the effect that the purchase will not be re- 
exported is required on even the smallest shipments. 
This has caused a sharp advance on brake linings and 
packing. 
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Storage batteries are from 10 to 20 per cent higher, 
with prospects of still further advances, while the 
scarcity of spelter and manganese has boosted the price 


of dry cells ‘50 per cent. Spark plugs have gone up 10° 


‘per cent, and there has been a general advance in 
high-grade oils and greases. Soaps for car cleaning 
purposes are higher, and polishes are expected to ad- 
vance in the near future. 

All accessory items of steel, copper and brass are 
higher than normal, and such items as tool boxes, 
fenders, demountable rim sets, wrenches, bolts, nuts, 
and brass and copper tubing are very difficult to obtain. 

Platinum has advanced about 120 per cent over the 
price of a year ago and platinum contact points have 
advanced accordingly. Gears, forgings and axles have 
taken a 25 per cent raise and still higher prices are 
expected. 

Price in automobile accessories is not so much a fac- 
tor as the ability to get stock. Jobbers complain that 
orders placed by them some months ago will not be 
delivered before September or October. 

Linseed oil continues to decline, owing to the light 
domestic demand. Nails and wire remain at the old 
prices with a continued prediction of advances in the 
near future. Here, too, the question of delivery is of 
more importance than that of price. 


BARBED WIRE AND STAPLES.—The local demand for 
barb wire and staples is rather light, as farmers are 
deferring fence and repair work in the expectation of 
lower prices next year. The foreign demand, however, 
is as high as ever and the indications point rather to 
higher than to lower prices. 

We quote painted barb wire: $2.55 per cwt. in car lots to 
jobbers, f.o.b. Pittsburgh. -For -smaller lots, 5c. advance. In 
car lots to retailers, $2.60 f.o.b. Pittsburgh. In small lots, 
5c. higher. Galvanized barb wire is quoted $3.25 in car lots 
to jobbers and $3.30 to retailers, f.o.b. Pittsburgh. No. 9 
plain annealed wire $2.25 in car lots to jobbers and $2.30 to 
retailers, f.o.b. Pittsburgh. Polished fence staples, $2.55 per 
cwt. and galvanized $3.25 per ewt. in car lots to jobbers: 
$2.60 and $3.30 to retailers, f.o.b. Pittsburgh. 

WIRE NAILS.—The demand for wire nails shows no 
signs of a let-up. The resumption of building opera- 
tions has increased sales, while deliveries are almost 
impossible. There has been no increase in price over 
that of the past few weeks but advances are expected 


daily. 


We quote wire nails, $2.40 per keg base in car lots to 
jobbers f.o.b. Pittsburgh. Smaller lots 5c. higher. To re- 
tailers $2.45 in car lots f.o.b. Pittsburgh. Smaller lots 5c. 
higher. As the freight rate from Pittsburgh to Chicago is 
18.9c., this makes the Chicago price practically $2.59 per keg 
base to jobbers and $2.64 to retailers in car lots. 


CLEV 


Office of HARDWARE AGE, 
Cleveland, April 17, 1916. 


USINESS in hardware lines is generally good al- 
though the retail trade both in this city and in the 
country districts has suffered somewhat because of the 
unseasonable weather that has prevailed most of the 
days this month. As a result of the backward season 
wholesalers are not yet getting many repeat orders for 
seasonable goods. However, the retail business has im- 
proved with the more satisfactory weather conditions 
during the past few days and many of the local dealers 
report the volume of business very satisfactory. Gar- 
den tools are moving quite freely. Some lawn mowers 
are being sold and demand for paints has become quite 
active. Dealers are already doing a good volume of 
business on bicycles. 

The automobile supply business has opened up fairly 
well considering weather conditions, although casings 
and tubes are so far moving better than other lines. 
Wholesale houses that handle automobile accessories re- 
port a good growth in their business owing to new 
additions to the ranks of hardware dealers who carry 
motor car accessories. Quite a few Cleveland dealers 
went into the accessory lines in a small way last year, 
being rather timid about taking on. very much of the 
line, but their sales last season have warranted them in 
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Cut NAILS.—Cut nails have advanced and are now 

quoted at 20c. a keg higher than wire nails. There 
is a heavy demand, and prices are firm. : 
*- We now quote cut nails at $2.60 to $2.65 per keg.in carloads 
and larger lots to jobbers; carloads to retailers, $2.65 to $2.70, 
f.o.b. Pittsburgh, terms 60 days net, or 2 per cent off for cash 
in 10 days, freight added to point of delivery. 

WIRE CLOTH.—There is no real basis.for quotations 
on wire cloth. Some of the manufacturers are stil] 
furnishing schedules of prices while others refuse to 
quote except on specifications. Jobbers are not in 
accord on prices and are in many cases selling below 
what the manufacturers’ prices would seem to warrant. 
We give general quotations as follows: 

To jobbers, twelve mesh black wire cloth, $1.30 per 100 sq. 
ft. Fourteen mesh, $1.70. Twelve mesh galvanized wire 
cloth, $1.70 per 100 sq. ft. Fourteen mesh, $1.95. Fourteen 
mesh bronze wire cloth, $6.50 per 100 sq. ft. Jobbers are 
quoting to dealers from $1.30 to $1.35 per 100 sq. ft. for 
twelve mesh black; from $1.70 to $1.75 for fourteen mesh. 
Twelve mesh galvanized from $1.70 to $1.75; fourteen mesh 
from $1.95 to $2.00. Fourteen mesh bronze, $7.00. 

LINSEED OIL.—Linseed oil continues to decline in 
price. The domestic demand is very light and the ex- 
ports are not exceptionally heavy. The heavy increase 
in building operations may have some effect on future 
prices. 


We quote, f.o.b. Chicago, strictly pure, old process linseed 
oil, carloads, raw, 75c.; carloads, boiled, 76c. Five or more 
bbl., raw, 77c.; five or more bbl., boiled, 78c.; less than five 
bbl., raw, 79c.; less than five bbl., boiled, 80c. 

NUTs AND BOoLTs.—The demand for nuts and bolts 
continues to increase. Manufacturers are loaded with 
orders and high prices seem to have no effect in less- 
ening sales. 

We quote machine bolts up to % x 4 in., 65 and 5 per cent, 
larger sizes, 65 per cent. Carriage bolts up to % x 6 in., 65 
per cent; larger sizes, 50 and 15 per cent discount. Hot 
pressed nuts, square, $3.70, and hexagon $3.80 off per 100 Ib. 

SHEETS.—The demand for sheets is very light and 
is confined mainly to the blue-annealed grades. In 
spite of this fact, the prices on blue annealed have been 
advanced $3 per ton from Chicago jobbers’ stocks. 

We quote to retailers as follows: No. 10 blue annealed, 3.40c. ; 
No. 28, black, 3.10c. to 3.20c.; No. 28 galv., 5.40c. to 5.50c. 
Minimum prices to apply on bundles of 25 or more. 

BaRS.—The demand for bar iron is increasing, and 
mills are running to capacity. The prices from jobbers’ 
stocks, however, remain the same as our last quota- 
tion. 


We quote to retailers as follows: Soft steel bars, 3.10c. ; 
bar iron, 3.10c.; reinforcing bars, 3.10c. base. 


LAND 


spreading out somewhat. Others that were not carry- 
ing any accessories last year are putting in a stock this 
season. Dealers who have gone into the automobile 
accessory line find that they are generally satisfied with 
results even though they have a great deal of compe- 
tition from the numerous garages and supply dealers. 
Another line that is growing materially in the hard- 
ware trade, and one that dovetails in with the automo- 
bile accessories, is electrical supplies. The hardware 
trade in electric lamps has become very heavy and many 
dealers have come to recognize an opportunity for 
profits in carrying a line of electrical supplies for small 
repair work around the house that can be done without 
the services of an electrician. 

The demand for mill supplies continues heavy. Build- 
ers’ hardware is moving fairly well, but a scarcity has 
developed in auger bits. Manufacturers’ prices are 
still being advanced here and there, but these advances 
do not appear to be as numerous as they were some 
weeks ago. The latest advance is about 10 per cent on 
bench vises. Collections are generally good, although 
there is some complaint about collections from country 
merchants. We quote jobbers’ prices as follows: 


Steel bars, 3.25c.; plates, 3.65c.; black sheets No. 28, 3.10c.; 
blue annealed sheets No. 10, 3.50c.; galvanized sheets No. 28, 





5.25¢.: wire nails, 2.70c.; barb wire, 3.55¢.; iron bars, 3.20c. , 

















A Tire Hunch from the Sage Brush 


How a Western Firm Has Solved the Problem of 
Displaying Automobile Tires 


By THE TRAVELING EDITOR 


HERE are good roads in the wild and woolly 
West, and automobiles are almost as plentiful 
in the land of bunch-grass as woodticks and 

sage hens. It was not so very long ago that the 
poor, deluded Motor Bug has a hard path to travel 
in the State of Washington. Every time one of 
his neighbor’s pet tacks wandered out in the rodd 
and formed a partnership with his new front tire, 
it took a garageman and a crisp five-dollar bill to 
diagnose the case. Then came the after-effects. 
Invariably some greasy mechanic would locate a 
kink in the steering gear or a flaw in the engine, 
and the puncture became a hospital case. It cost 
real money to sport a flivver in the old cow country. 


Hardware Man Gets a Vision 


The hardware man who saw the cattle coin of 
former days slipping into the dim past began to 
brush up on the future. He soon got wise to the 
fact that there was a nice juicy profit in handling 
automobile accessories, and came to the rescue of 
the man behind the wheel. Now the big touring 
car and the little old Ford go singing over the one- 
time cow trails, and there is a smile on the face of 
the Motor Bug. He is able to pay cash for his 
groceries again, and there is the price of a new 
tire in his inside pocket. Incidentally, the loss of 
the cattle trade is being rapidly forgotten by the 
man who retails hardware. 


How One Western Firm Plays the Game 


The Farmers’ Supply Company of Sprague, Wash. 
—not a Grange concern, by the way—was one of 
the first to grasp the possibilities of the automo- 
bile accessory business. They got in on the ground 
floor. Not only that, but they took the agency for 
a line of automobiles and began building up their 
own accessory prospects. They didn’t plunge into 
the game with a great big stock of cars, and they 
positively refused to join the “demonstrator” class, 
but they did stick a bright new car in the middle of 
the sales floor and talked automobile whenever the 
opportunity presented itself. Of course, they didn’t 
break any sales records, but they managed to dis- 
pose of seven cars during the summer of 1915 with- 
out increasing their overhead expense. They in- 
stalled a gas tank at the curb for the benefit of 
patrons, and stocked a small show case with ac- 
cessories. The venture proved a success from the 
start. Motorists in the vicinity of Sprague fell for 
the new line, and came to the store for their motor 
supplies. Business picked up in all lines. 


Manager Strikes Tire Display Snag 


One thing, however, bothered the man who had 
the accessory department in charge. He couldn’t 
seem to find a practical and economical method of 
displaying his tire stock. Every scheme he could 
think of, from hanging them on harness hooks to 
piling them on shelves, was tried without success. 
Finally he hatched out a brand new idea, and hit 
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for the tin shop. The cut illustrating this article 
will give you a good idea of what he brought back 
with him when he reappeared. 

It is a combination tire rack and accessory dis- 
play table, and to quote a member of the firm, “it 
has paid for itself a dozen times during the past 
year.” The device is simple and easily constructed, 
but it certainly does make an attractive fixture for 
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Combination tire rack and accessory table used by the 
Farmers’ Supply Company, Sprague, Wash. 


the display of tires and accessories. The rack part 
is made of galvanized pipe, with cross bars as shown 
in the cut, for supporting the tires. The top is 
constructed of wood, covered with battleship lino- 
leum. There is ample room for a good stock of outer 
casings in the rack, and the top is used to display 
such accessories as automobile jacks, spark plug 
sets, pumps and warning signals. It is neatly and 
strongly made, and when trimmed forms a valu- 
able addition to the store’s line of fixtures. 


Passing the Idea Along 


The Farmers’ Supply Company is composed of 
a bunch of hardware live wires. They are also a 
bunch of good fellows. “Sure, you can use the idea 
in a HARDWARE AGE article,” said the manager, 
when the Traveling Editor broached the subject. 
“If we can be of any service to the other fellows, 
count us in. It isn’t an expensive proposition, but 
it surely has smoothed out our tire display prob- 
lem.” 

We took him at his word, and here it is—a good 
live idea that’s yours for the taking. The fixture 
can be built in any ordinary hardware store by a 
common jack-knife mechanic, and the size can easily 
be adapted to the wants of the builder. The ex- 
pense won’t break you, and the results will retard 
the growth of wrinkles on your fore-top. 

Show your appreciation of the stock you carry 
by fitting a dress suit to it. It will amply repay 
you for the time and effort expended. 

Our thanks are due the Farmers’ Supply Com- 
pany for an original and practical idea. 
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Aggressive Advertising for 


Automobile 


Accessories 


How You Can Get Accessory Business by Putting Push 
Behind Your Publicity 


By BURT J. PARIS 


store may be profitably advertised in first, 
the newspaper; second, the house organ, 
and third, by direct circular and booklet work. 


First Steps 


The hardware man should decide to use the 
three mediums and use them thoroughly during 
the next two or three months, for during spring 
and early summer the bulk of accessories is sold. 

He next should view his stock as composed of 
three distinct divisions. First, small goods and 
tools, or in other words, the staple lines. Second, 
specialties such as shock absorbers, self-starters for 
Fords, slip covers, etc. Third, tires and tubes. 
By making these divisions he will find his adver- 
tising problem much simplified, as we will demon- 
strate further along in this article. 


A Special Mailing List 


Before starting anything the hardware man 
should take steps to provide himself with a com- 
plete mailing list of all motor car owners in the 
territory he desires to reach. In addition he 
should arrange to secure weekly registration lists 
—the name of buyers of new cars. Both these 
lists should show the make of car which, inci- 
dentally, they generally do. 


Preparing the Ammunition 


The dealer is now ready to get together the 
actual material to be used in each of the three 
ways of reaching the consumer. The newspaper 
work is of first importance and if you keep a file 
of the ads reproduced in “The Publicity for the 
Retailer” department of HARDWARE AGE, you 
will find the task of preparing your newspaper 
ads easy indeed. In case you have not, the ads re- 
produced with this article and the comments 
underneath them will furnish you with a clear 
idea of how to handle the newspaper situation. 

If you have your accessory stock in mind as 
composed of three distinct divisions, you will find 
it much easier to lay out your newspaper work 
so as to cover your whole stock periodically. For 
instance, run first an ad on small goods—the 
every-day necessities; then an ad on specialties 
that make for more comfort in motoring; last, an 


\ UTOMOBILE accessories in the hardware 


ad on tires and tubes. If you don’t handle tires, 
you have only two divisions to think of, but for 
the sake of completeness we are assuming that you 
handle tires. 


The Newspaper Ads 


We strongly recommend that the accessory ad 
mention no other article of hardware. We ad- 
vise this, for it gives the reader the impression 
of full stocks: that with you accessories are a de- 
partment and not a small side line. It is fatal to 
allow the motorist to imagine your stocks are lim- 
ited. Your motorist does not want to visit three 
or four stores for two articles. 

Every ad that we show here follows out this idea 
with but one exception. Run exclusive accessory 
ads and illustrate them well. No one thing is so 
essential to the success of the accessory ad as 
illustrations that really illustrate. , 


Give Prominence to Ford Accessories 


Remember to play up the accessories especially 
designed for the Ford car. Two of the newspaper 
ads illustrate our point. Inasmuch as there are 
something like three Fords to one of other makes, 
it behooves the dealer to lay particular stress on 
Ford equipment. 


Using the Store Paper 


The store paper is an ideal unit of direct ad- 
vertising with which to feature accessories. Let 
there be two or three accessories ads in each issue 
as well as plenty of reading notices. The store 
paper is especially fine for the higher-priced spe- 
cialties which must be given a detailed presenta- 
tion. The store paper reader has time to absorb 
your arguments where the newspaper reader might 
not. 


Getting Out a Special Issue 


We would most strongly advise you to get out 
immediately a special issue of your store paper 
devoted exclusively to automobile accessories. This 
would give the department a great initial boost 
toward a profitable spring trade. Feature your en- 
tire line and make full use of the reading columns 
in describing the innovations in accessories. Mail 
this issue to the automobile owner list as well as 
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April 20, 1916 
SCHROETERS 


SoM Ly meaty ‘Sea, 6 


, : &. ) > Weekly Bargain. Ne. 583 
Will Close Tonight “Taner en 6s. = 
= Store Open Saturdays Until 8 FP. M. 


6 o’Clock SEND US YOUR MAIL ORDERS 


“Little Cop” 
Radiator 























‘SCHROETER’S SPECIAL 
: ELBEOTRIC 








| Excelsior 
ester ator, Lightweight 


latest een —— 
> > ornament an Ww fit 

any car. Other orna- A | 
a ments—Red Cross, Sol- utocyc e 
diers, Chas. Chaplin, ik, A real jlight weight moto- 


Regular traffic cop in 


























1 cea aoeed te cycle, has a 2% H. P., 2-stroke Bor atesting dry battertes only 
oe motor with only three moving peres, Special price .....-.....: 
EXCELSIOR MOTORCYCLES parts and no_ adjustments: Parcel post. 4 ounces. 
$135 to $250. strictly automatic -lubrication, “SCHROETER” 
without pumps or other acccs- ; 
L. sories. Equipped with Dixie IMPROVED GRATER 
ee SJ095 High Tension Magneto and ene ot nats, bread, horse- 
Excelsior light weight two- - ~ BR aaa and _ other 
FEARS $ apeet gear, oiding clutch type. work work sa tistectorty $1. 25 
with gear shift lever on left sss 
handlebar. Will run 100 miles * prea post ‘weight, 4 pounds, 
on 1 gallon gasoline. “HOME” 
This is one of the greatest WORM-DRIVE 
values ever offered in a moto- NUT CRACKER 


Cracks mute @ithout ctushipg 








cycle. 


Price $135 


Model 16-3 three-speed 
CWele GHEY cccccsccwens 
Model 16-1 single-speed 
Cwin eplinder ..ccccesdecs 
Model 16-SC short-coupled 
twin cylinder <...ccsedocs 
Model 7-TS two-speed 
CWE CUUMGEP oc cccceskens 


Open End Wrench Two-speed single cylinder. .$175 


Set For Ford Cars 
Fan Belts 
For Fords 25¢ 


This set covers practicalHy all 
Special fabric belt that 




















ruts on Ford cars. Made of finest 
steel and thoroughly hardened and 
semi-finished. Five wrenches, 10 
openings, sizes as follows: 9-16 and 
7-16, 1-2 and 19-32, 5-8 and 15-16 








and 3-4,,and 25-32 and 7-8. Packed will wear we Chrome i 
A in Poe S. $1 Leather Bolte” 30c. a ae weight, 4 pounds. 
rice Fer Set . STEEL TOOL BOXES FOR 
Special Jacks for Fords FORD MACHINES 
Black enamel —_., with brass lock; 








Oil Gauge For $1 Each inches long. STgches wie ide, 6% SC is7 


F ords, 35c STANLEY CENTER PUNCHES 
ae plows aoe and oil : oe 


Anyone can quickly install 

= on their ae a _ (il ¢ f fk ds ae Special price, c 

quires removing oO pet ig of 2HT8 8.97100 TAY HAPHC te Boe Sr oe ee 

cock - case. You can see | alige or or Pareel post weight, 2 ounces. 

at a glance amount PLUG CLUSTERS 

of oi]. Price ......... 35c 35c Tite fos Gatt where two = 
: op one >. porce 


Socket Wrench Set For Fords tached by takin alt ton 
petcock, 


$2 Universal Dash Oi! 


Set of 5 double end Gauge—Price $2.50. 


sockets, for every Monarch Dast Oil 


da adjustments 
on " ord cars. Gauge—Price $1.25. 


Every Ford owner 


needs — $2.00 


set; price 
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Fan Belts For Fords Agents for McGraw 
ym Guaranteed Tires 


30c i} | — ne 
AUTO HAND HORN 


OUT OF TOWN CUSTOMERS Tone, Taree with goed’ wire, of bet 














Standard size for Ford cars. Best torte required: on 
quality sewed one-piece 30c Our mail order service is very ba inside, Origi- 

> ” x aie mal . ; 

leather. Price, tach ....... prompt and efficient, shipping price, $5 yam ed ove 5 i9 

















your order same day received and 


Prepaying the Postage Schroster Bros. Hardware 
"17 and 719 Washington Ave. 


Delivery Prepaid Out of Town. 


W. J. PETTEE & CO. 


OKLAHOMA, CITY, OKLA. ORDER BY MAIL. 









































No. 1—(1 col. x 11% in.) This ad comes to us from Pettee’s, Oklahoma City, Okla. It illus- 
laying up specialties for the Ford car. No, 2—(1 col. x 10% in.) Another Pettee 
ad which features a mail-order department to reach the outlying districts. Note the presentation of the motorcycle 
and how it dominates the ad. his is the way to present a higher-priced specialty along with other items. 
No. 3—(1 col. x 12% in.) In this ad sent us by Schroeter’s of St. Louis, Mo., accessories are presented with other 
goods. Note the parcel post weights 
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COUNTRY ROAD TIRES 


The Racine Country Road Tire, with the ad- 
ditional rubber on the tread, is considerably 
more durable, and therefore more economical 
for the user, than the ordinary plain tread tire. 


These bridges of additional rubber are so 
arranged on the tread of the Racine Country 
Road Tire that the car equipped with this tire 
rides as comfortably and steers as easily as 
though equipped with plain tread tires, re- 
gardiess of the condition of the road or the 
speed of the car. 


We stock this Racine Country Road Tire in 
wing sizes: 


30x3 1-2 32x3 1-2 33x4 
34x4 36x4 1-2 


Also have the Racine Plain Tread Casings 
in all the popular sizes. 


Our stock of Racine Red Inner Tubes con- 
sists of the following sizes: 


30x3 to 36x4 1-2 


We are anxious to re-tire your car. Our 
prices will interest you. 


BLAKEY-CLARK HDW. CO., 


Phone 31 South Main 









































No. 4—(2 cols. x 14 in.) Here-is a very good tire and 
tube ad sent us by the wes get ardware Com- 
pany, Ennis, Tex. It shows the advantage of adver- 


tising tires and tubes as a definite division of your 
stock as advocated in the body of the article 


to your regular mailing list. You may have some 
duplications, but a little repetition won’t hurt and, 


further, it is comparatively easy to avoid any dupli- 


cation if you wish to. _ 
Quote Some Special Prices 
You can make both your newspaper and store 


Hardware Age 


paper publicity much more effective by including 
some price specials with your regular goods. Re- 
member your main object is to get the motorist 
inside the store. Once inside, you can generally 
sell him enough to make up for any small profit or 
even loss on a special. Furthermore, you make 
him acquainted with your stock. 


Folder and Booklet Work on Higher-priced Specialties 


Here is where you begin to make regular use 
of the two mailing lists you have acquired. It is 
difficult to sell the higher-priced specialties by 
newspaper ads: all you can do is to bring the 
reader to the store. 

But in the folders and booklets furnished by 
manufacturers and imprinted with your name, you 
have a selling force by which it is possible to fully 
convince the reader without his seeing the actual 
article, excepting, of course, the examination he 
makes at the time of purchase. 

Make up your mind to put push behind this 
work. If you haven’t got the folders and book- 
lets, ask for them. Cash in on any national ad- 
vertising that may be given to the specialty. We 
can assure you a decided increase in your sales of 
specialties if you make use of manufacturers’ ma- 
terial in regular mailing to your two special lists. 


Special Circular for New Owners 


Here’s another hunch you'll find profitable. Get 
out a special circular, 4 pages at least, on accesso- 
ries for the new car owner. The new car owner 
is especially susceptible to this sort of an appeal. 
He’s got something new and he takes pride in hav- 
ing it complete and comfortable. You can sell 
high-priced specialties to this type of motorist a 
great deal easier than to his fellow driver who 
either has everything or is waiting until he gets a 
new car before buying additional equipment. 

Head the circular like this, “Now That You 
Have the New Car, Make It Represent the Last 
Word in Comfort and Convenience.” You will find 
a series of three of these circulars, mailed one 
this month, one in May and one in June, a paying 
investment. 

Your Main Circular 

Next in importance to your newspaper publicity is 
your big circular covering your full line of ac- 
cessories. This circular is for use on your regu- 
lar mailing list, the automobile owners’ list com- 
plete and the new car owners’ list. 

You will find it easier to prepare this circular 
and you will make it more effective in appearance 
and in results if you bear in mind the three be- 
fore-mentioned divisions of your stock. 

This circular should be as complete as you can 
make it. It should at once convey the impression 
that you are headquarters [or automobile accesso- 
ries. 

Preparation of Main Circular 

The best size for this circular is about 15 x 20 
in. It should have four pages and be folded so 
that you can fasten it with a clip and mail it 
under a one-cent stamp. Experience has shown 
that these circulars are invariably read and that 
placing them in an envelope under two-cent pos- 
tage is unnecessary expense. Even if the one-cent 
arrangement were less effective, remember you 
cover twice the ground with it. 

This main circular should carry a strong open- 
ing talk about complete stocks and the desirability 
of trading at your store. Price specials should be 
sprinkled through it in bold-face panels so that 
they are seen at a glance. Needless to say, it 
shouki have a wealth of cuts. 

It should be printed on “super” paper which is 








April 20, 1916 









_ HARDWARE & IRON CO, 
ect. AUTO ACCESSORIES 


A Stock that Covers Every Need of Quality a Prodominating Feature — 
the Autoist Prices Consistent 


QUAKER 
TEMPERED 
TIRES and TUBES 

























The Tire of Proven Worth 


You cannot get mere in Tires than you 
‘yet in the QUAKER. Invest in 0 
QUAKER now, try it out under . these 
roe gag conditions and you will find 


Quaker ts Adiles Cheaper 


Made from Tempered Rubber 


















hae Cmte =Car Oa dian Map 
“KLAXON” “SPARTON ” 
The Hore With a Noise The Ideal Auto Signal 





















Rayfield Carburettors, Leak-Proof Piston Rings, Non- 
Fluid Oils, Dixon's Graphite, Havoline Oils, Thermoid 
Brake Lining, Phinney - Walker Auto Clocks. 


ALBANY HARDWARE & IRON CO. 
39-43 State Street 












No. 5—(3 cols. x 9% in.) In this ad sent us 
Albany Hardware & Iron Company, Albany, N. 
accessory stock is presented as a whole. While this ad 
is well-written, the disadvantage of trying to cover the 
whole stock in one announcement is easily seen. See 
article for suggestion as to dividing stock into three 
groups for easier handling in the advertising 


cheaper than fine coated and which will show the 
half-tones of the specialties. The whole circular 
is an economical affair and that is why we strong- 
ly recommend its revision at least once monthly. 
The opening talk should be changed and the 
newer items played up. Three mailings of this 
circular will carry you until July 1, and they will 
do wonders for your accessory department. 


Concerning a Catalog 


Some dealers catalog their stock and use the 
catalog rather than the circular. This follows the 
plan of the metropolitan supply houses which do 
both a local and mail-order business. We do not 
recommend this plan in preference to the circu- 
lar because it is more expensive and less flexible. 
In conjunction with the circular the idea is good, 
but many dealers would not feel the double ex- 
pense was justified by the business done. 

There is a great advantage in the timeliness and 
up-to-date listing of the circular and also in fre- 
quent mailings. In fact, the writer has noticed 
of late a tendency of the automobile supply houses 
to use the flexible circular rather than the time- 
honored catalog. 


You Must Supply the Push 


We have outlined an aggressive advertising 
campaign which will have the desired effect pro- 
vided you put the push behind it. The prepara- 
tion of the material is a relatively small job and 
it needs most of your decision to see it through. 
It may interest you to know that the writer has 
followed a local campaign which is practically a 
counterpart of this suggested publicity and has 
seen the good business it has produced. 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION CONVENTION, in conjunction with the South- 
ern Hardware Jobbers’ Association, Birmingham, 
Ala., April 18, 19, 20, 21, 1916. Headquarters, Tut- 
wiler Hotel. F. D. Mitchell, secretary-treasurer, 
Woolworth Building, New York. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the American Hard- 
ware Manufacturers’ Association, Birmingham, 
Ala., April 18, 19, 20, 21, 1916. Headquarters, Tut- 
wiler Hotel. John Donnan, secretary-treasurer, 
Richmond, Va. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, May 9, 10, 11, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 


THE SOUTHEASTERN RETAIL HARDWARE ASSOCIA- 
TION, comprising the Florida, Alabama and Georgia 
retail hardware associations, will hold conventions 
as follows: 


FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Ocala, May 9, 10, 11, 1916. W. L. Harlan, 
secretary, 86 East North Avenue, Atlanta, Ga. 


NATIONAL ASSOCIATION OF AUTOMOBILE ACCES- 
SORY JOBBERS CONVENTION, Hot Springs, Va., May 
9, 10, 11, 12, 1916. Headquarters, The Homestead. 
William M. Webster, commissioner, 1813-1818 City 
Hall Square Building, Chicago, II. 


ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Decatur, May 23, 24, 25, 
1916. W. L. Harlan, secretary, 86 East North Ave- 
nue, Atlanta, Ga. 


GEORGIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Savannah, June 6, 7, 8, 1916. 
W. L. Harlan, secretary, 86 East North Avenue, 
Atlanta, Ga. 


AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 
25, 26, 1916. Headquarters, the new William Penn 
Hotel. Arthur H. Chamberlain, secretary, Mar- 
bridge Building, New York. 


PANHANDLE HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Amarillo, Tex., May 22, 23, 
24, 1916. L. E. Lyles, secretary-treasurer, Ama- 
rillo, Tex. 


NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 


NATIONAL RETAIL HARDWARE snnuaninane Con- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 


Burd Ring Company Makes Changes 


f big Burd High Compression Ring Company, 
Rockford, Ill., has opened sales offices at 899 
Boylston Street, Boston, Mass., with E. B. Allen as 
manager. The Milwaukee offices of this company 
have been moved from 403 Jefferson Building to 
the ground floor location at 813 Grand Avenue. 
The Seattle, Wash., office has been moved from 
588 Central Building to 705 East Pike Street. 
A. C. Hansen is the manager in charge of the 
Seattle territory. Robert Allen has resigned as 
sales manager of the San Francisco branch of the 
company and will be succeeded by H. B. Rathbone, 
who has an extensive acquaintance in the Pacific 
Coast trade. 
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Trading Stamp Trouble—Re-sale Prices 


By W. L. CROUNSE 


WASHINGTON, D. C., April 17, 1916. 


ROUBLE a plenty or the trading stamp and 
i price-cutting opponents of legislation for the 
maintenance of re-sale prices! 

The president and vice-president of the so-called 
National Trade Association, recently organized for 
the announced purpose of fighting the Stevens bill, 
will soon have an opportunity of explaining trans- 
actions which are about to be brought to the atten- 
tion of high judicial and departmental officials. 
Their explanations will be awaited with the live- 
liest interest. 


After the Green-Stamp Fellows 


Dr. Lee Galloway, professor of Commerce and 
Industry at the New York University, and vice- 
president of the American Fair Trade League, to- 
day filed a suit for $50,000 damages in the New 
York Supreme Court against the Sperry & Hutch- 
inson Trading Stamp Company and George B. Cald- 
well, its president, charging the green stamp peo- 
ple with one of the shabbiest tricks ever devised 
for boosting a bad cause. Mr. Caldwell, it will be 
remembered, is president of the National Trade 
Association, which was created to “combat vicious 
“Vicious legislation” is Mr. Cald- 
well’s polite phrase for anti-trading stamp and 
price maintenance laws. 

To-morrow the American Fair Trade League will 
file with the Federal Trade Commission a com- 
plaint against R. H. Macy & Co., of New York, al- 
leging deceptive and unfair advertising, the result 
of which has been to injure a well-known manufac- 
turer by cutting the maintained price of his prod- 
uct as a bait to help the sale of other goods. Mr. 
Percy Straus, the moving spirit in the Macy con- 
cern, is vice-president of the National Trade Asso- 
ciation. 

Dr. Galloway’s action against the trading stamp 
company will result in amazing disclosures that 
will shed a flood of light upon the methods em- 
ployed by these parasitical concerns in seeking to 
influence public opinion. In this case, however, 
quite as much wonder will be aroused by the 


stupidity displayed as by the originality of the. 


conception. 
How the Scheme Was Worked 


Some time ago Dr. Galloway, as chairman of a 
special committee of the Fair Trade League ap- 
pointed to investigate coupons and trading stamps, 
prepared a “questionaire” or series of impartial 
questions concerning trading stamps, their manner 


of use and their effect on business and the public, 
and sent them out to about 7000 merchants 
throughout the country. In a few days returns 
began to come in and the answers were compiled 
for use in connection with the report. 

One pleasant morning not long ago Dr. Galloway 
was surprised to receive a thick package contain- 
ing a considerable number of his circular letters 
of inquiry, each question carefully answered, and 
the package accompanied by the following letter 
signed by George B. Caldwell, president of the 
Sperry & Hutchinson Company: 

“For some reason or other, many of the persons 
to whom the circular letters headed ‘Trading 
Stamps and Similar Devices’ were sent out some- 
time ago by your committee, are persons using the 
Sperry & Hutchinson stamps, and they have volun- 
tarily sent their replies to us. 

“They undoubtedly felt that they wanted we 
should know the character of their replies. I am 
interested in having you know the character of 
their replies, as that, of course, was the purpose 
for which you made the inquiry, and I take this 
opportunity of sending them to you for your use as 
they were received by us. 3 

““As I assured you and your committee some time 
ago anything that we can do to further an im- 
partial investigation on trading stamps and pre- 
miums we are anxious to do, with a view of ascer- 
taining their value as trade builders and a reward 
for continuous patronage. I may add that our 
system during the past year has shown between 
93 and 94 per cent redemptions, which is the 
greatest measure of service we have yet performed 
for our customers.” 


The Feline Escapes from the Bag 
An examination of the seventy or eighty ques- 


‘ tionaires thus received showed that the answers 


were all highly favorable to trading stamps as a 
means of getting and holding business, but as they 
appeared to have been duly signed by merchants 
they were assorted and filed with the blanks re- 
ceived direct from other parties. 

A few days later a second letter from Mr. Cald- 
well accompanying another large batch of blanks 
was received by Dr. Galloway. While sorting these 
blanks a clerk came across one that looked like the 
others but which bore at the top the printed line 
“Suggested Answers.” On this blank the answers 
to the questions, instead of being written with a 
pen or pencil, were printed in italic type. All were 
very favorable to the trading stamp industry. 
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The receipt of this tell-tale blank was followed 
by a searching investigation which disclosed the 
fact that certain parties, for the purpose of color- 
ing Dr. Galloway’s canvass in the interest of the 
trading stamp concerns, had caused to be printed 
a large edition of spurious blanks closely imitating 
the. genuine questionaires and that these fake 
forms had been presented to a large. number of 
merchants either by mail or through solicitors, 
arméd with suggested answers apparently de- 
signed to save the tired business man the trouble 
of doing any unnecessary thinking on his own ac- 


count’ concerning the many blessings to be derived . 


from the use of'little green stamps, and other gift 
certificates. ? 


3 An Artistic Job of Padding 
AS soon asa reasonable number of these spuri- 


ous questionaires with the answers filled-in as per - 


the suggestions of Messrs. S. & H. were secured 
they were forwarded to Dr. Galloway and thus his 
canvass was very artistically padded. But for the 
costly blunder of some subordinate who clumsily 
permitted one of the lists of “suggested answers”’ 
intended only for the use of solicitors to find its 
way to Dr. Galloway, the sorry scheme might have 
worked beautifully. 

In view of the failure of this reckless attempt 
to manufacture public sentiment and of the 
Homeric laughter that will greet the predicament 
of its perpetrators, it might be assumed that no 
further action would be taken. Notso. Dr. Gallo- 
way is mad clear through and he proposes to make 
somebody do a little sweating these mild spring 
days. 

Daniel Day Walton, one of the attorneys re- 
tained by Dr. Galloway to prosecute the trading 
stamp people, in a statement concerning the basis 
for the action, says: 

“It is perfectly clear that these fraudulent 
blanks and the ‘suggested answers’ were circulated 
for the purpose of padding the reports gathered by 
the American Fair Trade League, and that the in- 
tention was to color the material and to influence 
the report that was to be made to Congress. It is 
also clear that Dr. Galloway’s reputation as an 
economist was seriously damaged and his fairness 
and desire for an honest and accurate inquiry was 
impugned. He is put in the position, in the eyes 
of thousands of retail merchants, of secretly sug- 
gesting answers favorable to trading stamps while 
pretending that his aim was merely to collect im- 
partial data. 

“There is no question but that a serious wrong 
was done to Dr. Galloway. We have evidence that 
in some minds this fraudulent use of his name 
raised serious doubts of his integrity. He has be- 
gun the suit to obtain what redress can be had 
for the injury to his reputation, and also to make 
it clear that he was not a party to the attempt to 
arrange a doctored and inaccurate report for the 
consideration of Congress.” 


One on the Opponents of Price Maintenance 


Secretary Edmond A. Whittier, of the American 
Fair Trade League, who is in Washington, is as 
pleased as Punch over the detection of the attempt 
to vitiate Dr. Galloway’s canvass. Grinning 
broadly the while, Mr. Whittier said to the corre- 
spondent of HARDWARE AGE: 

“IT do not wish to discuss the matter at all except 
to point out that George B. Caldwell is president 
of the National Trade Association recently organ- 
ized for the purpose of defeating our honest ad- 
vertising legislation. The forgery of our blanks 
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and the attempt to falsify the returns differ in de- 
gree, but not in character from.the methods here- 
tofore employed by the men who are defending 
business methods detrimental to the public wel- 
fare and inconsistent with honest merchandising. 
At the same time the stupidity shown is amazing.” 

Mr. Whittier ig in Washington to file the league’s 
charges against *R. H. Macy & Co.,.alleging the 
use of unfair. methods which in this case are 
said to have seriously damaged the business of a 
reputable manufacturer in addition to injuring 
Macy’s more conscientious competitors. 


“Price Cutting as a Fine Art | 


_ The specific allegation in this complaint is that 
the Macy Company picked up here and there a 
quantity of so-called Whittall rugs, the maintained 
retail price of which is $50 each, marked them at 
$44.74 and placed them on sale mixed in with a 
lot of unidentified rugs, the prices of. which, ac- 
cording to advertisements in the New York dailies, 
were cut from 33 to 50 per cent. The complaint 
continues: 

“All other items listed and quoted in Exhibit 
‘B’ are anonymous goods, the titles of which fur- 
nish no indication either of quality or of source. 
It is a significant admission of the drawing power 
of Whittall’s name and of the motive of this adver- 
tiser that a 10 per cent cut in Whittall’s rugs 
should be more prominently featured than the al- 
leged 33 per cent and 50 per cent cuts on the name- 
less merchandise. 

“We respectfully submit that the language of 
these advertisements conclusively proves that 
Whittall’s name is used to deceive the public and 
to lure customers to buy, not the standard Whit- 
tall rugs, but the anonymous merchandise quoted 
at greater discounts from the alleged ‘regular’ 
prices. 

“We respectfully submit that these advertise- 
rents are not an exceptional instance, but are 
typical of the general practice of this advertiser 
in the use of standard, popular merchandise as 
‘bargain bait.’ 

“We respectfully submit that the circulation of 
the newspapers in which these advertisements ap- 
peared covers many States and that this mislead- 
ing use of Whittall’s name injured not only every 
rug dealer where the advertisement was read, but 
every retailer of every kind of merchandise which 
this advertiser sells.” 


Close the Mill or Reduce Quality 


The effect of these price-cutting methods upon 
the manufacturer is tersely set forth in a-state- 
ment filed by Arthur W. Cole on behalf of M. J. 
Whittall, the maker of the rugs, in which he says 
that the house will be obliged either to shut up its 
mill or reduce the quality of its product unless the 
Trade Commission can relieve the situation. — 

“To close the mill,” says Mr. Cole, “would not 
only mean the loss of a life’s work to Mr. Whittall, 
it would mean the livelihood of his employees as 
well—high as well as low. 

“To cut the quality would mean a distinct loss 
to the consumer, that individual who figures so 
conspicuously in all Mr. Straus’ speeches against 
the Stevens bill. 

“We are all in business primarily for the sordid 
purpose of making money. It is not incompatible 
with this purpose, however, to deal justly; to try 
to improve on what has been done in the past and 
to have a pride in one’s achievements.” 

That’s a pretty decent proposition, isn’t it? Can 
the price-cutters stand on that platform? 
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HIS is Bert Beall of Greenville, Tex., and one 
of the crowds he drew to his home town one 
day last summer. Bert is a business builder, 

and he looks comfortably prosperous seated in his 
car. He is a hustler from the ground up, and is 
the type of man who has helped win for Texas its 
reputation of having better average hardware stores 
than any State in the Union. 


The Beall store was one of the first big Texas 
retail establishments to stock automobile acces- 
sories. Bert says he started handling automobile 
accessories the minute he realized that the better 
ranchers were discarding the saddle, pony and the 
buckboard for automobiles. He said: “I figured 
that Texas was just about the last place in the 
United States where horse power would give way to 
a -power-driven vehicle, and the first real signs of 
the change meant that we must beat the bulk of the 
public to it. Wedid. It was nearly six years ago 
that our initial stock of automobile accessories ar- 
rived. We have since found out that we were among 
the very first hardware dealers in the Lone Star 
State to tackle this line, and I want to say right 
here that we have never regretted it. The line 
proved to be profitable right from the jump, and 
our business has increased every year. One of the 
reasons for this is that the garage people here don’t 
want to sell accessories. They have too many 
‘hangers on” around them, and the idle curiosity 
of these loafers too often turns to interested pilfer- 
ing when the owner turns his back. 


“A hardware merchant does not need to put in a 
big stock of accessories to start. Some jobbers and 
manufacturers advise big initial stocks, but I know 
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Greenville, 
Texas 


from experience that they don’t know what they are 
talking about. 

“Our system was to start with a small stock, and 
to keep the road warm with new goods coming all 
the time. There is decidedly more money in auto- 
mobile accessories where the stock is kept always 
turning. I’d hate to say how many times we turned 
our stock the first year, and even now, when we 
carry a complete line, the quantities are such that 
the turnover is decidedly greater than that of our 
regular hardware stock. 

“The hardware store is the only logical, sensible 
place for a real automobile accessory stock. The 
public is beginning to realize this, and if the big 
majority of accessory sales are not already being 
made by hardware merchants it won’t be long be- 
fore such is the case. 

“Our automobile accessory business has branched 
out until to-day we are selling two well-known 
makes of cars, as well as equipment, galore. A good 
side-line is commercial bodies. We got two in by 
express to-day. They were sold before they were 
ordered, and were delivered direct from the depot. 

“Take a look at this crowd of our people. It is 
our crowd. They came to Greenville at our invita- 
tion. Our store is on the corner in the background. 
The automobile accessory department in that build- 
ing was the direct cause of this crowd being in 
town. We buy right, sell at a profit, and spend part 
of that profit in advertising. Our sales on the day 
this picture was taken amounted to as much as the 
total of our first six months in the automobile ac- 
cessory game. We're in it to stay, and we can’t 
find words strong enough to advise other hardware 
merchants to get in while the going is good.” 
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The Accessory Clerk 


A Sermon on Preparedness, with the Auto Accessory Field as the War Zone 


By WALTER C. GRACE 


Retail merchandising is a real profession. 

“Sure it is,” says the average retailer. “It 
takes as much science and knowledge to peddle 
hardware as it does to expound the law, write pre- 
scriptions, or conduct an undertaking parlor.” We 
are willing to allow the claim. As a matter of fact 
we second the motion. But the lawyer spends four 
years poring over a bunch of musty court records 
before he collects his first fee; the physician un- 
joints a dozen skeletons and puts his trademarks 
on motley collections of man’s interior furniture 
before he gets a legal right to experiment; the 
undertaker learns to turn out a fair imitation of 
an Egyptian mummy and takes a course in over- 
charging, before he attempts to make a live issue 
of a dead business. Not one of them takes a flying 
leap at a fifty-year job until he is equipped with an 
industrial life-preserver. The retail merchant is 
the only professional man who enters the ring 
without training. Even Bryan limbers up on the 
Chautauqua Circuit before a presidential campaign 
opens. 


G Reta G hardware to-day is a man’s size game. 


Business versus Poker 


A fool can blow up a bridge, but it takes an 
engineer to replace it. Business is like poker. 
Sometimes a good, stiff bluff will bring home the 
pot, but how about a queen high when a full house 
calls. There is always a finish for the four-flusher. 
The percentage of retail failures proves the desir- 
ability of putting legitimate business above the 
gambling plane. When the ultimate consumer calls, 
there’s no money in a bluff. Old Dame Nature has 
given the American business man a liberal allow- 
ance of gray matter and horse sense. She has 
more than abundantly endowed him with nerve. 
It’s a good asset as reserve stock, but it lacks the 
punch of science backed by knowledge. 


The Great Accessory Game 


However, we will cash in our chips and get back 
to hardware. The trade press of to-day is using 
up a lot of high-priced ink urging the retailer 
to sell automobile accessories. The manufacturers 
are turning out thousands of cars every month and 
the farmer has learned to study carbureters and 
steer a flivver. Rough roads are jarring the bolts 
of the running board loose, and stray tacks are 
playing hob with the new tires. There is a call 
to the accessory game that can’t be met with a 
bluff. I am not going to dwell on the advisability 
of stocking the line. The hardware man with his 
ear to the ground has heard the call and filled his 
hand. How will he play the cards? 


Special Training Necessary 


If it takes knowledge to sell the ordinary hard- 
ware lines, it certainly requires special training to 
get by with automobile accessories. There is profit 
enough at stake to make the game worth while and 
to warrant a study of Automobile-Hoyle. Are you 
game for the effort? 

Some bright fellow in every hardware store is 
showing a keen desire to know more about the 
goods he sells. With the right sort of training, 
he’s billed to develop into a real doctor for invalid 


cars. It’s up to his employer to pat him on the. 
back and feed him the stuff he likes. The cash 
receipts will register his progress. Pick out the 
man in your store whose leaning is toward the 
accessory line. Give him the literature he needs 
and furnish him with the time for study. Make 
him responsible for the success of your accessory 
department. We have yet to locate a failure where 
this system has been inaugurated. 


A Real Accessory Clerk 


A few weeks ago I dropped into a Dakota hard- 
ware store where automobile accessories are han- 
died at a profit. There was a young fellow in the 
sales force who had made a study of selling acces- 
sories and was posted on the line. While I was 
there a motor enthusiast came in for a tire and 
at the same time voiced a complaint about the wear 
on the finish of his car. “The trouble is not with 
the workmanship,” said the salesman, “it’s in the 
care. No piano finish will stand continued expos- 
ure to the elements. The oxygen in the air is 
causing oxidation, which will ruin the best finish. 
What you need is a prepared wax. Just rub it on 
with a flannel rag and polish it. You won’t have 
any more trouble keeping the finish bright.” He 
brought out a can of prepared wax and the sale 
was closed. 

A customer for a spark plug registered a kick 
on the roughness of the roads. He said his wife 
placed the blame on his driving and refused to 
ride with him. “Try a shock absorber,” said the 
salesman. “How does it work?” questioned the 
customer. This is a portion of the answer. “There 
is a two-inch play between these coiled springs 
that smothers all the short, quick jolts coming up 
from the roadbed, and blends them into pleasant, 
undulating motions. We can attach it for you in 
a few minutes and it will take all the rough edges 
off your riding.” He sold the shock absorber. 

Later in the day I listened as he explained an 
electric lighting and starting equipment for a Ford 
car. “It’s a single unit system,” he said, “simple, 
light and easy to install. It operates on a 12-volt 
current, which insures effective results at all times. 
This patent bracket maintains perfect alignment 
and absolutely prevents breakage of the chains. 
It is inexpensive, and if you will leave your car 
with us for one day we will install it for you.” 
The deal was closed and arrangements were made 
for installing the equipment. 

He seemed too good to be true. I tried him out 
as to his knowledge of a vulcanizer. “A vulcan- 
izer,” he said, “makes use of the same principles 
as those employed in manufacturing a tire. The 
mended portion becomes an integral part of the 
original casing. The device is automatic in oper- 
ation, requires no gages or thermometers, and will 
repair either a casing or an inner tube. The flame 
is inclosed, to conform with insurance regulations 
and to make its use safe in any garage. After 
vulcanizing, the rubber quickly hardens and the 
mended spot will last as long as the tire.” Lack 
of a car, on my part, was all that prevented a sale. 

Is there a salesman in your store capable of put- 
ting over an accessory sales talk of this caliber? 
If not, you are playing a game of bluff. 
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How Knowledge Pays and Where It Can Be -Aequired 


There are three times as many automobiles in~ 


this country as in all the rest of the world com- 
bined. Of 3,200,000 cars in the world, 2,400,000 
call the United States home. The possibilities of 
the line are unlimited. It is even possible that your 
home-trained accessory clerk will not claim any 
higher salary than he now demands. However, if 
he delivers the goods it is up to you to make it 
worth his while. The information is easy to ob- 
tain. The clerk we have referred to picked up his 
selling talks from trade paper articles, advertise- 


delivery car. 


craves. 


Hardware Age 


ments and traveling salesmen. His practical ex- 
perience came from experiments on the firm’s 
It is interesting to note that the 
sales from his department pay a larger profit than 
those from any other line in the store. 

If it pays in Dakota there is no reason to doubt 
that it will show good results in any other State. 
Trade papers are not expensive, and they fairly 
teem with wholesome editorial matter and instruc- 


tive advertising. There are plenty of cars to prac- 


tise on and there is a man in your store willing 
to study and tinker. Give him the opportunity he 
Make way for the Accessory Clerk! 





The Modern Traveling Salesman 


Bear ndpsterencahor of traveling men make their trips 
in automobiles to-day. In the man markets of 
the world there is an ever-increasing demand for 
high-class salesmen. There are about a dozen jobs 
waiting for every star, and the time of these men is 
a big item in the expense account. Waiting for 
trains or trolleys in the seasons when roads are 
good has become almost a sign of inefficiency. 
Making one town a day is as ancient as the horse 
car. The traveling salesman who rolled up in 
front of a retail store in an automobile a few 
years ago created considerable stir, but to-day it is 
not unusual, and so many good men call on their 
trade in this manner that it is rapidly becoming 
the common thing. A salesman’s efficiency in the 
matter of time is not the only saving. A motor 
runs best when it is kept running and the same 
is true of a man’s mind. 

The traveling salesman who depends on trains 
and trolleys runs as light as he can. The first 
noticeable improvement in the automobile pro- 
pelled traveling man is that he carries more sam- 
ples. The customers of such a salesman get a 
peep at about every new article he has for sale, 
and the small trial orders of the picture-book 
salesman do not delay or hamper quick ew 
sales of good items. 

Truly this is an automobile age. People.in every 
walk of life are using cars. The sale of automo- 
bile accessories is increasing every year, and the 
number of dealers who profit by this new line of 
hardware is bound to continue to increase. The 
time is rapidly approaching when the gasoline 
pump and the free air sign in front of hardware 
stores will be as common as the red, white and blue 
signs in front of barber shops. 


Cleveland Dealers Hear Talk on 


Prices 


é he regular monthly meeting of the Cleveland 
Retail Hardware Association, on April 14, was 
an open meeting and many dealers not members of 
the association accepted the invitations to be pres- 
ent. There was an attendance of about eighty, 
making it one of the largest regular meetings ever 
held by the association. A very interesting talk on 
rising prices and raising prices, illustrated by lan- 
tern slides, was given by G. W. Luetkemeyer of the 
Lockwood, Luetkemeyer & Henry Company. He ex- 
plained in detail the cause of the advance in prices, 
starting with raw material, and told why retail 
dealers should raise their prices correspondingly. 
He referred to one case in which a Cleveland dealer 
not a member of the association had on display in 
his store window goods marked at prices that were 
lower than these goods could have been bought for 
wholesale at the time. 


Obituary 


FRANK E. THOMPSON, for 23 years on the editorial 
staff of The Iron Age Hardware Department, died at 
his home in Bayonne, N. J., April 15, aged 62 years, 
following a severe cold contracted a week before. Early 
in life Mr. Thompson was in the retail hardware busi- 
ness in Dover, N. J., later with A. F. Shapleigh & Co., 
hardware jobbers in St. Louis, Mo., after which he was 
in Texas for a while. About 1890 he became a member 
of the staff of The Iron Age, where he remained until 
he went into another line four years ago. Mr. Thomp- 
son is survived by a widow, one son and a daughter. 


VictokR A. KING, West Haven, Conn., for seven 
years previous to 1882 superintendent of the Winches- 
ter Repeating Arms Company, New Haven, Conn., died 
recently, aged 90 years. He was a native of Pennsyl- 
vania and went to New Haven at the age of 17, enter- 
ing the employ of the Whitney Arms Company and 
working on the first Colt’s revolvers ever made. 


LouIs ROMAIN SASSINOT died recently at his resi- 
dence 1009 Burgundy Street, New Orleans, La. Mr. 
Sassinot was born in 1849, and shortly after the close 
of the Civil War entered the hardware business, in 
which he remained until his death. He was identified 
with many commercial enterprises, and a member of 
many clubs. 


GEORGE H. DIEHL, aged 70, a resident of Cleveland, 
Ohio, for many years, died recently at his home fol- 
lowing a long illness. Mr. Diehl had been engaged in 
the manufacture of stoves until his retirement about 
six years ago. He is survived by a widow and two 
sons. 


ANTON OCHSNER, president of A. Ochsner & Sons 
Company, manufacturer of hardware specialties of 
New Haven, Conn., died at his home 98 Foster Street. 
Mr. Ochsner was in his eighty-sixth year. He was 
born in Switzerland, but had been a resident of New 
Haven for the past 50 years. 


EVERETT HOSMER BARNEY, founder and head of the 
firm of Barney & Berry, skate manufacturer, Spring- 
field, Mass., died March 30, at his winter home at Sara- 
sota, Fla. He had been a large benefactor of his 
home city, and made several notable contributions of 
land for park purposes. 


WILLIAM H. MACCLINCHEY, former saw manufacturer 
of Brooklyn, N. Y., died at the home of his sister in 
Bridgeport, Conn., following an illness of two years’ 
duration resulting from a shock. Mr. MacClinchey was 
well known in fraternal organizations. 


ALICE FRENCH HINKLEY WILLIAMS, wife of David 
Williams, former proprietor and publisher of The Iron 
Age, died April 11 at the Hahnemann Hospital, New 
York City, after a prolonged illness, aged 63 years. 


ANDREW J. MARKEY, a former resident of Albion, 
Infd., died at his home in Fort Wayne, aged 79 years. 














~ Honks and Hardware 
Accessory Departments and Their Evolution 
By OLIN L. LYMAN 


screen of time, and the filming reel shows 

more and more of the modern griffins burn- 
ing alike the asphalt and the present sky-searching 
gasoline bills, hardware dealers the land over are 
devoting more thought and attention to the propo- 
sition of taking on automobile accessories as a side- 
line.. Of course, there’s more than one angle in 
the way of viewing anything. In the course of my 
wandering around Manhattan last week to gather 
sales pointers among hardware dealers handling 
the contributory stuff of which these rubber-tired 
twentieth century mechanical dreams are made, I 
found one merchant who was determined to stand 
pat. 

“No,” said he, “‘we confine ourselves to hardware 
and have put Satan behind us. It’s the old case 
of the two masters. So we cleave to hardware 
and despise the joy-wagon fixtures, in a perfectly 
friendly way, of course.” 

Another man said: “We haven’t put in automobile 
accessories because we’re afraid after a while we 
wouldn’t be handling anything else.” This is a 
tribute to the popularity of the “side-line’’—deliv- 
ered under the jaw, with a “kick in it.” 


\ S Dobbin does his gradual fade-out on the 


A Big Growth in Seven Years 


Intensive application, the getting of the side-line 
before customers, and the publicity of ink, printers 
and typewriter, and of show windows, were the ele- 
ments that I found had built up some remarkable 
results in this line in ‘Little Old New York” these 
past few years. 

I talked with H. Beyer, manager of I. H. Simp- 
son’s large hardware establishment at 326 Amster- 
dam Avenue. Mr. Beyer is frankly an accessory 
fan, and from the results attained he has reason 
to be. 

“We concluded to experiment in automobile sup- 
plies 6 years ago,” said Mr. Beyer. “We were at 
that time dealing exclusively in hardware, but we 
thought that a small line of accessories would ap- 
peal to a portion of our retail trade. The value of 
that small initial stock did not exceed $100. It was 
diversified—the usual amount of small ‘chicken feed’ 
that goes into a machine. 

“IT remember that in planning the departure we 
took into account that it wasn’t really a departure, 
for an automobile is composed mainly of hardware 
anyway. And we had reason soon to congratulate 
ourselves upon having taken up the side-line, for 
we helped to fill a want that was speedily growing. 
About everything in an automobile except the en- 
gine and the tires needs the little steel pills, cap- 
sules, etc., that we carry, and the number of small 
sales in a day is surprising. 


To-day Sees 25 Per Cent of Total Business 


“To-day the automobile accessories line forms 
fully 25 per cent of our total retail business,” con- 
tinued Manager Beyer. “It would figure about that 
for 1915. No, we do not specialize in any particular 
ramifications of supplies; we carry everything and 
we push everything. However, we do devote some 
special attention to greases and oils, as they are 
big sellers and we are using special exertion to 
make them still more so. 

“There was a strong primal reason for the big 
growth in the business. We did not install our first 


little stock and let it languish. We had no desire 
that it should continue to rest on flowery beds of 
ease within the case; we wanted turnovers. And 
when the first stock was put in every man in the 
store was coached to unite for that first turnover, 
and we got it quickly. Then we put in a bigger 
stock, and so on. 

“The salesmen were instructed to call the gen- 
eral attention of customers to the new side-line. 
We argued that not all of them would own ma- 
chines, but they might some day. And as a matter 
of fact some of those customers who did not then 
own automobiles run them to-day, and we are their 
doctor. 

“But more than anything else to catch and hold 
the public eye—a constant study—we relied on win- 
dow displays, and we rely on them to-day. 


Finds Window Displays Pull 


“We are firm believers in window displays. At 
first our displays of automobile sundries were very 
modest, occupying but a limited space in our large 
windows. To-day we devote a whole window for 
weeks at a time to nothing but automobile sundries, 
and we exhibit them duly classified. For instance, 
you will note that now we have a complete window 
on electrical accessories. And you will notice also 
that we always have the magnet as the centerpiece 
of the display. 

“We have found from experience that you need 
some novelty in that window to attract the eyes of 
pedestrians, and if you make it ‘gluey’ enough the 
job is done. Notice that dummy tramp in the 
center with the happy expression? His very look 
helps to drive away dull care after the hard winter. 
A few weeks ago we had a tin Zeppelin, and every- 
body ostriched at that little bit of war. And then 
they noticed the sundries spread around it. One 
of our young men, Max Hahn, trims our windows, 
and that young fellow will sit up all night to figure 
out a new idea. And the result pays everybody 
from three angles—the public, the firm and Max 
himself. 

“To show our method, we will have in a few weeks 
a window display of greases and oils. Our custom- 
ers will be advised of this before it appears. We 
send out monthly letters dealing with various classes 
of our sundries, and the letter precedes its particu- 
lar window display. These letters we send through- 
out the year save in the dull summer. We are care- 
ful to keep our list corrected and we make frequent 
additions of prospectives. Then there’s a third kind 
of advertising we do, by word of mouth, the per- 
sonal touch. This trio of methods makes for us 
publicity that is adding swiftly and solidly to the 
volume of business done in this line month by 
month.” 

From Retail to Wholesale 


A remarkable record in the growth of automo- 
bile accessory sales was that given me in the course 
of a talk with C. W. Clark, manager of the W. E. 
Pruden Hardware Company, 864-866 Eighth Ave- 
nue, New York. 

“Of course,” said Mr. Clark, “you must remem- 
ber that we were ideally placed territorially, right 
in the midst of what became a simoon of ‘automo- 
bilitis,’ so the question of location cut some figure 
in the results attained.” 

However, Mr. Clark’s concise and modest story 
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of the success attained by the company shows 
conclusively that said company had a keen eye for 
the main chance, and went to it with the traditional 
“avidity and dispatch” when the opportunity came. 
They grabbed the toupee that covered Opportunity’s 
bald spot, then shifted to the old gentleman’s float- 
ing whiskers and hung on. 


“Drop in the Bucket” to 75 Per Cent 


“We laid in the first of our automobile accessories 
stock 6 years ago,” said Mr. Clark. “It was worth, 
I suppose, a few hundred dollars, and it was a 
strictly retail stock. We did not specialize on any 
particular device. We bought a comprehensive 
stock and then watched results. In no time at aii 
the demand was automatic and growing like a snow- 
ball. 

“At that time the automobile sundries constituted 
strictly a side-line. To-day it is the hardware busi- 
ness that is a side-line. Our business now repre- 
sents 75 per cent of accessories to 25 per cent of 
straight hardware. We do a big retail business, 
but the bulk of our efforts is now expended on a 
growing wholesale business. We now have six out- 
side salesmen covering New York State, New Jer- 
sey, Connecticut, Long Island and a part of Penn- 
sylvania. They are carrying both the accessories 
and the hardware and their efforts are expended 
fifty-fifty on both. We give them backing which is 
at once conservative and energetic. 

“The trade, particularly in accessories, is ad- 
vised of their approaching visits. Special letters 
aresent: We send out booklets of our own and dis- 
tribute literature in conjunction with the manufac- 
turers of the accessories. We have considerable 
trade with the garages; we are at pains to let them 
know we are on earth, and not to let them forget 
it. Nor do they. 

“We pay some attention to window displays, but 
not so much as some other concerns do, as our tran- 
sient trade in this section is negligible. Automo- 
bile accessories have been the big motive power in 
our evolution from the retail to the larger whole- 
sale business. Oh, yes, accessories have paid us all 
right.” 

Used to Be a Friend of Dobbin’s 


The hardware dealer is not the only one who has 
taken on automobile sundries as a side line to 
find it overshadowing the former line of business. 
There is P. J. Mulcahy of 2286 Broadway, acknowl- 
edging that he was the first harness maker in New 
York to take that step. 

“T’ve been twenty-four years here,” said Mr. Mul- 
cahy. “I hope to be here twenty-four more. How- 
ever, leave it to time. 

“Harness making used to be flourishing. At one 
time I employed seven harness makers. But I wasn’t 
hiring that many seven years ago. I had two or 
three, and the trade was dull and I had them on 
three-quarter time. 

“IT had among them a brother. He was quitting 
one day, in the middle of the afternoon, and I said 
to him, “The harness trade is in bad. Take it from 
me; you’re younger than I am; you had better get 
into something else while the going’s good.’ 

“*What’ll I be gettin’ into?’ said he. 

“ ‘Well,’ I said, ‘all the coachmen that hang around 
here are gettin’ to be chauffeurs. Why don’t you 
get into the automobile game?’ 

“‘T think ’tis a good tip,’ he said, ‘and I think I 
will; but if it’s so very good why don’t you get in it 
yourself?’ 

“Well, you know, my friend, that set me thinkin’ 
and I asked myself, Why not? So I got me a little 
6-ft. case and I filled it with accessories. I had to 
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guess at the contents; I knew as much about auto- 
mobile sundries as Villa knows about the Epworth 


' League. 


“So I stood around and listened to the customers. 
They talked about commutators and carburetors 
and spark plugs and differentials, and I listened, 
saying ‘no’ and ‘yes’ and trying not to look foolish. 
But I learned what I was selling after a while, and 
it’s just as well, for horses are pretty much to the 
discard. 

“I’m in luck in one way. My old coachmen friends 
that became chauffeurs come in right along and 
keep me turning over stock. It used to be funny to 
hear ’em 6 years ago. For you see they had to 
learn what they were doing the same as I had. 

“To-day automobile accessories represent 90 per 
cent of my business and harnesses the other 10 per 
cent. I am glad I had the hunch that brother gave 
me. If I’d stayed at straight harnesses I might be 
chewing leather by now. 

“I would be glad to pass the glad word among 
harness makers. And here’s the tip. There’s a lot 
of leather about an automobile. The former har- 
ness maker gets many an odd job to do. Because 
of my experience I’m frequently called, not only to 
the private owners, but to the garages. 

“My advertising? I tell ’em what I’ve got and 
they pass the glad word on to others. 

“My original caseful was worth $150. To-day 
the accessory stock I carry will figure $3500. 

“It’s a good line, and it doesn’t make me nervous 
to meet the sheriff.” 





Hardware Age Complimented 
on Chart 


NEW ORLEANS, LA. 
To the Editor: 

We wish to express our thanks for the prompt 
attention given ours of March 25, in sending us 
copies of the chart which appeared in HARDWARE 
AGE March 30, giving the market fluctuations on 
iron, steel, metals, etc. This chart is exactly 
what we want, and we assure you that we appre- 
ciate it very much. 

The information which this chart gives is very 
interesting, and we wish to compliment you on 
the very complete and clear manner in which it 
is arranged. 

Again thanking you for your kind attention, 
and with best regards, we beg to remain, 

Yours very truly, 
WOODWARD, WRIGHT & Co., 








Per C. L. Purnell. 





J. HARALSON of Augusta, Arkansas, who for the past 
ten years has been manager of the hardware depart- 
ment of the Augusta Mercantile Company has recently 
purchased the entire hardware stock of the E. H. 
Conner Mercantile Company of Augusta, and will 
continue the business under the- name of Haralson 
Brothers. He has associated with him in the business 
his brother, J. T. Haralson. They have incorporated 
their business with $25,000 paid up capital and are 
settled in a two-story brick building. Mr. Haralson 
was president of the Arkansas Retail Hardware Asso- 
ciation in 1913. His administration was marked with 
a great deal of success along association lines through- 
out the entire state. He has for the last fifteen years 
been a member of the association, working diligently 
at all times to improve conditions that confront the 
retailer. 


THE VOLT ELECTRIC COMPANY, LIMITED, has removed 
from 43 Brittain Street to 57 Queen Street, E., Toronto, 
Canada. 

















Successful Accessory Departments” 


A Trip to a Few Hardware Stores that Have Made a Success 
of Selling Automobile Accessories 
By T. E. LEONARD 

















The accessory department of the John J. Wilkinson Company, Newburgh, N. Y., replaced one of harness and 
blacksmiths’ supplies 


in the right direction. Otherwise it 

means eventual failure.” So said a hard- 
ware man not long ago with reference to automobile 
accessories. The truth of it applies in any line 
of business, but especially so in this one. 

Never was there a more glorious opportunity to 
plunge than in selling automobile supplies. Many 
dealers have taken the long step and have been 
wonderfully successful. By far the greater part of 
those dealers who make a profitable business of 
selling accessories though are those who studied the 
matter carefully, started gradually and branched 
out when they were sure of the direction in which 
they wanted to go. 

The number of hardware stores that cannot 
profitably sell accessories is compartively small. 
There are communities and certain locations in 
some towns and cities where it would be as im- 
practical to stock automobile supplies as it would 
be for a dressmaker in a factory town to devote her 
time entirely to the making of gowns at $500 each. 
Broadly speaking, automobile accessories and hard- 
ware are boon companions. Whether a dealer 
should put in a stock of accessories is a matter that 
must be solved by himself alone. A thorough study 
of his local conditions will prove in most cases that 
he can profitably take this step. 


Starting a Trip 


One of the best moves that can be made in start- 
ing any new department—and especially one of 


Prin the is all right if you are plunging 
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automobile accessories—is to visit other dealers 
who have made a success of such a department 
under similar conditions. The expense of such a 
trip would be trivial in comparison with the results 
if the business methods of the other man were 
carefully studied. 

Let us start a trip now to a few stores whose 
owners have decided that a hardware store would 
not be complete without an accessory department. 

The first stop would bring us to Newburgh, N. Y., 
and in front of the window of the John J. Wilkin- 
son Company. The chances are that we would see 
in that window a good accessory display. The 
Wilkinson firm has earned the reputation for good 
displays of automobile supplies and one of the 
windows is given to accessories nearly all the time. 

Until the automobile took the place of the family 
driving horse and the garage was substituted for 
the village blacksmith, one of the largest and most 
profitable departments of this company was that 
devoted to blacksmiths’ supplies and harnesses. It 
seems only logical that as automobiles have re- 
placed horses to a great extent, automobile acces- 
sories should replace a department that depended 
entirely on the popularity of the horse and the 
horse-drawn vehicle in that section of the country. 

Substituting Accessories for Harness 

After the prospects of an accessories department 

had been viewed from every angle, the side of the 


store that had formerly been used for the display 
of harness and horse supplies was rebuilt and an 
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A section that has proved to be one of the best money-makers in the store of the Tegtmeier Bros., Englewood, IIl. 


automobile accessory department installed. This Newburgh is near enough to New York to feel 
was a trifle more than a year ago. Letters were the competition of the city’s cut-price houses, but 
sent to the automobile owners and garages in that good business methods have proved that automobile 
vicinity. The windows were kept well trimmed accessories need not be sold on price alone. 
with accessories and the entire department kept 
in businesslike order. Newspaper advertisements A Long Step 
were used and the salesmen used their personal It would be quite a step from Newburgh, N. Y.., 
efforts in calling attention to the new department. to Mansfield, Ohio, even for a man with seven- 
Though special care was taken at the beginning league boots, but for us now it is easy. We will 
not to stock any items that would not prove ready take a stride from the accessory department of the 
sellers and still keep the stock complete enough to John J. Wilkinson Company to the store of the 
meet practically every need, it has gradually grown Wagner Hardware Company, at Mansfield, Ohio, 
to such an extent in one year that it is by far the where we find another automobile accessory depart- 
most prosperous department in the store. ment that has grown beyond all expectations. 




















This department of Reilly Bros. & Raub, Lancaster, Pa., is really a store in itself 
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It is a bright, cheerful spot in an unusually 
bright and cheerful store. Two well trimmed 10-ft. 
show cases and stock well arranged on white painted 
shelving help to make up a department that is at 
once attractive and business-like. 

The method of showing robes adds an attractive 
touch to the department and makes sales without 
obstructing any ofthe other stock... The uprights 
dividing the sections of the shelving in this depart- 
ment are a trifle wider than usual, and by hanging 
a robe in front of each oné this valuable display 
space is utilized without detracting the attention 
from anything else. 

An air compressor that furnishes free air to 
motorists have proved to be one of the best adver- 
tisements for the accessory department that this 
company ever tried. This service has been well 
advertised and it has helped to make this store 
one of the well-known places of Mansfield to 
motorists. 

Just another short trip and we come to Engle- 
wood, Ill., where Tegtmeier Bros. discovered sev- 
eral years ago that their town offered a ready field 
for automobile accessories. It is among the real 
money-makers of the store to-day. The well-dressed 
show case and the neat arrangement of the stock 
tells one of the reasons for its success. 


Coming Back East 


We shall have to take a sleeper for the next trip 
and wake up in Lancaster, Pa. Reilly Bros. & 
Raub have one of the largest and most up-to-date 
stores in the East. In this store there is practically 
everything in hardware and anything in so-called 
hardware side-lines from a golf ball to a cut-glass 
pitcher. But it was only about two years ago that 
they brought automobile accessories into their store 
in a comprehensive way. An automobile accessory 
department was installed and put in charge of a 
capable man. This department is a store in itself. 
It occupies a large space in the rear of the store. 
Two well-dressed show cases and several open dis- 
play tables and counters are used to show an unusu- 
ally comprehensive stock of accessories. 

Until just recently tires were kept in the base- 
ment. A short time ago the rear of the store was 
rearranged and space made for a rack to hold the 
entire stock of tires. This imposing show of tires 


Chamois Skin and Gasoline 


Mees Pennsylvania State Fire Department is in 

receipt of the following article calling attention 
to the danger arising from the use of the chamois 
skin for filtering gasoline. 

“Garage man, beware! Autoist, attention! There 
is death in the chamois strainer! Whenever you 
filter gasoline through chamois you are playing hide- 
and-seek with one of the deadliest combinations 
known to man, electricity and gasoline. If your tank 
is under the seat, be careful when you fill it. If 
you are not, you will be as foolish as the man who 
looks for a gas leak with a lighted candle. 

“Never strain gasoline through a chamois, as 
gasoline and chamois are incompatibles. 

“Let us assume that you are about to fill your 
tank, a chamiois strainer is in the funnel, and the 
funnel is in the nozzle. The gasoline is turned on and 
as it pours through the chamois it generates static 
electricity. Static electricity may be defined as 
electricity that is at rest. It is an agent neither of 
construction nor destruction, so long as nothing is 
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lends an immense selling force to the entire depart- 
ment. When one looks upon those apparently end- 
less rows of tires and thinks of their represen- 
tation in money, he. cannot but be impressed with 
the size and completeness of the accessory depart- 
ment of this =. 

















This rack of tires, in the store of Reilly Bros. & Raub, 

has proven to be one of the best advertisements that 

was ever uscd to call attention to the department of 
automobile accessories 


These are but a few of the stores in which auto- 
mobile accessories have proved successful. You 
know that hardware merchants are not as a rule 
plunging, and when such a class of merchants takes 
up automobile supplies to such an extent as is done 
to-day there is something more than mere specu- 
lation behind it all. If you have not already studied 
the question of whether or not you should sell acces- 
sories, it is a proposition that is at least-worth a 
thorough investigation. 


done to unleash it. Unleash it knowingly, or un- 
knowingly by brushing a clumsy finger against a 
natural law, and you have to deal with the most 
diabolical physical agent known, a force that de- 
stroys with the quickness of lightning. The funnel 
becomes charged with static electricity and unless 
the funnel fits securely into the mouth of the tank, 
creating a ground, you are in danger. 

“Now, let us assume that the funnel does not rest 
securely in the mouth of the tank, as the gasoline 
seeps through the chamois skin and that either 
yourself, or someone else, holds the funnel above, 
cr it rests free from the side of the tank; a volatile 
substance passes through the chamois, forming this 
static electricity which charges the funnel, and when 
the amount of electricity is sufficient to produce 
a jump spark, that spark, following the inevitable 
law of electrical attraction, jumps to the nearest 
ground, which is your tank, and in so doing it must 
pass across the opening between the end of the 
funnel and the edge of the tank, through which 
gasoline vapor arises, and it results in a violent dis- 
charge, and all those in close proximity are, as it 
were, struck by lightning.” 
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Aderente Non-Blinding 
Device 


The Aderente Non-Blinding Device 
Company, Inc., 54-57 Cambridge Ave- 
nue, Jersey City, N. J., manufactures 
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“Aderente”’ 
device in operation 


The non-blinding headlight 


the Aderente non-blinding device for 
automobile headlights. The company 
states that this device deflects the rays 
from the headlight to the road, and 
not only conserves the light but elimi- 
nates the blinding glare which is in 
many cities prohibited by law. 

This device is attached to the inside 
of the door behind the glass. The 
cross-pieces, it is claimed, are so ar- 
ranged that the beam of light can in 
no case exceed the height of the lamp 
yet will strike the ground far ahead of 
the car. These cross-pieces have the 
appearance of cut glass, but are made 
of metal heavily nickeled and silver- 
plated. 

No adjustment is necessary, and 
there are no movable parts. A set of 
two Aderente non-blinding devices 
sells for $3.50. 


The Canton Tire Iron 


The American Forge & Machine 
Company, successor to the Wright 
Wrench & Forging Company, Canton, 
Ohio, recently put on the market the 
Canton tire iron. The company states 
that this is forged from .90 carbon 
steel, tapered at both ends in both 
width and thickness. It is 13 in. 
long and 3/16 in. thick tapered to 
1/16 in. at the end. This device is used 
in removing and replacing tires. 


The “L. & M.” Q. D. Ring 
Remover and Replacer 


The Adam A. Long Machine Works, 
Rochester, N. Y., have placed on the 
market the “L. & M.” Q. D. tire ring 
remover and replacer. This tool is 
locked over the locking ring and 
against the inner ring, and forces the 
inner ring away from the locking ring. 
This leaves the operator free to use 
both hands in removing the ring with 
an ordinary screwdriver. 

This tool is provided with a retain- 
ing block on which the tool is clamped 
when the ring is not in place. The 
inner ring is forced over to make room 
for the locking ring, which is then 
placed in position. When this is done 




















ba 


The “L. & M.” Q. D. ring remover and re- 
placer 


the tool is removed from the retaining 
block and the ring pinched into posi- 
tion, starting 4 or 5 in. from the end 
and holding it in this position with a 
screwdriver. 

The “L. & M.” Q. D.,ring remover 
and replacer sells for $1.50. 
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Cochran Spring Oiler 


The Cochran Pipe Wrench Mfg. 
Company, Chicago, IIl., is now manu- 
facturing the Cochran spring oiler, 
which is described as a simple, rapid 




















The Cochran spring leaf oiler 


and efficient device for oiling the 
springs of an automobile and thus re- 
ducing the shock and spring breakage 
and increasing the life of the springs 
and the car. 

This device is made in the form of 
a wedge, with an oil hole and a groove 
which runs almost the entire length. 

In operation the weight is taken off 
the spring by means of a jack. The 
point of the oiler is inserted between 
the spring leaves as far as the center 
of the leaves and the oil applied to the 
hole. The oil then runs down the 
groove and, if plenty is used, thor- 
oughly lubricates the spring. 


THE BARTON FEEDERS, LTp., Hamil- 
ton, Ont., has been incorporated with 
a capital stock of $40,000 by L. F. 
Stephens, Hugh J. McKenna, William 
J. Lord, and others, to manufacture 
nails, horseshoes, carriages, etc. 
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O-So-Ezy Cedar Oil Polish 
for Automobiles 


The O-So-Ezy cedar oil polish for 
automobiles, manufactured by the O- 
So-Ezy Mop Company, 264-268 Jef- 
ferson Avenue, Detroit, Mich., which 
as stated in a previous issue of HARD- 
WARE AGE, has been adopted as stand- 
ard equipment by the manufacturers 
of several well-known makes of auto- 
mobiles, is shipped in metal containers 
and is warranted by the manufacturer 
to contain no acid, grit or other ma- 
terial that is harmful to the body fin- 
ish. It is claimed that no cleaning 
solution is needed before this polish 
is used, but that the surface should be 
thoroughly washed and wiped dry. 

0-So-Ezy polish in pint cans sells 
for 50c.; quart cans, $1; half-gal. cans, 
$1.50; gal. cans, $2.50. The company 
states that the discount to dealers is 
a liberal one. 


New York Automatic Gaso- 
line Economizer 


The New York Coil Company, 338 
Pearl Street, New York City, has just 
put on the market a new device known 
as the New York automatic gasoline 
economizer for Ford cars. It is in- 
stalled between the inlet pipe and the 
carbureter without drilling, tapping, 
or machine work of any nature. 

The company states that this device 
consists of a hollow chamber with a 
passage communicating between the 
inlet pipe and a peculiar valve which 
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The New York automatic gasoline econo- 
mizer 


is connected by means of a simple at- 
tachment to the throttle rod. It oper- 
ates automatically with every move- 
ment of the throttle. Its purpose is to 
admit pure air to assist in vaporizing 
the gasoline. The makers say that it 
results in a decided gasoline economy 
and at the same time gives greater 
speed and power to the engine. The 
price is $2.50. 


Wonder-mist Automobile 
Cleaner 


The Wonder-mist Company, 14 Fed- 
eral Street, Boston, Mass., manufac- 
tures Wonder-mist, which is described 
as a liquid for cleaning and polishing 
an automobile without soap or water. 

This liquid is sprayed on the car 
with a small hand sprayer, rubbed off 


The Boyce Moto-Meter display stand 


with cheese cloth, and along with it, 
the company claims, comes all the dirt, 
mud, grease and road tar without 
scratching and without injury to the 
finish. 

The spraying distributes the Won- 
der-mist evenly and produces a quick 
polish. This prevents waste, toughens 
the finish and prevents rain streak- 
ing or mud spots. One of the special 
features, the company points out, of 
this polish is that it is non-inflam- 
mable, non-combustible and non-pois- 
onous. 

One gal. of Wonder-mist with a 
sprayer lists for $3; one-half gal. 
with a sprayer, $2; one qt. with a 
sprayer, $1.25; one pt. without a 
sprayer, 50 cents, and one-half pt., 25 
cents. 


Motometer Display Stand 


The Motometer Company, 148 West 
Fifty-second Street, New York City, 
is now ready to furnish to the trade 
a new display stand for the Boyce 
motometer. This is made of metal, 
lithographed in colors. While it is a 
very attractive and interesting dis- 
play yet it is not so large as to be in 
the way when in use. It measures 
only 5 x 9 in. 

Three motometers are attached to 
this stand in such a way that their 
principles can be demonstrated. They 
can be shown in operation as though 
they were attached to an automobile. 


THE OGLESBY FURNACE-STOVE CoM- 
PANY, Clinton, Ind., has been incor- 
porated with $50,000 capital stock to 
manufacture stoves and furnaces. The 
directors are George T. Oglesby, John 
M. Johnson, Grandville W. Sharp, 
William J. Dawson and Mark E. Neb- 
eker. The Oglesby Stove & Furnace 
Company, Frankfort, Ind., has been 
dissolved. 


Inland Lever Pump 


The Inland Mfg. Company, 610-612 
Reaper Block, Chicago, Ill., has re- 
cently announced to the trade the In- 
land lever pump, which can be 
clamped to either of the running 
boards for use in inflating tires and 

















The Inland lever pump 


which when not in use folds compactly 
for the tool box. 

The Inland lever pump is equipped 
with a folding handle and folding 
clamp. It has a quick removable 
cylinder cap. 

The cylinder of this pump is 3 x 6% 
in. air cooled. The piston stroke is 
55% in. The frame and handle are 
of malleable iron and the thumb 
screws and bearings of steel. Each 
pump is tested to 200 lb. air pressure 
and the hose to 300 Ib. 

The Inland pump is packed in an 
individual box and is complete with 
8-ft. of heavy hose. It weighs 10 lb. 
and retails for $5. It can also be fur- 
nished with an accurate pressure gage 
attached for $1 extra. 


THE STANLEY WoRKS, New Britain, 
Conn., has secured permits for the 
erection of four additions; one to be 
35 x 145 ft., one story; the other three, 
about 20 x 145 ft. each. 
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“Ever-Good” Safe-Lock Rear 
Tire Holder 
The Emil Grossman Mfg. Company, 


Inc., Bush Terminal, Model Factory 
No. 20, Brooklyn, N. Y., recently 




















The “Ever-Good” safe-lock rear tire holder 


placed on the market the “Ever-Good” 
safe-lock rear tire carrier for the Ford 
car. 

The company claims that this device 
will not only hold the tires and de- 
mountable rims of spare wheels com- 
pactly and tightly but will securely 
lock them against theft, by means of 
a combination lock. 

The tires are compressed along their 
faces by two sections of this device, 
one of which is stationary and at- 
tached to the car and the other mov- 
able. The compression is accomplished 
by means of a bolt which can be 
locked against rotation when the tires 
are properly gripped. A combination 
lock is used for this purpose. 

The carrier itself is attached to the 
rear cross-member of the frame by 
means of a heavy casting and two 
strong clips. It is finished in black 
enamel, with the lock and arms nickel- 
plated. One is packed in a cardboard 
box ready for shipping. The retail 
price is $7.50. 


New “Peerless” Automobile 
Specialties 


The Columbus Varnish Company, 
Columbus, Ohio, has added two new 
products to its “Peerless” line of 
automobile specialties. These are 
“Peerless” tire paint and “Peerless” 
shellac. 

“Peerless” tire paint is described as 
a white waterproof coating for tires, 
that protects the rubber from expo- 
sure to the air. It is claimed that 
it will save the rubber from deteriora- 
tion and keep the tires looking new. 
It may be used on rubber mats as 
well as for casings. It dries in 30 
min. A pint can, which lists for 54c., 
will cover five regular casings. 

“Peerless” shellac, it is claimed, is 
a strictly high-grade shellac for gas- 
kets, cork carbureter floats, etc. This 
is a product cut in pure alcohol and 
is not affected by gasoline. Owing to 
the fluctuating prices on gum shellac 
and alcohol, prices on this product can 
only be quoted on application. 


Witt H. CoTTon, manufacturer of 
“Chi-ken” and “Thermo” poultry 
fountains, Cambridge, N. Y., is now 
represented in Troy, N. Y., by H. W. 
Gordinier & Son Company, and in the 
Central States and Mississippi Valley 
by Frank Spence, Washington, III. 


Thermos Motor Restaurants 


The American Thermos Company, 
Norwich, Conn., -has recently an- 
nounced to the trade several new ad- 
ditions to the line of Thermos motor 
restaurants. 

One of the latest is the Thermos 
Special No. 224, which is fitted com- 
plete for two people with two of each 
of the following: Knives, forks, plates, 
napkins, extra brass nickel-plated cups 
which fit on the top of the bottle, two 
pint thermos bottles and a good size 
food box. The case, which the com- 
pany states is very durable, is made 
of basswood and is covered with black 
long-grain English duck, dull-finished 
and guaranteed to be waterproof. It 
has a washable lining. The price com- 
plete with bottle and fittings is $9.50. 

This can be also furnished with 
quart bottles and fitted complete for 
six people for $14.50. The smaller set 
is 11% in. high, 14% in. wide and 5 in. 
deep. 

The company has also put out a No. 
225 motor restaurant for four people, 
which is fitted with two quart bottles, 
two lunch boxes, domino sugar boxes, 

















The Thermos motor restaurant No. 224 


salt and pepper shaker, and four each 
of the following: Plates, knives, forks, 
spoons, napkins and extra _nickel- 
plated drinking cups. 

This case is made entirely of three- 
ply basswood veneer, covered with 
heavy glazed black enamel duck with 
a patent finish. The bottom of the 
case has a hardwood binding firmly 
held in place by enameled steel corners. 

The price complete with bottles and 
fittings is $27.50. 


Wool Automobile Duster 


The Dearborn Duster Company, 
Chicago, Ill., manufactures a brush 
made of wool on the hide over a steel 
frame that is especially designed for 
use in cleaning and polishing automo- 
biles. The makers claim that the wool 

















Dearborn wool automobile duster 


cannot harm the finish, that it will 
enable the user to take up the dust 
without scratching the car and that it 
can be easily washed. It is made in 
sizes to sell for 50c., 75c., $1, $1.25 
and $1.50. The discgunt to dealers 
is a liberal one. 


Hardware Age 


Locktite Repair Outfit 


The Locktite Patch Company, De- 
troit, Mich., has put on the market 
the Locktite repair outfit for repair- 
ing inner tubes and casings. 

















The Locktite repair outfit 


Outfit No. 1 consists of a sheet of 
Locktite canvas patch, 6 x 18 in., a 
tube of cement and the accessories 
necessary for repairing. It is claimed 
it will repair 250 nail punctures. The 
price of this outfit is $1.60. 

The Locktite canvas patch is a cold 
patch for making quick repairs. 
While it is intended primarily for 
tubes, the claim is made that it can 
be used with excellent results for 
casings. No heat and no tools are 
necessary to make a repair. The 
Locktite patch is simply stuck on and 
allowed to remain for a few minutes. 

Before applying the patch the part 
to be repaired must be cleaned thor- 
oughly with gasoline or emery paper. 
A good coat of cement is applied to 
the tube, and the cement allowed to 
dry thoroughly. The cloth is re- 
moved from the rubber side of the 
patch and the patch pressed well into 
place. It is claimed that the tube can 
be immediately placed in the casing 
and used at once. On ordinary nail 
punctures no cement is necessary. 
Gasoline is used to soften the face of 
the patch. 

In addition to the No. 1 outfit, a 
smaller outfit containing 54 sq. in. of 
patching is sold for 90c., and a No. 
3 outfit with 28 sq. in. of patching for 
50c. 


V-Ray “Mogul” Spark Plug 


The V-Ray Company, Marshall- 
town, lowa, recently put on the mar- 
ket the V-Ray “Mogul” spark plug. 
This is described as an exceptionally 
stocky plug, with a core of “Petriflint,” 
which is a special product used in all 
V-Ray porcelain type plugs. 

The company states that the elec- 
trodes are genuine violet ray alloy, 
guaranteed to resist super-heat in mo- 
tors. It is marketed in four sizes, 
% in., % in. extension, % in. S. A. E. 
and % in. S. A. E. extension. 


THE WHITE MACHINERY COMPANY, 
St. Paul, Minn., has been organized 
with a capital of $30,000 to manufac- 
ture garden tools. The incorporators 
are William Ivins, John L. Crump, 
both of St. Paul, and C. I. Cole, Kel- 
logg, Minn. 
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Stanley Wrought Metal Hardware 
for Garage and Heavy Doors 


ERE are a few reasons why 
you will find it profitable to 
stock Stanley Garage Hardware. 





The sales of Stanley Garage 
Hardware have steadily increased 
and the enlargement of the line has 
kept pace with the sales until now 
the assortment you are able to offer 
for the equipment of garages of 








Write for Garage 
Hardware Catalogue: 


just issued. | various sizes is most complete. 


Garage Hardware is a new branch 
of the builders’ hardware business. It 
is still largely non-competitive ; not in 
the nail class of goods. It is sold for 
a grade of work and to a class of peo- 
ple who can afford to pay you a liberal 
margin. 

Stanley Garage Hardware is packed 
in “‘sets” thus greatly simplifying your 
stock and enabling you to make sales 
promptly and efficiently. 


Garage doors swung on Stanley 
hinges close weather tight and Stanley 
fastenings keep them so: a condition 
not possible in the case of sliding 
doors. 


The Stanley garage door holder is 


an arm of steel which holds back 


garage doors and prevents them from 


slamming, with possible damage to car. 


Stanley hinges, bolts and _ other 
things .comprising Garage Hardware 
have been especially designed for 
garage use. They are planned for 
brick, cement and wooden garages and 
for other special conditions: such as 
when doors cannot be swung out. 


Stanley Garage Hardware is 
brought to the attention of the archi- 
tect, carpenter and builder through ad- 
vertisements in their trade papers. It 
is also being extensively advertised in 
weekly publications, general maga- 
zines, and in other ways. 


We will do a great deal to help you sell Stanley Garage Hardware. 
May we tell you about this help? 


Write to-day to our Service Department. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 


by Hardware Manufacturers 


The Stern Floor Scraper 


The Stern Mfg. Company, Lancas- 
ter, Pa., manufactures the Stern 
floor scraper. It is claimed that the 


ath, 


The Stern floor scraper with the weights 
remove 














handle and blade can be adjusted to 
a thousandth part of an inch. The 
blades themselves can be removed and 
replaced instantly by a turn of the 
hand. No wrenches are necessary. It 
will hold any size of a blade up to 
3% by 7 in. 

It is claimed that the material used 
in its construction is of the very best 
from the hardwood handles down to 
the solid rubber tires which support 
it. It is finished in a rich velvet- 
black trimmed in garnet. This scrap- 
er is equipped with two weights of 20 
Ib. each and can be removed or re- 
placed quickly according to the class 
of floor to be finished. The complete 
scraper weighs 125 lb. and crated 
about 150 Ib. It sells at a moderate 
price. 


Garland Furnace Catalog 


The Michigan Stove Company re- 
cently published catalog No. 316 of 
Garland warm-air furnaces, combina- 
tion heaters and school-room venti- 
lators. This catalog is printed on a 
fine quality plate paper and illustrated 
by excellent half-tone engravings. 
Several pages in the front of the book 
are devoted to the general construc- 
tion features of the Garland fur- 
naces, such as the ash pit, the grate, 
the fire pot, the check draft, etc. The 
illustrations of the furnaces them- 
selves show the furnace not only as 
it appears from the outside, but also 
cross sections, showing the principles 
of operation. Several pages are de- 
voted to the Garland system of heat- 
ing and ventilating schools. These 
pages show furnaces especially de- 
signed for this work and also dia- 
grams of the proper methods of in- 
stallation. 

Space is also given to a complete 
description of the Garland copper coil 
gas water heater, the “Acme-Gar- 
land” laundry stove for coal, which 
also has a powerful water heater. In 
the back of the catalog the company 
tells how sales can be made for Gar- 
land furnace dealers if the dealers 
will co-operate with the “team-work” 
department. 


“Sanitary” Sugar Bowl 


Schoenheit & Pease, East End, 
Pittsburgh, Pa., have put on the mar- 
ket the “Sanitary” sugar bowl, which 
is made of strong, durable glass, co- 
lonial style, with a screw top. It is 
equipped with a spout that automat- 
ically closes when the sugar bowl is 
not in use. 

The company claims that this bowl 
is easily and quickly filled, as the 
opening at the top is very large. The 
bowl is made of fluted glass that can 
be safely grasped by the hand. 

Style 1, of blown glass, Colonial 
pattern, size 5% by 3% in., with a 
nickel top, retails for 40c. Style 3, of 
high-grade pressed glass, Colonial 
pattern, semi-cut, size 4% by 3%, 
sells for 50c. with a nickel top and 
70c. with a silver top. Style 4, made 
of fine cut glass, Colonial pattern, 
measuring 4% by 3%, is made with a 
silver top only and sells for $1. The 
style illustrated is made of commer- 
cial cut glass. The top is made of 
German silver heavily silver-plated. 
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The “Sanitary” sugar bowl 


It sells for $2. The “Sanitary” sugar 
bowl is made especially for restau- 
rant use. 


THE FRED CAMPBELL AUTO SUPPLY 
CoMPANY, St. Louis, Mo., has been in- 
corporated with a capital stock of 
$125,000 by Fred Campbell, W. R. 
Comstock, W. L. Farrier, Jr., S. W. 
Campbell of Chicago and D. K. Camp- 
bell of Kansas City to manufacture 
automobile accessories. 


THE CANADIAN BRUSH MACHINERY 
CoMPANY, LTD., will establish a plant 
at Walkerville, Ont., to manufacture 
brush machinery, etc. W. G. Lieberg 
is president and W. Elsey manager 
and secretary. 
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“Lock-Tite” Oily Waste Can 


The Keyes-Davis Company, Inc., 
Battle Creek, Mich., manufactures the 
“Lock-Tite” oily-waste can, which is 

















The “Lock-Tite”’ oily waste can 


intended for use especially in engine 
rooms or any place in a shop or fac- 
tory wherever rags or waste should be 
handled carefully to prevent fire. 

The “Lock-Tite” is a good grade 
galvanized can mounted in a specially 
constructed steel frame. In the front 
a foot-lever is provided for opening 
the can. A slight pressure of the toe 
at any point of the foot lever unlocks 
and opens the can instantly. After 
the waste is dropped in and the foot 
removed from the lever, the cover au- 
tomatically closes and locks and the 
company claims even though the can 
be tipped over the cover will not open. 

The “Lock-Tite” oily waste can is 
made in two sizes. Size 11% x 12% 
in. retails for $2.25 and 13% x 15 in. 


for $3. 
The Keyes-Davis Company also 
makes a “Lock-Tite” garbage can 


which is built on the same principle. 
The can itself may be easily removed 
after the pressure is put on the foot 
lever. 

The “Lock-Tite” garbage can sells 
for $3.75. 


“Three in One Handipak” 
Tacks 


The Tower Mfg. Company, Cincin- 
nati, Ohio, has now put on the market 
the “Three in One Handipak” assort- 
ment of tacks. This package contains 
three sizes of the tacks most fre- 
quently used—6, 8 and 10 oz. There 
is a double quantity of the 8-oz. tacks 
which is the size usually most in de- 
mand. 

These packages to the number of 
six dozen are put up in a neat wooden 
case with a hinged lid. A fine colored 
label on the inside of the lid permits 
the box to be used as an attractive 
counter display. 
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Why You Should and 
How You Can Have 
Perfect Operating Barn 


Doors — zy A. Practical Farmer 
S A common every-day farmer, with a 
farmer’s ideas, 1 am going to tell you 
how you can have perfect operating 
Barn Doors—your good common horse 
sense and sound business judgment will tell 
you, better than I can, why you should have 
them. I am going to.tell you why every sliding 
door on my place is equipped 
with Richards-Wilcox Troliey 
Roller Bearing Hangers. 

And let me say right here and 
now, that I know what am 
talking about when it comes to 
a question of barn doors. For 
I was born and raised on a farm 
and know from actual experi- 
ence how many didos the old 
fashioned hangers can kick up 
and how much trouble they can 
cause, 

First—Richards-Wilcox Hang- 
ers are storm-proof, bird-proof, 
jump-proof, and trouble-proof. I 
don’t believe there is any other 
one thing on top of the earth 
that can ruffle a man’s temper 
or strain his back quicker than 
a heavy derailed sliding door. It 








isn’t nec- 
essary to tell you how much tugging, sweating 
and careful juggling it requires to put one 
back on the track. 

I tell you the fastest sprinter on earth could 
not run fast enough to give me one of the old 


flat rail, jump-the-track and get-out-of-whack 
hangers, since I have learned how much satis- 
faction a person can derive from a perfect 
operating barn door. 

Since my doors have been equipped with 
Richards-Wilcox Hangers not one a them has 
jumped the track or caused a particle of trouble. 

hey’re always ready for business, day or night, 
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No More Balancing On A a po age 
Ledder With A Slippery Ol Can —— 


rain or shine, summer or winter. There is 
nothing that can get out of working order, 
and mighty little, so far as I can see that is 
likely to wear out. 

The very sight of a sparrow used to make me 
madder than a wet hen. For during the sum- 
mer months the little pests were everlastingly 
building their nests between the hanger track 
and the barn. Actually, it got so bad at times 
that I had to climb up and tear them down 
almost every time I opened the door. The 
litter and dirt that blinded my eyes and fell 
down my neck in these sparrow nest days 
would have tried the patience of a saint. 

In winter time the melting and freezing of 
ice and snow caused as much trouble as the 
sparrows in summer. For the rollers would 
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In Ibe Winter Time Ihe Ice And Snow Caused 
As Much Trouble As Zhe Sparrows 4 The Summer 


. 


freeze up, stick, slide and slip until the door 
opened or came crashing to the’ ground. 

Did you ever attempt to “put back” a sliding 
door, one of those big husky kind, when the 
thermometer registered right around zero, the 
north wind whistled around the corner at a 
two-forty clip and the sleet covered ground was 
as slick as the back of a greased-pig? If you 


have, what you said or thought would’nt look 
well in print. 

So far as my sliding doors are concerned 
now, I never have to give the sparrows, or snow 
and ice a second thought. For I know the 
heavy gauge high carbon steel, box-shaped track 
will keep out the birds and protect the hangers 
against snow and rain. I know too that my slid- 
ing doors are not going to be blown off the 
track some blustery winter night and expose 
the stock to the raw winds or cold night air. 

If Richards-Wilcox Hangers were merely 
water-proof, bird-proof and jump-proof they 
would be worth a dozen times the price I 
paid for them. 

Now understand, please, I am simply giving 
you my opinion of Richards-Wilcox Hangers. 
I am not saying that you will have to equip 
your doors with these time, trouble and money- 
saving hangers, for you are going to do just as 
you please, I am merely telling you why I use 
them and wouldn’t part with them for 20 times 
their cost, if I could not replace them. 


Easy Operating 


Never saw anything in my life that works 
easier than the roller-bearing wheels in these 
hangers. They glide over the tracks as easily 
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Be Blown Oft The — 
Track Some Cld, Blustery~ Night 


and noiselessly as a bicycle wheel revolves 
when its lifted off the ground. My heaviest 
door glides open or shut at the slightest touch— 
my five year old youngster can roll it open with 
mighty little effort. ou see, every hanger is 
a car. 

The Center hung track equipped with four 
roller-bearing, self-lubricating wheels are cer- 
tain to work easier and wear longer than the 
old style one or two wheel hanger that bumps 
and jumps around like a rickety wheel-barrow. 

They claim that these wide tread highly pol- 
ished iron wheels are unbreakable—that they 
combine the greatest strength with toughness. 

They’re unbreakable as sure as the world, for 
those doors of mine have been banged and 





slammed back and forth enough times to wear 
out a dozen ordinary hangers. 

Another exceptionally nice feature is that 
the bearings are filled with hard oil when as- 
sembled—it keeps them lubricated for years. 
There are no more of these loud, long drawn, 
blood curdling shrieks, or annoying little 
squeaks that old style hard running hangers 
turn loose every now and then. Nor is there 
any more balancing on the top of a wobbly 
step ladder with a slippery oil can since I 
bought these Richards-Wilcox Hangers. 

A door equipped with Richards-Wilcox Hang- 
ers is easy to put-up or “take down.” In fact 
it requires but little more work than 
“rolling off a log.” 

The aprons are made from two 
pieces of steel to provide adjustment 
for doors of different thickness. And 
are attached with three bolts, two of 
which passed clear through both front 
and back aprons—no danger of them 


working loose or pulling out. These 
durable aprons add greatly to the 
strength of Richard-Wilcox Hanger 


equipment. 

If, for any reason I want to take 
down a door—lI prop it a trifle and 
knock out the hinge pin that unites 
the apron and clevice—can do it in a 
jiffy without a particle of trouble or 
tinkering. 

The pendant which is made from 
one piece of steel with an eye formed 





in the lower end to receive hinge pin is cen- 
trally hung from hanger, being left to swin 
freely, thus insuring an even distribution o 
weight on all wheels. 

It's a far different proposition from the old 
style hanger that rears up and slides off the 
track unless handled just so. 

‘Richards-Wilcox Hangers are not simply a 




















convenience but they are labor savers—first, be- 
cause they never get out of whack or require 
tinkering. Second—because they make opening 
or closing of heavy sliding doors easy. 

They pay for shessnebven many, many times 
each year, by saving time, work, worry and 
trouble. And they cause the door to fit se- 
curely—against the building, protecting my 
stock, grain, hay, tools, and machinery from 
rain, snow and cold. 

They can’t jump-the-track or get out of 
whack. They are strongly and properly con- 








structed. They will last for years and years. 
They are a permanent investment and do not 
require replacing. 

I might go right on telling you why I con- 
sider Richards-Wilcox Hangers head and shoul- 
ders above any other hanger on the market, 
but use of them, will convince you or anybody 
else that I have stated my case mildly. 

As a farmer who has used them and a dozen 
other kinds, I endorse them and so will yvou— 

















HINGE PIN 


and everybody who appreciates convenience of 
perfect operating, sliding doors. 


Look for the R-W trade mark that is 
stamped on every hanger. Take ms advice 
and you'll soon forget so far as trouble goes, 


that there is such a thing as a sliding barn 


door around the place. 


THIS TRADE MARK PROTECTS YOU 
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The Milbradt Power Lawn 
Mower 


The Milbradt Mfg. Company, St. 
Louis, Mo., put on the market re- 
cently the Milbradt power lawn 
mower, which is propelled by a gaso- 
line engine. 

The motor used on this lawn mower 
is water cooled and, the company 
claims, is powerful enough to carry 
the machine up any grade where a 
horse could go. 

The machine has two large ribbed 
rollers in the front which prevent it 
from sinking into the ground and 
which also insure good traction. Be- 
tween these rollers is a sprocket wheel 
connected to the rollers by a differen- 
tial gear. A roller chain operates 
from this sprocket to a _ smaller 
sprocket on the main driving shaft 
above the platform, and this is also 
connected by a chain to the cylinder 
or the cutting knives. The company 
states that the only gears used on the 
machine are between the reversible 
clutch and the main driving shaft. 

The rear part of the machine is 
carried by three wheels somewhat 
smaller than the front rollers. These 
wheels are also for the purpose of 
steering the machine. The fork-shaped 
casting in which they turn is con- 
nected by a rod to the steering 
handle. It is claimed that the ma- 
chine can be steered very quickly and 
easily and in a radius of as little as 
18 to 24 in. if necessary. 

After the motor is started it can 
be run backward or forward or 
brought to a stop by the use of one 
lever. 


Catalog of the Eureka 
Mower Company 


The Eureka Mower Company, 
Utica, N. Y., manufacturer of farm 
machinery and hardware specialties, 
recently issued a new catalog known 
as Catalog K. This book, which con- 
tains 40 pages, is well illustrated and 
printed and shows a line of potato 
planters, diggers and cutters, fer- 
tilizer distributors, corn planters, 
weeders, seeders, cultivators, mowers, 
harrows, hoes, grindstones, lawn 
swings, barrel and can trucks, wagon 
jacks and hand sprayers. 
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The Milbradt power lawn mower 


“Utility” Tool Chest 


The Utility Manufacturing Com- 
pany, 11 North Sixth Street, Philadel- 
phia, Pa., recently put on the market 
the “Utility” tool chest No. 500, which 
the company states is made of selected 
hardwood, lock-cornered and finished 
in Mission style with a waxed gloss. 
It is furnished with a saw rack that 

















The “Utility” tool chest 


will hold any 26-in. rip or hand saw 
and a tray that fits close under the 
lid to hold small tools. The handle 
is on the top of the box. The chest 
is equipped with spring catches and a 




















The Given Moore washing machine 


lock and key. The corners are bound 
in metal. 

The length of this tool chest is 32 
in., the height 12% in. and the depth 
7 in. The weight is 11 Ib. 


Given Moore Washing 
Machines 


The Given Moore Company, Spring 
Valley, Ill., manufactures the Given 
Moore platform washing machine. 
The company points out that the 
whole platform of this machine is 
made entirely of iron and steel. The 
only wooden parts are the tub and the 
small strip to which the wringer is 
clamped. 

The wringer frame travels on roll- 
ers so that it can be moved easily 
along the platform. A foot pedal for 
throwing the wringer into gear trav- 
els along with the wringer so that it 
is always within convenient reach of 
the operator. 

This wringer is also reversible and 
can be made to run backward or for- 
ward at the will of the operator. For 
this reason, the tubs do not have to 
be changed or moved about. The 
company states that the wringer is of 
the latest design, having special bear- 
ings with the cogs enclosed. 

This machine has a chain drive, 
which the company states is abso- 
lutely positive under all conditions. 

The machine illustrated is designed 
for any motor force that will develop 
% hp., but it can also be furnished 
with an electric motor. 

The 2-tub washer, complete without 
the extra tub or basket, weighs 270 
lb. when crated for shipment. 


THE H. H. MAYHEW COMPANY, 
Shelburne Falls, Mass., has been in- 
corporated with capital stock of $85,- 
000 to manufacture mechanics’ tools. 
C. E. Bell: is president, V. A. Con- 
verse, Springfield, treasurer, and J. 
H. Curley is additional incorporator. 
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ATKIN 


A Perfect 


Saw for 
Every 
Purpose 



















“Finest on Earth’’ 





] 
_ 


~ EC. ATKINS & CO,, Inc. 


< The Silver Steel Saw People 
MINNEAPOLIS CHICAGO 


Home Office and Factory, Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
Branches carrying complete stocks in the following cities, Address E. C. ATKINS & CO. 


ATLANTA NEW ORLEANS PORTLAND, OREGON SEATTLE SYDNEY, N. S. W. 
MEMPHIS NEW YORK CITY SAN FRANCISCO VANCOUVER, B.C. PARIS, FRANCE 
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“B. B.” Steel Hand Bells 


The Bevin Bros. Mfg. Company, 
East Hampton, Conn., founded in 
1832, whose direct selling representa- 
tives are John H. Graham & Co., 113 
Chambers Street, New York City, has 
supplemented its line of hand bells of 
wrought brass and bell metal with a 
type made of good quality drawn sheet 
steel. The present high prices for 
brass, copper and tin have correspond- 
ingly increased the price of brass and 
bell metal hand bells to very much 
higher figures. 

Because of these conditions this bell 
is being made from hot rolled steel, 
polished, copper plated and finished 
and then nickel or brass plated on the 
copper plate and again finished. This 
makes an electroplate difficult to rust 
except from long, unnecessary expo- 
sure to the weather. The hot rolled 
stock is much harder to finish than 
that cold rolled, but the ringing quali- 
ties are much better. These bells have 
fine lines ard rubberoid handles of 
more graceful outline than those long 
used-in the regular hand bells. 

The rod which the clapper inside 
the bell is attached to goes entirely 
through the handle and is secured at 
the outer end with a nut. The newer 
handle affords a better grip. This 
group of bells is made in ten sizes, 
Nos. 0 to 10. The tone is excellent and 

















“B..B.” drawn, hot rolled, steel, brass and 
nickeled hand bells 


at the same time the steel bells are 
offered at from 25 to 3831/3 per cent 
less than the wrought brass hand bells. 


Linoleum Sales Helps 


The Armstrong Cork Company, Lan- 
caster, Pa., recently issued an attract- 
ive 62-page book entitled “Told in the 
Store.” It is an interesting story 
of a buyer’s experience in taking a 
trip through the factory of the Arm- 
strong Cork Company. He is sup- 
posed to be conversing with the sales- 
men in the store, and he tells of the 
factory and the various processes 
through which cork goes before it 
comes out as the finished product— 
linoleum. The story is very well told 
and equally well illustrated. The com- 


pany has also recently published a. 


booklet entitled “How to Lay and Care 
for Linoleum.” This booklet contains 
16 pages and several illustrations in 
colors. It is intended for dealer dis- 
tribution. 


“Protection” Vise Jaws 


The Hisey-King Mfg. Company, Os- 
good, Ind., has recently put on the 
market the “Protection” vise jaws 

















The “Protection” vise jaws 


which are made of hard wood and pro- 
tect both the work being held and the 
vise in which it is held. 

The company points out that these 
jaws will hold work without bruising 
or marring, and even when used for 
the very roughest work will last for 
a considerable length of time. It also 
points out that vises in which these 
jaws are used will last much longer 
than ordinarily. They are not required 
to be so tight on account of the tena- 
cious nature of the wood. 

These jaws are made 3 in. and 4 in. 
wide and open up to 1% in. The price 
per dozen is $2. 


_ Durable Denning Light 
Farm Tractor 


The Denning Tractor Company, Ce- 
dar Rapids, Iowa, has recently put on 
the market a new farm tractor that 
will operate with either kerosene or 
gasoline. It is known as the Durable 
Denning light farm tractor, Model E. 

The company states that all the 
gears of this machine run in oil, and 
that trouble in this direction has been 
practically eliminated. 

This tractor is equipped with a 
special long-stroke, high-speed type 
tractor motor. It is claimed that it 
will do average farm work on 1% gal. 
of fuel per hr. It weighs 3600 lbs. It 
is equipped with a Waukesha motor, 
Dixie magneto, Bennet carburetor, 
Perfex radiator, Lavine irreversible 
steering gear, New Departure balls 
and steel gears. 


April Hanger of the National 


Manufacturing Company 


The National Mfg. Company, Ster- 
ling, Ill., in accordance with its regu- 
lar monthly custom, is mailing to the 
trade a folder, to be used as a wall 
hanger. It is neatly printed in green 
and black, on white paptr, with a cal- 
endar for April at the bottom. A se- 
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ries of cuts explains in detail the 
operation and methods of attaching 
the company’s screen and storm sash 
adjuster, screen and storm sash hang- 
er, and screen door brass turnbuckle. 
The text consists of a number of live 
selling talks on the items illustrated. 
The hanger is designed to aid the re- 
tailer in selling screen equipment to 
the spring trade. 


Reeves Catalog 


The Robert C. Reeves Company, 
187 Water Street, New York, has is- 
sued a spring catalog of 80 pages, 
illustrating and describing farm and 
contractors’ supplies, hurdle and wire 
fencing, seeds and the countless arti- 
cles used on farms or in gardens, from 
tractors and plows to trowels and 
pruning shears. 


New “XXth Century” Water 
Coolers 


Cordley & Hayes, 7-9 Leonard 
Street, New York City, have recently 
introduced several improvements in 
their No. 56 Series of “XXth Century” 
water coolers. The company points 
out that the vitreous porcelain cooling 
jar now has a longer bulge at the front 
which gives it a greater cooling capac- 

















A cross section of the new “XXth Century” 
water cooler showing the extra long bulge 
in the cooling jar 


ity. The No. 16 Series also has this 
bulge now, centering it on the cooler 
similar to the No. 56 Series and giving 
balance and rigidity to both cooler 
and stand. 

The covers of these coolers are now 
made in two parts, both fitting tightly. 
The two pieces are identical in size 
so that a damaged half can be easily 
replaced. 


THE UNIVERSAL NOVELTIES, LTD., 
Toronto, has been incorporated with 
a capital stock of $25,000 by Harry 
Riley, of Bain, Bicknell, MacDonell & 
Gordon, 6 Adelaide Street East; 
Thomas S. H. Giles, 249% St. Helen 
Avenue; John F. MacGregor, 237 
Beech Avenue, and others, to manu- 
facture toys, metal goods, etc. 
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30 Minute Ice Cream 
Means Big Summer Profits 


One day the last snow storm is still We're making an ice cream freezer of 
fresh in memory. A few days after, along entirely new design—the Auto Vacuum 
comes a warm spring breeze and by noon Freezer. We're advertising it liberally, 
people are swinging over to the shady side making its merits known to thousands of 
eT ees buyers everywhere. 

The Auto Vacuum will make ice cream 


With the coming of the hot weather the in 30 minutes without turning a crank— 
first thought of many millions of Ameri- and it will make your store a busy estab- 
cans is ice cream. That's where you come lishment in the hot days to come. 
in and that’s where we come in. Details? 


Auto Vacuum Freezer Company, Inc. 
10 Wall Street New York 
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NOTES OF THE RETAIL HARDWARE TRADE 


non INNIPEG, MANITOBA.—The Sterling Cutlery Company 
as opened a store at 449 Portage Avenue. The business is 
both wholesale and retail. 


ELMIRA, ONTARIO.—M. Weichel & Son, Ltd., has been 
incorporated with a capital stock of $100,000, to conduct both 
a wholesale and retail business in the following lines: Auto- 
mobile accessories, belting and packing, buggy whips, build- 
ers’ hardware, building paper, children’s vehicles, churns, 
cream separators, cutlery, dog collars, fishing tackle, ham- 
mocks and tents, heating stoves, heavy hardware, cement, 
linoleum, lubricating oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, prepared roofing, ranges and cook 
ents pain shelf hardware, silverware and washing 


TARA, ONTARIO.—McDonald & Watson, dealing in me- 

ee B may = oe eon paper, builders’ hard- 
’ g tackle, etc., hav i 

Wallies & Gieettnan, e disposed of their business to 


KAMSACK, SASKATCHEWAN.—William Carment, who 
some time ago sold his business to Parliament & Wallis, has 
purchased it again, and taken his son into partnership. The 
firm will hereafter be known as Carment & Son. Catalogs re- 
quested on automobile accessories, baseball goods, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cutlery, dog collars, elec- 
trical household specialties, fishing tackle, furnaces, galvan- 
ized and tin sheets, heating stoves, heavy hardware, home 
barbers’ supplies, kitchen housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, sporting goods and washing machines. 


VERWOOD, SASKATCHEWAN.—The hardware and im- 
plement business of C. G. Rebstock & Son has been moved 
from Halbrite. 


AUGUSTA, ARK.—J. Haralson, who for the past ten years 
has been manager of the hardware department of the Augusta 
Mercantile Company, has recently purchased the entire stock 
of the E. H. Conner Mercantile Company. His brother, J. T. 
Haralson, will be associated with him. The firm has been 
incorporated with a capital of $25,000, and the business will 
be continued under the name of Haralson Brothers. 


BIGELOW, ARK.—The Hampel-Lawson Mercantile Com- 
pany has purchased the hardware stock of Cates & Johnson. 


HELMSBURG, IND.—The Helmsburg Hardware & Lumber 

oe aed —_ been eae a capital stock of $100,- 
: e incorporators are J. L. 

owten A. Wok urner, Rufus Turner and 


INDIANAPOLIS, IND.—Frank B. Sims, of 2505 West 
Washington Street, has been succeeded by William rE. Yun 
Talge. Catalogs requested on builders’ hardware. 


TOPEKA, IND.—J. J. Yoder & Co. are making some im- 
provements in the interior of their store. 


CAMBRIDGE, IOW A.—Seward Nelson & Co. have started 
in business in the Hanson Building. They will carry a stock 
of automobile accessories, builders’ hardware, cream sepa- 
rators, cutlery, galvanized and tin sheets, gasoline engines, 
heating stoves, heavy hardware, lubricating oils, mechanics’ 
tools, pumps, ranges and cook stoves, shelf hardware, silver- 
ware and washing machines. 


COUNCIL BLUFFS, IOWA.—Roy De Vol, son of P. C. De 
Vol, founder of the P. C. De Vol Hardware Company, has 
disposed of his stock to E. L. and Charles Duquette and Ar- 
thur Hoffmayr, other members of the company. The new 
owners have installed shelving, gun and wall cases, put in 
new floors, etc. 


DYERSVILLE, IOWA.—Henry May has purchased in- 
terest in the firm of Schuster, Loes & Pores p ased an in 


HARCOURT, IOWA.—A hardware store has been opened 
by the Harcourt Hardware Company, which will deal in the 
following, on which catalogs are requested: Buggy whips, 
builders hardware, churns, cream separators, dog collars, 
dynamite, electrical household specialties, fishing tackle, gal- 
vanized and tin sheets, gasoline engines, harness, heating 
stoves, heavy farm implements, heavy hardware, home bar- 
bers’ supplies, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, pumps, ranges and 
cook stoves, shelf hardware, silverware, sporting goods, tin 
shop, wagons and buggies and washing machines. 


HAWARDEN, IOWA.—The implement stock of Steel 
Metcalf has been bought by Merritt Miller. suai 


KENT, I0WA.—C. H. & Joseph Thomas have sold their 
hardware business to the Lowe Hardware Company. Cata- 
logs requested on baseball goods, belting and packing, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, cutlery, dairy supplies, 
dog collars, dynamite, fishing tackle, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, heating stoves, home barbers’ supplies, iron beds, kit- 
chen cabinets, kitchen housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
ge = stoves, prenicn, ~enhaggern “gp tny machines, shelf hard- 

, Silverware, sporting goods, tin shop, . ‘ - 
gies and washing machine on 


LYTTON, IOWA.—The Wilson Implement 2 
cessor to Brehm & Arndt. 4 Company is suc 


MITCHELLVILLE, IOWA.—The Forsyth Hardware Com- 
pany, Inc., of Colfax, dealing in hardware, furniture, stoves 
a oe has — 4 new hardware and implement store. 

a gs requested on stoves, ranges, refrigerators, 
hardware and kitchen farnishings.” F —— 


MONTGOMERY, IOWA.—J. P. Nelson is in charge of the 
hardware and implement business of Alexander Percival. 
Catalogs requested on Monarch malleable steel ranges. 


POCAHONTAS, IOWA.—F. C. Hartung has started in the 
implement business, under the name of F. C. Hartung. 


SIBLEY, I0WA.—George Bowers, who recently opened a 
hardware store, requests catalogs on implements. 


BLUE RAPIDS, KAN.—A change has taken place in the 
firm of Brown & Skalla. W. P. Brown & Co. are the new 
owners. 


PARSON, KAN.—John Scaletty is now located at 1912 
Main Street, where he will carry a complete stock of hard- 
ware, etc. Catalogs requested on coal and gas ranges. 


ST. MARYS, KAN.—The George Boyd Hardware has pur- 
chased the J. Muckenthaler Hardware Company. 


MOSCOW, PA.—Many improvements have been made in 
the building recently purchased by J. C. Breithaupt, which 
will house a complete stock of hardware, on which catalogs 
are requested. 


PHOENIXVILLE, PA.—The N. H. Benjamin Company has 
sold out to the Benjamin Hardware Company at 205 Bridge 
Street, where a stock of automobile accessories, bathroom 
tixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, churns, crockery and glassware, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, gasoline engines, hammocks and tents, heat- 
ing stoves, heavy hardware, kitchen cabinets, kitchen house- 
furnishings, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware and washing machines will 
- ——- New store fronts and sample cases have been 
nstalled. 


DAVIS, S. D.—The hardware store of William DeNoma 
has been sold. N. J. Svenstrup is the purchaser. Catalogs 
requested on automobile accessories, baseball goods, bath- 
room fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, dog collars, dyna- 
mite, electrical household specialties, fishing tackle, furnaces, 
furniture department, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
iron beas, kitchen cabinets, kitchen housefurnishings, lime and 
cement, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys and games, wagons, buggies and 
washing machines. 


WESSINGTON SPRINGS, S. D.—The harness department 
of the Standard Mercantile Company has been bought by the 
Wessington Springs Hardware & Implement Company. 


WHITE, S. D.—J. E. Dricken, formerly manager of the 
Farmers’ Store, has started in business in the Leader Build- 
ing, which has been undergoing repairs. Mr. Dricken will 
handle a complete line of belting and packing, buggy whips, 
builders’ hardware, churns, cream separators, cutlery, dog 
collars, fishing tackle, galvanized and tin sheets, hammocks 
and tents, heating stoves, heavy hardware, kitchen house- 
furnishings, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, pumps, ranges and cook stoves, shelf 
hardware, silverware, sporting goods and washing machines. 


HAMLIN, TEX.—Day Bros. have begun the erection of a 
building 130 x 40 ft. They expect it to be ready for occu- 
pancy about May 1. 

PITTSBURGH, TEX.—The Pittsburgh Hardware & Furni- 
ture Company has opened a hardware store, and will deal in 
shelf and heavy hardware, queensware, enamelware, tin and 
aluminum ware, sporting and saddlery goods, stoves, etc. 


SPRAGUE, WASH.—The Sprague Hardware & Implement 
Company has been organized with a capital stock of $10,000 
by George W. Miller and Ivan J. Putman to deal in automo- 
bile accessories, baseball goods, bathroom fixtures, belting 
and packing, buggy whips, builders’ hardware, building paper, 
churns, cream separators, cutlery, dairy supplies, dog collars, 
fishing tackle, furniture- department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, heating stoves, 
heavy farm implements, home barbers’ supplies, iron beds, 
kitchen cabinets, kitcher: housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, wagons, buggies and washing machines. 


APPLETON, WIS.—The Rusch Hardware Company has 
established itself in business at 994 College Avenue, dealing 
in buggy whips, builders’ hardware, building paper, churns, 
cutlery, dog collars, furnaces, hammocks, heavy hardware, 
mechanics’ tools, prepared roofing, pumps, silverware, shelf 
hardware, washing machines, etc. Catalogs requested on 
general hardware. 

AUBURNDALE, WIS.—The Auburndale Hardware con- 
cern will, about April 15, open a store. The stock will con- 


sist of automobile accessories, cream separators, kitchen 
housefurnishings, sewing machines, paints, oils, varnishes, 
etc. Catalogs requested on general hardware. 


COBB, WIS.—Bennett Bros. have purchased a stock of 
hardware. 

HAMMOND, WIS.—The Hammond Hardware Company is 
successor to Albert Jenness. The new owner requests cata- ~ 
logs on automobile accessories, baseball goods, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, cutlery, 
dairy supplies, dynamite, electrical household specialties, 
fishing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, home barbers’ supplies, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, 
— hardware, silverware, sporting goods, and washing 
machines. 


* POTOSI, WIS.—M. B. Elskamp and W. A. Wiedman, com- 
ing the firm of Elskamp & Wiedman, request catalogs on 
uilders’ and shelf hardware. 
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Flat, Round, Oval Heads 

















SCREWS 


Weare manufacturers— 
that is our business. Quality 
is our aim. Wecarry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 
















Write for price lists and _ discounts. 


Bridgeport Screw Company 


BRIDGEPORT, CONN. 
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Show these critical women customers of 
yours what the Voss Platform Washer looks 
like. Invite them into your store and make 


Di S la O n e 1 n them see the conveniences and exclusive fea- 

p y tures this Washer offers. They will be quick 
. d to see and appreciate what it will do. 

your In O By our system the washing travels straight 

from one end of the machine to the other 

and the wringer goes with it, or from wash tub 


to clothes basket without a lost motion or an 
extra step. 


Please remember that every machine is 


Vo ey om, Bros. Mfg. C O. guaranteed against defective workmanship 


and material. If you want prices and infor- 


Davenport, Iowa _ ation ask for them—but do it today. 











TUBULAR AND CLINCH RIVETS 
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REVOLVING 
PUNCHES 


Made of forged steel with 
improved, easy working 
joints; the tubes from solid 
stock, each tube being tem- 
pered by hand and the 
turrets made from solid steel rods with highly tempered steel springs. We give 
our punches a fine finish and guarantee them in every respect. 


THE SMITH & EGGE MFG. CO. - Bridgeport, Conn., U.S. A. 




















Keep a Full Line of Capewell Nails | pore, 





TURN OVER 

It’s good business—it pays. The Capewell is known to be the best nail in the 

world—not the cheapest regardless of quality. It does the work better and horse- 
shoers rely upon it. 













Consequently, annual sales in the United States far exceed the sales of other 
brands. Capewell stock can be turned for a profit oftener, the volume of sales is 
larger, orders repeat. Selling the Capewell product is by far the best paying proposi- 
tion for the Merchant. Thousands of Merchants have proved this. 


The Capewell Horse Nail Company 


HARTFORD, CONN., U.S. A. 


LEADING HORSE NAIL MANUFACTURERS OF THE WORLD 


The 
Capewell 
has a Trade 
Mark on the 
head of each 
nail—check mark 
formed by lines cross- 
ing each other diagonally. 


























rane pene: Link”: Sire pone 


Drop Forged from High Grade Steel. Sizes ‘4 Inch to 156 Inch it is the only Link as Strong as Same Size Chain 


CO 


PATENTED 
Send for illustrated catalogue showing 1590 articles of Marine Hardware, etc. 


THOS. LAUGHLIN COMPANY “- ° =e Portland, Maine 


Just place the two halves to- 
gether and head over the rivet- 
pins. 


An instant repair for broken 
chain; actually neater looking and 
stronger than the link. Steam 
Shovel Engineers, Drainage Con- 
tractors, Loggers, Mining Oper- 
ators, Railroads, in fact, anyone 
who uses chain ought to know of 
and use Missing Links. 


The interlocking lug and rein- 
forced hole make it twice as 
strong as any other link. It takes 
but a minute to insert it, saving 
expense, and much valuable time. 
Use this link; take no chances. 
Lose No Time in Repairs. 
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“Universal Disc or Roller 


Bearing Plate Casters 


MADE IN FIVE DISTINCT SIZES 
WITH VARIOUS KINDS OF WHEELS 














The “Universal” Disc or Roller Bearing Plate 
Casters are built of Grey Iron, Copper Bronzed 
Finish and equipped with strong Steel Axle and 
Steel Disc Roller Bearings. 


Briefly, the “Universal” Disc or Roller Bearing Plate 
Casters are the best constructed Casters on the market. 
Unlike the average Disc Bearing Casters they are built 
of heavier tron castings throughout, smoothly finished 
and fitted with heavy steel axle and untform steel Disc 
or Roller Bearings. 


























- - ce 
754B 
Number 752 753 754 Broad 756 
wheel 
Face Face | Face Face Face : 
[ Size of Wheel 1 ¥’x *%” 1 &’x 5%” | 1 54"x 1%” 154"x #8” 174’x % 





Packed one set‘of a size in convenient boxes 


We also manufacture Roller Bearing Truck Casters 
intended for box and other style trucks 


Write for complete catalog No. 105 H. A. 

















Universal Caster & Foundry Co. 
General Offices and Factory : 
574 FERRY ST., NEWARK, N. J. 


Also Makers of “Universal” Bali Bearing Grip- 

neck. Oblong Plate, Philadelphia, Truck, Piano, 

— Bedstead Casters and “Universal” 
ides. 
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Cary’s Universal 
Box Strapping 


In Many Widths and Gauges 
Always Carried in Stock for Prompt Shipment 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 


S is made from an extra 
“a soft annealed steel of 
a great tensile strength, 
wn and nails can be 
is driven thro’ it with 
r.@ 

O 


greatest ease. Each 
reel contains 300 feet 
equipped with patent 
metal reel frame. 


20 Reels Packed in a Case 
Goods Shipped Same Day Order is Received 


We also manufacture Flat and Twisted Wire Box 

Straps, Box Corner Fasteners, Clasps, Seals, Cor- 

rugated Joint Fasteners, Hinges and Hasps, and 

rig AM EVERLASTING FLEXIBLE STEEL 
ATS. 





Send for Cary Catalogue 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza BROOKLYN, N. Y. 
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Are you prepared to meet this demand from your 
customers? You will be if you handle 


Berger’s Metal Shingles 


They combine the architectural beauty of a clay tile roofing 
with durability and reasonable cost. 
These shingles are real insurance against fire, bad weather 
and lightning. Made in several different designs—easily and 
quickly applied. 
A good profit for you in each sale. 

Our Co-operative Department will help you in 


making sales. Write for full details of this service 
and copy of Catalog E.H.A. 


THE BERGER MFG. COMPANY 


Branches: Boston New York Philadelphia 
Minneapolis San Francisco 


Canton, Ohio 
Chicago St. Louis 


Our “Classik” Steel Ceilings are also in big demand. Send for 
Cat D.H.A 


alog D.H.A. 


ROS Ee NOT Pee mr 





“BERCO” “CHIEFTAIN” “SWANEE” 
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R. MURPHY 


QUALITY for over 65 years 


Shoe Knives 

Rubber Knives 
Skiving Knives 
Kitchen Knives 
Oyster Knives 





Paper Hangers’ Knives 
Sloyd Knives 
Burnishing Irons 
Carpet Knives 
Poultry Killing Knives 
Feather Curling Knives 
Shirt, Collar and Cuff . 
Blades 
Shirt Knife Handles 
Lemon Knives Extension Blades and 
Butter and Cheese Tryers Handles 


They are all shown in our catalogue 


ROBERT MURPHY’S SONS CO. 
Established 1850 AYER, MASS. 


Clam Knives 
Mackerel Knives 


Banana Knives 
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To Show It Is 
To Sell It 


Here’s the greatest little improvement on the 
market for saving wasted box-strapping— 


The Roldsafe Reel! 


It comes on every reel of De Haven’s Box- 
strapping, free of charge. That’s the big 
point to feature! Try it. Write today for 
terms. 


De Haven Mig. Company 
Brooklyn, New York 


LULU 





201 





Another McKINNEY Butt 
That Has The Call 


Here is a butt that is invariably 
specified by the leading architects 
when “just hinges” won’t do. 
These are different in 
quality, workmanship and finish. 


butts 


Point out to the architects and 
contractors the rich finish of this 
butt, the smooth and _ polished 
surface, the clean-cut edges. Call 
their attention to the fact that 
one leaf only is mortised, the 
ornamental leaf being applied to 
the surface of the door. 





McKINNEY 

Beveled Edge 

Half Mortise 
No. 2745 


When stocking up with 
McKinney Hinges and Butts 
don't forget this No. 2745. 


McKINNEY MFG. CO. 


Pittsburgh, Penna. 
Hinges, Butts, etc. 














NOW IS THE TIME 








when everybody is in a 
rush, and the tools you sell 
your customers are going 
to establish your reputa- 


tion. If you furnish them 
with service-giving tools 
that will increase their 
production. far more than 
their expenses they are not 
going to forget it. If you 
are not now stocking 


“MORSE ” TOOLS 


IT IS A GOOD TIME TO BEGIN 


Morse Twist Drill & Mch. Co. 


NEW BEDFORD MASS. 
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K & E Metallic and Linen Tapes 


are now provided with a feature that greatly simplifies the removal 

of worn tapes and the insertion of refills into the tape cases. This 

new method appeals especially to dealers because our metallic 

refills (with the special new loop, as illustrated) fit both our new 

— and our old-style cases, which are not fitted with the new 
ongue. 


For full particulars, write for circular H 1348 
KEUFFEL & ESSER CO. 


HEW YORK, 127 Fulton Street General Office and Factories, HOBOKER, &. J 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
516-20 S, Dearborn St. 813 Locust St. 48-50 Second St. 5 Notre Dame St. W. 


DRAWING MATERIALS, MATHEMATICAL AND SURVEYING INSTRUMENTS, MEASURING TAPES 






































“W & B”’ Diamond 
Machinists’ Small Tools 


Specified By Exacting 
Zool Users 


Ask Us About 
The Sure-Shut Line 


_It is composed of fast-selling items of prac- 
tical worth, some seasonable, but for the most 
part year-round sellers. 





Carbon and High Speed Twist 


Hose menders, milk bottle caps, mouse traps, 
Drills and Reamers. 


hump key-ring hooks, pressed steel screw 
clamps, saving banks, book straps, etc. 


QUALITY 
MARKS 









The Sure-Shut Hose Mender makes an abso- FOR Phra — 
lutely tight connection in less than a minute. 62 YEARS » 
ge won't rust. Made for %” and 34” Screw and Drop Forged 
: Wrenches. 


Every me- 


chanic can use Chisels and Punches; Spring Cotters and 


Sure - Shut Keys. 

Clamps. No. 86 Machinists’ Supply Catalog on 
request. 

Three Sizes 





1”, 134", 2" * dD ™ TE cet 
weB are Guarantees of Quality 


Foe ate Fag 8 Oe OE — C 


The Whitman & Barnes Mfg. Co. 


ESTABLISHED 1854 
General Offices: Akron, Ohio 


New York Store: 64 Reade Street. 





ffice: 149 Vi i 
Fort Dearborn Mfg. Co. on nC 
STERLING - + - ILLINOIS FACTORIES: 
Chicago, Il. Akron, O. St. Catharines, Ont. 














Who sells your customers 


their ROSE Wide Heels? 


The handy Rose Wide Heel is 


superseding narrower brick trowels. 





As never before, advantage lies 


ROSE WIDE | HEEL No. 221 with the superior make because 





WRITE FOR CATALOGUE H greater width makes any forging but 
to either the most accurate feel awkward to 
Wm. Rose & Bros. Sharon Hill, Pa. 2 skilled man. For this reason the 
or 110 Laf St. store of the hour is the store with a 
WIEBUSCH & HILGER, Ltd. cea | 


Selling Agents 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 


PACKED TO MEET DEMANDS 
100 to box. 500 and 1000 to box. 
And in bulk 

























New York Chicago 
See page 189 Parallel Corrugations 100 Lafayette Street 73 E. Lake Street 


No. 3300, Plain Bdge No. 8315, Saw Bdge 


Parallel Corrugations 

















Two Chains—two uses 
—One guarantee 


ELWELTRA Trace Chains 








e Ideal 
Roofing 


Ideal because it pleases those 








are admittedly the leaders in their 
field, with no competition—and a few 
imitations. Our broad guarantee of 
quality and service, and our policy of 
co-operating with the dealer are the 
main factors in their success. 


EL-WEL-CO-TI 


is the best cow tie made, and like 
ELWELTRA, it is without an equal. 
Our guarantee, and our policy of fur- 
nishing just what we claim—full size 
to gauge—have made these chains 
popular with the live dealers. 


Stock up on these two winners; you 
can’t go wrong, and, as President 
Wilson says, you must be prepared. 


SOLD BY YOUR JOBBER 


MADE BY 


Standard Chain Company 


PITTSBURGH 








who buy it, use it and sell it. 
Because it has_ successfully 
withstood all known chemical 
and physical tests. Because it 
is first an iron of exceptional 
purity, an honest iron, an iron 
that resists every known cor- 
rosive agent. We can supply 
all standard styles and sizes of 
Galvanized or Painted Roof- 
ings. Send us your inquiries. 


Whitaker - Glessner Co. 


Portsmouth Works 
Portsmouth, Ohio 























BLACK DIAMOND HLE WORKS 


INCORPORATED 1895 


ESTABLISHED 1863 


Twelve Medals of 
Award at 
INTERNATIONAL 
Expositions 





Atlanta, 1895 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY 


Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 


Special Grand Prize 
GOLD MEDAL 
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Packed in CARTONS, Assorted 


Tubular Rivets and Bifurcated Rivet 
ceteris NN TT A A 
TITTTITY 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 


Chicago Branch: 316 North Michigan Ave. 





CARTON ASSORTED RIVETS 


| 

















Cobbler Sets 


ager aa 
aa 














This is the time to con- 
sider Cobbler Sets, Shoe 
Lasts and Stands and 
Heel Plates. 


We happen to have The 
Best in the country. 
All good sellers that 
bring repeat orders. 


Comparison is the only 
proof, and all we ask. 


One shipment will 
insure more of the 


Economical 


Yj $id Shoe Lasts and Stands 








eS gg 





What Else Will He Buy? 


Remember that U. S. SANDPAPER is partic- 
ularly valuable as a “lead” to otker sales—saws— 
braces—hammers—anything ! 

It is unquestionably as good as can be made, and 
not merely “because we say so,” either. 

The paper we use is specially fibred for us, the 
glue the best obtainable. Our flint is hard and 
sharp, our garnet exceptionally tough and wear-re- 
sisting. At your jobber’s! 


United States Sandpaper Co. 


WILLIAMSPORT, PENNSYLVANIA 








same kind. Try it. 


Ask for 
Catalog 14H 


Star Heel 
Plate Co. 


Empire 


Heel Plates 










KW 


Newark, N. J. 
U.S.A. 


ay LOUIS SACKS, Prop. 























The Cups 













ae 


Plain 


“No. 299 


AUBURN, N. Y. 
CATALOGUE ON APPLICATION 


EMPRESS eréase curs 


Leatler Packed Short Pat. Marine 


BOWEN MFG. CO. 


shown repre- 
sent only a 
part of our 
line. 





Invisible Ratchet 





Write for full 


information. 











Ask for 
Catalogue L. 











ok. EE EP EAL 








ok ERED EAL 
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Simpson Quick-Acting 
Swivel Base Vise 


Speed in adjusting and general convenience are the strong 
features of this vise. By simply raising the front jaw the 
adjusting screw and nut are disengaged. Thus the jaw can 
be quickly adjusted to the work. Dropping the jaw and turn- 
ing the screw ONCE gives the required grip. 

There is no intricate mechanism involved. All parts sub- 
ject to strain and wear are greatly strengthened and reinforced. 

Like other “Simpson” vises, it is fully guaranteed against 
defects in workmanship and material and breakage under 
ordinary conditions. 

Catalog No. 31 contains full particulars. Get it. 


Athol Machine Co., Athol. Mass. 




















One Day’s Trial of a 


Grant Noiseless 
Riveting Machine 


resulted in an order being placed 
for 12 more machines. 








Hammer 
— Clamps and Oilers 


(1) Nolseless Opera- 
tion. 












(2) Spin Well Pol- The Hammer Screw 
ished Rivet 


Clamp built like an 
an I-beam, solid, quick- 
(3) Avold Broken adjusting. The Ham- 
Castings. mer Iron Oiler—ex- 
(4)Do not mar tra strong, big mouth, 
Surface in Riv- reinforced spring 
eting. bottom. 
(5) Rivet Tight or 
L De- We also make Mal- 
eived. ae — Iron ae 
‘ e Clamps, gine 
(© Entire. Rivet. Torches, Hand ‘and 
Takes Only One anging Lamps, and 
Second. Malleable Iron Cast- 
Sec the athe of ings. Get prices. 


quality, output and 


cost reduction send HAMMER & CO. 


for catalog. 





The Grant Mfg. and Machine Co. — 
Bridgeport, Conn. 
































“YANKEE” VISE No. 1993 
with Detachable SWIVEL BASE 


Quickly detached from swivel base by the turn of a set screw, and being 
accurately machined all over can be used in any position as a jig for special 
work on drill press, shaper, etc. 





Holds work rigid on any 
angle with use of the 
special grooved block. 





The swivel base is easily and firmly locked and released in any position 
by a short movement of lever at the side. 

An entirely new feature in vises, quickly appreciated by Tool Makers, 
Machinists, Electricians, Amateurs, and all users of high grade labor-saving 
tools. Your jobber will supply you. 








NORTH BROS. MFG. CO., PHILADELPHIA, PA. 
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Patented July 1, 1913 


PARKER EXPANSI[IN at 


**Can’t Turn in the Hole’’ 


Find out how we’re helping Dealers everywhere to make this line pay big. 


PARKER SUPPLY COMPANY Now at 785-787 East 135th Street, New York 





























SAND’S 


Level Leaders 


They deserve your con- 
fidence, as they will make an 
immediate hit with your trade 
owing to their superiority. 

SAND’S Plumbs and Levels 
are known throughout the 
Building Trades—they are 
WANTED —and represent 
the easiest selling level stock 
on the market. It’s a line that 
brings repeat orders, and each 
order means a good profit for 
you. 


Link up with “the Level 
Business that is conducted on 
the level.” It pays. 


Your Jobber carries them in 
stock. 


J. SAND & SONS 


1023-29 Rivard St. Detroit, Mich. 
































Defy Competition 


ESTES MILLS 


FALL RIVER 
MASS. 


ON SASH CORD 


Our prices enable you to 
do so and each sale 
makes such a favorable 
impression on the pur- 
chaser that our Sash 
Cords are trade winners 
of the highest order. 

Our “ALBA” and 
“STAR” brands of sash 
cord are not cheaply 
made—they are -eally 
“better than need be.” 
The exceptionally low 
prices at which they sell 
is the result of years of 
manufacturing experi- 
ence and careful shop 








_ economy. Get interested 


NOW and write for 
prices. 














No Contagion 


high grade merchandise. 








business for you. 





HARDWARE AGE | 
239 West 39th St., New York City 


is more sure than your own 
belief that you can turn out 
Put that belief into your ad- 
vertisement in Hardware Age, and our readers will not 
fail to “catch” it. Right there is the beginning of 
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OF HORSE-SHOE 


JOIN THE ARMY 8kano beaters 


We Supply the Ammunition 


Enlist our help to 
inerease your 
wringer sales. We 
are prepared to 
let you have elec- 
trotypes, show 
ecards and circulars 
with your imprint 
free of charge. 


The American 
Wringer Company 
Dept. “G” 
New York City 








hig Profits 














THE WORLD’S GREATEST JUDGES AT THE 
WORLD’S GREATEST EXPOSITION PRONOUNCE 


THE COLEMAN AIR-O-LITE 
THE WORLD’S GREATEST LIGHT 


Every light in the entire Coleman Light- 
ing System is wickless, sootless, smoke- 
less, odorless, harmless, white, bright and 
you can burn it upside down. 


FILL IT ONCE A WEEK— 
CLEAN IT ONCE A YEAR 


Cuts the cost of lighting to one-thirtieth 
AND of electricity. Nationally advertised. 
Sold under a five-year factory guaran- 








A PENNY 
A NIGHT 


FOR THE toed tee. Proved and pronounced by dealers 
FINEST WN their one best specialty. A constant 
stream of profit on individual Air-O-Lites 


LIGHT 3 and Air-O-Lanterns; a large profit on 
«ame lighting systems for stores, schools, 
churches, etc. 


THE COLEMAN LAMP COMPANY 


Wichita, Kansas Toledo, Ohio 
St. Paul, Minnesota Dallas, Texas 
Chicago, Illinois 












Irwin Quality Razor Strops 


are fast sellers and every sale nets you 100 per cent profit. 
Our Hardware Dealers’ special assortment of 25 high 
grade, elegantly finished and beautifully embossed 


razor strops includes 1 doz. 50c., % doz. $1.00, % doz. 
$1.50, % doz. $2.00. Price complete $12.00. 


Do not let any more razor strop business get away 
from you. Send your order now. 


IRWIN LEATHER GOODS CO. 
113S. Jefferson Street, CHICAGO, ILL. 


Quick Sales 











y ICE SCALES 


The season is here for 

ice scales. We make 

them in all capacities. 
Ask for particulars. It will pay you 


The Jacobs Bros. Co., Inc. 


78 Warren Street NEW YORK CITY 




















THE 
hi Ladd 
Chicago er 
is specially adapted for use 
in Hardware Stores. This 


Ladder cannot tip—will turn 
corners if desired. 


[NOISELESS TRACK 


See this space for other 
kinds next week or send 
for booklet telling all about 
Rolling Ladders. 


The Bicycle Step Ladder Co. 
62 Randolph St., Chicago 





Every Razor A Safe One 








The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor wuard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come 
easy. Write at once. 


L.T. WEISS 


Brooklyn, N. Y. 





291 Taaffe Place 











MILBRADT LADDERS 


will pay for themselves in 
== a short time by enabling you 
SESS se to wait on more trade, save 
—A™ A Ses the wear and tear on your 
Se (Ses |g Seo fixtures and goods, as well 
SSS — as bring the appearance of 
a ee your store up to date. 
=a Write for catalogue show- 
ae SSS ing a large number of styles 
a i suitable for all kinds of 
—eereeee = Ss shelving. 


== Milbradt Mfg. Co. 


<—_ <5 2410 N. 10th St. 
St. Louis, Mo. 


























The “‘Hustler’’ 
Ash Sifter 


In go the ashes. 
Down goes the 
dust. Out comes 
the good coal to 
use again. No dirt. 
No back breaking. 
Everything quick, 
sanitary and eco- 
nomical. That’s 






ler” does for your 
customer. Thin 
what it will do for 
you! 


Hill Dryer Company 
316 Park Avenue 
Worcester, Mass. 
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Double Dasher Beaters. 
Dover Egg Beaters. 


The latest and most im- 
proved types of egg 
beaters. A full variety of 
styles, sizes and prices, to 
meet every requirement. 


THE TAPLIN MFG. CO. 
New Britain, Conn. 
New York Office: 

143 Chambers Street 

















Keystone Boiler H andles 





, a 


No. . Keystone Boiler Hondle 
The ioe of these handles are made from heavy sheet steel, 
—~ mg tinned, best ity and finest finish. Four different 
or boilers and four different styles for covers. 
rite for prices and samples. 
Made by 


Berger Bros. Co., 229-231 Arch St., Philadelphia 

















Guaranteed 
Not to Mar 
the Floor 


Acme Removal Felt Tips are made 
of long haired wool, compressed 
under hydraulic pressure. 


Consequently they wear indefinitely. 


Positive insulators against noise and the only tip guar- 
anteed not to mar the finest floor. 


Demonstrate with samples at our expense. 
For furniture of all kinds. 


THE SCHATZ MEG. CO., Poughkeepsie, N. Y. 


Agents: J. C. McCARTY & CO., 29 Murray Street, New York 
i 

















Copper 
Milk Can 
Letters and 
Figures 
13g” High 
Tinned 
on Back 


Cuts Actual Size 


Made of very thin copper and used for soldering onto 
milk cans or other tinned surfaces. Can be soldered 
on securely by placing the tinned side on any clean, 
tinned surface and passing a hot iron over the face. 


Sample and Catalog 25H on Request 


Niagara Falls Metal Stamping Works 


Niagara Falis, N. Y., U. S. A. S-80 


J 

















Automatic Electric 
Power Machine for 


Sharpening Safety 
Razor Blades 


No window display will draw 
customers and trade your way 
equal to an ODELL MaA- 
CHINE, and no investment 
will pay half the returns. 


Write for full Information 
THE ODELL MFG. CO., Fisher Bldg., Chicago 














PEN-DAR LEAF RACKS 


Used on wheelbarrows with removable sides, for 

a leaves, cut grass and rubbish; capacity 10 

—s made of galvanized wire, bolted ‘to a wooden 
Price, not including wheelbarrow, $4.00. 











Fon 1 ne tae 





a~ 


. a 


MANUFACTURED BY 
EDWARD DARBY & SONS CO., Inc. 
247 ARCH STREET PHILADELPHIA, PA. 

















Our Biggest Ad 


In spite of the advance in 
raw material, we will ac- 
cept orders for 


McKinnon All-Steel Reels 
at last year’s prices. 


This, however, is subject to 
change without notice. NOW 
is the time to order for Spring 
delivery. 


McKinnon Dash Company 


BUFFALO, N. Y. 











HE circulation of 
Hardware Age is 
guaranteed. 


A sworr statement 
in detail will be sent 
to any one upon re- 
quest. 
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Genuine NEY Haying Tools 


STANDARD FOR FORTY YEARS 
THE COMPLETE LINE WRITE FOR CATALOGUE 


THE NEY MFG. CO. Canton, Ohio 








Stock Perfect Clinching 
Hose Menders 


= 
= 





Stock them now! Early orders get biggest profits. 
Here is the Hose Mender that makes broken hose as 
good as new. Price—quality—everything in its favor. 
Write to-day for catalogue of hose accessories. 


L.R. NELSON . PEORIA, ILL. | 





Exclusive Licensee Under Patents 


























You Get the Biggest Return 


in all the desirable elements of Hose 
Service when you buy ‘‘YERDON’S’’ 
CAST BRASS HOSE BANDS 

Made of a Special RUST- PROOF, 
composition metal, exceptionally 
strong and durable, "they hold the 
hose firmly with a double, all-round 
‘‘grip’’ assuring a permanently — 
connection. They can be used 
peatedly and will be right on the 
job doing Efficient work long after 
others are scrapped and forgotten. 

ALL sizes for hose 4%” O. D. up 
to the largest Section Hose. Most 
satisfactory on automobile hose con- 
nections. Made in Fort Plain, U. 8. 
A. Used everywhere. Unequalled by 


an 

We solicit your stock orders. If 
you don’t know them write for sam- 
ples. Both Home and Foreign trade 
supplied. 


WILLIAM YERDON 
FORT PLAIN, N. Y. 





BOX 102 
























Thats mv Third 


Norcross "sale 











the 
DISCRIMINATING DEALER selling 


“N ORCROSS” Cultivator-hoes and Weeders 


The Modern Tools that fill practically every need in Garden 
and Flowers. Three Sizes—suited to both men and women— 
inexpensive—fast sellers at good profits. 

QUALITY—tThe very best. 

Dealers—A very small investment will determine possible 
sales—and nearly every jobber has the *‘Norcross’’ Line. 

Special Offer—If you have never handled ‘‘Norcross”’ tools, 
write us for 16-page catalog with Dealers’ discount—and we 
will mail you—no charge—one of our MIDGET WEERDERS 
tes which you can judge the Quality and Finish of our other 
sizes. 

Write at once—naming your jobber. 


C.S. Norcross & Sons tir;v's.x 


























Trace Mark 


Diamond Nozzle 


Rea. U. &. Par. Orr'cr 


The BEST At ANY PRICE 
COSTS LESS Than Other Good Ones 








Patented. 


Spray—Straight Stream—Shutoff. Wrought Brass— 
Not Cast Brass. The only nozzle with pilot to keep 
spray point central and prevent one-sided spray. 
Stronger, last longer, bigger volume of water. Sample 
sent postpaid on receipt of 25 cents. 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 


——— | 


EIN ET 








COLDWELL 


LAWN MOWERS 


CUT WELL WEAR WELL 
RUN WELL SELL WELL 


We manufacture motor mowers, both Ride and 
Walk types; the “Threesome,” a triple gang- 
mower; single Horse Mowers, and Hand Mowers 
in more than 150 different styles and sizes. 


Write for full particulars. 


Coldwell Lawn Mower Company 
Newburgh, New York 
Branch: 62 East Lake Street Chicago 



































The Worcester Lawn Mower Co. 


Worcester, Mass. 
Have their NEW CATALOG 
in COLORS ready for mailing. 
Ask for it. 






SELLING AGENTS: 
J.C. McCarty & Company, 21 Murray St., New York 








Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 
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Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S. A. 








Do You Sell Hose Menders? 


Improved Perfect Clinching 
Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanized clamps. 
Also all steel retinned. Every 
clamp is turned inwardly to grip 
the hose. Prices right. 


Send for our general catalog— 
to-day.. 
STUBER & KUCK CO., Peoria, Ill. 


New York Office: J. M. Sherwood Co., 168 Church St. 


Wm. P. Horn Co., Pacific Coast Representative, 
San Francisco, Cal. 














































De Kalb Business Wagons 


We build business wagons for every class of trade, and 
guarantee each one to be exactly as represented. 
Ask for free catalog with full details. 


De Kalb Wagon Co., 103 Garden St., De Kalb, Iil. 











STRONGER AND BETTER 
THAN SASH CORD 





@ When hanging sash and replacing wom- 
out cord use MORTON'S BRONZE 
AND STEEL CABLE SASH CHAIN 
It’s far superior to the best cord made. 
Easy to apply. Will not stretch or twist. 
uns on either round or square groove 
pulleys. 
@In many cases Morton’s Chains have 
been in constant use over 25 years and are 
still good for many more. 


@ Order now and have some on hand. 











THOMAS MORTON 
245 Centre St., New York 




















Quick-Set Steel 
Drive Posts 






















These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of wire fencing 
wire strung. easily and 
quickly. 


It will pay you _ to 
handle these posts. ey 
appeal to farmers and all 
property owners. n 
for our catalog. It is free. 


Buffalo Steel Co., Tonawanda, N. Y. 



















You Want 


Seamless Elbows ? 


Of course you do—because your 
customers want them seamless 
too! The F, Dieckmann “kind” 
are made of one heavy piece of 
metal. Galvanized 
after formation. 


Order by name at 
your jobber’s. 


The Ferdinand 
Dieckmann Co. 


Cincinnati, Ohio 








Well Established—Long Established 
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Sell This One 


An “S” wrench for use in 
corners and tight places 
where a common wrench 
won't work well. The thumb 
adjusts the jaws instantly. 
The name B. & C. sells it. 
Nothing better. Prices and 
details sent for the asking. 


Bemis & Call Hdw. & Tool Co. 


Springfield, Mass. 
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How’s your file stock? If low, sort up 
on a few REX Files. 

You’ll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 
Good profit. Send for details. 


The Rex File & Saw Co. Newcomerstown, Ohio 
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Armstrong 
Ceiling Nipple 
ee lhreaders 


This tool is made to thread pipe 
projecting from the ceiling or wall. 
The holder takes dies %4, %, % in. R. 
or L. and bushings to match. 

Dealers will find this a Profitable 
Tool to Stock. 


MANUFACTURED BY 


THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST.. BRIDGEPORT, CONN. 
















MARK 


muste« Robertson = “gs 
“Horse Shoe Magnet Hammers 


A strictly high grade line of drop forged hammers that 
are strong, durable magnets—the best magnetic ham- 
mer. Silver medal (highest offered) at the Panama 
ph rr Exposition. Send for our catalogues and dis- 
counts. 


ARTHUR R. ROBERTSON 
Sole Manufacturer 
No. 144 Oliver Street BOSTON, MASS. 














oN American and 
zs) Griswold 


Bale Ties 


— OLD AND TRIED ties have passed 
‘asa years Of refinement in manufacture 
and trial in actual use until they are now standard 
of the world. 
Complete descriptive catalogue sent free for the asking 
Made by 


American Steel & Wire Company 


Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U.S. Steel Products Co., New York 
Pacific Coast Representative: U.S. Steel Products Co. 

San Francisco Los Angeles Portland Seattle 











If its DROP FORGED 
WRENCHES you're 
after, remember 
that P-S Quality 
is Guaran- 
teed. 









C5) 


Page-Storms Drop Forge Co. 


CHICOPEE, MASS. 

















C. E. JENNINGS sreers patent 
EXPANSIVE BIT 


Pat. April 1, 1884 
Pat. Dec. 19, 19038 
and A. B. Jennings’ 
Pat. March 1, 1910 











Note Micrometer Screw, by means of which Cutter can be in- 
stantly adjusted to a Thousandth part of an inch. 


C. E. JENNINGS & CO. gyoncfocturers 71-73 Murray St., N.Y. . 












BURNLEY 


SOLDERING 
PASTE 


makes a friend of 


~ + ¥ ee os 
: sat 4 
Ee anne BO 











the man with the 
soldering ir o n. 
That’s a pretty good 
friend for a dealer 
to have. “Burnley” 


Western Evectric sticks and follows 
COMPANY can’t spill. Non-corrosive— 


DISTRIBUTORS in all size packages. Sample 
free upon re- 


BURNLEY BATTERY & MFG. ‘niente 
COMPANY, North East, Pa. 
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IVES PATENT 
BLISS WINDOW ST.OP ADJUSTER 
HAND Prevents Drafts, Dust and Window Rattling 


SCREWS 


84 YEARS THE LEADER 











Also Manufacturers of 








fo aoe, Eres. emcee | mee The enly stop adjuster made from one piece of paper fae 
Handies. Auger Handies. Chalk Line Reels. selid ribs and heavy bed that will not cup or turn in tightea- 
Special Wood Turnings. Mallets. ing the screw. 
Descriptive circular mailed on application 
J. H. O’NEIL, Jr., Successor to THE H. B. IVES CO. 
P cket Manufacturers of Builders’ Hardware 
R. BLISS M’F’G CO. ‘“*R"r NEWHAVEN, - - - - - - CONN,USA 
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A mighty al- 
tractive profit 
—yes—and a 
migity serv- 
iceable gov- 
ernor pulley, 
too! Saves 
cream a 
ro saves the 
separator. We 
guarantee satisfaction. Write today for Detail Folder 


National Pulley & Mfg. Co. Asie fee 
"y re | IS te 
Made by THE UNION HORSE NAIL CO. PULLEY 


1506-1522 W. 22d St., CHICAGO, ILL. 


PS 
SD hogs * 




















IT DON’T PAY TO EXPERIMENT 


This is especially true 
when applied to Gasoline 
and Kerosene Torches and 
Fire Pots. The Red-Hot 
line has stood the test for 
years and is acknowledged 
to be the best ever pro- 
duced. Made from selected 
material by skilled me- 
chanics. They work bet- 
ATON MF ter, last longer and con- 
“No.29 % sume less fuel than other 
RED-HOT makes. Guaranteed by the 
hey y makers and sold by all 
leading jobbers at factory 
prices. Send for free 
Catalog. 


Prompt Shipment on Receipt 
of Your Order 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burrs, Cop- 
per; Conductor Pipe, Copper; Crimped Sheet, Copper; Eaves 
Trough, Copper; BHibows, pper; Gaskets, Corrugated Copper; 
Hammers, Copper; Mitres, Copper; Nails, Copper; Rivets, Oop- 
; Roll Copper; Shoes, Copper; Sheets, Copper; Soldering 
bo rs; Spikes, Copper; Washers, Copper. 
fi your selling needs are listed above, write us at once. 
Pittsburgh Copper and Brass Rolling Mills 


. HUSSEY CO. _Fitphares. Fe. | 
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ASHTON MFG. CO. 
Newark, N. J. 3.” Be Mo 














E. H. TITCHENER & CO. 


STAPLES 


and WIRE SHAPES 
Binghamton,N.Y. Chicago, Ill. 
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NOTICE TO JOBBERS 


Every G-W ICE TOOL is warranted against imperfections 
in materials and workmanship and sold under Our 


povucinhcwe ee 


Catalogs and Display Cards on Request Works: HUDSON, N. Y. : 
WRITE FOR PRICES NEW YORE BOSTON CHICAGO 


MICHIGAN WIRE CLOTH CO. 


ESTABLISHED 1864 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRE SCREENING of 
every kind possible to weave, made of Steel, Iron. Brass, Copper, Bronze, Aluminum, German 
Silver, Pure Nickel, Galvanized, Tinned and Monel Metal Wire; also WIRE LATH, Etc. 
Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum, 
Monel Metal Wire, Etc. 


517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No. 25. 
































Rock Island Autovises 


Number 241 vise is swivel, weighing 80 lb., and is adapted for 
automobile and heavy repair work. o. 231 vise is same in design, 
but is stationary, weighing 32 Ib., and is suitable for the individual 
automobile owner. These vises ‘are a combination of vise jaws, 
pipe jaws and anvil 


ROCK ISLAND MFG. CO. Rock Island, IIl. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
241—AUTOVISE COMPLETE LINE OF VISES MANUFACTURED 231—AUTOVISE 


me: “Red Devil” Supremacy 


@ Unexcelled manufacturing facilities, Ie: 
@ Highest quality tools. oe 
@ Highest skilled labor. 1: 

These qualities coupled with our 30 odd a ty 
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Eureka Soldering Coppers 
eee 


Hand Forged Coppers, made of pure 

ingot copper. No loose handles. The 

finished copper contains more copper and 

less iron than any other brand of cop- 

pers. Shipments from stock. Prices on 
application. 






manufacturing experience have made 
*.* Devil’’ supremacy a byword of good tools and 
a | profits. 

Write for illustrated net Price List. 


SMITH & HEMENWAY CO., Inc. 
98 Chambers Street New York City 











The Eureka Company 
North East, Pa. 
































ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 








PLIERS 
NIPPERS 


AND 


Send for Catalog 











eee) = AMERICAN 


Sickle Edge Hay Knife. The 
original sectional edge hay 
knife. Write for 
prices. They are in- 
teresting. 
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| BE Q-KEYSTONE Galvanized ed Sheets ais 
Made from KEYSTONE COPPER STEEL—Unequaled for Sins 
CULVERTS, TANKS, ROOFING PITTSBURGH 
ond of all forms of ex sheet Bee work. These sheets ms highest in quality and resistance 
Look Sons the Ke ene added below Apollo — ae. We also manufacture Apollo 
Socsunaned and Form rmed fee fing Products Black Specia] Sheets, Terne Plates, Etc. Arg 
AMERICAN SHEET AND TIN PLATE | COMPANY. “Frick Building, Pittsburgh, Pa. ; 
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SAMSON CORDAGE WORKS | 


‘MANUFACTURERS OF SASH CORD, CLOTHES. 
BRAIDED CORDAGE LINES, SMALL LINES 
AND COTTON TWINES ETC. S207 ar ALOE 


BSOSTON 

















: an Iron Fence 
: 5. . a She's 
PR Cer per tee ars Vo 
TH ast Wm UL] Seeszel eee 
. PEST T ETT ESEST Ask for Catalog 
THE STEWART IRON WORKS CO. =: 





MASS. _‘}I 


April 20, 1916 














‘Cincinnati, Ohio 








We make a complete line 
MEASURING TAPES. 


THE [UFKIN fouLe (0. 





OF AIN =: 


Our TAPES have 
BOXWOOD RULES 
SAGINAW, MICH. 
New York 


Tapes and Rules( E 


Have a long-standing reputation with users 
everywhere of being first in all points of 
superiority— 


ACCURACY—DURABILITY—DESIGN 








Gnalantlanectua Readings 


SPRING-JOINT RULES. 
Send for Catalogue. 








ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpen- 


ter. 
Send for Catalog No. 24. 


ENERGY ELEVATOR CoO. 
214-216-218 New St. Philadelphia, Pa. 





TACKS *coc' NAILS se BOLTS 


Cobblers’ Nails, Bed Screws, Glazier Points 


Send for new illustrated catalogue, most convenient and 
comprehensive, 


SHELTON CO. (Estab. 1836) 


SHELTON, CONN. New York, 96 Warren St. 























h EsTas.ii:sneo 1850 
| SSS — = — > > 


~ @OHN HASSALL wwe. 
Rivets. 
ESCUTCHEON PINS. 
SPEGIAL WirRE NAILS 


Cray ANO Gannane Srvecere 
BROOKLYN, 


j= S SS SS S55 


In Ace MerTar s 























(a=) 
ica cp) ch co CO 





















Send for new catalogue No. 10 
WILMINGTON, OHIO 














Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 
lp \ Liquid Soap Dispensers. 


Chas. Morrill, Manufacturer 
102 Lafayette Street New Yor, 








REG. U. S. PAT. OFF. 








Perfection Grinders 


Increase your sales with Star 
Vises, Perfection Grinders and 
Ford Accessories. Write for par- 
ticulars. 


Star Specialty Mfs. Co. 
227 West Erie Street, Chicago 
New York Office: 37 Warren Street 











C-S Co. ice 





DRIVERS 

crea’ TE (HAP STEPHES 
40 STYLES 
ALL SIZES Pine Meadow, Conn., U. S. A. 











140 Years’ Continuous Business 
| 
Ny all 





LARGEST weg STOCK IN THE WORLD 
Highest Grade Only 


JOB T. PUGH :: : Phila., U.S. A. 














High Grade 


Hand Cut Steel Stamps 


Ga 


Figures 
THE SCHVVERDTLE STAMP CO. 
Bridgeport, Conn. 





Porter’s ‘‘New Easy” Bolt Clippers 


All sises. All parts inter ble. Jaws Special Steel. 
Big Sellers. Good t. Write for prices. 


H. K. PORTER Everett, Mass. 














Eyelet Tool Co. 


Manufacturers of Punches and Sets 
(H Drive and Foot Power for 
Leather, Cloth and Metal. Punch 

Punches and Dies. All kinds and sizes 








made to order. Write jobber. Booklets 
free. Bstablished 1858. 
40 Lincoln St., BOSTON, MASS. 











‘“VICTOR’’ BOLT CLIPPER : 


Send for Catalog 








ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. § 
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A Liberal Profit for You 


JN DIETZGEN Measuring Tapes-—a guaranteed product. Your 
customer buys satisfaction and will appreciate the practical ad- 


vantages of simplified-reading and top graduations. 


Catalog ‘‘H’’ and ‘‘ How to Sell Tapes’’ mailed on request. 
New Orleans Toronto 


oe Franceee Kugene Dietzgen Co., Manufacturers Peron *bpicdelsbia 





























9 
‘“ANSONIA” NAIL CLIP 10c. PRIES'T’S 
' Made by the makers of the ‘“‘Gem’”’ nail Clipper. Twelve Cc I i p p er sS 
in a box or 12 on a display card. Fast ten-cent sales. The world’s standard ‘‘back- 
o’-the-neck’’ shaver deserves 
Big Profit your serious investigation as 

: Write a profitable item of stock. 

4 Write. 
H. C. Cook Co. American Shearer Mfg. 
Ansonia, Conn. Company 


Nashua, N. H., U. S. A. 























WAGNER 


: STUDDING SOCKETS 





positively cannot become 









locked in the pocket yet is Mastest. simplest. best way to. anchor 
' ; sas wooden studding to cement floors. Approv 
self locking on the culprit’s by architects and builders. Big demand— 
wrists. liberal profit. Write for complete catalog of Door 
' Hangers, Sleds, Wagons and Hardware Specialties. 







WAGNER MFG. CO., Dept. D Cedar Falls, low, 





| PEERLESS HANDCUFF CO., _ Springfield, Mass. 











Cleveland Grindstones} | [The Zimmerman Porch Base 


en ee ee at Prevents Decay and Saves 
All Sizes for Round and Square Posts 
Pamphlet and Prices on Application 


Berea, Ohio, and everywhere 


serving tool temper. Guar- 
anteed free from flint spots 
and soft spots. Get catalog 
on all wnodels. 


THE CLEVELAND STONE CO., Cleveland, O. 


BROOKS Rugg 
WIRE GOODS OP 


Bright Iron and Brass. Patch 
Wire Goods Made to Order. WE SELL JOBBERS ONLY 


| @ ™M. & BROOKS & SONS | Ie T RUGG &CO,, Mirs., Newark, 0. 





S. CHENEY & SON 
MANLIUS, N. ¥. 























Parker Wire Goods Company | | STEVENS LINE LEVEL 


for mechanics, farm- 

ers, Masons, etc. 
Manufacturers of Made of aluminum, 
weighs % oz., accurate 


General and Special Wire Hardware, and reliable’ Write 
Wire G and Stampings Frank B. Hall 
WORCESTER MASSACHUSETTS Newton Falls, Ohio 




































ERLESS CETS | J. S. DEUSE 


Manofacturer of 
BEST BLOCK TIN KEY menpegegmengeanel Auger, Gimleg Countersink, Screw Driver Bits, 


MAPLE woop BODY HIGHLY POLISHED Gimlets, Countersinks, Reamers, Nail Sets, 
LINING Gy ONLY THE GENUINE ARE STAMPEO IN TRE WOOD With Punches, Ice Picks and Chisels. 


TRADE MARK MALTESE CROSS (48 Pee cur) 





Write for Catalogue 
CHESTER, CONNECTICUT 




















and satisfy every user SNELL MBG. CO., Fiskdale, Mass. 


They sell best, because best known—over 120 years on 
the market. Guaranteed right in every way. Selling Agents, JOHN H. GRAHAM &@ CO. 


The profit is big. Get our terms and catalogue. 113 Chambers St. New York City 











216 


HARDWARE 


AGE 


April 20, 1916 








An unsolicited testimonial of a Liner Ad. 


“The advertisement on the sale of our fixtures has brought a 
number of inquiries and we would be pleased if you will 
duplicate the advertisement, doubling the space. 


*‘Made one sale of $700 today as a result of the advertise- 
ment in HARDWARE AGE. 
“Yours respectfully,” 
Name and address upon request. 


2c. 


Help 
2c. 


2c. 








Situations Wanted 


mum rate. 


mum rate. 
Business Opportunity 


mum rate. 


per word—50c mini- 


Wanted 
per word—$1.00 mini- 


per word—$1.00 mini- 








Help Wanted 


Situations Wanted 





Business Opportunities 





Original letters of reference should 
not be imclosed with replies to 
advertisements appearing m_ these 
coiumns, as they are frequently ms- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 


GARDEN HOSE SALESMAN 
WANTED—A-1 salesman acquainted 
with hardware trade to sell complete 
line garden hose on strictly commis- 








sion basis. Advise territory you now 
cover and give references. Address 
Thermoid Rubber Company, Tren- 
ton, N. J 

STATE SALESMAN TO REP. 
RESENT MANUFACTURER of 
nationally advertised household ar- 


Must be well recommended 
and have experience in selling to the 
department and hardware trade. Lib. 
eral commission. Address “K. Y.,’ 
care Harpware AcE, New York. 


PRICE CLERK. One thoroughly 
experienced in accurately figuring 


ticle. 





trade discounts. Good penman. Cig-| 


arette smokers not considered. State 
if employed at present. Give refer- 
ences of present and past employers 
in strict confidence, salary expected. 
Address in own handwriting. A. 
CHRISTIAN, P. O. BO 801, 
Brooklyn, N. Y 





WANTED—A high-grade §sales- 
man who has sold STOVES, FUR- 
NITURE or HARDWARE specials 
to jobbing and retail trade for eight 
years or more. Entire time required 


—no side lines. Only first-class 
recommendations considered. a= « 
u oe 


portunity for first-class man. 
mit complete information with appli- 
cation. Address “O. F.,” care 
Harpware Ace, New York. 





WANTED —Strictly sober, steady, 
reliable man with fair knowledge 
of Builders’ and Shelf Hardware, 
Paint, Oil and Glass; also Sport- 
ing Goods; a man with experience 
in handling country trade preferred. 
State Salary desired, with Refer- 
ences. Steady employment for the 
right man. Address John G. Hunt, 
Waerrensbure, N. Y. 





Hardware Man Wanted) 


Want good Hardware man, capa- 
ble of managing, to invest 8 to 10 
thousand dollars in profitable retail 
store. Central Missouri City. Fine 
location; best Hardware store in 
town; New stock—excellent equip- 


WANTED—Lines of goods to sell 
to the Hardware trade in and around 
Chicago. Could arrange to carry 
stock. Address ““N. Q.,” care HaArp- 
WARE AGE, New York. 





HERE IS THE PLACE FOR 
YOUR MESSAGE, FOR _IT 
WILL BE SEEN AND READ 
BY EXECUTIVES—THE MEN 
TO WHOM YOU MUST SELL 
YOUR SERVICES. 





Experienced traveling salesman in 
the hardware trade desires the ac- 
count of some manufacturers for all 
or part of New England. Address 
‘O. G.;” care Harpware Ace, New 
York. 





desires a position with a wholesale 
hardware manufacturer; have had 
five years’ experience at both. A 
Oo. references. Twenty-eight 
years of age. Address “‘O. E.,” care 
Harpware Ace, New York. 





IF YOU WANT A _ POSITION 
WHY DON’T YOU SAY TO 
THE THOUSANDS OF EXEC. 


RAD WHO 
READ THIS PAGE? 





YOUNG MAN, age 23, four years’ 
experience in general hardware, 
paints and oils and automobile ac- 
cessories. College education. CON- 
VERSANT FRENCH LANGUAGE 
and people, can READ, WRITE 
AND TRANSLATE RAPIDLY 
AND CORRECTLY. Best of refer- 
ences. Now employed, but looking 
for better chance of advancement. 
Address “O. K.,” care HARDWARE 
AGE, New York. 





WANTED—Position credit, pur- 
chasing or sales on Pacific Coast. 
Raised in jobbing hardware house. 
Best references as to ability and 
character. Address “O. V.,” care 
HarpDWArRE Ace, New York. 





EXPERIENCED CLERK, capable 


f managing store in absence of pro- 


rietor. Ten years’ experience in 
hardware. Age, twenty-nine years; 
married. Good window dresser. 


Reasonable salary. Prefer Manhat- 
tan or Jersey. Address “O. U.,”’ 
sare HArpware Ace, New York. 





ment; doing good cash siness 
No trades. Address “O. R.,” care 
Harpware Ace, New York. 





WANTED—SALESMEN in every 
state calling on Retail Hardware and 
Department Stores to sell the St. 
Paul Moulding Gauge—new tool— 


SITUATION WANTED—Manu- 
facturers’ Representative, Traveling 
Salesman, twelve vears’ experience, 
can add two standard lines. Hard- 
ware and Supply Trade; Middle At- 
lantic States. Box 508, care Harp- 


iwARE Ace, Philadelphia, Pa. 


SALESMAN, inside or outside,| 1,000 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “R. W. S.,” care 
HaArpware Ace, New York. 





EASTERN JOBBING AND DIS- 
TRIBUTING HOUSE with live 
sales organization desires to repre- 


sent in New England a few more 
manufacturers of hardware and 
specialties. Address “C. R.,” care 


HarDWarE AcE, New York. 





FOR SALE—Stock of hardware, 
stoves, paints and oils. Nice new 
clean up-to-date stock and fixtures, 
will invoice about six thousand dol- 
lars ($6,000), in good live town of 
inhabitants, in an No. 1 
farming country. Must be cash, no 
trade considered. Unless you have 
cash and mean business, do not an- 
swer. Reason for selling—different 
manufacturing interests demand my 
entire attention. This proposition 
will bear thorough inspection and in- 
vestigation and will go —— Ad- 
dress J. E. Kercher, Wolcott, Ind. 


Business Opportunities 


FOR SALE—A Profitable Whole- 
sale and Retail Business of a pleasing 
nature in El] Paso, Texas. Business 
paying good returns now, and much 
good territory untouched. Approxi- 
mately $10,000 cash required. Ad- 
dress “O. M.,” care HARDWARE Ace, 
New York. 











WANTED TO BUY — Entire 


“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AND 
WEEK OUT. YOU’LL FIND 
THAT AN AD IN THIS SEC- 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 








FOR SALE—A growing hardware 
and furniture business in a good 
Eastern Montana _ town, oing a 
$50,000 business. Stock $9,000; 
building $8,000; fixtures $3,000. No 
trade; will take part cash; terms on 
balance. This is a fine proposition 
and will bear inspection. Don’t an- 
swer unless you mean business. Ad- 
dress “O. W.,” care Harpware AGE, 
New York. 





stocks or parts thereof of hardware, 
glass, white and red lead, oils, mixed 
and dry paints, chemicals, drums, 
etc. Spot cash. C. S. Kahn, 1003 
Walnut St., Cincinnati, Ohio. 





THERE SEEMS TO BE AN 
UNUSUAL DEMAND FOR 
HIGH GRADE MEN RIGHT 
NOW—WHAT KIND OF AN 
OPPORTUNITY ARE YOU 

RECOMMEND 


A CHANGE IN CLIMATE is de- 
sired for a member of my family. 
I am, therefore, offering for sale 
my hardware business located on 
main thoroughfare of fast growing 
town within 25 miles of New York 
City. Stock will inventory about 
thirty thousand dollars. Would make 
liberal terms for immediate action. 
Address “O. X.,” care HaArpWARE 
AcE, New York. 





AFTER? WE 
THIS SECTION FROM “PAST 
PERFORMANCES.” 





WELL ESTABLISHED MANU- 


FACTURERS’ Agent wants to 
broaden out and is interested in 
connecting with manufacturers of 


seasonable goods for’ exclusive 
agency to Jobbing and Retail Hard- 
ware, Consuming and Department 
Store Trade in Western New York 
and Pennsylvania. Lines such as 


FOR SALE—Nine thousand Hard- 
ware and Farm Implement stock in 
a developing resort and manufactur- 
ing country in northern Michigan. 
Good long established business for 
person seeking healthful, profitable 
and pleasant employment and who 
has a little money to invest. Easy 
competition, good profits. Will ac- 
cept two-third cash, balance bank- 
able paper. Address “O. S.’,’ care 
HARDWARE AGE. 





Wire Cloth, Fencing, Rope, Stove 
Pipe and Elbows, Sleds, Steel Goods, 
Screen Doors, Lawn Mowers, Re- 

frigerators, Ice Cream _ Freezers, 

Stove Boards, etc. Address “N. 

os care of HArpware AcE, New 
ork, , 





STAMPING AND SHEET 
METAL PARTS. We can take on 
some additional work in this line; 
submit samples of your requirements 
for estimates. H. D. Williams, 713 
Frankfort Ave., Cleveland, Ohio. 


Australian Firms 


Wholesale Importers for the Aus- 
tralian Trade, with American agent 
who pays cash and takes charge 
of shipments, are open to buy at- 
tractive lines of American goods, 
particularly popular-priced Hard- 
ware, patented novelties and articles 
of general use. American bank 
references. For particulars address 
R. L. Ardrey, 234 S. La Salle St., 
Chicago. 











every carpenter needs one. Sells 
at sight. Saves its cost on first 





job. Liberal ve 
territory. Address St. Paul Mould- 
ing Gauge Co., St. Paul, Minn. 





GOOD SALESMEN to carry _ our 
Automatic Door Catch as side line. 
One piece of metal, No parts. We 
offer a clean proposition. The article 
is small and takes up practically no 
room in your kit. Prices to dealers 
are right. Send for particulars. 
Gates Mfg. Co., Detroit, Mich. 


YOU HAVE OF COURSE THE 
aT eal YOUR CITY 





PY 

USE THIS SECTION—IT MAY 
A “LOWER” IN A 
” BUT IT WILL 
PROBABLY GIVE YOU A 
WORTH-WHILE “BERTH.” 


SITUATION WANTED _ with 
manufacturer to represent them in 
Chicago and northern Illinois; have 
had fifteen years selling experience. 
Am well posted on general hardware. 
Address “‘N. R.,” care HARDWARE 
AGE, New York. 





YOUNG MAN—20—who has had 
four years Retail experience desires 
position as Clerk with a good up-to- 


date firm. Best of References. Ad- 
dress “O. Y.,” care HarpwAre AGE, 
New York. 





O|\YOUNG MAN—27—Single, 


A-1 
character and ability, with 10 years’ 
experience in general and retail 
Hardware lines, would like connec- 
tion with growing Hardware con- 
cern, either wholesale or retail. Will 
travel anywhere. Best references. 
Address “O. T.,” care Harpware 





Ace, New York. 


THE HIGH GRADE MAN 
LOOKING FOR A _ POSITION 
H P E 

iS, WISHING TO MAKE 
ILL FIND THIS 
PLACE TO 


HE ’ 
A CHANGE. W 
SECTION THE 

TELL HIS STORY. 








For Sale or Trade—Farm in the 
Arkansas Valley, full water rights, 


FOR SALE—A well selected Stock 
of Hardware, Paint, Oil and Glass. 
Inventory between $25,000 and $28.,- 
000; established over fifty years in 
Central Pennsylvania town of 10,000 
population; 4,000 to 5,000 population 
within a radius of four miles. Good 
Farming Country trade; best location 
in the town; good center for Jobbing 
trade. Selling out to settle an Es- 
tate. Address S. M. J., care Harp- 
wAreE Ace, New York. 





worth $50 to $350 per acre, to trade 
for Hardware stock or Lumber yard. 
Box 113, Rocky Ford, Colo. 





FOR SALE—Stock of hardware, 
will invoice $7,000. Terms 60 per 
cent cash; balance good security. No 
tradew Good chance, as it is the 
only hardware store here. Will bear 
investigation and will sell quickly. 
Address McCuffey Hdw. Co., c- 
Cuffey, Ohio. 


A MANUFACTURER’S agency 
located in Minneapolis, calling on 
the jobbing trade and department 
stores of Minnesota is in a position 
to handle another first class line. 
Correspondence is solicited with 
manufacturers of go repute who 
make goods that can be handled suc- 
cessfully by this class of trade. Ad- 
dress “QO. Z.,” care Harpware AGE, 





New York. 
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Business Opportunities 


FOR SALE—Hardware, Paints, 
Oils, Plumbing and Tinning Busi- 
ness. About $120,000 stock; done 
35 thousand dollar business last 
year; business imcreases every year; 
in a prosporous growing town of 
five to six thousand population; 
been in business over 21 years; wish 
to retire from business. Address a 


7 


D. Becker, Johnson City, N. Y 











High Grade Line Wanted 


After July ist, high grade lines to sell in connection with one 
now hardling which is best of its kind in the country. I make 
four trips yearly covering territory between Chicago, St. Louis and 
Denver, visiting the HEAVY AND SHELF HARDWARE, MACHIN- 
ISTS’ and AUTO SUPPLY TRADES, having personal acquaintances 
of long standing with the prominent buyers. Can secure careful 
consideration of any line I have to offer. No objection to making 
one trip per annum to Pacific Coast where I have established con- 
nections. Address P. A., care Hardware Age, New York. 








Not a 
Fairy Story 


Once upon a time there 
was a shrewd person who 
wanted his business propo- 
sition to reach a very in- 
fluential man. 


He could not get to see 
him in person, but he 
learned that he was a 
constant reader of a cer- 
tain newspaper. 


So the man who wanted 
something wrote an ad- 
vertisement stating his 
proposition and worded in 
the way he believed 
would appeal to the ONE 
MAN he wanted to reach. 

He put it in a promi- 
nent place in the news- 


paper read by the ONE 
MAN. 


He kept it there and 
before many days rolled 
around it did just what he 
hoped it would, brought 
him to the attention of the 
customer. 


Both profited—for this 


is a true advertising story. 


Now the point to you 
lies in the fact that there 
is probably some message 
in the classified depart- 
ment of this week's 
HARDWARE ACE that 


is written expressly to you. 


Are you a reader of the 
advertisements in this de- 
partment so you can catch 
the message? 





It may be important. 








Aim High 


The fellow who aims the high- 
est hits the highest, if his gun is 
strong enough. He certainly won't 
hit any higher than he aims. 


It’s just about the same in hard- 
ware, if you aim for a big position, 
you will get one; if not, there's no 
use in praying that a big position 
will grow small enough for you. 


But let’s take your individual case. 
Isn't it about like this? You're plugging 
away with all your energy, trying to ad- 
vance yourself in the estimation of the 
boss. He appreciates your work and 
ambition, and now and then he shows it, 
but a bigger position doesn’t seem to be 
even in the distance. It is simply because 
all the big positions in your firm are 


already filled by capable men. 


Get after a real job. What if it is away 
from home? Show your mettle by mak- 
ing good in a new community. Now 
listen! NHere’s the tip. The Opportunity 
Exchange of HARDWARE AGE is the 
great market place for hardware men. 
Read it and you may find just the posi- 
tion you want. If not, an ad. of your own 
costs only fifty cents, with two more for 
each word over twenty-five. Don't be 
afraid to aim high,—to “Hitch your wagon 
to a star.” You'll find the Opportunity 
Exchange makes mighty good harness. 











AN RMN 








There are no tied- 
down theories about 
selling this or that 
kind of file to a cus- 
tomer. Every man 
has his own likes and 
dislikes, preferences 
based on personal ex- 
perience. You are ca- 
tering to individuals, 
not classes. That’s 
why you must satisfy 
individual wants. 


Every Delta File is 
made for a definite 
filing purpose, made, 
tested and O.K.’d by 
expert file makers 
who “call a spade a 
spade,” and are honor 
bound to discard any 
hle that doesn’t come 
up to standard. 


The depth of the 
teeth, the angle on 
which they are cut, 
their sharpness, their 
hardness, their tem- 
per, length, width, 
taper—each of these 
intricasies is as im- 
portant as every other 
detail—and each file- 
problem has its own 
peculiar solution, 


You know’ what 
best suits your cus- 
tomers—or you can 
easily find out. Tell 
your jobber, and in- 
sist on Deltas. 


The Delta 
File Works 


Philadelphia, Pa. 
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The New Idea:— 


Selling Automobile Blue Books 
in Hardware Stores 
The more prominent hardware You can sell Blue Books, Mr. Hard- 





dealers are now stocking Blue ware Dealer, because they are pur- 
Books in their Auto Supply De- chased yearly by 90% of the motor- 
partment because they realize that ists who tour and are recognized 
they are a necessary part of every by them as the Standard Road 
motorist’s equipment. Guide of America. 
They Sell Themselves 
There's a big selling force behind bile Association and the more 
the Blue Books that will pay you prominent Auto. Clubs. The only 4 
to investigate. They're the Official road guides in existence that cover ; 
Guide of the American Automo- the entire United States. Pa 
e / 5 
1916 Issue Ready April 30th 9/7 sx 
me com- 
Return this Coupon to Receive Our 7 plete infor- 
New Discount Offer to Dealers 4 mation about r 


/ your dealers 


“i offer on 1916 


The Automobile Blue Book Pub. Co. /” “ pAutomebile Bi 


Mallers Bldg., Madison St. and Wabash Ave., Chicago, Ill. 7 g 
243 West 39th Street, New York City 4 
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Your 
Arms and 


Farming Movement Ammunition Sales 


Closely Connected 


As you are probably aware the Hercules Powder Co. has inaugurated 
a nation wide campaign on game farming—the preservation and breed- 
ing of game birds. 

There is a much closer connection between this movement and your 
business than might appear at first sight. 


More game means more hunting. 


More hunting means greatly increased sales of 
arms, ammunition and outdoor equipment. 


These facts are obvious. 


The task we have set ourselves is not an easy one, or one that 
can be accomplished in a day. But the necessity that the work be done, 
and the great good that will come from it, not only to you and to us 
but also to the country as a whole, assures success. 


_ Already the response has far exceeded our greatest hopes. We believe 
that you, with other progressive merchants, will ex- 
tend your good will and your active co-operation, [he Hercules Powder 
whenever the opportunity arises. Company manufac 
tures Infallible and 
We should be very glad to send you a copy of “KE. C.” Smokeless 
the 64 page book, ‘‘Game Farming for Profit and Shotgun Powders and 
Pleasure,’’ which explains the movement in detail. L.& R.Orange Extra 


. ¢ f : e]f Black Sporting Pow- 
Perhaps you will become a game farmer yourse Fsoeggg omega al 


after gating : wc may — you to persuade some Qui), specify that they 
of your frends an customers to start gaMe€ phe |oaded with these 
farms. Write today for your copy. powders. 


HERCULES POWDER CO. 


11 Westfl1th St., Wilmington, Delaware 
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Solves Your 


Wrench Problems 


FREE DISPLAYS 


with assortments made up of 
the particular sizes that sell. 









AAUNLUDLVAANOTSEREOEO POUL 


‘ 





eee J 


Socket Chest No. 300 Quantities of each size in 
Sal exact ratio of demand. 

Surely an addition to the 
fixtures of your store 





Garage Set No. 4 


Socket Wrench Set No. 14 





Covers all U.S. and S.A.E. nuts 
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= The««Complete-est’’ Wrench Set and screws from 14 to 34. . * 

ever designed. Price, each $12.00 Packed in wooden box, List $4.29 Engineer's OEe 

Thin Model Wrenches 
Ask for interesting New Wrench Book No. 183 A in any sets desired 
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contains all 
special 
wrenches 
needed. 
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Price, $1.20 


The “‘Nut’’ 





Socket 
Wrench Set. 
Ratchet Reverse Brake Pedal and 
Tension Spring Wrench No. 645} Wheel Puller No. 660 $4.00 
Price, each 50c. Indestructible, 56c. Ford Socket Wrench Set No. 30 


WYANLUMCYN LECTERNS SS APRA AA MUD AP MAA RMA 11 


(Uj: AUUUUUUUUUULSU LULA ESR OE EAR ASST 


FRANK MOSSBERG CO., Attleboro, Mass., U. S. A. 


BRANCH OFFICES ) Chicago - 180 N. Market St. Los Angeles, 503 Equitable Bldg. ; 
(fer your SS Francisco, 324 Underwood Bldg. ne . 214 aro i Bide. Nashville, Tenn. 
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